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“A Company 
willing to Pay 
the Price Required 
to Give Service” 


International Life Insurance Co. 


W. K. WHITFIELD, President 


60 - 40 


Which, being interpreted, means 


The International Life Insurance Company meets the Field Man more 


than half way. 


Before he is given a new policy to sell—before he is given a new service 
to render—that particular policy contract or service has been tried, tested 


and proven to be right. 


So, you see, the International Life man takes no chance—his newest 
policies—his latest service—his unsurpassed Home Office cooperation are 


of lasting worth. 


St. Louis, Missouri 





DAVID W. HILL, Vice-President 
W. F. GRANTGES, Vice-Pres. and Gen’l Mgr. of Agents 




















How do you play 
Insurance? 


EVERY now and then, we hear some “man on the 
street” remark that he is “in the life insurance 


game now.” 


WHICH probably means that he doesn’t know 
whether he is going to win or lose, but he is 
willing to pick up a rate book and give it a whirl. 


AND it surely is a game if all you have is a rate 


book. 


BUT add to it a generous quantity of A®tna sales 
helps and Whatley codperation and you have a 
life insurance business—a good business. 


ANY one of our men will tell you that the business 
idea has much greater endurance and is a lot 
more enjoyable than a short-winded frokc. 


S. £t. WeaAT t&@& F 


General Agent for the 
ita Life Insurance Company 


230 S. Clark St. 
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Disobey that Impulse 
to Pass this By! 


ECAUSE the Citizens National Life has a message 

for you. A message that will mean dollars and 

cents to you if you are contemplating making a life 
insurance connection. 


The Citizens National Life is a new 
company offering men desiring to 
sell life insurance in Illinois an un- 
excelled opportunity to succeed. 


Everything about the Citizens Na- 
tional is refreshing. It is a 1927 


company—built upon the experience - ¢ 2 
The Citizens Na- of men trained in the school of life Builders <a Business 


tional Life began 





fo June 192), with insurance selling and management. If you have not used Kaufmann Systeman Security Holders you have 
0 carte ea a pleasant surprise awaiting you. For Kaufmann wallets will help 
which will smme- rs . . . . you build business just as it is building business for hundreds of 
p mm rm, Ba We invite your inquiry. oihene. 


‘o $300, 5 ° ° ° ° 9 
. _ Until you have used it to deliver those extra policies you have not 


made use of the biggest dollar for dollar life insurance business 


builder on the market today. 
MAE rt € The standard size is $2.25 and the large size, $3.15. Quantity rate 


NATIONAL LIFE INSURANCE CO. East Sr.Lovuts ILL. ee ee ee ee ee ee 


For Sale by 


QE EL Las ks VAT The National Underwriter Co. 
J 


1362 Insurance Exchange 
. G. BARDILL GEORGE KABURECK CHICAGO, ILL. 


evenanae See. end Gon, Sige. 420 E. Fourth St., Cincinnati 80 Maiden Lane, Room 613, New York 





























Don’t Forget the Ladies||||| 4 TOWLR OF STRENGTH 


EN years ago or even less, it was rather unusual to Insurance in Foree 


find responsible positions in big business organiza- 


tions occupied by women. Today this condition is en- $1 250 000 000 
9 b | 9 


tirely different. Positions of trust and high responsi- 
bility are being filled by capable women every day. 





Thus the field for life insurance among women is be- 
pen tae i: Spey nce args Pow pee CTE eo MT $345,000,000 
these new possibilities. SURPLUS AND CONTINGENCY 
Mutual Trust has long realized the need of appro- PEE winodeccssucovsansneumetne 45,000,000 
priate insurance policies for women. Among those 
most favored and issued by this Company are: TOTAL LIABILITIES ceeseeeeeeeenens 300,000,000 
Limited Endowments. (Including Paid-up Capital) 
Old Age Income Plans. os 
Deferred and Retirement Annuities. Interest on Policy proceeds, profits, etc., 
(All Standard forms issued to left with the Company 
women the same as men). 514% 
Mutual Trust agents are equipped with the best. Why weed 
work under a handicap? . : : — 
C. A. PETERSON, Vice-President. Total investments in United States securities 
A. E. WILDER, Director of Agencies. exceed $125,000,000 


Mu tu q1 ‘Trust “‘Prosperous and Progressive” 
LIFE INSURANCE COMPANY SUN LIFE 
: shington St ASSURANCE COMPANY 


77 West Washington Street 
CHICAGO, ILLINOIS 
of CANADA 


5 CAs Faithful as OLD FAITHFUL” ¢33 
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EQUAL OPPORTUNITY 





D @akHOUGH featured in fable, the Knights of the Round 

ry Wiss Table were not figments of the imagination. Even 

O%® those early Crusaders knew the value of an interchange 

& of ideas and an open discussion of plans. And their table 

was round so that, at a meeting of men with a common purpose, no 
one might have a seat of special advantage. 


A sound principle and a splendid practice—a commentary, if you 
please, on the spirit of fair play that made those men and their deeds 
a brilliant page of history. 


And to this day, the same spirit is existing. Nowhere in modern 
business will you find it more vigorously champioried than in the 
Phoenix Mutual. 


Regional conferences, conventions, or staff meetings — wherever 
Phoenix Mutual men and officials gather —the leveling influence 
of a common purpose is apparent. Plans, practices, and even com- 
pany rulings must be right—and fair—when they survive the test 
of open discussion. 


It is that sort of thing—and the Company's policy of standard com- 
mission contracts for a// its men—that makes Phoenix Mutual service 
attractive to men who only ask that their chance of success be one 
of equal opportunity. 


PHOENIX. MUTUAL 


LIFE INSURANCE COMPANY 


HOME OFFICE HARTFORD CONN. 





First policy issued 1881 
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STATE OFFICIALS TAKE 


UP TWISTING PRACTICE 


Discussion of the Evil and Its 
Effect on the Policy- 

holders 

SOME LAWS IN FORCE 

Taggart Questions Suggestion of Im- 


prisonment as a Penalty of Guilt 
of an Agent 


There was considerable interest in the 
meeting of the National Convention of 
Insurance Commissioners in the address 


of Clare A. Lee, commissioner of 
Oregon, in discussing life insurance 
twisting. He said that misrepresentation 


is allied with twisting policies. He 
averred that twisting is simply a fusion 
the policies of 
the 


those of 


ol misrepresentation of 
the with 
ment of the merits of 
petitors. He regards twisting as an 
injustice to the policyholder and the 
company. Where there is any financial 
or economic loss to -the policyholder, 


conceal- 
com- 


agent’s company 


twisting should be condemned. He said 
that twisting began when a financial 
consideration had been given and ac- 


cepted. He suggested a law prohibiting 
twisting which included revocation of 
licenses or fine or imprisonment or any 
combination of these. 
Freedy Discusses Subject 

Commissioner M. Freedy of Wis- 
consin in discussing the subject said 
that under the Wisconsin law relating to 
twisting there must have been misrepre- 
sentation to prove guilt. The Wiscon- 
sin law covers oral as well as written 
misrepresentation. If an agent makes a 
true statement of facts, there is no viol- 
lation of the law. He said that the law 
is ample in Wisconsin to cover the sub- 
ject. He thinks the prevention of 
twisting rests largely with the company. 
The companies, he thinks, are primarily 
responsible for twisting. If the con- 
tract is plain, simple and comprehensive 
and the insured appreciates just what it 
means the chances for twisting in his 
opinion are greatly reduced. 


R. C. Clark Comments 


Commissioner R. C. Clark of Vermont 
said that an agent should place the in- 
terests of the assured above all else 
when his insurance is discussed. Where 
the assured loses in any way by a twist, 
the agent is guilty. Mr. Clark believes 
that if there is to be any change in a 
policy, it should be done in the com- 
pany in which the original insurance is 
written. The agent suggesting the 
change can often sell the assured addi- 
tional insurance. Mr.*Clark raised the 
question as to whether a twist exists 
where an agent is on the point of clos- 
ing a case and another agent who has 
done no work jumps in and captures 
the application. He said that while this 
may not be illegal, it is often regarded 
as unethical. He said that many people 
believe that where the expense of med- 


| R. C. TOOMBS ELECTED 
HEAD OF INTERNATIONAL 


| SUCCEEDS W. K. WHITFIELD 


New Officers and Directors named by 
St. Louis Company, Effec- 
tive Oct. 1 


ST. LOUIS, Oct. 6—Roy C. Toombs, 
chairman of the board of directors of 
the International Life of St. Louis, has 
been elected president of the company 
to succeed W. K. Whitfield, who has 
resigned. Mr. Toombs is head of the 
Toombs-Daily Company, investment 
bankers, which recently purchased con- 
trol of the International. The election 
took place last Friday and the change 
was effective Oct. 1. 


New Officers Elected 


The new officers elected by the In- 
ternational Life are: Roy C. Toombs, 
president; George E. Toombs, vice- 


president and treasurer; W. F. Grantges, 
vice-president and manager of agencies 

E. F. Morgenstiern, vice-president and 
director of personnel; W. J. Hampton, 


vice-president and chairman of under- 
Writing committee: Thomas I. Mc- 
Reynolds, Sr. vice-president in charge 


of the real estate loan department; Dr. 


George F. Rendleman, medical director; 
Charles Kell, secretary; S. O. Kennedy, 
assistant secretary; F. E. Fischer, as- 


sistant secretary, and W. P. Wright, as- 
sistant treasurer. 

Messrs. Grantges, 
man, Kell, Kennedy, 
have been with the International Life 
for years. The retention of Mr. Grant- 
ges as vice-president and head of the 
agency organization and his elevation to 
the board of directors and executive 
board means that the agency forces will 
not be distucbed in any way. 


Hampton, Rendle- 
Fischer and Wright 


New Board Named 


The 
Roy C. 


new board of directors will be: 
Toombs, chairman; George E. 
Toombs, Dr. Rendleman, S. O. 
W. F. Grantges, G. A. Youngerman, 
manager of the reinsurance department; 

*. Morgenstiern; Judge Charles G. 
Revelle, Ed Mays, W. G. Darst, assist- 
ant treasurer of the Toombs-Daily Com- 


pany, Chicago; W. J. Hampton and 
T. J. McReynolds. Mr. Mays is the 
newly elected president of the Con- 
tinental Life of St. Louis and Judge 
Revelle is a former Missouri insurance 
commissioner. 

President Toombs said that the re- 


organization of the official family of the 
International was designed primarily 
to give the men who are active in its 
management a voice on the board of 
directors and executive committee, and 
that he believed that a board composed 
of the heads of the various departments 
of the company would prove more ef- 
fective than outside business men who 
would have other business cares. 


ical examination has been incurred, it 
is illegal to twist. He stated that there 
is no doubt of the case where a premium 
has been paid. 

Mr. Clark said that in health and acci- 
dent insurance where the contract is 
continued by monthly payments or any 





(CONTINUED ON PAGE 19) 


Kennedy, 





MAYS NAMED PRESIDENT 
TO SUCCEED E. P. MELSON 


HEAD OF CONTINENTAL LIFE 
Investment Vice-President Elected to 
Post of Chief Executive in 
St. Louis Company 


The Continental Life of St. Louis, at 


a meeting of the board of directors last | 


Saturday elected Ed Mays president of 
the company, succeeding Edmund P. 
Melson, who resigned Sept. 20. 
Mays has been active in the control of 
the Continental since 1922, in which 
year he became a member of the 
of directors. Since January, 1927, he 
has been vice-president of the com- 
pany and in that capacity’ has 
been in charge of the investment 
department, for which work, on account 





ED MAYS 
New President Continental Life 


of St. Louls 


of his understanding of the value of 
securities, he is remarkably well fitted 

The new Continental president comes 
from a small town in Arkansas—a 
town that was so much encircled by 
timberland in his boyhood that the busi- 
ness possibilities which first fired his 
imagination were those connected with 
the use and development of timber. It 
was only a few years ago that he left 
Arkansas for St. Louis and only a few 
years ago, in 1922, that he took charge 
of the Grand-Nationaf Bank of St 
Louis, then one of the small banks of 
the city with resources of something 
over $500,000. His genius as a builder 
has been demonstrated by the growth of 
this bank, which now has resources of 
more than $8,000,000. And the Grand- 
National is not by any means the only 
bank of the vicinity in the development 
of which Mr. Mays’ talents have been 
employed since he transferred his head- 
quarters to St. Louis. He is at the head 
of two trust companies and a bank in 


the important urban portion of St. Louis | 


County immediately adjoining St. Louis. 


(CONTINUED ON PAGE 19) 


Mr. | 


| CALDWELL AGAIN WILL 
BE THE PRESIDENT 


Tennessee Official Elected Head of 
National Convention of Insur- 
ance Commissioners 


TWO BIG QUESTIONS UP 
Jesse G. Read of Oklahoma Was Chosen 
As the Chairman of the Exec- 
utive Committee 


board | 


OFFICERS ELECTED 
President—A. 8S. Caldwell, 
First Vice-President. RK. 

California. 

Second Vice-President—James A. Beha, 
New York. 

Secretary—Joseph Button, Virginia. 

Chairman Executive Committee—Jensse 
G. Read, Oklahoma, 

Members Executive Commilttee—Hay 
A. Yenter, lown; Ben C. Hyde, Missourt; 
H. P. Dunham, Connecticut; 8. A. Olaness, 
Nerth Dakota; J. E. Sullivan, New Hamp- 
shire; C. C. Wyseng, Indiana. 


Tennessee. 
Detrick, 


The National Convention of Insur- 
Commissioners at its annual meet- 


last week reelected A 


ance 
ing in Cincinnati 
S. Caldwell, Tennessee, 
served the remainder of 
Judge H. L 
who resigned from ofhce 
Frank N. Julian of Ala 
retiring as commissioner of 
that 
at the 


as president, he 
the 
Ohio, 


having 


term of Conn of 


abama, who is 


insurance 
notable tribute 


the 


state, was given a 


closing session, convention 
record in expressing its grati 
his very efficient and faithful 
the organization The mo 
tion was made by Commissioner J. S 
Maloney of Arkansas and seconded by 
Commissioner Olsness of North Dakota 
Mr. Julian served as chairman of the 
executive committee last year 


going on 
tude for 
service to 


Two Big Questions Up 


There were two big questions before 
the convention. The first came up in 
the paper of Commissioner Safford of 
Ohio in which he condemned the prac- 
tices of a few mutual companies that 
paid exorbitant salaries to favored offi- 
cers and who also profited by the op- 
eration of the companies in other ways 
These salaries and additional compen- 
sation were held to be an injustice to 
the premium payers. 

The second vital subject came up in 
the paper of Superintendent Beha of 
New York who had superimposed his 
ruling as to investments of companies 
chartered in New York on non-New 
York companies. 


New York Investment Law 


The insurance law of New York does 
not allow a fire or casualty company to 
use more than 50 percent of its surplus 
m investments of stocks of other insur- 
ance companies Furthermore the in- 
vestment of insurance stocks cannot be 
camouflaged through a holding com 
pany. Mr. Beha has ruled that this law 
must apply not only to New York com 
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anies but to others licensed in the state. 
erious objection has been taken to this 
by other states, their commissioners 
claiming that New York in assuming 
this extra-territorial attitude is violat- 
ing the fundamental principle of comity 
among states, 


Referred to Special Committee 


Both subjects were referred to a spe- 
cial committee consisting of Commis- 
sioners Safford of Ohio, Beha of New 
York, Wells of Minnesota, Yenter of 
Iowa, Gough of New Jersey, Wade of 
North Carolina and Luning of Florida. 

A motion prevailed that the officers 
and chairman of executive committee be 
empowered to revise the list of stand- 
ing committees of the organization. 


Some Humor Came to Surface 


Some humor was injected into the 
nomination of some of the officers. Sec- 
retary Button in casting the ballot for 
Mr. Beha stated that it gave him “pe- 
culiar pleasure” to do so. Mr. Beha 
stated that he would not inject states 
rights into his new office but would ex- 
tend the beneficent influence of the Em- 
pire State both east and west, to Con- 
necticut and New Jersey, thus acknowl- 
edging the opposition of Mr. Dunhan 
of Connecticut and Mr. Gough of New 
Jersey to his investment program. 

Mr. Julian as his last act as a mem- 
ber of the organization put Colonel But- 
ton in nomination for secretary, stat- 
ing that the Virginia commissioner first 
learned his lessons of efficiency and econ- 
omy on the banks of the Tennessee ir 
Alabama. President Caldwell in cast- 
ing the ballot for Colonel Button re- 
ferred to him as one of the distin- 
guished bare back horse riders of the 
country, thus alluding to Colonel But- 
ton’s accident when he tried his skill as 
an equestrian at Colonel Cody’s farm 
in Kentucky when the executive com- 
mittee met there last summer. 

Praise for Entertainment 


resolutions con- 
Dumont of 


The committee on 
sisting of Commissioners 
Nebraska, 
Sullivan of New Hampshire expressed 
the gratitude of the members of the 
convention and visitors of the many evi- 
dences of hospitality shown by the Cin- 
cinnati companies and the local ar- 
rangements’ committee. The entertain- 
ment program was extensive and satis- 
fying. Charles F. Williams, vice-presi- 
dent of the Western & Southern Life, 
wzs the local head while Commissioner 
Safford of Ohio acted as general chair- 
man. The afternoon of Thursday was 
spent at Colonel Cody’s farm resort 
about eight miles across the river in 
Kentucky where there were a number 
of attractive features presented. 

The complexion of the executive com- 
mittee indicates that the so called west- 





Livingston of Michigan and | 





WILL TAKE UP SOME 
INVESTMENT PROBLEMS 


TO HOLD MEETING IN DALLAS 


Separate Section Will Be Organized by 
the American Life Convention 
for Added Service 


The officers of the American Life 
Convention have arranged for a meeting 
on the afternoon of October 25, at 
Dallas, the day before the convention 
proper opens, at which will be discussed 
some of the investment problems con- 
fronting companies. Papers will be read 
by Judge W. H. Hinebaugh, president 
of the Central Life of Chicago,’ General 
Counsel Walter H. Eckert of fhe Fed- 
eral Life of Chicago and R. J. Merrill, 
vice-president of the United Life & Acci- 
dent of Concord, N. H. The investment 
problems of the smaller and medium 
sized companies heretofore have been 
rather simple, but following the disas- 
trous experience with farm loans, the 
companies are reaching out into other 
fields. Farm loans constituted the main 
source of investment in days gone by 
for these companies. It is now found 
desirable to have more diversified invest- 
ments. 

The title of Mr. Eckert’s paper will 
e “Real Estate Mortgage as an Invest- 
ment for Life Insurance Funds. Mr. 
Hinebaugh will discuss “Laws Affecting 
Investment of Life Insurance Funds.” 
He will pay particular attention to such 


laws in Illinois and Missouri. Mr. Mer- 
rill’s subject will be “Some Mortgage 
Problems.” Following each address 


there will be a discussion of the main 
points touched on by the speaker, and 
it is certain that the papers will prove 
very interesting and probably form the 
basis for further study of the financial 
problems of the companies. 

Each company that is a member of 
the American Life Convention has been 
invited to have one of its financial ofe¢ 
ficers at the organization of the financial 
section. 

A meeting will be held in New York 
City ~~ week called by president of 
the U. Chamber of Commerce to dis- 
cuss 3 farm loan situation. The 
American Life Convention will be repre- 
sented at that meeting. 





ern element which made itself manifest 
at the San Antonio convention still has 
the grip on the organization. Frank N. 
Julian of Alabama, who was regarded 
as a conciliatory member of the com- 
(CONTINUED ON PAGE 10) 








COERCIVE POWER USED 
TO SWING INSURANCE 


INTERESTING DISCUSSION UP 





Insurance Commissioners Convention 
Members Make Observations on Ap- 
pointment of Insurance Agents 


The banker as an insurance agent 
loomed up on the horizon at the Insur- 
ance Commissioners’ Convention in 
Cincinnati. Many commissioners evi- 
dently are becoming more opposed to 
the appointment of agents where so- 
called coercive financial power is used 
to swing business to their offices. 
Commissioner Luning of Florida cited 
a case where a life agent had convinced 
a prospect that he should buy life insur- 
ance. The prospect found it necessary 
to go to his bank to make a loan to pay 
the premium. As is customary, the bank 
president inquired what he intended to 
do with the money. The man told the 
banker that he had decided to buy life 
insurance, naming the agent who had 
canvassed him. The bank president then 
told him that he should favor his friends 
and should buy his life insurance from 
the cashier who represented just as good 
a company as the other agent. The 
bank president hinted that he would 


| make the loan provided he bought the 


insurance from the cashier. 


Luning Takes a Hand 


The other agent took the matter up 
with Commissioner Luning who at once 
got in touch with the company repre- 
sented by the cashier. The company 
told him that the responsibility rested 


with the general agent who had juris- | 


diction over that territory. The general 
agent upheld the bank cashier. Com- 
missioner Luning had no authority in 
the matter but referred the case to the 


Jacksonville Life Underwriters Associa- | 


Commis- | is used to force insurance 


tion which voted to uphold 
sioner Luning’s position with one nega- 
tive vote cast, this being the general 
agent whose sub-agent was the banker. 
Mr. Luning then took the matter up 
again with the offending company and 
induced it to withdraw the pressure. of 
a bank cashier and allow the original 
agent to handle the case. 


Sullivan Defines Position 


Commissioner J. E. Sullivan of New 
Hampshire in discussing the pressure 
brought by finance companies in repre- 
senting insurance institutions to write 
automobile insurance stated that he had 
ruled against the appointment of any 


agent where the _— power of the | 














NOT MUCH SENTIMENT 
FOR NEW ORGANIZATION 


SAY TIME IS NOT YET RIPE 





Movement to Get the Industrial Com- 
panies to Establish Separate 
Association Fails 





The committee appointed at the time 
the Insurance Advertising Contevence 
met in Hartford to canvass the desir- 
ability of organizing an association com- 
posed of industrial companies, life, ac- 
cident and health, finds that there is not 
sufficient interest in the movement to 
warrant the calling of a general confer- 
ence. It so happened that in Hartford 
attending the Advertising Conference 
were some industrial company men who 
felt that the existing organizations did 
not take up their problems. The ques- 
tions confronting industrial companies 
are different in some respects from 
those engaging the attention of others. 
The industrial people felt therefore that 
if they had a separate organization 
their cause would be far more acceptably 
handled. They believe that an inter- 
change of news and practices would be 
decidedly helpful. 

The committee took up the matter 
with the leading industrial companies 
and found that the time is not ripe for a 
separate organization. The Industrial In- 
surers’ Conference is already organized, 
composed of companies writing indus- 
trial accident and health insurance. 
There has been some agitation to estab- 
lish an industrial life section in connec- 
tion with the American Life Conven- 
tion. While there is some favorable 
sentiment in that direction, it is hardly 
likely that anything will be done at the 
forthcoming annual meeting in Dallas. 


institution with which he is connected 
in his direc- 
tion. He thinks therefore that a bank, 
finance automobile company or any 
other institution that can use force in 


| this way cannot function as an insur- 


ance agent. He has based his ruling on 
the anti-rebate law of his state. 


To Increase Capital 


Steckholders of the Commonwealth 
Life of Louisville, Ky., have been asked 
to ratify a resolution of the board of 
directors authorizing an increase in the 
capital to $1,500,000, the stock to be 
sold at $12.50 per share, par value being 
$10. This will increase the capital by 
$250,000. 


NEW OF FICERS OF THE INSURANCE COMMISSIONERS’ CONVENTION ~ 





A. 8 CALDWELL, Tennessee 
President Commissioners Convention 


Cc, BR. DETRICK, California 
First Vice-President Commissioners 


JESSE G. READ, Oklahoma 
Chairman Executive Committee 





JOSEPH BUTTON, Virginia 
Secretary Commissioners Convention 
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STATES’ RIGHTS ISSUE 
BECOMES PARAMOUNT 


Superintendent Beha of New York 
Draws the Fire of Other 
Officials 


STRONG OPPOSITION SEEN 


Commissioners Resent Empire Com- 
monwealth Forcing Its Domestic 
Policy on Outside Corporations 


One of the big questions that came 
the National Convention of In- 
surance Commissioners at Cincinnati 
last week was the attitude of the New 
York department in assuming extrater- 
ritorial authority over the investments 
of other state companies. The New 
York law provides that not more than 
50 percent of a company’s surplus can 
be used in purchasing stocks of other 
insurance companies. Furthermore this 
investment must be open and_ not 
through a holding company. Mr. Beha 
stated that the New York companies 
had complied with this law, resulting in 
much extra insurance capital being put 
into business. He insists that —- 
companies comply with this law and i 
New York state reports he has am 
down the assets of some company 
groups that have more than 50 percent 
of the surplus of the parent company 
invested in subsidiary companies, so 
that in some cases the surplus is en- 
tirely wiped out and an impairment 
shown. 
Dollar Doing Double Duty 


before 


Superintendent Beha of New York in 
his address declared that owing to the 
interlocking system the same dollar is 
doing double duty, resulting in the with- 
drawal of capital that should be back of 
the insurance companies. He said that 
through this ownership of other com- 
pany stocks, the security back of com- 
panies is greatly diluted. He stated 
that New York allows ample liberality 
as to ownership of stocks of other com- 
panies but it does demand a full mar- 
gin of safety. He thinks the pyramiding 
of stocks in this way is dangerous and 
in time of catastrophe companies would 
find these assets not liquid. He recog- 
nizes the fact that business necessities 
require a measure of liberality but he 
contends the privileges should not be 
stretched too far. 


Opposition of Other States 


This attitude of Superintendent Beha 
met with strong opposition from a num- 
ber of states, the point being made that 
New York is violating the principle of 
interstate comity in forcing other com- 
panies to make investments according 

the New York laws. C. A. Gough, 
deputy commissioner of New Jersey, 
followed Mr. Beha with an exhaustive 
discussion of the situation, upholding 
the group system as practiced by fire 
and casualty companies, claiming that 
it had stood the test of time and was 
a logical and safe development in the 
evolution of the business. He declared 
that the foreign companies had followed 
this system abroad for a century and it 
had proved entirely satisfactory. The 


foreign companies through the deposit 
system in this country, he declared, are 
put at a decided advantage over the 


An erican companies. The foreign com- 
panies started practising the group sys- 
tem over here and Mr. Gough declared 
that the home companies were placed 
at a great disadvantage. Through the 
group system it is possible for insur- 
ance companies to take advantage of a 
more widely distributed classification of 
business. 


1. S. Maloney of Arkansas in a brief 





SHERIDAN LIFE HAS 
RECEIVED ITS LICENSE 


— 


COMPANY BEGINS WRITING 


Evanston, Ill, Organization Plans to 
Build Large Agency Staff for 
Cultivation of Home State 


License to do business in Illinois was 
formally issued to the Sheridan Life. 
new Chicago company, last Friday. The 
announcement was made by Mercer E. 
Daniels, organizer and president of the 
company. 

The company’s original papers of or- 
ganization read, “Sheridan Life of Chi- 
cago.” For this reason it will be nec- 
essary that the by-laws be changed to 
make the title read, “Sheridan Life of 
Evanston, Ill.” The majority of the 
stockholders of the company are im- 
portant figures in the business and so- 
cial life of Evanston, a suburb of Chi- 
cago, and for this reason the home of- 


fice of the company is to be established 
in Evanston. On Oct. 10 a meeting of 
the directors will be held in the com- 








DANIELS 


MERCER BE. 


pany'’s temporary offices in the State- 
Lake building, Chicago, and the by-laws 
will be so amended that thereafter the 
company will be registered with the de- 
partment as an Evanston company. 

President Daniels in making the an- 
nouncement that the company has been 
licensed said that it will be the com- 
pany’s purpose to obtain as many com- 
petent agents as possible immediately 
and to build a large agency force for 
intensive cultivation of the Illinois field. 
Agency building will be in charge of 
Minor Morton, who is vice-president and 
superintendent of agents for the com- 
pany. Mr. Morton recently resigned « 
special agency position with the te 
ity Life of Chicago to accept the Sheri- 
dan Life vice-presidency. He formerly 
was vice- president of the Volunteer 
State Life of Chattanooga. 


the recodification of 
the Arkansas laws, which will no doubt 
be authorized by the next legislature, 
adequate attention will be given to the 
discussion of ownership of stocks of 
companies. He sees danger in the inter- 
locking system. He stated that there is 
only one domestic Arkansas group, the 
Home Life, Home Fire, and Home Cas- 


paper said that in 


ualty, familiarly known as the A. B 
Banks companies. None of these com- 
panies owns the stock of the others 


Dunham Hurls Hot Shot 


Commissioner H. P. Dunham of Con- 
necticut came out very strongly against 
Mr. Beha. He said that every state 
should respect the individual sovereignty 
of other states. No state, he said, had 


| the right to force its 





INDUSTRIAL INSURERS 
TO MEET IN ST. LOUIS 


THREE-DAY SESSION PLANNED 





Business Will Occupy Mornings of 
Delegates to Conference — After- 
noons to Be Given to Recreation 


The 18th annual meeting of - Indus- 
trial Insurers’ Conference will be held in 
the Coronado hotel, St. Leule, ‘Oct 19- 
21. Three general sessions and one 
executive session will be held. The pro- 
gram of entertainment includes golf 
tournaments held on two days, a thea 
ter party for non-golfers, a dinner dance, 
the conference banquet, a 
tour and a trip through the 
business district. The 
is as follows: 


sightseeing 
downtown 


business program 


Opening Session 


Mather 
Walker 


Invocation: Rev. Arthur 
Address of Welcome: J. A. 
Missouri Insurance Co 


Response to Welcoming Address, C. E 
Clarke, Peninsular Casualty. 
Minutes of Last Meeting E. T. Burr 


Durham Life. 

President's Address Bernal L. Tat- 
man, Reliable Life & Accident. 

Report of Credentials Committee: P. L 
Hay, Bankers Health & Life, Macon, Ga 

Report of Good of Conference Commit 
tee W. R. Lathrop, Southern Life & 
Health 

Report 
Phillips, 

Report 
E. T. Burr. 

Report of Membership Committee: C.8 


of Grievance Committee: T. T 
Gulf Life, Jacksonville, Fla 
of Secretary and Treasurer 


Drake, Empire Life & Accident. 
teport of Golf Committee Raymund 
Daniel 


tobert E. Daly, Actuary, In- 
surance Department of Missouri 

Address Claris Adams, Secretary 
American Life Convention. 

Address: “The Sickness 
Modern Industry,” Dr. Frederick L 
man, Consulting Statistician of the 
dential. 

Discussion. 


Address 


Factor it 
Hoft- 
Pru 


Second Session 


Address: “Imagination in Business,’ 
S. B. Renshaw. 
Address: “Cooperation of Competing 


Agents on the Debit,” P. L. Hay. 
Address “Claim Adjustments,” G. & 
Galloway, Presid@nt, George S. Galloway 
Inc., Chicago. 
Address: “Respect for the Other Com- 


pany,” C. S. Drake. 
Address: “Flimfilam,” John W. Blevins 
Interstate Life & Accident. 


Executive Session 


Report of Executive Committee JI. R 


Leal, Interstate Life & Accident 
Report of Statistics Committee A. B 
Upshur, Home Beneficial Association 
tound Table Discussion of Preceding 


Reports and Addresses 


Final Session 


Appointment of Nominating Commit 
tee 

Address 
Business,” 

Report 
Bartholomew, 
ington, D. C 

Report of Advertising 
W. R. Lathrop 

Report of Law Committee rM 
Estes, Life & Casualty 

New or Deferred Business 

Report of Nominating Committee 

Election of Officers 

Selection of Next Meeting 


“Observations Upon Ordinary 
A. B. Upshur 
of Auditing Committee: H. A 
Continental Life, Wash 


Committee: 


Place 


domestic policy 


on other states. In Connecticut, for in 


stance, its own life companies can lend 
only on improved real estate up to 50 
percent of the value, while New York 


companies to invest up to 
the value Mr. Dunham 
stated that while Connecticut feels this 
is a wise law for its own companies, he 
would not think of cutting down the 
assets of New York life companies to 
comply with the Connecticut require- 
ments. He declared it is a gross viola- 
(CONTINUED ON PAGE 19) 


permits its 
two-thirds 





LABOR IS ASSURED 
REWARD OF ITS WORK 


C. J. Rockwell Outlines Plan 
That Will Bring the Interests 
Together 





DIFFICULT PROBLEM MET 


Life Insurance Can Be Used to Bring 
About Proper Participation in 
the Profits 


Underwrit- 
Rockwell, 


noted educator and editor-in-chief of the 


Cincinnati Life 
Charles J. 


Before the 
ers Association Dr 


Salesman,” outlined a plan, 


y mm successtul operation in a few 


instances, whereby “labor” is assured of 


the result of its work 


Leading capitalists recognize the im- 





DR. CHARLES J. ROCKWELL 


portance of sharing profits with em- 


oyes who have assisted in creating 
them, but the method of distribution 
offers a serious problem. If it takes the 
torm of a cash bonus, it is usually soon 


benefit. If it 
continuation 


lasting 
stock, a 
result eventually in 


' 
fails Ot 
torm of 


spent, and 


takes the 


of the policy may 
loss of control of the business by those 
who give the reward. Or trouble may 


rise through the stock passing at death 
to persons untriendly to the manage- 
Selution Is Suggested 

this problem, 
respects 1s that of 
on every employe 
varying in amount according to the 
productivity of that individual, the prem- 
ium being paid by the corporation 
Thus the premium becomes at once a 
onus, and a means of anticipating the 
rohts that would have been earned over 
1 normal yet 


which ts 
placing 


\ solution 
ideal in many 


life insurance policy 


} 


is a bonus, 
him of the 


l expectancy. It 
it cannot be spent at the w 
moment 


Fears of Labor Answered 


insurance policy at the same time 
answers the fears of labor on account of 
lisability, and eventual retirement. The 
tace of the policy is at once evidence of 
participation in tuture profits, of ability 
to meet family obligations in event of 
disability or premature death, of having 
available at retirement and an 
offset for any dissatisfaction that may 
exist because of low initial wages dur- 
ing the training period. The picture is 
at once in evidence of what loyal serv- 
ice will achieve 

One organization using this plan to 


Che 


in estate 








6 


the extent of $3,000,000 of insurance 
places initially term insurance on its new 
employes, and names itself as_ bene- 
ficiary. It has learned that it takes two 
years to train its people, and during 
that time, it is entitled to the proceeds 
te train another person. It knows that 
it costs $200 to replace a stenographer, 
$1,000 to replace a private secretary, and 
so on through the various posts of im- 
portance, the greater the importance the 
greater the cost. 


Plan After Two Years 


After two years, the employe is given 
an ordinary life policy, with the 
premiums paid to the original date of 
issue, the contract is arranged to mature 
as an endowment and the beneficial in- 
terest is changed to that employe’s 
family, the latter having full control 
over the contract, though the employer 
continues to pay the premiums. The 
back premiums are in effect the bonus 
for the first two years. 

This plan has welded together a loyal 
and persistent group of employes which 
is the envy of others in the same field. 
It has welded the home to the job and 
the job to the home. Offers from the 
outside cease to be an attraction. The 
contracts assure that years after the em- 
ploye ceases to function because of 
death or retirement, the profits from the 
employment will continue to roll in to 
his family. 

Test Applied to Employes 


Giving control to the employes gives 
an additional insight into men’s char- 
acteristics for the man who borrows on 


his policy values, or surrenders his 
policy for cash at the first appearance 
of financial stress, lacks the stability 


which is imperative for advancement to 
greater responsibility. 

Superannuation loses its terrors for 
when age or disability impairs an em- 
ploye’s earning power, he can be given 
a position of lesser importance at a 
smaller salary. But by drawing upon 
the endowment values of his insurance 
policies, he can maintain his old salary 
and likewise his dignity. 

Does Not Become Pensioner 


He is not a pensioner and is not being 
overpaid for his work. He is merely 
spending the profits which years ago 
were anticipated for him in the face of 
his insurance contracts. He is realizing 
the fruits of his labor. He himself has 
hecome a capitalist. He has attained 
the good which his early ambitions en- 
visioned! 

Reward for Service 


Dr. Rockwell believes that this form 
of reward for service and guarantee of 
participation in profits deserves wide 
consideration and will in future years, 
become a leading method of dealing with 
the problems involving the mutual in- 
terests of capital and labor in industry 
and common purpose so that all may 
share equitably. 


Joins Atlantic Life 


Appointment of H. K. 
sistant to Robert G. Richards, agency 
secretary of the Atlantic Life, is an- 
nounced. Graduating from the Virginia 
Polytechnic Institute, he went to work 
as a clerk in the home office of the Vir- 
ginia Fire & Marine. Later he became 
associated with Bache & Miller, real 
estate and insurance agency of Rich- 
mond. He resigned this connection to 
go with the Atlantic Life. 


Bache as as- 


October Policyholders Month 


October will be  “Policyholders 
Month” for the Business Men’s Assur- 
ance. As a special feature of the month, 
additional life insurance without med- 
ical examination will be considered from 
any life policyholder whose policy was 
issued at standard rates less than three 
years ago; provided that the applicant 
now be between the ages of 20 and 50, 
and that the amount of additional in- 


surance does not exceed $2,500. Appli- 
cations for term insurance will not be 
considered without medical examination. 
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PRESIDENT WOOLLEN OF AMERICAN 
LIFE CONVENTION REVIEWS BUSINESS | 


ST. LOUIS, MO., Oct. 5.—In ac- 
cordance with one of the purposes for 
which the American Life Convention 
was founded in 1906, the dissemination 
of information regarding the science of 
life insurance, President H. M. Wool- 
len of the Convention has issued the 
first of a series of quarterly reviews of 
general business conditions, released to 
the press on Sunday. 

In these business letters the presi- 
dent of the American Life Convention 
will endeavor to present to the readers 
of leading newspapers and periodicals 


throughout the country the prospects 
for the coming three months as re- 
flected by the life insurance business. 


The first of the letters, issued Sunday, 


was as follows: 


Life Insurance Is Barometer 


“Life insurance has long been recog- 
nized as an excellent barometer of busi- 
ness trends in American communities, 
both urban and rural, and especially for 
the country as a whole. Some enthus- 
iastic insurance men have proclaimed 
it the best measure for gauging the 
future outlook of commercial and indus- 
trial America, but whether we are will- 
ing to go to that extreme, one must 
recognize that life insurance as a funda- 
mental institution certainly has _ its 
hand on the pulse of American life, and 
generally ; speaking as life insurance goes 
so. will the country’s business as a whole. 

“The production of new life insurance 
by the United States companies is on 
the increase. Their volume in August 
showed a gain of 3.5 percent over Aug- 
ust of 1926 and the early reports re- 
ceived by the 141 large life insurance 
companies of the United States and 
Canada that are members of the Amer- 
ican Life Convention indicate that Sep- 
tember will also show a gratifying gain 
over the same month last year. 


Sees Bright Future 


“But it is in the future we are ex- 
pecting the best results. There iqa much 
to indicate that the last quarter of 1927 
will be the best three-month period of 
the year. And it is i the rural dis- 
tricts of the middle west, northwest and 
the south that life insurance anticipates 
the biggest gains. 

“One cannot deny that the farmer has 
been through a very trying experience, 
but he has reached the ‘top of his hill. 
The agents in the field report there is 
today more optimism among agricul- 
turists than for many, many months. 
The outlook for fairly large crops and 
reasonably good prices for farm pro- 
ducts has eased the financial pressure 
of the farming industry. 

“That the life insurance trend is up- 
ward is shown by a study of the re- 
ports for August and the first eight 
months of this year. 


Increase Is Shown 


“Figures compiled by the Association 
of Life Insurance Presidents for the use 
of the United States Department of 
Commerce show that while August 
gained 3.5 percent over the same month 
in 1926, the increase for the first eight 
months of the year was but 1.9 percent 
above the corresponding period of the 


previous year. The totals did not in- 
clude revivals, or other increases, but 
only new life insurance production— 
which is the best gauge of the financial 
impulses of the purchasers of life in- 
surance. 


“The companies reporting have 81 
percent of the total life insurance out- 
standing in all United States legal re- 
serve companies, so their experience as 
a whole may be accepted as represen- 
— of life insurance business gener- 
ally. 

“In August the total of afl new busi- 
ness was $881,000,000 against $851,000,- 
000 in August, 1926, while the eight 
month total was $7,593,000,000 as 





against $7,450,000,000 in the same period 
of the previous year. 


General Conditions Improved 


“Customary seasonal influences caused 
some depression in certain sections in 
both August and early September, but 
as discounting those factors there is very 
strong evidence that the country is 
about to enter upon improved general 
conditions. Our agents in the field re- 
port that in the farming communities 
and the smaller urban centers they are 
finding sale resistance on the down 
grade, and when the farmer and the 
small town merchant is buying life in- 
surance he regards the immediate fu- 
ture as rather secure. No classes are so 
responsive to trade upheavals. Periods 
of general depression heretofore have 
first been indicated by a slackening of 
life insurance sales in the agricultural 
states. 

“Conditions are generally improved in 
the flood areas of the south and fair 
crop yields are promised. Several 
months ago when the flood waters were 
at the peak the outlook there was very, 
very dark. Higher prices for cotton, 
corn and tobacco will in a measure off- 
set the destruction of crops wrought by 


the floods. However the south is still 
in need of the helping hand, but its 
courage should not be discounted. 
Broad Aid in Flood 
“Life insurance companies were 
among the first to recognize the need for 
financial assistance to flood sufferers, 


and unhampered by the official red tape 
that naturally delayed relief from gov- 
ernmental agencies, insurance was able 
to act quickly. The World War 
brought home to the country the ad- 
vantage of life insurance when death 
calls, but it remained for America’s 
greatest peace time disaster, the Missis- 
sippi floods of 1927, to drive home the 
lesson of the life side of life insurance. 
Few realized the manifold advantages 
of life insurance to the purchaser of in- 
surance policies until the hour of its 
greatest need was at hand. Then it was 
that men and women who had had the 
foresight to buy life insurance to their 
limit discovered the meaning of the cash 
loan, and extended term clauses that are 


part of every standard life insurance 
policy. 

“But insurance as an institution did 
not stop there. Many companies im- 


mediately announced they would accept 
non-interest bearing notes in payment 
of premiums on life insurance policies 
carried by flood sufferers, while other 
companies have declined to lapse insur- 
ance policies in the flooded areas. And 
where it was possible for them to do so, 
life insurance companies with mortgage 
loans on flooded lands have not only ex- 
tended the periods for repayment, but in 
some instances (where the loan was not 
too close) advanced additional much 
needed cash to aid in the reconstruction 
work so necessary. The nickels, dimes, 
quarters, halves and dollars collected 
from the many millions of life insurance 
purchasers throughout the country had 


| created a reservoir of billions of dollars 





for just such emergencies.” 


Announce Mass Meeting Speeches 


William E. Billheimer, sales manager 
of the Merchants Life of Des Moines, 
and Leroy A. Mershon, manager of the 
American Bankers Association, will be 
two of the speakers to address the huge 
mass meeting that will conclude the in- 
ternational convention at Memphis on 
Oct. 14, according to an ancuncement 
by Everett M. Ensign, executive secre- 
tary of the National Association of Life 
Underwriters. As special guests of the 
convention, several! thousand high schoo! 
students have been invited to attend the 
mass meeting. 





ANNOUNCE PROGRAM FOR 
ADVERTISING CONFERENCE 


TO DISCUSS MANY SUBJECTS 


Group Sessions Will Be Feature— 
Convention to Be in Chicago, 
Oct. 17-18 


The program material for the Chi- 
cago meeting of the Insurance Adver- 
tising Conference, to be held Oct. 17-18, 
promises a wide variety of interest. The 
general theme of the meeting will be 
“The Mind of the Buyer” and will be 
developed in the general sessions by ad- 
vertising men of wide repute in their 
particular lines. 

The general session on Monday will 
be called to order by President Clifford 
Elvins, advertising manager of the Im- 
perial Life of Toronto. Program Chair- 
man John Hall Woods of the Great 
Northern Life will outline plans for the 
meeting. The rest of the first morning 
session will be taken up with addresses 
on “The Psychology of Insurance Ad- 
vertising,” “Color Combinations,” and 
“Paper Stock in Printed Advertising,” 
and “Conserving and Increasing the 
Business of Old Policyholders;” this 
address to be given by John L. Davies, 
director of publicity, Northwestern Mu- 
tual Life. 

Lyle Stephenson, whose reputation as 
an advertising insurance man around 
Kansas City has spread to all parts of 
the country, will give a general agent’s 
ideas on advertising. Joseph P. Lick- 
lider, director of advertising and sales 
research, Missouri State Life, will make 
an address on “Copy.” This will be 
given at the Monday noon luncheon at 
which John W. Longnecker, vice-presi- 
dent of the conference, will preside. 


Feature Group Sessions 


The group sessions will be given a 
very prominent part in the Chicago 
meeting and will occupy Monday after- 
noon and Tuesday morning. Group 
Chairmen Bert Mills, life, Horace V. 
Chapman, fire, and C. E. “Tex” Rickerd, 
casualty, are working up programs. 
Other high spots of the meeting will be 
a report on the progress of co-operative 
advertising which involves the work of 
the public relations committee, which 
has been actively engaged during the 
past year in the development of public 
relations plans for the National Board 
and the casualty and surety underwrit- 
ers. At this time it is expected a request 
from the Health & Accident Underwrit- 
ers Conference for a similar plan will be 
submitted to the conference. 

A resume will be made of the “Insure 
in April” campaign, which will be con- 
ducted by the Casualty Information 
Clearing House and also of the Louis- 
ville co-operative campaign and the In- 
dianapolis 36-ad campaign. 

The awards of the Holcombe Trophy 
and the “Weekly Underwriter” prizes 
will be special features of the Chicago 
meeting. Other addresses of interest 
appearing in the general sessions will be 
on selling insurance direct by newspaper 
advertising; helping local agents with 
local newspaper advertising; the eco- 
nomics or value of insurance advertis- 
ing; these addresses to be given by 

“News-Index” and past president of the 
Allen D. Albert, editor of the Evanston 
Rotary International. 

Charles R. Wiers of the Spirella Com- 
pany, president of the Direct Mail Ad- 
vertising Association, will discuss sales 
letters and correspondence under the 
heading “Some Letters I Have Met.” 

J. L. Frazier of the Seng Company 
and a member of the staff of the “In- 
land Printer,” will give an illustrated 
talk on “Type and Layout in Advertis- 
ing.” 

On Sunday evening preceding the 
convention there will be a get-together 
dinner for members and guests at which 
C. E. Rickerd, commissioner, will pre- 


side 
; 
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Now Ready 


An Authoritative Book on Fraternal Orders and Mutual Life Associations 


The “Fraternal Digest”’ 











A Complete Policy-Rate-Dividend-Net Cost Analysis and Report of 
THE FRATERNAL ORDERS and MUTUAL LIFE ASSOCIATIONS 


FRATERNAL SOCIETIES differ materially in their methods of operation from other in- 
surers and consequently the average life insurance man knows little about them, although 
many questions are{asked him concerning them. 


To help the agent answer these questions and to give him a better understanding of this 
branch of the business, the National Un- 
derwriter Co. announce the FRATERNAL 








Se hans beeen DIGEST, the first edition of which is 
: : Rates, Surrender Values now ready. 
* FRATERNAL DIGEST i rere ated The fraternal orders are branching into new 
Sivit bite herecinise Th Rite ct Mathis Bence forms of protection, some issuing income policies, 
Juvenile Department giving surrender values, paying dividends. They 
Financial Statement are on various reserve bases, some maintaining 
Analysis the full reserve, while others are not. Many are 
mesg hery (Am. Exp. | employing agents and going after business more 
pre aggressively. 


Reserve Tables 

Reserve Bases 

Valuation Surplus 
or Deficiency 


This new book is a great service for “old line” 
men. It will show the facts which any good judge 
of insurance wants and needs to know regarding 
the forms of protection issued by Fraternal So- 


Single Copy $2.00 cieties, 

















The Fraternal Digest will show reserve bases, when adopted, and the mortality table used, rates whether on 
annual or monthly basis, disability and double indemnity clauses, certificate contracts, qualifications of mem- 
bers, dividends, non-forfeiture values, sick and accident benefits, a detailed report of income, expenses, disburse- 
ments, assets, reserves, insurance issued and gained, ratios of mortality and all other important items in each 
annual statement. 


Mail Coupon Today for Yours 


cine lnsniianiniinimpnmpiae 


The National Underwriter Co., i 
420 East Fourth Street, Cincinnati, Ohio. | 


Please send me at my Company Club Price (not over $2.00) ............ copies of the Fraternal j 
Digest. ' 
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GREETINGS 
to N. A. L. U. 


from 


BANKERS NATIONAL LIFE 
INSURANCE COMPANY 
Jersey City, N. J. 


A new organization with $400,000 of paid in Capital and 
Surplus writing all lines of life insurance—Ordinary, Stand- 
ard and Sub-standard,—Group—Annuities—on the par- 
ticipating plan. 

Will operate in the Atlantic and central eastern states 
(except New York) and has a good proposition for 

GENERAL AGENTS, LOCAL AGENTS 
and BROKERS 


Full commissions on Sub-standard, Disability and Double 
Indemnity Premiums. 


ADDRESS: Trust Bldg., Jersey City, N. J. 


OFFICERS 

i PE ois cncwesete oteewe Chairman of the Board 
Rig cs cok cheens apenas President 
RO CRE Executive Vice Pres. 
eS | ae V. P. and Medical Director 

ins ove Grekeas aceon’ V. P. and Treasurer 
Oe, ED, ccc na ceesceesennen Secretary 
EY Be MR vedi esisecceenseas Agency Secretary 








Agency Manager 


A middle-western Life Company with twenty- 
five millions in force has excellent opening for 
an experienced agency manager. In applying, 
send full particulars, all treated in strict con- 


Address C-12 Care The National 


Underwriter. 


fidence. 














Fia., Ga., Til, Ia., Kans., Md., Mich., 
, W. Va and Wyo. 


pm 4b. Ark., oe, D. C. 
inn., .M, N. , Okla., 6. D 


Our Agents Have 
A Wider Field— 
An Increased Opportunity 


Because we have 
Age Limits from 0 to 60. 
Policies for substantial amounts (up to $5,000) for Children on variety of 
Life and Endowment plans, thus enabling parents to buy all of the 
Family’s insurance on the Ordinary, i. e. Annual, Semi-annual or quar- 
terly premium plan. 
Participating and Non-Participating Policies. 
Same Rates for Males and Females. 
Double Indemnity and Total and Permanent Disability features for 
Males and Females alike. 
Standard and Substandard Risk Contracts, i. e. less work for nothing. 


THE OLD COLONY LIFE INSURANCE 
COMPANY of CHICAGO 


B. R. NUESKE. President 


We have open 




















|DR. H. W. COOK SPEAKS. 
ON EMPLOYES’ HEALTH 


Addresses Life Office 
ment Association at Its Meeting 
Held in Atlantic City 


Manage- 


BIG LOSS FROM ILLNESS 


Officer of Northwestern National Life 
Makes Suggestions for Selecting 
Employes for Offices 


Dr. Henry Wireman Cook, vice-presi- 
dent and medical director of the North- 
western National Life, addressed the 
Life Office Management Association 
convention held at Atlantic City Oct. 
6-8. He spoke on the opening day, his 
“Health of Office Work- 


subject being 





Ss 

DR. HENRY WIREMAN COOK 
ers.” The address was in part as fol- 
lows: 

“It is peculiarly pertinent to a Life 
Office Management Association meeting 
that a prominent place should be given 
to the subject of the health of office 
workers, because it has been demon- 
strated that attention to the health of 
office employes is a most important 
basic factor in efficient and economical 
management; because life insurance 
companies are especially well organized 
to initiate and conduct an adequate and 
sane health service for employes and 
because life insurance both in theory 
and in practice stands preeminent in 
modern industry for humanitarian ideals. 

“In considering the number of days 
lost from the office through illness, we 
must bear in mind that the figures 
available are mostly through organiza- 
tions in which a health service is main- 
tained, and do not represent the con- 
dition existing in industries where no 
selection or supervision is exercised. 
Furthermore, the actual days of ab- 
sence do not represent the full Toss. 
Many clerks are partly incapacitated be- 
fore they quit work and for days after 
their return Ill health is not only a 
cause of absence. It is an important 
factor in lessened ability, increased er- 
rors, decreased output, and faulty per- 
sonal contacts. 

Rejection Figures Vary 


“It is interesting to note that the 
Metropolitan Life rejects 16 percent of 
all applicants for employment. This 
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figure is variable, dependent on the 
standards of selection, and can be raised 
as high as 50 percent for both physical 
and mental requirements without being 
extreme. The objection is frequently 
urged that rigorous medical selection of 
employes is against public policy and 
unfair to the impaired individual. I do 
not agree with this position. In the 
first place, there are at present so few 
firms that maintain rigorous standards 
of selection that no actual hardship re- 
sults; further, theoretically the argu- 
ments are all in favor of careful medical 
selection, both from the point of view 
of the individual and of society. 

“There could be no question in regard 
to the desirability oi eliminating the ac- 
tive or open tubercular case. But how 
about the applicant who has a chronic 
and unalterable impairment? I believe 
the solution in these cases is not to ac- 
cept them indiscriminately into indus- 
try, but to have a proper, organized 
employment outlet for the impaired 
worker, where the work and hours shall 
be adjusted to their possibilities 


Experience Determines View 


“The person who decries the exclu- 
sion of the physically handicapped from 
industry and speaks of injustice to the 
individual, is usually inexperienced in 
practical employment problems. The 
real tragedy common in modern indus- 
try is the physically unfit struggling to 
maintain their place in a competitive 
demand to which they are not equal. 
This strain results in the breakdown of 
many who could have been saved by 
adequate standards of medical selection 


Believes Standards Will Rise 


“T believe that the physical and men- 
tal standards of employment will be 
constantly raised. The Metropolitan 
Life’s present rejection percentage of 
16 percent of applicants on physical 
grounds, means, of course, very liberal 
selection. Compare the figures of the 
Life Extension Institute on 100 ex- 
amined policyholders. Here 88 percent 
of all cases were found to have some 
impairment influencing longevity. 

“Life companies have the problem of 
physical supervision largely solved, for 
the business requires a medical depart- 
ment. In other industries, especially 
the smaller ones, difficulties may arise, 
such as lack of appreciation by the of- 
ficers of the importance of the subject, 
the expense, the convenience, the of- 
fice space, examining rooms, the diffi- 
culty of obtaining a competent physician 
to do the work, etc. 

Industrial Paternalism Decried 


“There is, in this country especially, a 
wholesome resentment on the part of 
all labor against industrial paternalism. 
In communities where competent med- 
ical service is obtainable, industries 
should avoid substituting a contract med- 
ical service for the choice by the em- 
ploye of his own medical attendant. This 
is necessary both for the independence 
of the employe and in justice to the 
medical profession. 

“Charitable and social service activi- 
ties, municipal and state medical de- 
partments, and various industrial enter- 
prises employing physicians have al- 
ready chumedied considerably on the 
ield of private practice. This country 
is not ready for state medicine, and 
industries can go too far in this di- 
rection In the case of mines or fac- 
tories located in isolated districts, con- 
tract physicians are a necessity. In the us- 
ual settled community there is a definite 
line between a reasonable medical serv- 
ice in the interests of the industry and 
for the legitimate welfare of the em- 
ploye, and an unjustified encroachment 
on the proper scope of private practice. 

Overemphasis Likely 

“While it is important that impair- 
ments be discovered and corrected. Qn 
the other hand there may be a decide@ 
overemphasis on minor symptoms oF 
defects. A definite physical impairment 
is less distressing to an individual or 
his family than a neurasthenic cond'- 
tion. Many employes, especially women, 
are susceptible to an over-solicitous or 
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WASHINGTON 


faced the stupendous task of organizing an army 
to defend his country and accomplished his lofty 
purpose by sheer ability to handle men. Today, 
in all lines of work, there must be organizers 
who possess vision and ability to pick, train and 
inspire others. 


More than ordinary opportunity awaits the man 
who secures and builds an agency with the 
American Central—a company backed by— 


1. 28 years of sound and successful growth. 
2. Active operations in 24 states of the Union. 
3. Over $200,000,000 of insurance in force. 


4. Policy contracts issued under the Indiana Com- 
pulsory Deposit Law and embracing all up-to-date 
forms of coverage. 


District Managers’ contracts that are scientifically 
designed to yield a generous compensation in pro- 
portion to result obtained in agency development. 


uw 


MODERN METHODS of selecting and training 
new men, coupled with active cooperation by 
trained territorial Superintendents of Agencies, 
render organization work with the American Cen- 
tral very pleasant and profitable. 


STABLIS HED iage 


AMERICAN CENTRAL! 
RIPE 




















over-anxious interest The employe who 
is running to the dispensary frequently 
for aspirin, soda or bromide, or is be- 
ing subjected to nasal, throat or gyneco- 
logical operation, may have a condition 
which needs attention and if so of 
course should receive it. On the other 
hand, he or she may be receiving sug- 
gestion or confirmation of a sensitive- 
ness to subjective impressions, when 
neither pills nor operation are required, 
but only a more robust physical and 
emotional regime. 


Medical Activities Listed 


“After 20 years’ experience I would 
list the following medical service ac- 
tivities as an essential part of the 
management of a life insurance com- 
pany: Employment examination, men- 
tal and physical; annual physical ex- 
amination; excuses for illness absences 
and permission for return; dispensary 
service, minor medical and surgical at- 
tention; rest and hospital room; nurs- 
ing or matron attention; supervision of 
ventilation, lighting, drinking water sup- 
ply, cafeteria menus, athletic and recre- 
ational activities. 

“A medical service is as valuable to 
the members of the medical department 
as it is to the company. It keeps the 
underwriting department in touch with 
the clinical and public health side of 
medicine, which it needs for its rounded 
development, and adds the human and 
social element to life insurance medicine. 
Life insurance medicine should embrace 
a larger field than numerical ratings. It 
is a broadly constructive branch of med- 
ical science which should gain by its as- 
sociation with practical business meth- 
ods, and by its widened scope and 
humanitarian appeal in a well-balanced 
medical service to employes and policy- 
holders.” 





PUTNEY HEADS MIDWEST LIFE 


Is Elected President of Lincoln, Neb., 
Company in Succession to Late 
N. Z. Snell 


LINCOLN, NEB., Oct. 6—W. W. 
Putney was elected president of the 
Midwest Life, to succeed the late N. Z. 
Snell, at a special session of the direc- 
tors Tuesday. Carl B. Newlon, secre- 
tary, was given added duties in connec- 
tion with the management of the 
company. Mrs. Flora F. Snell was 
elected to the vacant place on the board 
and W. A. Selelck is a new member of 
the executive committee. 

Mr. Putney is 34 years old, a native 
Nebraskan, and has been assistant sec- 
retary and in charge of investments and 
the accident and health department for 
the last four years. Mr. Newlon has 
been with the company for eight years. 

The policies of Mr. Snell will be car 
ried out in detail by the new Manage- 
ment. 


—_ 


CALDWELL AGAIN TO 


HEAD COMMISSIONERS 
(CONTINUED FROM PAGE 4) 
mittee and who was chairman, was re- 
placed by Mr. Read of Oklahoma. The 
two new members of the committee are 
Commissioners Yenter of Iowa and W y- 
song of Indiana. Most of the radicals 
in the convention have been silenced 
but the men who are progressive and be- 
lieve in not allowing the east to get too 

strong a hand are in the saddle. 

The commissioners decided to return 
to their old custom of meeting in New 
York at the time the Life Presidents 
Association assembles. The commis- 
sioners will meet at the Hotel Astor in 
New York Dec. 6. 





Announcement has been made by Dr. 
and Mrs. Charles O'Neill Rich, Omaha, 
of the engagement and approaching 
marriage of their daughter, Miss Daisy 
Cox Rich, to Addison White Wilson. Mr. 
Wilson is a son of Agency Manager O. 
G. Wilson of the Bankers Life of Iowa 
Omaha agency, and is a member of his 
father's agency. 
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J. A. FULTON SPEAKS 
AT MANAGERS’ MEETING 


AGENCY PROBLEMS SUBJECT 


Superintendent of Agencies, Home Life 
of New York, Tells Chicago Body 
His Management Experiences 


James A. Fulton, superintendent of 
agents of the Home Life of New York, 
was guest speaker at the meeting of the 
Chicago Life Managers Association last 
Tuesday. His subject was “Problems of 
Agency Management.” Mr. Fulton cov- 
ered his subject thoroughly, saying in 
part: 

“Finding men, training them and 
keeping them functioning smoothly are 
the three largest problems of agency 
management. The builder of an agency 
is in about the same position as is a 
manufacturer. He is dealing with ma- 
chines. He has desks in an agency room 
instead of machine bases on a factory 
floor, and must put a properly function- 
ing human machine at each desk. And 
these individual machines he must fit 
into the larger machine that is the 
agency. 


Tells Necessary Qualities 
_— 


“If I were starting again to build an 
agency I would choose men between the 
ages of 28 and 40, but might lap over a 
bit on either or both sides. I would 
want to know the physical assets and 
libailities of each human machine, so I 
could determine how much time, energy 
and money I could spend on each. His 
success or failure in whatever he had 
been doing would be weighed. His 
financial condition also would come in 
for consideration. 

‘As to mental values and how to de- 
termine them—despite all that has been 
said of character reading and related 
subjects, it is still impossible to say 
what is inside a man’s head by looking 
at the outside of it. I am _ personally 
skeptical of the value of the psycho- 
logical methods in vogue in some agen- 
cies. 

Finds Advertising Fails 

“Next—where to find them? Some 
say advertising. I have so far failed to 
see advertising successfully used in the 
construction of a permanent producing 
organization. I have spent good 
amounts on advertising for men, but 
have had only a small amount of suc- 
cess. Advertising for agents has _ not 
been a generally profitable proposition 
so far as I know. 

“Letters to policyholders asking them 
for agent prospects give little better re- 
sults. But if letters are used, let them 
be specific. Tell the recipient of the let- 
ter not that your office and your com- 
pany can offer splendid inducements, 
and so on. Tell him exactly what kind 
of man you want and what is offered 
him. 

Old Method Best 


‘The best of all ways to obtain new 
agents is the old-fashioned way—per- 
sonal contact. Don’t overlook either the 
preacher or the street car conductor. 
Look at men for their agent potentiali- 
ties. Also, use the present sales organi- 
zation. I know at least one occasion 
on which a little social gathering to 
which each agent was permitted to bring 
a guest resulted well. No business was 
talked. The guests saw simply a bunch 
of good fellows, each successful, having 
a good time together. A dinner or a 
theatre party are good suggestions.” 

After scouting the likelihood of devel- 
opment of a system of mass production 
of agents, Mr. Fulton arrived at the al- 
ways interesting subject of financing 
agents. 

Financing As Bait Wrong 


“T have learned,” he said, “that to use 
the financing appeal as a bait to bring 
in new men does not pay. I have 
financed men. Some agents say they 
never do. But if they are asked, ‘Never?’ 
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The Shield Company’s slogan of “Shielding 
Millions— Are We Shielding You?” is literally 
true. Millions are protected by Shield 
Protection. 
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executives alike. 


Is it any wonder that, measured by 
usual standards, Nylic agents are 

industrious, persistent, satisfied | eb 

and happy? | erie : k 


They Talk the Same 
. Language... 


q Nothing contributes more to the development of 
efficiency in any organization which appeals to 
the public, than a clear understanding between rep- 
resentatives in the field and Home Office Executives. 


In a life insurance company, the Home Office must 
know the agent’s problems, if they are to be dealt 
with fairly and effectively. 


Nylic Agents have no difficulty in making their 
field problems understood at the Home Office. 


And this is not strange; for the majority of the 
Executive Officers, including the President, have 
had practical experience in field and Branch Office 


So they “talk the same language”—field men and 
And you don’t hear Nylic 
Agents saying, “Our officers can’t get the agent’s 
point of view because they have never had field ex- 
perience.” 


Common experience begets mutual understanding 
which in turn begets confidence; and confidence 
begets strength. 


q There is probably no life insurance company be- 
tween whose Field and Home Office there exists a 
more frank and cordial relationship, due largely, no 
doubt, to this sympathetic bond of common experi- 


NEW YORK LIFE INSURANCE COMPANY 


DARWIN P. KINGSLEY, President 
346 BROADWAY, NEW YORK 
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JOHN G. WALKER 
Chairman of the Board 


Admitted Assets, Over Fifty-One Million Dollars 


President 


The Life Insurance Company of Virginia 


Richmond, Virginia 


Insurance in Force, Over Three Hundred Million Dollars 
Payments to Policyholders in 1926, Over Three and One-Half Million Dollars 
Total Payments to Policyholders Since Organization, Over Forty-Three Million Dollars 
BRADFORD H. WALKER 




















“Easy to read, easy to digest, easy to remember, easy to put at work making dollars for me’’—thus writes a 
buyer of ‘Easy Lessons in Life Insurance,"" a text and review book with quiz supplement. 61.86 The 


National Underwriter Company, 


1362 Insurance Exchange, Chicago. 
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10 Everybody 


| floor, 


they usually make an admission. I have 
lost more money by not knowing when 
to stop financing than by starting. 
Every man has to be financed, whether 
by himself or by the agent. But re- 
garding production, the man who is 
going to do it, does it. 

“The best plan for starting a man to 
produce seems to be to let him find the 
prospects and then send him out with 
a man who will show him at the point 
of production how to go about his work. 
Classroom instruction is no proper sub- 
stitute for practical experience on the 
street. The life insurance schools have | 
their place. Their function is to impart 
information. But the modern trend in 
all vocational education is to give indi- 
vidual instruction and assist in practical | 
work. There is no substitute for taking | 
a man out on the street and showing | 
him how to sell.” 


Sick Man Can 


Be Saved 
that occasion 
finds that one of 
has fallen into a 


Mr. Fulton said on 
every general agent 
his good producers 
slough, has stopped producing and, | 
worse, has become an office nuisance. 
He advised that if the man so affected 
is good the general agent should use 
every resource to learn the cause of the 
trouble and help remove it. He coun- 
seled patience, coolness, perseverance ! 


RANDOM NOTES MADE ON THE FLY 
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and a dispassionate attitude with the ail- 
ing agent. He said the trouble may be 
either emotional or physical, but it al- 
most always can be corrected. If it is 
physical, a physician or surgeon may 
have to be called onto the scene. If it 
is emotional a psychiatrist will be of 


help. 
Good Men Worth Effort 
“But,” he concluded, “I would ex- 
haust every resource to keep a good 


man from going out of the agency and 
out of the business.” 

A brief business session preceded Mr. 
Fulton’s address, at which a number of 
agents pledged students for Dr. Charles 
J. Rockwell’s school in Chicago June 18 
to Aug. 15, 1928. Darby A. Day, gen- 
eral agent of the Union Central Life of 


| Chicago, took exception to the practice 


of pledging students for the school, but 
urged that every agency head give his 
wholehearted moral support to the 
school. Mr. Day submitted a report on 
membership that recorded gratifying in- 
creases in the membership of the Life 
Underwriters Association of Chicago. 
Norris Bokum, of Bokum & Dingle, 
Chicago general agents of the Massa- 
chusetts Mutual Life, was elected vice- 
chairman of the managers’ organization 
to function in the absence of the chair- 
man. 


AT COMMISSIONERS’ CONVENTION 


Arthur S. Linnell, deputy commissioner 


of Massachusetts, has been connected 
with that department for 35 years. He 
is the oldest ranking man in the con- 


vention with the exception 
Appleton, first deputy in New York, who 
has been connected with that depart- 
ment for 42 years Mr. Linnell started 
with the Massachusetts department wher 
He 


George S. Merrill was commissioner. 


became chief clerk, serving also under 

F. L. Cutting, F. H. Hardison, C. W. | 
Hobbs and W. E. Monk 
x * : 

There were four departments at the 


Cincinnati meeting of the National Con- 


vied with one another as to the number 


vention of Insurance Commissioners that | 
| 
' 


of people on the staff represented. Ohio 
had Superintendent W. C. Safford, Ac- 
tuary W. A. Robinson, Chief Examiner 
Claude Beals, Rating Clerk R. A. 


William A. Doody and 


Toomey, 
ant 


| 
of Henry D. 
| 
| 
| 
| 
| 
| 


department; President F. R. Brown of 
the Rockford Life, President W. H. Hine- 
baugh of the Central Life of Chicago and 
Manton Maverick, vice-president of the 
Continental Assurance of Chicago, were 
on hand. Mr. Maverick, who is also vice- 
president of the Continental Casualty, is 


|} one of the regular convention partici- 
|} pants 
x * * 
Claris Adams, secretary of the Ameri- 
can Life Convention, represented that 


body, while Charles G. Taylor, assistant 


| manager of the Life Presidents’ Associa- 


his organization. 


tion, represented 
x * 
Ohio had four ex-superintendents pres- 
| ent, they being Arthur Ll. Vorys, W. H 
Tomlinson, B. W. Gearheart and Judge 
H. L. Conn. 
x *x* * 
The Cincinnati local arrangements 


Assist- | 


Attorney-General C. S. Younger, who 


is special counsel in charge of insurance. | 


Kentucky registered Commissioner 8S. M. 
Saufley, Deputy R. G. Dixon, Actuary 
’. P. Pape, Mrs. M. W. Roper, field | 
deputy, and Mrs. Virginia Tuck, 
tary. New York always has a big bat- 
tery of people present. This year there | 
were present Superintendent J. A 
Assistant Superintendent H. D. 


Apple- | 


secre- 


Beha, | 


committee did a splendid piece of work 
in planning and executing the entertain- 
week. There was 


ment features of the 
not a hitch in the entire performance 
The men who were on hand on every 


occasion and particularly contributed to 


the occasion were Vice-President C. F 


Williams, Western & Southern Life; John 
L. Shuff, home office agent, Union Cen- 
tral Life: President J. W. Scherr, Inter- 
, Ocean Casualty; President John D. Sage, 


ton, Third Deputy C. F. Cunneen, F. P. 
Ward of the liquidation bureau, N. B. | 


Hadley, examiner of life companies, and 
Deputy Attorney-General Flynn. Indiana 
recorded Commissioner C. C. Wysong, 


Deputy Zell C. Swain, Actuary H. G. 
Walton, Rate Supervisor C. C. Woerner, 
Securities Clerk Genevieve Brown and 
Chief Examiner M. K. Alexander 
ok * ok 

Indiana has had three insurance com- 
missioners since the department became 
independent of other bureaus. All were 
present at Cincinnati They are Miles 


Schaeffer, who is now connected with the 
United Benefit Life of Omaha, T. S. Mc- 
Murray, who has an independent insur- 
ance service at Indianapolis, and C. C. 
Wysong, the present commissioner. 


cK os * 
On Wednesday afternoon the entire 
convention was taken on a boat ride up 
the Ohio river as far as New Richmond, 


was provided with a wide 
brimmed straw hat and red bandana 
handkerchief. The visitors were particu- 
larly impressed with the spaciousness of 
the “Island Queen,” which carries large 
numbers during the summer up 
to Coney Island from Cincinnati. Sup- 
per was served on board and the guests 
took advantage of the huge dancing 
dancing during the entire after- 


season 


noon, 
oS &. * 

Some of the Illinois ltfe companies 
were represented. J. F. Williams, vice- 
president of the Illinois Life, who 
formerly actuary of the Illinois depart- 
ment and prior to that of the Tennessee 


| Of Ohio who introduced him 


was | 


| 


> 


Union Central Life; Vice-President B 
Gates Dawes, Eureka-Security Fire; 
President Frank M. Peters, Federal Union 
Life; Judge William Lueders, Western 
& Southern Life; W. A. Earls, Cincin- 
nati local agent; Eugene R. Buss, Cin- 
cinnati manager Travelers, and E. J 
Wohlgemuth, president The National 
Underwriter. 


* * x 

The New York ex-superintendents sel- 
dom show up at the convention This 
year, however, F. R. Stoddard, now ar 


York City, was present 
* * * 


attorney in New 


General regret was expressed at the 
retirement of Frank N. Juliah of Ala- 
bama, one of the wheel horses of the 
convention and chairman of its execu- 


Mr. Julian is one of the 


tive committee 
famous story tellers of the south whos¢ 
brogue and dialect are enviable He was 


accompanied by his successor, George H 
Thigpen. 

x * * 

Nicholas Longworth, speaker of the 

House of Representatives, who made the 


address at the banquet Tuesday night, 
strongly advocated party fealty and re- 
sponsibility Mr. Longworth’s address 
was well put and well delivered. He was 
flanked at the table by A. S. Caldwell 
of Tennessee, president of the conven- 
tion, and Superintendent W. C. Safford 


During the 
notables of the conventior 
Mr. Longworth He 
talking polis 


evening, the 
were presented to 
purposely evaded 


itics 
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The Triple Threat 


The Three Great Threats to every man’s welfare are: Loss of Earning 
Capacity, Dependent Old Age and Premature Death. 


To provide the absolute future comfort which he promises, the Insurance 
Salesman must protect his client against the distress each would cause. 


This can be done most fully by our 


All Time Personal Protection Policy 
Offering 


COMBINED 
LIFE—ACCIDENT—HEALTH 
INSURANCE 


A Letter to Us Will Bring Complete Details 


und: 


SENTINEL LIFE 


INSURANCE COMPANY 


HOME OFFICE: KANSAS CITY, MO 
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The JOHN HANCOCK SIGNATURE 





Business Card Used By First John 
Hancock Agent 








P gene 
© Beckton, Whey Galen pupa hie ¢ 


HE picture reproduced in this connec- 
tion is of a business card used by Albert 
L. Murdock who was the organizer and first 
General Agent of the John Hancock Mutual 
Life. When Mr. Murdock became interested 
in the project of a new life insurance com- 
pany during Civil War times, he incorpo- 
rated under the name and signature of John 
Hancock, the first Governor of Massachu- 
setts and the first signer of the Declaration 
of Independence. 
The new company was chartered in 1862 
in the same Civil War times and the charter 
was approved by Governor John A. Andrew. 


Naturally Mr. Murdock thought of the Declaration of Independence in connection with John Hancock 
and independence in connection with life insurance. Hence he made use of John Trumbull’s famous 
painting, now in the rotunda of the Capitol at Washington, as a means of introduction to the inde- 
pendence which he had fostered through the medium of John Hancock insurance. 

During 65 years since the granting of this charter the John Hancock Mutual Life has made use of 
the John Hancock signature on its policies, letterheads, literature and all advertisements issued by 
the company and for many years the company has offered to supply facsimiles of the Declaration of 
Independence. Thousands of Americans and others interested in American history have taken advan- 


tage of this offer to secure copies of the famous document. 


So far as known at the present time the John Hancock Company is the only source from which cor- 
rect copies of the Declaration can be obtained freely and without restriction by any American or by 
anyone interested in America. Much water has passed through the mill since Murdock obtained Gov- 
ernor Andrew’s signature to the Company’s charter, but the Declaration of Independence goes on for- 
ever and John Hancock’s signature has brought independence to millions of homes. 
































Security~>— 


@ When the Mutual Benefit was 
organized in 1845 there were only 
a few Life Insurance Companies 
in the United States. Through 
the Wars, Panics and Epidemics 
of all these years, it has always 
stood safe and secure as a fore- 
most disciple of Pure Life In- 
surance. 


The Mutual Benefit Life Insurance Co. 


Newark, N. J. 
Organized 1845 
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speculating on presidential possibilities. 
| The black faced comedian who held forth 
during the meeting plainly hinted that 
| “Nick” might be in the running himself 
next yea 


John A. Hartigan of St. Paul, inspec- 
tor of agencies of the Equitable Life of 
New York, who never fails to attend a 
| commissioners’ meeting, was the first real 
| secretary of the convention, he being 
|} elected in 1908. Prior to that time the 
| secretarial work was done by one of the 
| 


State departments. Mr. Hartigan served 
as president of the convention in 1909 
* * x 
The ladies were conducted to. the 
Rookwood pottery Wednesday morning 
} and each received a souvenir in the way 
| of Rookwood production. 

* * * 

At the dinner Tuesday night a black- 
face comedian had been furnished with 
a number of happy hits on several prom- 
inent conventioneers His stuff took 
well and every thrust was keen The 
handiwork of J. V. Barry, of the Metro- 
politan Life, was plainly seen in the ma- 
terial that the comedian used. 





xk * * 

An invitation to hold the next annual 
meeting in Canada and especially in Que- 
bec came from the Canadian delegation 
present. It was formally presented by 
©. E. Sharpe, superintendent of Quebe« 
and president of the Canadian Associa- 
tion of Insurance Superintendents The 
invitation was seconded by T. G. McCon- 
key of the Canada Life, who is president 
of the Canadian Life Officers Associa- 
tion Mr. Sharpe said that there are 
many joint problems that could well be 
considered by the two associations. 

xk * * 

Commissioner M. A. Freedy of Wis- 
consin attended his first meeting He 
was formerly Wisconsin special agent 
of the Phoenix Fire of Hartford At 
Cincinnati he met for the first time an- 
other fire insurance field man who was 
appointed commissioner about the same 
time that Mr. Freedy received his ap- 
pointment, he being C. D. Livingston of 
Michigan, who was general agent of the 
Royal Exchange 





x oK * 

At the ladies’ luncheon at the Cincin- 
nati Woman's Club, Mrs. Edward J 
WokKlgemuth, wife of the president of 
The National Underwriter, who is presi- 
dent of the club, was the official hostess 

* * * 

President C. W. Brandon of the 
Columbus Mutual Life and General 
Manager I. A. Morrisett of the Gem City 
Life of Dayton represented the life com- 
panies outside of Cincinnati. 

* * 

Cc. CC. Criss, treasurer and general 
manager of the Mutual Benefit Health 
& Accident of Omaha, was present at 
Cincinnati 

. , * 

H. L. Ekern, former Wisconsin insur- 
ance commissioner and more recently 
attorney-general of the state, attended 
the Thursday meeting 

* * 

Commissioner Freedy of Wisconsin 
presented a resolution on the death of 
W. A. Fricke, who for some time had 
been connected with the Wisconsin de- 
partment and was formerly insurance 
commissioner 





- * 
Robert E. Hall, who always attends 
the conventions for the Aetna Life, reg- 
isters for the Aetna Life group, viz 
Aetna Life, Automobile of Hartford and 
Aetna Casualty At Cincinnati one of 
| the registration clerks put @f Mr. Hall's 
| badge “Automobile Life.” 
| 


x 
f 


Vice-president Charles F. Williams of 
|} the Western & Southern Life and Mrs 


| Williams gave a dinner at their home 
to some of the commissioners, particular 
| friends and officials of the company 


| Monday evening 

| % 

| John DPD. Sage, president of the Union 
| Central Life, who was on the job every 
minute in lookine after the convention 
people is not only a strong company 
official but one of the most finished ball 
room dancers in his city On the cruise 
up the Ohio river there was a dancing 
contest in which Mr. Sage and Mrs. Jesse 
R. Clark, wife of the treasurer of the 
Union Central Life, were partners They 
received the prize 


+ 


John J. Lentz of Columbus, O., presi- 
dent of the American Insurance Union 
|}and former congressman, always makes 
an impressive appearance with his shock 
of snow white hair and massive frame 








Cc. 
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WAYS OF SAFEGUARDING 
BENEFICIARY DISCUSSED 


FIELD MEN HOLD CONFERENCE 4 Oo y A L U ey I Oo Pg L I F E 
Connecticut General Meeting at Home 
Office Considered Income Settle- 


ments and Group Insurance 











Income settlements, life insurance DES MOINES, 10 W A 


+ 


trusts and group insurance were the 
main subjects discussed at a two-day 
nierence of Connecticut General field 

men, held in Hartford last week. At the 
rst business session of the conference 
Vice-President J. M. Laird and Attorney 
C. H. Vorhees discussed the various 
methods of protecting the beneficiary 
safeguarding the proceeds of life 





Policies 
For Each Member 
of the Family 


nsurance. Mr. Laird outlined the set- 
tlement options included in the policy 
contract. 


In only 12 percent of the policies is- 
sued by the company is a special settle- 
ment requested, said Mr. Laird. Yet 
the popularity of the company’s income 
at 65 contract indicates that the income 
idea has a strong appeal and the policy- 
holder will readily see that the bene- 
ficiary generally needs the protection of 
n income settlement arrangement even 

ore than he himself does. The way 

which life insurance trusts have 
caught public fancy is another indica- 
tion that the need of estate protection is 
recognized. 

Following Mr. Laird’s talk, Mr. | 
Voorhees outlined the services offered | 
by Insurance companies and trust com- 
panies, in the conservation of estates, | 
and indicated which should be recom- 
mended under given conditions. 

Che second day of the conference was | 
devoted to group insurance, the prin- | 
cipal address being given by E. B. | 
Hurlburt of the J. B. Williams Com- 





Every man, woman and child is a 
prospect for Royal Union service. 


Our salesmen, placing policies 
with the youngsters between ages 





one day old up to ten, are find- 
ing their respective communities 
100% prospect fields. 


Royal Union children contracts 
go into full benefit automatically 
at age 5 with Waiver of Premium 





pany, a Connecticut General group | ———— . 

policyholder. Mr. Hurlburt’s topic was — nett benefit on the life of the father! 
“The Place of Group Insurance in Mod- Royal Union Life Building 

ern Industry” and he cited the eight | Cor. Seventh and Grand Ave., 

years’ experience of his own company Des Moines, lowa 


with group insurance. Although group 
insurance and the service that goes with 
said Mr. Hurlburt, has caused in- 


directly the expenditure of thousands | 
oi dollars for the protection of work- | 

ers health, the benefits derived have 

far outweighed the expense incurred and 

both the J. B. Williams Company and | 

its employes are solidly for it. 


SECURITY MUTUAL MEN MEET 
A. C. TUCKER, President 











Annual Agency Conference of Lincoln 
Cempany Held at Home Office 
Last Week ,. 


LINCOLN, NEB., Oct. 6.—Over 50 


eit gs ee" wwtelict | THE SECURITY LIFE INSURANCE CO. OF AMERICA 




















annual agency conference President 

E. B. Stephenson, in welcoming the O. W. JOHNSON, PRESIDENT 

agents, said that the past year has been WITH 

one of satisfactory growth A. ] Mc . Over Fift Million 
Andless, secretary of the Lincoln Ne- Recents Bie FI a ac 00.00 000000600ees0eeensendsescewss es ad a 
tional Life, was one of the speakers at ce en ea oaks en ekaeeh een mannan seweeenen Over Si 

the convention, emphasizing the need AND THAT HAS 

ior the corporation of agents to elim- ° ° ° ° . Five Million 
Saale aaa emeeiin fee eiermeiien Paid Policyholders since organization. ............... sete eeees 

Forrest Croxson, Nebraska manager for WANTS—General Agents and Managers in 17 states 

the Equitable Life of New York, spoke . . . . 

m “Money the Agent Loses Withou Contract—Commissions or commissions and expense allowance 


‘ . 
Knowing It.” Address: S. W. Goss, Vice-President, 134 N. La Salle St., Chicago, Ill. 
E. A. Frerichs of Lincoln was awarded 
company loving cup for leading all 
agents in production, also heading the 
$150,000 club. Considerable time was 
given over to the announcements of the 
mpany’s three new policy teatures, a 
hild’s endowment, a new disability 
lause and a new annuity form. The dis- 
abilitv clause has been somewhat liber- 
lized, though not put on the basis of 
ident insurance, the officers of the 
mpany saying that companies should 
t be doing a health and accident bus- 
ness, but consider only cases of definite 
manent disability Under the new 
use pavments begin after six months 
disabilitv, though retroactive at that 
time to the date of disabilit accepted 


company 











George Washington Life Insurance Company 
CHARLESTON, WEST VIRGINIA 
HARRISON B. SMITH, President 





presents opportunity for liberal contracts covering definite territory with 
Home Office registry and with power of appointment of sub-agents, 


The States of West Virginia, Virginia, Ohio, Kentucky, Tennessee, South 
Carolina, North Carolina, Georgia, Michigan, Oklahoma and Washington. 
Address 
ERNEST C. MILAIR, Vice-President and Secretary 






































The Doorway To Opportunity 











The Doorway to Opportunity 
Leads to 


Northwestern National Service 


1. SALARY SAVINGS 

2. NON-MEDICAL 

3. SUBSTANDARD SERVICE 
4. GROUP INSURANCE 

5 


. LOW RATIO OF REJECTION 
(less than 2%) 


6. LIBERAL DISABILITY CLAUSE 
7. AGE LIMITS 1-65 
8. BEST INVESTMENT POLICIES 
9. LOW NET COST 


Every convenience that modern life insurance 
affords given to agent and policyholder. 


-° um -- 


NORTHWESTERN NATIONAL 
LIFE INSURANCE COMPANY 


THE NATI 
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AS SEEN FROM NEW YORK 





























You are a producer 
You want a REAL job 
You believe in yourself 


A friendly interest is needed 


Close co-operation is necessary 


O. J. ARNOLD, parswent 


Minneapolis.Minn. 
Wy ite or a ire : hs j a CR ISS, Py esident 


OLUMBIA LIFE 
INSURANCE COMPANY 


Cincinnati, Ohio 


Territory does make a difference 




















LIFE INSURANCE TRUSTS 


“Only 4 percent at 45 are ‘on the 
way,” a figure difficult to believe if 


carefully prepared statistics did not 


show that “in this workaday, thrifty 
nation no more than four men out of 
every 100 after a quarter century of | 
work have secured a firm footing on the 
ladder of financial independence,” ac- 
cording to the Equitable Trust of New 
York. “But every man who is earning 
a fair income can create an insurance 
estate today that will place his family 
beyond want for all time. The life in- 
surance trust plan is particularly at- 
tractive and advantageous for that large 
group of men of moderate circumstances 
who are anxious to provide for the fu- 
ture of their families. We refer to 
those men who are now saving a per- 
centage of their earnings annually but 
realize they are gambling on the fu- 
ture and wish to provide an adequate 
estate at once. It enables you to use 
either a part of your annual earnings 
or the income from your investments to | 
pay the life insurance premiums which | 
maintain your estate. Under our guid- 
ance you may carry out an investment 
program which can be arranged to place 
your insurance ultimately on a _ self- 
supporting basis and provide a con- 
venient emergency reserve. If you are 
possessed of abundant means or even 
great wealth, the insurance trust has 
advantages for you. It provides a large 
cash sum for the immediate use of your 
executors in meeting inheritance taxes, | 
debts, commissions and administranon 
expenses. A life insurance trust may be 
created from vour present insurance 
policies and may be increased by taking 
out additional insurance at your con- 
venience. It can be made revocable at | 
any time and as elastic and flexible in 


its provisions as you desire. 
“ e © 
TRICKERY CHARGED 


In an open letter made public this 
week, President Edward D. Duffield of 
the Prudential charges New Jersey 
Democrats with political trickery in 
campaigning against a proposed consti- 
tutional amendent to shiit the time of 
state elections to presidential election 
years. The Democrats oppose the 
amendment, he declares, because they 
can get their voters to the polls on off- 
years by reason of their highly organ- 
ized machine, and goes on to argue that 
the voters are capable of deciding whom 
they want for governor at the same time 
they are making their choice for presi- 


dent. Against this view many inde- | 


pendent and far-sighted citizens, not 
only in New Jersey but in this state, 
where a similar issue may be raised, 
contend that purely state affairs are 
best debated and decided when not be- 
clouded by the dust and heat of a na- 
tional contest. 
x* xk * 
PLYING HAZARDS DISCUSSED 


Unlicensed pilots, uninspected planes 
and unscrupulous owners, factors that 
are not present in the mail and military 
services, must be eliminated before com- 
mercial air travel can become popular, 
according to a committee report sub- 
mitted to a recent meeting of the Na- 
tional Safety Council by Dr. Louis L 
Dublin, statistician of the Metropolitan 
Life. A paper supplementing this re- 
port was read by Harry Guggenheim, 
president of the Daniel Guggenheim 
Fund for the Promotion of Aeronautics, 
who declared that the patience of in- 
ventors and the persistence of scientists 
are gradually eliminating aviation’s 
greatest hazards by making possible 
quicker take-offs, landing in smaller 
spaces, stability during engine trouble 
and greater knowledge of elements af- 
fecting weather conditions. Dr. Dublin, 
in covering the accident situation in 
general from a statistical point of view, 


gave figures showing that accidents took 


90,000 lives in this country last vear. 





BY G. F. WILLISON 


Each year industrial accidents cause 
from 18,000 to 25,000 lives, while even 
more deaths result from home acci- 
dents, the toll running above 25,000, 
Between the ages of 5 and 14 a child 
is more likely to die of an accident than 
of disease, he stated, pointing out that 
last vear 7,000 children were killed and 
140,000 injured in streets and highways 
by automobiles. “The deplorable fact is 
that practically all these accidents might 
have been prevented. One is horrified 
at the ignorance and indifference which 
permits this needless loss of life. It 
is fair to state that if the knowledge ob- 
tainable at the present time were care- 
fully applied to known accident hazards, 
95 percent of all kinds of accidents 
would be eliminated. Our most serious 
task at the present time is to get this 
information to the public.” 
x * 
THRIFT LIBRARIES 


Many communities most active in the 


| national thrift movement are expected 


to follow the admirable example of the 
Fargo, N. D., committee in taking up a 
new phase of the work by the estab- 
lishment, as a separate department, of a 
thrift library that is one of the most 
complete of its kind in the country 
Grouped in accordance with the seven 
objectives or focal points established by 
the National Thrift Committee, the 
Fargo library comprises sections on (1) 
thrift, (2) share-with-others, (3) bud- 
gets, (4) insurance, (5) own-your-own- 
home, (6) safe investments, and (7) 
pay-bills-promptly. Experience has al- 
ready shown that such complete thrift 
libraries are of great help to those in 
search of authentic information and 
source material, and in no field is the 
assistance of standard books and texts 
more needed than in the field of life in 
surance, which confinues to suffer a 
good deal from popular misconceptions. 
Many misconceptions are giving way. 
however, before the “Live to Win” 
motto of the annual insurance campaign 
of the national thrift movement. 
* * 


AGRICULTURAL DEPRESSION 


Che farm situation in this country a 
he present time affects the life com 
panies deeply in two ways, as a leading 
company executive pointed out here this 
week First, the agricultural depres 
sion makes it impossible for many thou 
sands of farmers to become policyhold- 
ers and prevents many more thousands 
from carrying the amount of life 1 
surance they should and would if their 
finances permitted. Second, the com- 
panies have hundred of millions invested 
in rural properties, on many of which 
they have had to foreclose because ol 
the farmers’ inability to meet interest 
charges Although they believe in “or 
derly marketing” and are not disposed 
to throw them on an already over- 
loaded market, the companies are awx- 
ious to sell these foreclosed properties 
just as soon as they have any pros 
of getting their investments out of them. 
\t the present time that prospect is not 
very bright, according to this executive 
who believes it may take five, 10 or eve 
15 vears for the companies to liquidate 
all their farm holdings When asked 
what might be done to hasten the proc 
ess, he said he was not a partisan for 
the MecNary-Haugen farm relief bill. 
but that the farmers stood in absolute 
need of some sort of “official” encour- 
Secondly, he suggested 


immi 


nec 





agement that 
a liberalization of the present 
cration laws would help. With the sup- 
ply of cheap labor drastically cut down, 
there has resulted an acute shortage 0! 
manual workers with a consequent rise 
in wages paid them. This contention 

} 


is borne out by recent figures of the 
Department of Agriculture, which show 
that last vear while the farmers’ gross 
income was decreasing about 5 percent 
and their net income was declining 
nearly 10 percent, the wages par 








tal 
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hired hands rose over 2 percent to a| 
total of $1,238,000,000. 
“= xz. 
$1,300,000 GROUP POLICY 

The Harry Gardiner agency here of 
the John Hancock Mutual has just 
placed a group policy of more than $1,- 
00,000 on the lives of employes working 
in New York, Syracuse and Buffalo 
plants of the Warren-Nash Motor Cor- 
poration. Part of the plan is on a non- 
contributory basis, each employe receiv- 
ing insurance protection ranging from 
$500 at the end of his first year of serv- 
ice to $1,000 at the end of his fifth serv- 
ice year, the Warren-Nash company 
paying all premiums on this insurance. 
Supplementing this is a contributory 
plan, under which the amount of in- 
surance obtainable ranges from $1,000 
for ordinary employes to $5,000 for ex- 
ecutives. In order that employes may | 
be protected while they are being so- 
licited to join this contributory plan, 
the Warren-Nash company has under- 
taken to pay all premiums on the plan 
for the first two months. This group 
plan in two parts was worked out and 
written by Cornelius J. Reid of Crom- 
well, Reid & Co., general insurance 
brokers here. 


en | 


CONGLETON IS APPOINTED 


Named Agency Inspector for Mutual 
Life of New York—Worked 
Way Up 


NEW YORK, Oct. 6 Joseph F. | 
Congleton has been appointed agency 
inspector of the Mutual Life of New 
York, according to an 
this week by Vice-President George K. 
Sargent. Mr. Congleton, whose appoint- 
ment is effective Oct. 1, has been with 
the company for many years in various 
capacities, more recently having been 
held auditor, in which position he gained 
a wide acquaintance among the com- 
pany’s agency forces and a thorough 
knowledge of field conditions and re- 
quirements. In his new position Mr. 
Congleton will devote his entire time 
to a gency work, giving particular at- 
tention to activities in connection with 
new business. 


Honor President Bates 

October is being devoted to a drive 
for both issued .and paid for business 
by the field organization of the Union 
Mutual Life, in honor of President and 
Mrs. Arthur L. Bates. This drive was 
initiated by the field men themselves at 
a conference of managers and agents 
hel dat the home office. 


Grogan’s New Plan 


George L. Grogan, manager of 


| will be taken up. 


announcement } 





agencies of the Bank Savings Life of 


Topeka, has sent to the company’s 
agency force a new pre-approach plan 
that has just been completed. Its pur- 
pose is to pave the way for the agents | 
direct approach. The plan is complete | 
in every detail and is one of the most | 
elaborate and comprehensive that has 
been evolved by any company. It in- 
cludes the use of some exceptionally at- 
tractive letters illustrated in colors. Each 
agent has been furnished a handsome 
booklet which contains complete inform- 
ation regarding the entire plan, which | 
when the agents generally commence | 
to use it will have the effect of introduc- | 
ing the company, promoting systematic | 
effort, conserving the agent’s time and 
avoiding “beginner” discouragement. 


WILL MEET TO DISCUSS 
MADDEN’S SUCCESSOR 





No steps have been taken to secure a | 
successor to James L. Madden, manager | 
of the insurance department of the 
United States Chamber of Commerce, | 
who resigned to become one of the vice- 


| presidents of the Metropolitan Lifg. The 


directors will meet at West Baden, Ind., | 
Oct. 15, when undoubtedly the matter 
There are many ap- 


| plicants coming from many quarters. It 


is felt that the applicants will be sifted 
out by the insurance directors and the 
insurance advisory committee and some | 
recommendation will be made by the 
directors. Undoubtedly the recommen- 
dation will be acted on favorably by the | 
president of the United States Chamber. 





Wade Had $800,000 Insurance 


Festus J. Wade, president of the Mer- | 
cantile Trust Company of St. Louis, who | 
died Sept. 28, is said to have carried 
$800,000 life insurance arranged in a life 
insurance trust, the proceeds being made 
payable to the Mercantile Trust Com- 
pany in trust for the various benefi- | 
ciaries and not being subject to the Mis- | 
souri inheritance tax, administration 
costs or the customary probate court de- 
iays and expenses. | 

A large part of Mr. Wade's insurance | 
was placed in the past two years by 
Eugene B. Stinde, special agent for the 
Northwestern Mutual Life in St. Louis. 
Mr. Stinde specializes on insurance 
trusts and inheritance tax insurance and 
numbers among his clients some of the 
biggest business men in the community. 


Licensed by Illinois 

The Hawkeye Life of Des Moines has 
been licensed for business by the IIli- 
nois insurance department 
Mutual benefit associations complying 
with the new law of the state and re- 


cently licensed are the Excelsior of | 
Olney, Great American of Clinton, | 
Shelby County Mutual of Shelbyville | 


and the Mid State of Neoga. 








| NEWS OF LOCAL ASSOCIATIONS | 








OPEN EDUCATIONAL COURSE | 


Sessions in Federal Reserve Auditorium 
—New York Association Starts Sea- 
son With Big Meeting 


NEW YORK, Oct. 6.—The official 
program for the series of nine educa- 
tional meetings to begin here on Oct. 20 
under the auspices of the New York 
Life Underwriters Association has just 
been announced by the committee in 
charge, composed of John C. McNamara 
of the Guardian Life and George Ked- 
erich of the New York Life. ,The meet- 
ings, which are free and open to all per- 
sons interested, will be held in the main 
auditorium of the Federal Reserve Bank 
building on Liberty street. They will | 
last one hour and will begin promptly 
at 4:45 on the days scheduled. Thomas | 
M. Scott of Philadelphia, largest per- 
sonal producer of the Penn Mutual, will 
be the speaker at the first meeting on 
Oct. 20. The other speakers announced | 


are as follows: Nov. 3, Frank W. Pen- 
nell, millionaire independent here; Dec. | 
1, Clinton Davidson, president, Estate 
Planning Corporation here; Dec. 22, 
Leonard L. Spaulding, general agent, 
Mutual Benefit Life, Baltimore. Among 
the other speakers at later meetings will 
be William H. Beers, Mutual Benefit. | 


Regular Dinner Meeting Held | 


The first regular monthly dinner 
meeting of the New York Life Under- 
writers Association was held here this 
week, being attended by more than 600 
members and guests, including John 
Marshall Holcombe, Jr., manager of the 
Life Insurance Sales Research Bureau: 
Roger B. Hull, new counsel and general | 
manager of the National Life Under- 
writers Association, and Charles E. Gil- 
man of the National Life of Vermont, 
Boston. As the first speaker of the eve- | 
ning President P. M. Fraser introduced 
Mr. Holcombe, who declared that ex- 
perience showing how profitable it is for | 
an agent to make real friends of his 
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JUDGED 


by every test you may apply The Midland Mu- 
tual ranks high among the outstanding lite 
companies of America: 
1. No death claim ever con- 
tested or compromised. 


2. Low net premiums backed 
by “actual history,” not 
mere promises. 

3. Interest earnings 171% of 
actual requirements. No 
real estate owned by the 
Company. 


THE MIDLAND MUTUAL 
LIFE INSURANCE CO. 


COLUMBUS, OHIO 


Its Performances Exceed Its Promises” 





























Builders 


Our principal strong point is 
the will to give a service which 
will be appreciated by our own 
staff and respected by others. 


Operating in the States of 
Texas and Oklahoma, the 
Home Office is able to render 
a type of personal service to 
Agents that is unbeatable. 


Our records show that policies 
have been issued on Foo, 

the applications within thr 
Ve 


HOME OFFICE 
Ff. & M. BANK BUILDING 


Southern Union Life 


FORT WORTH, TEXAS 


J. L. Mistrot Tom Poynor 
Preaidest Viee- President 
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Round Out Your Service 


Here’s a policy that will back up every talk- 
ing point of company and service. Think it 


over: 
Any natural death ..........! $ 5,000 
Any accidental death 10,000 
Certain accidental deaths 15,000 


Accident Benefits ..... $50 per Week 
( Non-cancellable) 
Also Disability Income, Waiver 
of Premiums, etc. 





| ALL IN ONE POLICY | 





You can see how worthy such a contract is 
in the hands of a progressive agent and we 
invite you to give serious consideration to 
the United Life “Policy You Can Sell.” 


There may be an opportunity in your town. 
Our Vice-President, Eugene E. Reed, will 
tell you all about it. Write him direct—and 
directly 


UNITED LIFE 


AND ACCIDENT INSURANCE COMPANY 
Concord New Hampshire 


| Inquire! ll 











GROWTH 


A matter of natural development. 
Our Growth has been persistent. 


Our root extends down—not out. 








When certain laudable results are 
obtained in any line of business, there 
must be a reason for them. 


You ask what is the reason for our 
success? It is the result of persistent 
effort—PLUS. If you, Mr. Agent, 
are interested enou h to wish to know 
what the word “PLUS” implies in 
this connection, write me and I’ll tell 
you. 


A. E. JOHNSON, AGENCY MANAGER 


CHICAGO NATIONAL 
LIFE INSURANCE CO. 
202 South State Street 
Chicago, III. 
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clients. Once you have gained 1 their | 
confidence, they are willing to recom- | } 
mend others as possible clients. 


JOINT CONFERENCE IS HELD 





Newark Association Holds Big Session 
with New Jersey Federation 
of Women’s Clubs 


NEWARK, Oct. 6—The Newark as- | 
sociation and the New Jersey State Fed- 
eration of Women’s Clubs held a joint 
insurance educational conference here 
this week, at which the speakers were 
Vice-President Willard J. Hamilton of 
the Prudential, Vice-President John A. 
Stevenson of the Equitable Life of New 
York, Mrs. L. V. Hubbard, president of 
the State Federation of Women’s Clubs, 
James Elton Bragg, general agent for 
the Union Central at Philadelphia; and 
J. Elliott Hall, general agent for the 
Penn Mutual in New York City. Miss 
Alice Lakey, insurance specialist in the 
American home department of the Gen- 
eral Federation, described the work be- 
ing dene by that organization in con- 
nection with the insurance educational 
campaign. Preceding the conference, 
President William R. Baker of the local 
life underwriters association presided at 
a luncheon in honor of the officers and 
the chairmen of the standing committees 
of the State Federation of Women’s 
Clubs. He introduced Vice-President 
Stevenson of the Equitable, who spoke 
on “Safeguarding New Jersey Homes 
by Life Insurance.” More than 200 
prominent women from all parts of the 
state attended the educational confer- 
ence as a result of the invitations sent 
out to every club affiliated with the New 
Jersey State Federation. 

* 


Lincoln, Neb.— At the October meeting 
of the Lincoln association President 
Dobbs was authorized to name a com- 
mittee to present to the insurance de- 
partment a protest against the activities 
of representatives of the Bankers’ Na- 
tional of New Jersey, alleged by mem- 
bers of the association to be soliciting 
insurance in connection with the sale 
of stock, without having a license. A. B. 
Carney, educational director of the Se- 
curity Life of Chicago, a guest, made a 
brief speech in which he said that Ne- 
braska agents have a wonderful oppor- 
tunity to increase their underwriting 
during the next year at least because of 
the unusual prosperity that has come 
and is coming to the state as a result 
of the big wheat and corn crops, the 
state standing at the peak in his opinion, 
based upon a study of the mid-western 
territory. The association took prelimi- 
nary steps to participate in Thrift Week 
in January with the resolve that unless 
the idea could be put over big in co- 
operation with banks, trust companies 
and building and loan associations, it 
would take no part 

: ® 

St. Paul—H. J. Cummings of the Min- 
nesota Mutual spoke at the last meeting 
of the St. Paul association on “Insur- 
ance Surveys.” The next meeting will 
be held Oct. 29 


Cincinnati—The first fall meeting of 
the Cincinnati association was held last 
week The new president, Max Salzer 
of the New York Life, presided The 
luncheon was doubly notable as a cele- 
bration of the honor bestowed on Cin- 
cinnati and by the presence of Dr 
Charles J. Rockwell, educator and editor 
of the “Insurance Salesman.” 

The Cincinnati association won the 
prize offered by the National associa- 
tion for the greatest increase in mem- 
bership during the past year, the prize 
being a scholarship for a life insurance 
course It was awarded to W A & 
Breuhl, Jr.. co-manager of the Home 
Life of New York as a reward for his 
persistent and continuous effort in be- 
half of the life underwriters of the city 
and state He has been active for years 
in association affairs, has represented 
the local association in national meet- 
ings, has been delegate on legislative 
matters, has been instrumental in ob- 
taining the passage in Ohio of beneficial 
laws for the business, and has served as 
president of the Ohio State Life Under- 
writers association 

Dr. Rockwell's address was in the na- 
ture of a farewell to the Cincinnati fra- 
ternity. For the past six weeks ending 





Sept. 30 he has been conducting his in- 
University of 


surance classes at the 
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Cincinnati under the auspices of the Cin- 
cinnati association This course has 
been attended by 80 students. 

Dr. Rockwell leaves at once for Chi- 
cago, where his many engagements will 
keep him occupied continuously until 
May, 1928 This includes a six weeks 
tour of Canada where he will carry his 
message to every life underwriters 
group in the Dominion 

as : * 

Lansing, Mich.—Insurance laws of the 
state were explained and the code of 
ethics which the state insurance depart- 


| ment expects local agents to maintain 


was outlined by Ralph Wade, second 
deputy insurance commissioner, in an 
address this week before the Lansing as- 
sociation Mr. Wade brought out the 
fact that the department expects the 
agent to keep the public’s respect for 
insurance alive through giving a genuine 
service and refraining from taking ad- 
vantage of an insurance purchaser or 
policyholder even though he may have 
a legal right to indulge in somewhat 
questionable practices. 
* * 
Indianapolixs—The Indianapolis associ- 
ation has chartered a special car to go 
to the Memphis meeting of the National 
association About 25 members will at- 
tend. Tre car leaves Indianapolis Oct. 


* oa * 

Tampa, Fla.—A life underwriters’ as- 
sociation has been formed here which 
will function as a branch of the national 
organization At a meeting held a few 
days ago Angus Williams, Pilot Life rep- 
resentative, was appointed temporary 
chairman pending the election of per- 
manent officers, and B. H. Siler, New 
England Mutual, was named secretar) 
pro tem \ committee of five was ap- 
pointed to consult with temporary offi- 
cers to arrange a large attendance fo 
a second meetings to be held Oct. 14 
The secretary was also asked to com- 
municate with national headquarters to 
present requirements for a charter. The 
meeting was presided over by J. Edward 
Doyle, president of the Tampa Mana- 
gers’ association, and about 20 agents 
were present, who will be enrolled as 
charter members. There are several 
hundred life insurance members here 
who are eligible for membership in the 
new association. The roll for charter 
membership will be kept open until the 
next meeting 

* * * 


Omaha.— The Omaha association at its 
regular monthly meeting had 100 mem- 
bers present. Bert Williams of the 
Northwestern National Life, recently 
elected president, presided. Ex-Senator 
Gilbert M Hitcheock addressed _ the 
meeting on “Modern Civilization.” 

i 2 

Detroit—At a meeting of the Detroit 
association Friday noon, Oct 14, Dr 
William B. Bailey, economist of the 
Travelers, for many years Professor of 
economics at Yale University, will speak 
on “The Economic Bankground of Life 
Insurance.” 

x * x 

Newark. N. J.—A joint life insurance 
educational conference will be held Oct 
10 by the Newark association and the 
New Jersey State Federation of Women's 
Clubs The conference will be preceded 
by a luncheon tendered by the life 
underwriters to officers and chairmen of 
committees of the federation 

* * * 

Cleveland—The Cleveland association 
will meet jointly with the Cleveland 
Advertising Club on Oct. 12, at which 
time Professors Borden and Busse of 
New York University will present thei 


famous dialogue, “How to Win an Argu 
ment.” 

These gentlemen were recently the 
hit of a district convention of advertis 


+ 


ing clubs, and are being brought 
Cleveland through the courtesy of the 
New York Evening Journal” under 
whose auspices they are being booked 
Arrangements are being made to accom- 
modate an attendance o [1200 
* * * 

Baltimore—Ralph W. Sanborn, asso 
ciate general agent of the C. W. Ander- 
son & Son, New York organization of 
the State Mutual Life, wil Ibe the prin- 
cipal speaker before the Baltimore Life 
Underwriters Association at its meeting 
on Tuesday of next week 


The Hartford salesmen of the Phoenix 
Mutual, under the direction of Manager 
D. Gordon Hunter, were addressed at 
their Monday morning meeting recently 
by Assistant Secretary Clarenc e . 
Hubbard of the Automobile, on “Know- 
ledge as an Aid in Salesmanship.” 





ry~ 
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STATES’ RIGHTS ISSUE 
BECOMES PARAMOUNT 


(CONTINUED FROM PAGE 5) 
tion of interstate comity for one state 
enforce its domestic laws governing its 
own corporations on the corporations of 
other states. Commissioner Dunham 
declared that this comity between states 
is a fundamental necessity. It is a le- 
gitimate right of a sovereign state to 
control its own corporations. When it 
attempts to enforce these requirements 
mm corporations of other states, the ut- 
most confusion is destined to follow. 





MAYS NAMED PRESIDENT 
TO SUCCEED E. P. MELSON 
(CONTINUED FROM PAGE 3) 


He is also president of the Mays Manu- | 


facturing Company at Leslie, Ark. 

His investigations of the relative 
safety and value of investments led him 
to an acquaintance with the business of 
life insurance. He purchased a number 
of shares of Continental Life stock in 
1922. He was elected to the board of 
directors, and in that capacity became 
familiar with the management and prob- 
lems of a life insurance company. In 
January, 1927, on his election to the 
vice-presidency, he assumed control of 
the investment department, from which 


position he has been called to the chair | 


f chief executive. 








Day Library Inclusive 
One of the most elaborate agency li- 
braries in the country will be opened in 
the new agency rooms of the Darby A. 


Day Chicago general agency of the 
Union Central Life, which will open 
the Bankers building soon. Impor- 


tant on the list of insurance literature 
will be the insurance laws and depart- 
ment rulings of all the states and ter- 
ritories of the United States and all 
Canadian provinces and latest available 
reports of all insurance companies under 
jurisdiction of any or all these depart- 
ments. The literature will not be 
fined to the life field, but wjll include 
the fire, casualty and marine branches. 
Ten large sectional bookcases . have 
been ordered for the library, and more 
will be added as needed. The library 
will occupy an L-shaped space in the 
building, with a floor area of 29 by 30 
by 40 feet. 


con- 


Dr. Hoffman in City Post 


Dr. Frederick S. Hoffman, well-known 
consulting statistician of the Prudential, 
who is also connected with the Babson 
Statistical Institute at Wellesley, Mass., 
has been appointed consulting statisti- 
cian for the health department of the 
city of Boston by Mayor Malcolm C. 
Nichols. 


American Institute to Meet 


Notices have been sent out by E. G. 
Fassel, secretary of the American Insti- 


tute of Actuaries, that that organiza- 
tion will hold its fall meeting at the 
Claypool hotel in Indianapolis, Ind., 
Nov. 3-4. The program committee is 


working on the program now and ex- 
pects to have it ready for announcement 
in a week or two. 


Hawley Foundation Formed 


Articles of incorporation of the Haw- 
ley Welfare Foundation were filed in 
Des Moines last week A community 
trust fund is thus provided available 
to assist organizations or individuals 
without regard to race or religion. 
Henry B. Hawley, president of the Great 
Western of Des Moines, is organizer and 
president of the foundation Funds for 
successful operation are already pro- 
vided. 


Life Notes 


F. P. Walker, supervisor of the Home 
Life of New York at Omaha, has moved 
his offices to the Keeline building 

Alfred E. Van Deventer of Denver, 
Colo., special agent for the Aetna Life, 
died in that city the past week. He was 
born in Chicago, where he lived until he 
went to Colorado ten years ago. 


| violators. 
| practices because they 





LIFE INSURANCE EDITION 


STATE OFFICIALS TAKE 
UP TWISTING PRACTICE 


(CONTINUED FROM PAGE 3) 


to | ether way, if the assured has an honest 


contract and is satisfied there should be 
no twisting. 

The commissioners, he said, should 
enforce the law and use moral suasion 
to minimize twisting. Much twisting, he 
said, is due to the heavy pressure placed 
on agents by their companies to secure 
business. Agents’ associations, he de- 
clared, should take a hand in develop- 
ing a moral sense regarding the practice. 
Large producers, he said, are the main 
The companies wink at their 
do not desire to 
give offense. 

Commissioner Button of Virginia pre- 


sented a copyrighted form of blank 
which he claimed was sent out by a 
large producer with the idea of at- 


tempting to twist policies. 
Taggart Raises Question 


Commissioner M. H. 
Pennsylvania said that Mr. Lee’s pro- 
posal for imprisonment as a possible 
penalty makes the practice a crime. It 
would inject into the situation, he thinks, 
a real problem when the insurance com- 
missioner calls a hearing. The agent 
faces imprisonment. He would prefer 
to have his case tried in court and 
therefore refuses to give much informa- 


Taggart of 


tion to the commissioner. The com- 
plainant, realizing the possibility of a 
court hearing, hesitates to expose his 


hand and give the facts he has secured 
before the commissioner. Mr. Taggart 
stated that the Commissioners’ Conven- 
tion should not take any steps that 
would weaken their position. 

Luning Uses Moral Suasion 


Commissioner Luning of Florida says 
that he uses the influence of his office 
to enforce ethical practices. He at- 
tempts to uphold a standard of ethics. 
He feels that he has the confidence of 
the general agents in his state and they 
cooperate with him in seeing to it that 
the ethics are observed. He referred to 
a case that an agent worked up where 
the prospect had to borrow money from 
the bank to pay the premium. The 
president of the bank had ascertained 
the reason for the loan and suggested 
that the cashier could write his insur- 
ance in a good company and that the 
prospects should have the cashier ar- 
range it for him. Commissioner Luning 
said that he took this matter up with 
the company represented by the agent, 
the general agent and the Jacksonville 
Life Underwriters’ Association. It re- 
sulted in the original agent getting the 
business. 


Urges Interest in Business Insurance 


Thomas C. Hennings, vice-president 
of the Mercantile Trust Company of St. 
Louis, in an address before the Indiana 
State Bankers Association at Indian- 
apolis, urged that bankers should take 
more interest in the class of life insur- 
ance known as business insurance, since 
it assures the future operation and main- 
tenance of business establishments in 
the event of death of one or more of 
the partners. He declared that it was 
sound financial practice for bankers to 
encourage the purchase of such insur- 
ance. 

Mr. Hennings further declared that 
heads of families as a protection to their 
dependents should carry life insurance 
that will not be paid in a lump sum, but 
which will be spread over an extended 
period to replace more effectively the 
income which stops at death. 


Policy Analysis Form Issued 


The Union Central Life has just 
sued in attractive form a policyholder’s 
analysis folder which in future will be 
issued with all policies. When folded 
the analysis blank looks much like a 
life policy. It is elaborately ruled, the 
lines marking off spaces for the setting 
down of all information on all the poli- 
cies an insured may own. 


1s- 











The Direct Agency System a Success 
One Hundred Millions in Force 
THE COLUMBUS MUTUAL LIFE INSURANCE CO. 


The Third Ohio Company to Reach the Hundred Million Mark 


It took the first company thirty (30) years and the 
second. company twenty-eight (28) years to accomplish 
what The Columbus Mutual has accomplished in nineteen 
and a half (19%) years. 


Our business has all been written direct through our 
own agents. THE COLUMBUS MUTUAL HAS PASSED 
IN VOLUME FIFTY-SIX (56) COMPANIES ITS OWN 
AGE OR OLDER and only one younger company has more 
business in force which did not combine with or reinsure 
other companies. 


“TWO HUNDRED MILLION IN ’32” 
HELP WRITE THE SECOND HUNDRED MILLION 


The Columbus Mutual Life 


Insurance Company 


580 E. Broad Street, Columbus, Ohio 
Cc. W. Brandon, President D. E. Ball, Vice-President and Sec'y. 
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THE HOME LIFE 


A Company of Opportunities 


In a recent letter to the Agency Force, Ethelbert 
Ide Low, President of this Company, said: 


“I am ambitious that this Com- 
pany shall not only give to its 
policyholders the ultimate in 
| life insurance service, but that 
| it shall be a good Company to 
work for. I want it to offer to 
| 





the men and women associated 
with it the widest scope for the 
exercise and development of 
their abilities and the oppor- 
tunity to go just as far as those 
abilities and their ambition will 
carry them.” 


On Agency matters address: 


James A. Fulton 
Supt. of Agents 


HOME LIFE INSURANCE COMPANY 


256 BROADWAY, NEW YORK CITY 
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Recognition Is Not Given 


INSURANCE has played a very import- 
ant part in the development of present It is mentioned but once in the entire 


American civilization. The uses to two volumes and then in connection 


which insurance is put in this country with discussion of the economic posi- 
‘ago entered the red 


in the extension of life tion of women. The statement on in- 
Amer- surance says that various schemes of 
ican civilization and is found nowhere insurance have provided for so many 
else in the world to anything like the widows that insurance has_ brought 
It comes therefore to about a perceptible decrease in the num- 
ber of women who would otherwise be 
seeking positions in the economic world. 
While this is an important point, to the 
insurance man, it seems but faint recog- 
nition indeed of the tremendous part 
which insurance takes in the business 
and family life of the American people. 

If students of history and economics 
are not familiar with the importance of 
insurance as a force in the life about 
them, is it to be wondered that the 
man in the street almost utterly fails to 
grasp its significance and place in our 
Perhaps the omis- 


and particularly 
values, is peculiarly a mark of 


Same _ extent. 
insurance men as a shock to find that 
most students of history and economics 
in academic circles seemingly have 
failed to be impressed by the insurance 
factor in the business and social life of 
today. The recently published volumes 
on “The Rise of American Civilization” 
by Charles and Mary Beard, a compre- 
hensive review of the factors and ten- 
dencies in American civilization, is a 
case in point. 

Banking, moving pictures, steel and a 
hundred other factors in the develop- 
ment of present day civilization may be 
found in the index of this book but in- 


economic scheme? 


sion is the companies’ fault. 


Getting Back to First Principles 


attract high pressure salesmen. 
salesmen write 
persist. \ 


beginning pays 


One of the best informed life insurance 
executives in the country, a man who has 
remarked re- that 
therefore at the very 


ways 
High pressure business 


discriminating judgment, does not company 
cently that no life company with which 
he has ever been acquainted had been far 
then the policies slough off the books. 


fash- 


more than business is worth and 
forced out of business because of mor- 
tality. The companies that have had to 
retire from the field can trace the cause 
commerciali- 


Money is expended in an unwise 
ion merely to make a show. In study- 
back to mismanagement, ing some offices one cannot see the real 
zation in that owners wanted to make 
a profit or to high overhead expense. 
interesting 


structure of a life insurance company 
because of the methods emploved. An 
onlooker would gather the impression 
that the 


the benefit of 


There is something most 


in this comment and well worthy of the company is operated solely for 
attention of executives of life insurance its officers and field men. 
companies, especially some of the newer Some ofticials have a very false pride 
and smaller ones. in that they feel that it is necessary to 
Life insurance companies primarily are 
death claims or en- 
efforts of officials 


directed 


make a great showing on volume to 


organized to pay attract agents and new _ policyholders. 
dowments. The Therefore they resort to all sorts of 
toward schemes to get business. They pay 


therefore should be 


shaping up an organization that will 
function the most efficiently and eco- with other offers, 
Of course business must be plus gets down to a low point The 


high commissions and other perquisites 
After a while the sur- 


nomically. 


gotten, but it should be secured on a company is not earning any money. 


company 
There and sold at two or. three times par to 


basis that will not keep the Kither the capital has to be increased 


forever on the anxious seat. 


are certain expenses that have to be create surplus or some other method 


incurred. They should not be so heavy must be adopted to restore the shat- 
however as to impair the usefulness of tered fortunes 
institution in its main purpose. In our opinion there is entirely too 


It has been our observation that a much strife for mere volume, quantity 


number of companies are spending en- rather than quality, a big showing 
rather than a favorable showing. The 


companies that are making real prog- 


tirely too much money for getting busi- 
paying exorbitant 
-ommissions al- ress, rendering the greatest service and 


ness. They are 


commissions, Excessive ¢ 


surance is not even listed in the index. | 
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as ——==— 
extending the highest benefits to man- 
kind are those that are watching the 
outlay, are making every dollar count, 
are not interested in spectacular dis- 
play, are not taking up hothouse stimu- 
lation, are not forcing agents far be- 
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yond their gait. There is a real need 
return to straightforward, old- 
economical, effective life in 


10r a 
fashioned, 


surance methods Let’s get back to 


first principles in conducting the life 


insurance business 





PERSONAL GLIMPSES OF LIFE UNDERWRITERS 





S. E. Garrett has made a very excel- 
lent record in his beginning weeks with 
the Oklahoma Life in Oklahoma. Mr. 
Garrett signed a contract with the com- 
pany Aug. 18 and in the first two weeks 
wrote 45 applications for $122,000. Mr. 
Garrett has been superintende nt of pub- 
lic instruction in Okfuskee county, Okla. 


At the meeting of the insurance com- 
missioners in Cincinnati last week the 


| fact became obvious that A. C, Savage 





of Des Moines, vice-president of the 
Royal Union Life and former Iowa in- 
surance commissioner, no longer has the 
monopoly on red neckties. Mr. Sav- 
age many years ago adopted the prac- 
tice of wearing only red ties. Dr. H. E, 
Sharrer of Hammond, Ind., president of 
the Northern States Life, a few years 
necktie brigade. 
On his last birthday anniversary he re- 
ceived 75 neckties of various carmine 
shades. Dr. Sharrer goes Mr. Savage 
one better. He almost always appears 
with a red bow tie when he wears eve- 
ning clothes unless it be in some assem- 
bly of a dignified character. 

October has been designated “Presi- 
dent's Month” by the field force of the 
Guardian Life in honor of the company’s 
chief executive, President Carl Heye. 
Tying up with the widespread public 
interest in aviation, an interesting air- 
plane contest will be waged throughout 
the month to determine the leading 
“aces” of the Guardian field. Minia- 
ture reproductions of an airplane, “The 
Guardian Spirit” have been provided 
the field men for use as special applica- 
tion markers. Log books wherein the 
contestants may record their day by day 
accomplishments have been furnished. 
At the end of the flight, the log is to 


be signed by the pilot and mailed to | 


President Heye as an expression of the 
friendship and esteem in which he is 
held, and as a personal report by the 
fieldman direct to his president. 


George M. Spiegel, representing the 
Indianapolis Life in Indianapolis, has 
announced that he is going after the 
record for the highest number of pol- 
icies written in a single month. He 
started his campaign Oct. 1 and will 


continue his efforts throughout the 
month. 
H. Palagano, treasurer of the New 


York Life, is spending his vacation this 
month in the north woods and is not 
expected to return before Nov. 1. 


Gerald A. Eubank and his associate, 
W. H. Henderson, have extended their 
trip westward from Detroit to San Fran- 
cisco. Latest advices from there sug 
gest that when Mr. Eubank returns to 
New York on or about Oct. 10, he will 
make an official announcement of such 
character as will quiet all rumors and 
speculations about his plans for the fu 
ture. 

A. Yavitz of the St 
the Missouri State Life has the distinc 
tion of qualifying for the company’s 
Quarter Million Club in all three of the 
company’s lines, life, accident and health 
and group insurance. He reached the 
needed quota in less than eight months’ 
time. 

Mr. Yavitz has been a member of the 
Quarter Million Club since 1921. He 
joined the company’s agency organiza 
tion in 1919. 


Louis branch of 


Dr. Harry W. Dingman, medical direc 
tor of the Continental Casualty and 
Continental Assurance, underwent an 


WESTERN & SOUTHERN LIFE’S NEW HOME 














we is to start at once on the nev 
fice building of the Western & Southern Life in Cincinnati. 


14-story annex to the present home o! 
The buildings on 


the site adjoining the present building are now vacant and razing is to start 


without delay. The annex will be erected on the side 
the present building, fronting on Broadway. 
10,000 square feet 


taining approximately 


immediately north of 
There will be 14 floors, each con- 
of space and the entire building will 


be used by the Western & Southern Life. 
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peration for duodenal ulcer at Univer- — 
sity hospital, Chicago, last Friday. He 
had suffered acutely for some weeks, 
and last week an operation became im- 


nerative. He is reported entirely out 
danger and recuperating unevent- | 
llv. 


Edwin B. Hamlin, state agent for the 
National Life of Vermont for Ohio and | 


Indiana and a director of the company, 
nd John E. Murray, general agent for 


the Penn Mutual at Cleveland, jointly 
elebrated their thirtieth anniversaries 

ith their respective companies, with ap- 

opriate noon-day festivities and a ban- 
guet at the Hotel Statler, which was 
uttended by the entire agency forces of 

two agencies. 

Starting into th lite ins anc busi- 
noe sila a fee tage of soon tee Another one of the fourteen pro- 
Hamlin and Murray have known each ° ° l 
other all these years and, although they gressive changes placed in effect on 
have been rivals, they have been warm 
friends, and today their suites of offices w ~< 2 . = yn = 
idjoin, occupying nearly the entire sev- September 15 by The Lincoln National 
nteenth floor of the Keith building, . 2 . m ' 
Cleveland. ‘ , a ‘ y 

* a Life is the extending of the age limit 

Vermont acted as toastmaster. Mr. | ° ° 
Murray was presented with a large dia- for Double Indemnitv protection. 
mond which is to be set in a ring, and a 
Mr. Hamlin was the recipient of a bound 
volume of nearly one hundred and fifty 
tters from his business associates and 


friends of the life insurance fraternity. The Double Indemnity provision | 
LIFE AGENCY CHANGES is effective until age 70, instead of age 
THORP JOINS NORTHWESTERN 65 as formerly, and with no increase 

















Former Texas Manager for Federal in rates for this extension of age. 
Life Goes with Omaha Company 


in Charge of State 








Ben Thorp, tor 17 years state man- 
ager in Texas for the Federal Life of 
Chicago, who resigned that connection y . . . . 
| July, has been appointed state man- | National Life agents find that it pays to 
ager of the Northwestern Life of | 
Omaha, the appointment being effec- | 
tive Oct. 1. On severing his connection 
with the Federal Life, Mr. Thorp was 
undecided as to whether or not he would 
remain in the life insurance business, | 
but after a summer spent otherwise, | 
concluded that he would be completely 
lest unless actively engaged in the busi- | 
ness to which he has given his life. | 

Ben Thorp is a native Texan, having | 
been born in Austin, and has been en- 
vaged in the life insurance business 
since 1909. He was in partnership with 


Orville Thorp representing the Kansas 

City Life for two years, leaving that NK LINCOLN 
connection to open up the state for Li UF WITH THE 

the Federal Life. He is probably as | + 


One more reason why Lincoln 














as 
well known as any other life insurance 
man in Texas, having been extremely 
active during his entire insurance 
career in training and developing agents 
and visiting all sections of the state 
frequently. 





SHELDON AND CURTIS NAMED | Th 
e 


Succeed Gilbert Knudtson as San Fran- | 
cisco Manager for Equitable 
of Iowa 


Lincoln National Life 
Insurance Company 


Gilbert Knudtson, for the past two 
cars agency manager at San Francisco | 
the Equitable Life of Iowa, has an- 
nounced his resignation, to become ef- 
fective as soon as the company can | 
omplete the necessary arrangements. 
It is the intention of Mr. Knudtson to 
engage in the general insurance business 

Huntington Park, a suburb of Los 
\ngeles, where he will establish a mul- 
iple lines connection to be known as 
the Park agency. In the life department | 
he will continue to represent to Eqmnit- 
ble Life of Tovta. He has already | 
removed his family from San Francisco 

Huntington Park. 

The resignation of Mr. Knudtson has 

essitated a readjustment of the Calli- 
fornia field of the Equitable Life of 
lowa. Roy H. Sheldon, general agent 


‘“‘Its Name Indicates Its Character’’ 


Lincoln Life Bldg. Fort Wayne, Ind. 





More Than $485,000,000 in Force 
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of the company at Los Angeles for sev- 
eral years past, and V. C. Curtis, for 
many years a successful agency manager 
in Chicago for the Equitable Life of 
New York, will have charge of the state, 
with the exception of the San Diego 
field, which is under the supervision of 
David Kruidenier, general agent at San 
Diego. Mr. Curtis will devote the 
greater portion of his time to the San 
francisco territory. 


I. Monroe ‘Robertson 


- 

The appointment of I. Monroe Rob- 
ertson of Spokane as assistant to R. > 
Boyns, Seattle manager for the Pru- 
dential, has been announced, effective 
Oct. 1. Mr. Robertson has had a con- 
tract for the last year as an agency 
supervisor under John W. Carey of the 
Pacific Mutual. He began his insurance 
career 17 years ago in Missoula, Mont., 
with the old Des Moines Life, which a 
few months later was absorbed by the 
National Life, U. S. A. Mr. Robertson 
was general agent then for that com- 
pany for the state for six years. About 
11 years ago he went to Spokane to 
join his brother, V. B. Robertson, in 
a general agency for the Prudeutial, 
which connection continued for six 
years, ill health eventually causing V. B. 
Robertson's retirement from the _ busi- 
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ness and his death last year. The best 
part of two years more with the Pru- 
dential and of three years as general 
agent of the Equitable of Iowa until the 
latter company’s retirement from that 
field cover Mr. Robertson’s more recent 
activities. 


International Life Appointments 


Fred W. Leonard has been appointed 
general agent of the International Life 
of St. Louis at Long Beach, Cal. Mr. 
Leonard has been a large personal pro- 
ducer in that territory for the Mon- 
tana Life. John W. Estes, Jr., who has 
been manager for the International Life 
of St. Louis in the northern California 
territory with headquarters at San Fran- 
cisco for the past 18 months, has been 
transferred to southern California, with 
headquarters at Santa Ana. Mr. Estes 
will be general agent for Orange coun- 
ties, where he was formerly connected 
with the Aetna Life, prior to joining the 
International Life. 





Register Life Appointment 


W. L. Thaxton has been appointed 
genera! agent for the Register Life of 
Davenport, la., at Houston, Texas., cov- 
ering the southern part of the state 
for the company. Mr. Thaxton has been 
operzting a general insurance agency 


AMAZING OPENING 


One of the most solid, pro- 
gressive companies writing life 
insurance, offers amazing oppor- 
tunities for men who are confident 
they possess organizing and sell- 
ing ability. A few of our amazing 
contracts will go to State Agents 
and General Agents who take on 
territory in Missouri, Iowa, South 
Dakota, Illinois and Minnesota. 
Do not answer this Ad if you can 
not give a guarantee of integrity. 
Recommendations are imperative. 
Give a condensed history of past 
connections in first letter. If pos- 
sible furnish a recent photograph. 
All applications will be treated 
strictly confidential, and contracts 
will be executed personally by the 
President. Address Lock Box 320, 
Lincoln, Nebraska. 
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in life insurance field work. 


success and satisfaction in so doing. 


both men and women. 


Those who 


34 NASSAU STREET 





You Who Seek Opportunity 


Opportunity exists always for those who seek success and satisfaction 


During 84 years the first American legal reserve nrutual life insurance 
company has been served and built to greatness by men who found both 


This company writes all standard forms of insurance and annuities on 
Age limits 10 to 70. 


contemplate life 
ance field work are invited to apply to 
The Mutual Life Insurance Co. 
of New York 


insur- 


NEW YORK, N. Y. 











and is now alin a life insurance de- 
partment. J. H. Kraft has been named 
manager ot the life department. Mr. 
Kraft has had a number of years ex- 
perience in the life insurance field. 
The Register Life has announced sev- 
eral other appointments. John Schu- | 
macher has been appointed general agent 
at Wichita, Kans. Fred R. Wresche, 
formerly superintendent of the John 


Hanceck at Cincinnati, has been named | 


general agent at Detroit, Mich., and 
G. E. Hamilton of Lewistown, IIL, is 
named general agent at Chicago. 


E. P. McCall 


E. P. McCall has been appointed 
agency supervisor at Houston, Tex. for 
the Southland Life, with the A. C. 


Bayless agency. Mr. McCall has been 
a life underwriter for 15 years, chiefly 
in Houston and vicinity. He has done 


both agency work and personal produc- 
tion work. 


P. E. Perdue 


P. E. Perdue has been appointed gen- 
eral agent for the Missouri State Life at 
Petersburg, Va. Mr. Perdue has been 
in the banking business for the past 17 
years. 


E. H. Delamater 


The general agency of the Connecti- 
cut General Life in Boston, of which 


October 7, 1927 


General Agent A. C. Mathews was for- 
merly in charge, has been made a branch 
office of the company the past week, 
Mr. Matthews having resigned to go 
into the Vermont field for the New 
land Mutual Life. E. H. Delamater, 
who has been agency supervisor in the 


| agency for more than two years, has 


been placed in charge of the branch 
office as manager, and George A. Niel- 
son will be the company’s cashier. 


O. C. Larsen 


Oscar C. Larsen, manager of the 
Acacia Mutual Life in San Francisco 





| . ° 
| has resigned to become agency organizer 


there of the Occidental Life. 


C. P. A. Lonergan 


Appointment of C. P. A. Lonergan 
as Oregon general agent is announced 


| by the New World Life, succeeding the 
| firm of McCargar & McKay, which will 


hereafter operate a general insurance 


business. 





J. S. Williams 


John S. Williams of Mt. Vernon, Ind., 
has been appointed district manager of 
the Indianapolis Life and will have 
charge of eight counties in southern In- 
diana. Mr. Williams has been with 
the company but a short time. 
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TAX INCREASE RECOMMENDED 
West Virginia Legislative Committee 
Would Boost Levy on Premiums— 
Special Session Unlikely 


was an average of 19 fewer deaths a day. 
However, there were a few causes of 
death which showed an increase: homi- 


| cide, street car, railroad and automobile 


| - 
| accidents, 


CHARLESTON, W. VA., Oct. 5.—j} 
An increase of % of 1 percent on the | 
present tax on insurance premiums is | 
proposed by the special legislative com- | 


mittee appointed by the last session of 
the general assembly to find ways and 
means of completing the new state capi- 
tol building. The estimate is that this 
would yield $300,000. Another tax pro- 
posed is 4% of 1 percent increase in the 
tax on public utilities. Railroads and 
insurance Companies seem in the opinion 
of this committee, 
composed of politicians interested in 
votes, to be the only source of taxation 
that will not anger the voters next year. 

The committee was in session at the 
state house for two days. 

The attorney general has been di- 
rected to draw a bill to meet the views 
adopted by the committee. It is for 
Governor Gore to determine whether 
there is an emergency suggesting a call 
for an extra session. If he does not so 
declare the matter will not come up 
until January, 1929. It is freely pre- 
dicted, knowing the past performances 
of the governor, that there will be no 
extra session. The coming political 
year does not invite special sessions of 
the legislature. 

In the last legislature there were some 


which is of course | : : : ° 
eral agencies located in Greater New 





men engaged in insurance, and undoubt- | 


edly there will be some in the new leg- 
islature of 1929. 





Bell Was Honor Guest 


The members of the Huntington, W. 
Va. agency of the Missouri State Life 
held a meeting and banquet recently at 
which Horace H. Bell, manager of the 
Pittsburgh branch of the company, was 
the guest of honor. 


Ohio Mortality Figures 


In the first six months of 1927, 38,600 
records of death were filed with the 
Ohio health department, with a rate of 
11.3, against 42,061, with a rate of 13.2 
for 1926, per 1,000 population, according 
to a statement given out by the Ohio 


suicide, deaths peculiar to 
early infancy, cancer, Bright’s disease 
and disease of the heart, all forms. 
tive committee. 


Group Service Offices 


A new service department has been 
established in New York at 100 William 
street by the group division of the Aetna 
Life, with O. A. Krebs in charge as 
manager. 

The centralized group organization 
will assist agents and brokers by han- 
dling all matters pertaining to group 
insurance for the company’s five gen 


York. Business placed through the cen- 
tral group office will be credited to the 
general agency with which the agent or 
broker writing the business has a license. 


Medical Directors Will Speak 


Dr. C. E. Schilling, medical director 
of the Ohio State Life, and Dr. Frank 
Harnden, medical director of the Mid- 
land Mutual Life, Columbus, will be 
guests of the Scioto Medical Society at 
Portsmouth,., Oct. 10. Each will dis- 
cuss the relationship between medical 
examiners, insurance salesmen and the 
home office of insurance companies. 





Take Charge at Youngstown 
W. H. F. Nick and H. W. 
who recently were appointed general 
agents of the Philadelphia Life at 
Youngstown, O., have taken charge of 
the agency there and are completing 
plans for a good season’s writing in the 
next 12 months. 


Edwards, 


Mrs. W. C. Ince Dies 


Mrs. W. C. Ince, wife of the assistant 


| secretary and home office cashier of the 


Bankers Life of Iowa, died last week 
after an illness of two years. 


Attacks Group Project 


The plan of the regents of the Uni- 
versity of Minnesota to carry a group 
policy for the benefit of its staff has 


| been attacked by the state department 


| 


of administration and finance. The ob- 


State Life, based on figures supplied by | jection is a tactical one in the fight over 
control of university funds. 


the division of vital 


statistics. This | 
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AGENTS MEET IN CONVENTION 





Leaders in Samuel Heifetz Office of 
Mutual Life of New York Have 
Enthusiastic Session 





The Samuel Heifetz agency of the 
Mutual Life of New York, Chicago, held 
its second annual $125,000 Field Club 
convention on Sept. 30. Aside from the 
convention itself, the delegates had 
much to attract their attention. The 
hospitality extended by the Medinah club 
management to the delegates will long 
be remembered. The clubhouse was 
available to the agency through the 
courtesy of Arthur L. Thorsen, one ol 
Medinah’s members and a leading pro- 
ducer of the Heifetz agency. 

The convention was called to order 
and Mr. Thorsen was introduced as the 
first speaker. Mr. Thorsen welcomed the 
delegates, and Manager Heifetz on their 
behalf responded. 

Manager Heifetz kept the delegation 
interested through pointing out to them 
the progress the Mutual Life has made 
in recent years. He then turned the 
meeting over to his associate, John R. 
Hastie, to act as chairman during the 
first hour. Mr. Hastie made some stir- 
ring remarks on the life insurance busi- 
ness. He then called on Mrs. Cora A. 
Rubovitz, whose talk on the subject 
“What Is a Prospect” was well assigned. 
The next speaker was Fred F. Frusher, 
special representative of the company at 
Madisor) Wis. 

Karl B. Korrady, Chicago general 
agent of the Connecticut General Life, 
was the next speaker. His subject was 
“Life Insurance As a Profession.” 

Mr. Heifetz again took charge and 
called on Gifford T. Vermillion, manager 
of the Mutual Life at Milwaukee. Mr. 
Vermillion’s talk on “Inheritance Tax 
Life Insurance” was helpful to the dele- 
gates because it was on a subjeect most 
important to the profession. William F. 
Dineen next took the chair and called 
on Mrs. May B. Milroy, who spoke on 
the subject, “Why I Am in the Life In- 
surance Business and My Impressions 
As a Beginner.” John A. Ward, one of 
the agency’s leading producers, spoke 
on “Business Life Insurance.” Calvin 


H. Wasson, the agency's statistician. | 
spoke on “Participating and Non-Par- | 


ticipating Life Insurance.” 

In the evening all the delegates con- 
vened to the dining room for the con- 
vention banquet. Mr. Heifetz acted as 
toastmaster and called for a few remarks 
from one of the Mutual Life's large pol- 
icyholders, Hugo F. Arnold, who car- 
ries $1,000,000 of insurance on his life. 
Another large policyholder, Mark Levy, 
also made an interesting talk, teling why 
he carries a large line of life insurance. 
After enjoying the excellent cuisine and 
service in the dining room, all the dele- 
gates assembled in the magnificent ball 
room and danced. 





Companies Win Tax Suit 


The Bankers Reserve, Equity, North 
American National, Northwestern, 
Omaha and Prairie Life of Omaha were 
in the Nebraska supreme court this week 
defending the action of the district court 
of Douglas county in refusing to hold 
Section 5896 of the statutes unconstitu- 
tional, following a complaint filed by 

‘.. M. Sommerville of Lincoln, who 
has unsuccessfully brought similar ac- 
tions against the companies located in 
his home town. This is the law passed 
in 1921 substituting for all other meth- 
ods of taxing life companies a provision 
that in lieu of all other taxes they should 
pay 4 mills upon the gross premiums 
collected during the calendar year pre- 
ceding the assessment, less reinsurance 
paid on Nebraska business and dividends 
to policyholders in Nebraska during the 
same period. 


LUNCHEON CLUB IS PLANNED 





All Branches of Business Will Be Rep- 
resented in Chicago Fraternal 
Organization Forming 


Plans for a Chicago insurance lunch- 
eon club composed of representatives of 
the fire, casualty and life branches of 
the business are again being made, after 
having been dropped 10 years ago be- 
cause of economic depression resulting 
from the outbreak of the world war. 
Recently the matter was brought up 
before the Chicago Board, which agreed 
to lend moral support to founding the 
club, but is not sponsoring the club. 
At that time the following committees 
were formed to sound the “street” on 
its reaction to the proposal: 


Three Committees Formed 


Fire—Rockwood Hosmer, vice-presi- 
dent of R. W. Hosmer & Co., chairman; 
Hamilton Loeb, vice-president of Eliel 
& Loeb, and James I. Naughten, vice- 
president of Metropolitan Hibernia. 
Casualty—Charles H. Burras, president 
Joyce & Co.; George Tramel, manager 
of the accident and liability department 
of the Aetna Life, and Elmer Shafer, 
manager of the casualty department of 





Fred S. James & Co. Life—Kar! B. 
, Korrady, general agent of Connecticut 
| General Life, chairman; Samuel Heifetz, 
| general agent Mutual Life of New York, 
and Samuel T. Chase, general agent 
| Connecticut Mutual Life. 

| If the reactions to the club plan are 
| favorable, a working committee will later 
be formed, on which all of these men 
probably will function. The plan at 
present is that the membership will be 
closely limited, probably between 600 
| and 800. If enough members can be 
| obtained, the top floor, or perhaps the 
| two upper floors of the new Insurance 
| Exchange building, under construction 
| behind the present exchange, will be 
taken as club quarters. 








LEININGER CASE IS CLOSED 





| Nebraska Supreme Court Writes Final 


Chapter in Litigation, Holding 
for Company 





| 

The Nebraska supreme court has 
ended the litigation instituted by John 
P. Leininger against the North Amer- 
ican National Life of Nashville and 
Omaha, having for its object the setting 
aside of the transformation in 1922 of 
the company from a mutual to a stock 
company, and restoration of its assets 
to the original policyholders. The main 
reasons urged were that the law pro- 
viding for such transformation was un- 
constitutional in that it did not protect 
the property of the owners, the mutual 
policyholders, from being taken from 
them without due process of law, and 
that in this case the requirements of 
the law were not fully complied with 
either in the plan followed or in the 
order of the commissioner, who later 
became an officer of the stock company. 
The ‘district court found for Leininger, 
but the supreme court held for the 
company on every controverted point. 
holding, among other things, that it is 
not necessary to personally serve mu- 
tual policyholders with notice or that 
all of them give their consent. It also 
said that Leininger had ample notice, 
and that he waited too long to begin 
action. 





Two Other Suits Pending 


The attorney for Leininger has similar 
actions pending in the district court at 
Lincoln against two other Omaha com- 
panies that had been transformed under 
the same law, action on which had been 








OPPORTUNITY 


exists with the Equitable Life of Iowa for 
industrious, efficient men. 


In a conservative way the Equitable Life 
of Iowa is constantly growing and expand- 
ing. This substantial growth, which has 
now passed the mark of Five Hundred Mil- 
lions of insurance in force, offers exceptional 
opportunity to capable underwriters. Sixty 
years of safety, service and stability build- 
ing have made a reputation for this com- 
pany which is a distinct advantage to those 
who represent us in the field. 


The fine spirit of cooperation between the 


Home Office and its field force is out- 
standing. 
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SERVICE and CO-OPERATION 


is our plan for the building 
of this Company. 


WE KNOW YOUR PROBLEMS; THEREFORE 
WE CAN MAKE IT PROFITABLE TO YOU 


If you are looking for 
an agency connection 
write 


MODERN LIFE 


INSURANCE COMPANY 


of Minnesota 
St. Paul Minnesota 
Cc. D. MAC LAREN M. A. NATION 
President Vice President and General Manager 








deferred awaiting final determination of 
the Leininger case. 


WISCONSIN DAY PROGRAM OUT 





Notable List of Speakers Announced 
for Second Observance to Be 
Held at Milwaukee Oct. 26 


_—_—_ 
MILWAUKEE, Oct. 5.—The pro- 
gram for Wisconsin Insurance Day here 
Oct. 26 has been completed. The last 
speaker to be secured was Clarence W. 
Hobbs, former Massachusetts commis- 
sioner and now official representative of 
the Insurance Commissioners’ Conven- 
tion on the National Council on 
Workmen’s Compensation Insurance. 
Mr. Hobbs will be the principal speaker 
at the banquet in the evening. 

Commissioner Milton A. Freedy of 
Wisconsin will open the program at 
9:30 a. m. with an address of welcome. 
tte will be followed by J. W. Long- 
necker, advertising manager for the 
Hartford Fire, who will speak on in- 
surance advertising. 

Darby A. Day, general agent for the 
Union Central Life, Chicago, will rep- 
resent the life insurance business on 
the program, following Mr. Longnecker, 

















YOUR OPPORTUNITY 


Are you ready to broaden? 


Regional Manager or General Agent. 
Splendid inducements. 


We have had 20 years consistent growth and are now in 
an extensive expansion program, 


Agency Department under men who understand your 
problems. 

We have a special contract for choice territory in Min- 
nesota—South Dakota—Nebraska—Iowa. 
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Write us in confidence to see if our desires and qualifi- 
cations are mutual, 
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New and Attractive Features. 


If Interested Address 


AMERICAN NATIONAL INSURANCE CO. 
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speaking on the vastness of life insur- 
ance. H. P. Janisch, Chicago, manager 
of the American Mutual Alliance, will 
represent the mutual interests and will 
discuss legislative and legal aspects of 
the insurance business. 

The afternoon session will open with 
a talk by W. L. Mooney, vice-president 
of the Aetna Life and allied companies, 
Hartford, who will speak for the cas- 
ualty insurance division. Automobile 
and compensation insurance problems 
will be taken up by Mr. Mooney. The 
fraternals will be represented by E. J. 
Dunn, Chicago, president of the Loyal 
American Life Association and vice- 
president of the National Fraternal Con- 
gress. Richard E. Vernor, manager of 
the fire prevention department of the 
Western Actuarial Bureau, Chicago, will 
close the afternoon program with an 
address on fire prevention. 

The banquet will start at 6:30. 
Charles H. Burras, Chicago, president 
of Joyce & Co., is to be the toast- 
master. In addition to Mr. Hobbs, 
speakers at the banquet will include 
Frank M. Chandler, Chicago, vice-pres- 
ident of the New York Indemnity and 
father of the Insurance Day idea, and 

Adam Bede, former congressman 
from Minnesota, well known as a 
humorist, on the program. Entertain- 
ment of a high quality will be presented 
during the banquet and dancing wil) 
follow the speaking program. 

The committees working on Insur- 
ance Day anticipate an attendance of 
more than 500 agents and representa- 
tives of all divisions of the insurance 
business. Many of the large agencies 
in Milwaukee and out of the city 
are preparing to have their principal 
policyholders as their guests at the ban- 
quet, to acquaint them with different 
phases of the business and what insur- 
ance really means in relation to all bus- 
iness and commercial activity. 





Agency Meeting Planned 


W. D. Morton, general agent in Sioux 
| City for the Mutual Benefit Life, will 
hold an agency meeting for the men in 
his territory Saturday, Oct. 8. A notable 
group of home office officials will be 
present for the meetings, J. R. Hardin, 
president; Dr. W. R. Ward, medical 
adviser, and Oliver Thurman, superin- 
tendent of agencies. 


Will Accept Tax Increase 


Insurance companies in Kansas which 
got a big hike in their tax valuations 
are not going to make any fight against 
the method of procedure by the tax 
division of the public service commis- 
sion. Most of the companies have filed 
formal notices to this effect and only 
four now have a single point in the 
controversy. This is over the question 
of how to arrlve at the taxable value 
of the non-admitted assets of the com- 
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panies. 

presented any feasible plan for reaching | 
this value but an agreement may be 
reached as soon as the companies sub- 
mit a plan. 

The companies will pay taxes on about 
$600,000 more valuation this year than 
before. This is the amount of the in- 
crease on the 30 companies. The in- 
crease varied from 10 to almost 600 per- 
cent and in a few instances companies 
were put on the tax rolls this year for 
the first time. 





To Give Sales Course 


The Downtown Y. M. C. A. School 
of Commerce in St. Louis, will give an 
eight months course in life insurance 
underwriting. The course is known as: 


“Principles, Policies and Sales Methods | 


of Life Insurance.” It has been ap- 
proved by the National Association of 
Life Underwriters and is being spon- 
sored by the St. Louis Life Under- 
writers Association. Frank See, man- 


The companies have not yet | ager in St. 


Louis for the Union Cen- | 
tral Life, and C. L. Byars, manager of | 
the Travelers, will be the instructors. 


Central West Life Reinsured 





The Central West Life is no longer a | 


life insurance company of Topeka. Its 
business has all been reinsured in the 
Cosmopolitan Life of Topeka and the 
company itself is being changed to an 
investment corporation. The company 
has been in business one year but has 
written only about $600,000 of insur- 


ance as it was ordered to stop writing | 


business until its capital impairment had 
been cleared up. 

The Cosmopolitan is making the 
transfers of the insurance as rapidly as 


| possible and is also straightening out 


the operations 
De- 


the complaints against 
of the old company and its agents. 


| partment examiners are now establish- 


ing the reserves on the Central West 
business and as soon as this is com- 
pleted and the claims settled the de- 


| company. 
| dent of the Cosmopolitan, 


partment will transfer the necessary 
reserves to the Cosmopolitan and turn 
over the securities to the investment 
Clyde Miller, 
is also presi- 
dent of the new investment company 
and owns a majority of the stock. 





Hold Agency Breakfast 


Harper Moulton, general agent for the 
Provident Mutual Life at Kansas City, 
Mo., opened his “old policyholders’ 
month” campaign on Monday with an 
agency breakfast at the Kansas 
Athletic Club. 


Met at Fort Dodge 


The Fort Dodge agency of the Cen- 
tral Life of Iowa, under the supervision 
of David P. Smith, 
ing last week. G. M. 
Poorman were present 
office of the company 
spoke to the agents on 
policies, salesmanship 


Buck and W. F. 


from the 


the 


and the 


who is presi- | 


City 


| office. 
| ning, following a day's business session, 


held its annual meet- | 


home 
at Des Moines and 
company’s 
future 





plans of the company. Mr. Smith has 
been with the Central Life for 19 years 
and has supervision of 11 counties in 
northeast Iowa. Frank Hughes, general 
agent at Webster City, gave some dem- 





| onstrations on salesmanship. 





Agency Conference at Eau Claire 


The Ben S. McGiveran general agency 
for the Northwestern Mutual Life at 
Eau Claire, Wis., held an agency con- 
ference last week in charge of John P. 
Davies and Roger Clark, assistant sup- 
erintendents of agencies from the home 
A dinner was served in the eve- 


The speakers included J. W. McGiv- 
eran, father of Ben S. McGiveran; Mr. 
Davies, and Ralph M. Hamburger of 
the Hamburger and Kaufmann general 
agency at Minneapolis. 





Hold School at Lincoln 


The Security Life of Chicago, which 
entered Nebraska a year ago, with head- 
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Dynamic Detroit Life 


Old enough to have established itself firmly among the 
insurance 
enough to maintain a personal interest in each of its agency 


These facts mean much to you if you contemplate enter- 
ing the profession of life insurance salesmanship or if you are 


Desirable territories available in the State of Michigan. 


DETROIT LIFE 


INSURANCE COMPANY 


‘*The Company of Service’’ 


O'Brien, 


organizations; yet young 


President 


Detroit, Mich. 
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Making Good 


Leaders Club Membership 
for 1926-27 is 25% greater 
than in any previous year 
in our history. 


THE CONNECTICUT MUTUAL 
INSURANCE COMPANY 
HARTFORD 


Over 80 years in Business 


1927 








SIX MEN 








We have six new territories 
for six good men under real 
general agent’s contracts. 


Address 





66 BROADWAY 


INSURANCE CO. 


NEW YORK 

















VICTORY LIFE INSURANCE COMPANY 


Profitable arrangements for Brokers and other company agents who 


wish to place their business on colored risks 


Agencies already operating in Illinois, Missouri, Texas, Kentucky, Ohio, West Virginia, 


District of Columbia, New York, Maryland, Indiana, Virginia and New Jersey 


Write the Company — 3621 South State Street, Chicago 
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—<— Senbnitiene 
Clerks Climb Ladders! 


About one-half of the members of our great Home 
Office Agency once were Home Office clerks. Field work 
has paid them with financial prosperity, mental satisfaction, 
independence, and the zestful joy of service. 


What these Philadelphians did, YOU can do in your 
locality. Why stay in a rut? Why be chained to a neces- 
sarily limited compensation? Why not step out and be 
the master instead of the slave of fortune? Vacations are 
over and Fall and Winter are on their way—the open seas 
| son of success in life underwriting. Consider, decide 
| 
| 








START! 


We have Field positions for earnest men and women 
who have ambition, intelligence, and industry. 


The Penn Mutual Life Insurance Company 
Philadelphia, Pa. 


Founded 1847 | 

















ARE YOU READY FOR ADVANCEMENT? 


HAVE YOU LOOKED FORWARD TO THE TIME WHEN YOU WOULD OWN 
YOUR OWN BUSINESS? HAVE YOU HAD THE AMBITION TO DO LARGER 
THINGS? WHY NOT CAPITALIZE YOUR ABILITY AND EXPERIENCE TO 
YOUR OWN ADVANCEMENT? BUILD YOUR OWN GENERAL AGENCY IN 
Coniaaeeen hee tees ee pee KNOWN. WHY NOT HAVE THE LARGER 

MMISSIONS A! ONGE SNEWALS AND OVERW GC SSIONS 
ON THE PRODUCTION OF MEN YOU APPOINT. ee en 


WE HAVE SPLENDID GENERAL AGENCY OPENINGS IN MICHIGAN ILLINOIS 
OHIO, IOWA, MISSOURI, PENNSYLVANIA AND NEW JERSEY. IF WE HAVE NO 
AGENCY IN YOUR VICINITY, WRITE TO US. sii wii 
WE OFFER YOU VERY DISTINCT ADVANTAGES 

Splendid General Agency Contract, long term renewals. 

All standard forms of policies, both participating and non-participating. 

Liberal disability benefits. 

Guaranteed Premium Reduction Coupons, beginning at end of first year, with further 
_ cash dividends each year after the second, making very low net cost. 
Confidential communication is invited if you have a clean record and the ability to write 
insurance yourself and to develop a General Agency. You know your own ability and your 
own limitations. Can you measure up? Can you make this the turning point in your life, 
the door to the larger opportunity and larger income of which you have dreamed? 


GIRARD LIFE INSURANCE COMPANY 


Opposite Independence Hall 
PHILADELPHIA, PA. 











EIGHTY-FOUR YEARS 


Honorable Dealing with the Public, Through an ' 
Agency Force of Selected and Trained Men, has Formed ] 
the Character that Explains our Reputation. | 


NEW ENGLAND MUTUAL 
LIFE INSURANCE COMPANY 


BOSTON, MASS. 


a 














Thirty-two Years of Personal Service 


HAS GAINED THE CONFIDENCE OF OUR POLICYHOLDERS 
and Enabled Us to Build an Organization of Which 
Everyone Connected with It Is Mighty Proud. 


THE GLOBE GROWS GREATER, SAFER, AND BETTER 
EACH YEAR. 


GLOBE MUTUAL LIFE 


INSURANCE COMPANY OF CHICAGO 


T. F. BARRY, FOUNDER 


WILLIAM J. ALEXANDER 


POSE BARRY DIETZ 
i Secretary 


President 


























quarters at Lincoln in charge of James 
W. Lane, is holding a school for agents 
at Lincoln this week. A. B. Carney, 
educational director, from the home of- 
fice, who is conducting a series of these 
schools in the various states where the 
company is writing business, was in 
charge. 





September Writings Large 


October 7, 1927 


! . . 
history of the company and exceeded 


the record made in August, 1926. 

A. C. Bayless and John C. Perkins. 
both of the A. C. Bayless agency at 
Houston, were winners of first prizes 
offered agents for production. 

Sam Hughston of Brownsville, Tex., 


| and C. Lee Rushing of Memphis, Tex., 


Herman Hintzpeter, a Chicago gen- 


eral agent of the Mutual Life of New 
York, reports that in September his of- 
fice wrote $1,571,000 of new business. 
September was Hintzpeter month in the 
agency. 


Omaha Managers Elect 


The General Agents’ and Agency 
Managers’ Association of Omaha held 
its regular monthly meeting Sept. 26. 
Officers elected for the ensuing year 
were: F. N. Croxson, president; Frank- 
lin Mann, vice-president; H. O. Wil- 
helm, secretary and treasurer; H. W. 
Sorenson and Charles Eyre, members of 
executive committee. 


Agency Contest Concluded 
Southeast central Texas was the win- 
ner in the annual Southland Life con- 
test, according to announcement just 
made by Col. W. E. Talbot, agency di- 
rector for the company. The contest 
was one of the most successful in the 


| were winners of the second prizes. 


Approve Union Standard Increase 


The attorney general of Texas has 
approved and the commissioner of in- 
surance filed an amendment to the 
charter of the Union Standard Life of 
Dallas, headed by William Bacon, 
whereby it increases its capital stock 
from $182,000 to $200,000 and its sur- 


plus had $10,930 added to it. 


Atlantic Life’s Educational Course 


The Atlantic Life has started an edu- 
cational course for the benefit of its 
home office employes. Classes will be 
held from 8:30 to 9:30 a. m. on Tuesday 
of each week. The course opened Oct. 
4 and will continue until Dec. 13. Offi- 
cers of the company will take turns lec- 
turing weekly, explaining the functions 
and details of operation of each depart- 
ment. Edmund Strudwick, Jr., vice- 
president, delivered the first lecture. It 
is planned to have open forum discus- 
sions during the classes. Employes 
signed up nearly 100 percent promising 
to attend all classes. 
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OPEN SCHOOL OF INSTRUCTION 





Life Men, in Cooperation With Trust 
Officers, Study Life Insur- 
ance Trusts 





LOS ANGELES, Oct. 6.—The joint 
school of instruction in the underwriting 
of life insurance trusts, inaugurated by 
the Trust Officers Association of Los 
Angeles and the Los Angeles Associa- 
tion of Life Underwriters, opened its 
sessions this week. The first meeting 
was held Tuesday evening and similar 
meetings will be held Tuesday evenings 
for the next three weeks, the sessions 
being held on the campus of the Uni- 
versity of California. The trust officers 
are arranging for the portion of the 
class program given over to trust com- 
pany problems and the life underwriters 
have announced the speakers for their 
portion of the program as follows: 

First Session: (a) “Prospecting for 
Trust Business—Who Are Prospects for 
Trust Service and How to Find Them,” 
by C. H. Von Breton, associate man- 
ager Guardian Life. (b) “The Pre-Ap- 
proach and Approach,” by Roy H. Shel- 
don, general agent, Equitable Life of 
lowa. 

Second Session: “The Sales Presen- 
tation of the Underwriter,” by Will G. 
Farrell, of the Penn Mutual Life. 

Third Session: “Sales Cooperation 


with the Trust Officer,” by Roy Ray 
Roberts, Massachusetts Mutual Life, 
and Guy J. Gilbert, Lincoln National 
Life 


Fourth Session: 





“Principles of Sales- | 


manship as Applied to Trust Business | 


| tral, and southern divisions. 


and Answering Objections.” by Alvin | 
Kingsbacher, Equitable Life of New | 
York. 


No charge is made for attending this 
school of instruction and President Van 
Winkle of the Los Angeles association 
has urged every life underwriter inter- 
ested in the subject to be present. 





Trade Union Not Proper Group 


Group life insurance cannot be issued 
under the laws of Washington to a trade 
union, and any attempt on the part of 
an admitted company to effect such in- 
surance either written in that state, by 
mail or otherwise covering risks in this 
state, would contravene the resident 


agency law of Washington, according to 
opinion of 


Assistant 


Anderson to Insurance Commissioner 
Fishback. 

It is pointed out that the act of the 
last legislature authorizing the writing 
of group life insurance of employes of 
a firm or concern does not include trade 
unions. The only way such business 
could be handled, it is pointed out, 
would be by a foreign company not ad- 
mitted to the state, and with none of the 
acts involved in writing the policy tak- 
ing place in the state, in such case not 
being subject to the jurisdiction of the 
insurance department. 





Connecticut Mutual Convention 


The Connecticut Mutual Life held a 
three-day convention at Del Monte, 
Cal., last week. Seventy-five leading 
producers of the company were in at- 
tendance. 
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Washington Fidelity National Rear- 
ranges Territorial Grouping—Take 
Over Continental’s Business 





The Washington Fidelity National of 
Chicago has rearranged its territorial 
grouping, adding a new territory in the 
middle west under the direction of Vice- 
President Zachary T. Miller. This new 
territory comprises Illinois, northern 
Indiana, Missouri, Kansas, Oklahoma, 
Nebraska, Iowa, Wisconsin and Minne- 
sota. Some of this territory comes 
from each of the former eastern, cen- 
The west- 


|ern division, in charge of Vice-Presi- 


| dent L. B. 


Hoge, remains unchanged 
Vice-President Charles B. Crawford is 
in charge of the southern division, Vice- 
President Curtis P. Kendall of the cen- 


| tral division and Vice-President J. ] 


Atforney-General | 


Krist of the eastern division. 
Arrangements have been completed 
with the Continental Life of St. Louis 
according to which the Washington Fi- 
delity National takes over its accident 
and health business located in the Paci- 
fic northwest. It is principally monthly 
and quarterly premium payment busi- 
ness. The deal will not only add about 
$200,000 to the annual premium income 
(CONTINUED ON PAGE 28) 
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Methods of Successful Men Make 
Profitable Study for All Who Seek 


To Learn or Improve Sales Program 


BY JOSEPH J. DEVNEY, Cleveland 


HERE are upwards of 100,000 men | helpful nor encouraging. Good fortune, 
‘Tana women engaged in the sale of | luck, pull, opportunity and genius are 
some of the means which are frequently 
Some have forged ahead, established | attributed to the man of whom it is said, 
themselves in good positions, became | “Whatever he touches turns to gold.” 
wealthy and influential. They are lead- The whole story of why some men 
ers in their profession. A much larger | do far more business than others, work- 
somber have not made brilliant careers, | ing for the same company, in the same 
yet make a comfortable living. There | city and at the same time, is too long 
is still another class who fail. This is | to be exhaustively discussed in any- 
not only the case at present, but it has | thing less than a full book. But in this 
been in the past and will be in the) short article some helpful sidelights can 
future. be presented. 


Considers Causes of “ 
; . : The Proper Study of 

Failures in This Work Mankind Is Man” 

What is the cause? How have some iz a ; 
men succeeded? How can we do a big In the first place if genius, good for- 
business? How can we also gain the tune, opportunity and other elements 
heights? These are questions which | over which one has no control were the 
have been asked times innumerable. It | determining factors, then each of us 
is natural for men to want to succeed | would be fore-ordained to failure or suc- 
and consequently they are ever looking | cess and special personal efforts would 
for light. But the answers which they be unnecessary and useless. But men 
often receive are neither enlightening, | with ordinary intelligence do not be- 


life insurance in the United States. 


| lieve that, so it is unnecessary to dis- 
cuss it. 

Where shall we find the real answer 
to this enigma of life? I think Pope 
told us the place when he said, “The 
proper study of mankind is man.” 
Study men and their methods. Adopt 
so far as possible the methods of those 
who make progress and discard the 
methods of those who do not and you 
will be on the right track 


The Wrong Method 
Is First Analyzed 


I met a young man one time who 


looked like a real salesman and hired | 


him at a good salary. He reported for 
work at the appointed time and was 
given instructions as to what was ex- 
pected of him. I then told him to go 
forth and conquer. But he said he 
would not go to see anyone until he 
had some business cards. I didn’t like 
this and should have fired him at once, 
but thinking this was merely the idio- 
syneracy of a genius, I ordered the 
cards and he laid around a couple of 
days until they were ready. When they 
were handed to him I felt they were 
the magic talismans which would enable 
him to perform wonderful feats of 
salesmanship. But I was mistaken. At 


the close of the first day he returned | 





protect Western business ventures— 

aid in buying homes in the Middle 
West— 

provide an income for the aged and 
the widow— 

educate Western children— 


secure for yourself a real Oppor- 
ae for Service, Profit and a 


a the KANSAS LIFE 
Insurance Company. Kansas Life agents co- 
operating with this company are successfully 
showing Western citizens the wisdom of Life 
Insurance as an investment. 


If you reside in Kansas, Nebraska, South Da- 
kota, Arkansas, Oklahoma or Texas and are 
at present unattached, we have an agency con- 
tract that will be of interest to you. Write us 
fully about your qualifications. 


Ghe 
KANSAS LIFE 


Insurance Company 


TOPEKA 
ANSAS 








| with his order book still blank and the 


next day did the same. In fact he con- 
tinued to repeat the operation many 
days until the vision of his wonderful 
salesmanship powers finally vanished 
and I saw he didn’t have “the goods.” 
The demand for cards was simply an 
index of his methods as a whole. He 
depended upon “tools” to get results 
ont consequently was a failure pure and 
simple. He was the kind of a man for 
whom every thing he touched turned to 
ashes instead of gold 


Opposite Type Is 

Shown by Example 

Let us compare the opposite type, 
both as to methods and results. I have 
in mind a young artist whom I met in 
Paris some years ago. He told me of 
the preparations he made one time for 
a hike from New York to Philadelphia. 
rhe distance is 80 some miles and he 
proposed to make it in two days. The 
feature which impressed me greatly was 
the fact that he spent far more time 
getting himself equipped for the task 
mentally than he did in preparing the 
material requirements. 

Being unused to taking long walks 
he realized that it was going to be a 
hard journey, so he steeled himself in 


) 
advance to be able to meet the condi- 


Connecticut General News 
Hartford, Conn. 








Send for Booklet 


“Survivorship Control” 


Corporation and partnership insurance 
sounds mysterious and complex to the 


uninitiated. Most business 


concerns need 


it, however, and the agent's ability to in- 
troduce it is well rewarded. 


Send for booklet, “ 


Survivorship Con- 


trol.” It outlines one of the commonest 
situations to which business insurance is 
applicable and gives forms of agreement 
approved by the Company’s legal de- 


partment. 


Address Connecticut General Life In- 
Hartford, Conn. 


surance Company, 
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ACTUARIES | 





CALIFORNIA 





Bakker N. COATES 


CONSULTING 
ACTUARY 
$54 Pine Street - - San Francisco 








ILLINOIS 





| amare F. CAMPBELL 
CONSULTING 
ACTUARY 
16@ N. La Salle St. 
Telephone 7298 
CHICAGO, ILL. 








A. GLOVER & CO. 
* Consulting Actuaries 
29 South La Salle Street, Chicago 
Life Insuramce Accountants 
Statisticians 





NEW YORK 





oodward, Fondiller and Ryan 
Consulting Actuaries 

Actuarial Service in all branches of In- 
surance and for Pension Funds — Examina- 
isals—Statistical Service and 
Installations — Companies and Associations 
managed under contract — Office Systems and 
Reorganizations — Insurance Accounting and 





Audi 6 
75 F Street New York 
OKLAHOMA 





‘het J. SeCOMS 
WwW 


SELOR AT LA 
CONSULTING ACTUARY 
Premiums, Reserves, Surrender 
vetaee, etc., Calculated. Valuations 
minations Made. Policies 
ond all Life Insurance Forms Pre- 
a The Law of Insurance a 
Coleeed Bi 
Bldg. OKLAHOMA CITY 























INDIANA 





HCH, DAVIS & HAIGHT, Inc. 
Consulting Actuaries 
FRANK J. HAIGHT, President 
INDIANAPOLIS 
Omaha, Denver, Des Moines 











WHAT’S AHEAD? 


That question is in the mind of every am- 
bitious man. It's in your mind. 

If the answer does not satisfy, it will pay you 
to learn the advantages of a life underwriting 
contract with Fidelity. 

Fidelity originated the disability provision, the 
double benefit feature, and the “Income for Life” 
plan. It operates in forty states on a full level 
net premium basis with more than $70,000,000 in 
assets and over $343,000,000 insurance in force. 

More than 36,000 direct leads a year 
from Head Office lead service 
THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 
PHILADELPHIA 
Walter LeMar Talbot, President 











H ARRY C,. MARVIN 
Consulting Actuary 
2105 North Meridian St. 
INDIANAPOLIS, INDIANA 











IOWA 





L. MARSHALL 
*®CONSULTING ACTUARY 


Hubbell Building 
DES MOINES, IOWA 











MISSOURI 





OHN E. HIGDON 
ACTUARY 
724 Argyle Bidg., Kansas City, Mo. 














A LEXANDER C. GOOD 


CONSULTING ACTUARY 
1416 Chemical Building 
ST. LOUIS 











NEW YORK 





Mi M. Dawson & Son 


CUNSULTING 
ACTUARIES 
W. sth St. New York City 


























WANTED 


A Mutual Legal Reserve Life Insurance 
Company to come into Wisconsin on General 
Agency basis. We have a large established 
Agency force which can be trained to sell 
Life Insurance. Address C-8 Care The Na- 
tional Underwriter. 








WANTED 


Representation of the Loan Department of 
some Life Insurance Company, desiring to 
place loans on. farms in the most fertile 
section of Illinois. Address C-10, care The 
National Underwriter. 











(CONT'D FROM PRECEDING PAGE) 
tions. He knew that his feet would be- 
come sore and cause intense pain if he 
should continue to walk. He thought 
over this carefully, anticipated the pain 
which he would have to endure and 
made up his mind that when it came 
he would endure it. He realized that 
his legs were going to become weary, 
that he would become hot, uncomfort- 
able and terribly tired and that it would 
require a supreme effort to continue on 
his journey. 


Secured Success by 
Preparing for Difficulties 


By anticipating the various hardships 
and trials which he must endure to ac- 
complish his feat within the time sched- 
uled, and determining in advance to 
overcome them, he paved the way for a 
successful conclusion. When he started 
on his journey and these various trials 
were encountered he was prepared to 
meet them. He recalled the fact that 
he knew they were coming and that he 
had determined to overcome them and 
this made it a lot easier to do it. He 
went ahead as a matter of course. 
These things were a part of the trip. 

The contrast between the methods of 
this man and the fellow who would not 
go to work until he had been supplied 
with business cards is just as marked as 
the difference between success and fail- 
ure. The card man never thought for a 
minute about the obstacles he was going 





to meet in his efforts to make sales, and 
therefore was not prepared to overcome 
them when they presented themselves. 
If a man said “no” that ended it. He 
quit right there. He didn’t know any- 
thing else to do, never having figured 
out anything to do under the circum- 
stances. 


Even Veterans Can 
Profit by Study 


No matter how long a man has been 
selling life insurance he can _ profit 
greatly by studying the methods of 
other men and thinking about the con- 
ditions which he is sure to meet and 
figuring out ways of overcoming them. 
The rate book and application blank are 
material adjuncts with which we cannot 
dispense, but without proper methods 
and mental equipment they are worth- 
less as business getters. If a man comes 
to your office and asks the rate for a 
policy and tells you to make out the 
application, all you need is the raté 
book and application blank. But since 
you have to go to men and induce them 
to insure you must be prepared to over- 
come the objections which they advance. 
You must be prepared to become mas- 
ter of every situation which arises. 

For this preparation study other men 
and their methods. Learn how they get 
along. And don’t fail to profit by your 
own personal experiences. Make either 
mental or written notes of your obser- 
vations, so as to retain them. Experi- 
ence is somewhat like money, if we 
spend as much money as we make we 
never accumulate any and we never get 
any better off. So with knowledge of 
salesmanship, unless we remember more 
than we forget we do not increase our 
efficiency. Make it a point, therefore, to 
constantly increase efficiency by in- 
creasing your knowledge of how to meet 
situations and overcotne objections. 

A life insurance agent has an excellent 
opportunity to increase his efficiency by 
studying the methods of successful men. 
Every man whom he solicits is a sub- 
ject for study and profit. By bearing 
this idea in mind you can get something 
out of every man you interview. If you 
can’t sell him a policy you can at least 
learn something from the effort which 
will increase your chances of selling the 
next one. Study men and their methods 
ceaselessly; adopt so far as possible the 
methods of those who have succeeded 
and discard the ones of those who have 
failed and you will surely increase your 
ability to do more business. 


ACCIDENT AND HEALTH NEWS 
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of the Washington Fidelity National, 
but it will also materially increase its 
already large agency force in that ter- 
ritory. This new business will be 
handled through the Pacific Coast 
branch office of the Washington Fidel- 
ity National located in San Francisco. 





Goes on Stock Basis 


The board of directors of Physicians 
Indemnity of St. Louis, which has been 
operating on the assessment plan since 
1923, confining its business principally 
to health and accident insurance, has 
voted to put the company on a stock 
basis and will capitalize at $200,000, with 
surplus of a like amount. Permission 
to make the change and to sell the stock 
has been granted by the Missouri insur- 
ance department. The par value of stock 
is $25, selling at $50. As soon as the 
stock has been sold the company will 
write all forms of life contracts as well 
as health and accident. Licenses will 
be applied for in all states. 





National L. & A. Promotions 


P. E. Wilcox of Nashville has been ap- 
pointed a superintendent in that dis- 
trict for the National Life & Accident. 
F. H. Babbitt, formerly of the Dallas 
district, has been promoted to a super- 
intendency in Beaumont, Tex., for the 
company. 


The Christian County Mutual Relief 
Association of Pana, Ill., has been li- 


censed under the new Illinois act bring- 
ing such associations under the insur- 
ance department. 





QUALIFICATION LAWS 
FOR INSURANCE AGENTS 
SOME OFFICIALS ARE ACTIVE 
State Insurance Commissioners Discuss 
Establishment of Standards for 
Licensing of Applicants 





The question of agency qualification 
laws and uniform license laws came be- 
fore the Insurance Commissioners’ Con- 
vention in Cincinnati last week. Com- 
missioner Wade of North Carolina 
claimed that the companies themselves 
should train their agents and see to it 
that they are qualified and not leave 
the responsibility with the state. He 
said that the life companies as a rule 
do train their agents but the fire and 
casualty companies do not. He claimed 
that the committee appointed by the 
American Bar Association to bring in 
a model insurance code did not include 
in that draft an agent qualification law. 
This he thinks, was significant as evi- 
dently this distinguished committee saw 
no need for such a law. 


Col, Taggart’s Views 


Col. M. H. Taggart of Pennsylvania 
said that in his state the commissioner 
must be satisfied as to the worthiness 
of an applicant. The agent is the rep- 
resentative of his company. He does 
not feel that the companies at all times 
appoint trustworthy agents. He said 
that there are 160,000 licenses granted in 
Pennsylvania every year. Col. Taggart 
said that he wanted recommendations 
and endorsement from the locality in 
which an applicant lives as to his char- 
acter, general reputation and fitness. 
As to his knowledge of insurance, Col. 
Taggart said this should be ascertained 
by an examination. 

He said that he had often found 
agents applying for licenses who were 
ignorant and inefficient and sometimes 
they were dishonest, yet companies were 
willing to appoint them. He favors the 
standardization of practice in licensing 
agents and also the establishment of 
qualification standards. Col. Taggart 
contended that the public has the right 
to know that a license given by the 
state means that it is doing its best to 
protect the premium payers. He said 
that often agents are driven to despera- 
tion and will resort to all sorts of prac- 
tices to secure an order for insurance. 


Should Use the Whip 


Commissioner Monk of Massachusetts 
said the commissioners must take the 
whip hand and use it. They should de- 
mand written examinations. He de- 
clared that if a commissioner prepares 
a written examination that is sufficiently 
comprehensive, automobile salesmen, 
garage people, bank cashiers, barbers, 
and many others will not appear be- 
cause they know they cannot pass. He 
said commissioners need “guts” in pass- 
ing on agency applications. 

Capt. White of West Virginia said 
that in the smaller and less populated 
states, the insurance departments have 
not the appropriation or clerical help to 
make investigations that the more 
powerful states have. Some states he 
said certainly had not the authority to 
demand a written examination. In his 
state, he instanced a case where he re- 
fused a license to a garage man but the 
attorney general upheld the applicant. 

Commissioner Luning of Florida be- 
lives that a committee from the Insur- 
ance Commissioners’ Convention should 
call in conference representatives of the 
fire, life, casualty and surety organ- 
izations and see if it is not possible to 
agree on a qualification standard so 
that the states can get rid of unquali- 
fied agents. In his state, he said the 
Association of Life Insurance Presidents 
fought the qualifications bill before the 
legislature which required the applicant 
to have sufficient knowledge of the busi- 
ness to enable him to write insurance 
intelligently. 


















THE VERDICT 
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OUR success as an underwriter depends upon 
= the verdict brought in by the greatest jury in 
» the world—the American public. For seventy- 
n- six years the Massachusetts Mutual has been 
- building up a nation-wide reputation. Its friends 
= are everywhere and are ever ready to testify to 
~ the efficient service that it always renders. There 
id is no better company to buy from and none better 
~ to represent in the Field. 
fe 
Hh JOSEPH C. BEHAN, 
w Superintendent of Agencies 
ia 


: | | MASSACHUSETTS MUTUAL 
: | | LIFE INSURANCE COMPANY 


. SPRINGFIELD, MASSACHUSETTS 


. More than a Billion and a Half of insurance in force 














North Dakota, 


your estate.” 


Our contract reads: 
shall be nonforfeitable and vested in you or 


Dividends paid to policyholders in 1926 ex- 
ceed total death losses. 


All correspondence strictly confidential. 


N. J. FREY, President 


Madison, Wisconsin 








MADISON. WIS 





The Wisconsin Life has recently entered 
South Dakota, Kansas and 
Indiana. If you are interested in a liberal Gen- 
eral Agency contract for territory in any of the 
above states, write to the undersigned. 


“Renewals once earned 
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L H Is Not Limited If...... 
Our field men are delighted ‘During the past ten years the Gem 

s with the up-to-the-minute co Z yao ned pp Berge Re mpenonny Fu 
operation by the home office. In 000 in force ten years ago to over $22,- 

. The reault ie the we, ; 000,000 today. 

s e result is the largest volume t whee er - 

: i cesigts Mag. Sok bene ON YEAS Whe Ze wn eet eet 

d we want managers in these agents of the Gem City Life are the 

: cities: ones who have made our record pos- 


St. Louis, Missouri 
Grand Rapids, Michigan 
Indianapolis, Indiana 


THE BANKERS RESERVE 
LIFE COMPANY 


R. L. Robison, President 
| W. G. Preston, Vice-President 
R. C. Wagner, Sec’y-Treas. 


: Home Office 
| Omaha, Nebraska 
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Business in Force $113,000,000.00 
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TIMES 


THE 
INSURANCE 
IN 
FORCE 





TERRITORY OPEN 
In Ohio, Michigan, Dés- 
trict of Columbia, West 


bama 


sible. 


You can make real advancement by 
affiliation with this company. Our 
advance will then be your advance- 
ment. There is a real agency contract, 
an honest-to-goodness line of partici- 
pating and non-participating life poli- 
cies, accident and health coverages and 
group contracts awaiting you with the 
Gem City. 


If you believe you are qualified for a 
general agency contract we may have 
just the opening you have been look- 
ing for. Write today. 


The Gem City Life 


INSURANCE COMPANY OF DAYTON, OHIO 


I. A. MORRISSETT, 
Vice President 





Virgina, Georgia, Ala- 
and Lowisiana. 











































FOURTH BILLION—a» 
JULY 1927 














A 700 Percent 
Increase in 
10 Years! 


During the month of Feb- 
ruary, 1917, The Travelers [fHiRD BILLION 
passed the half billion JUNE 1925 
mark of life insurance in 
force. 

On July 5, 1927, The Trav- 
elers had four billion life 
insurance in force. 

It took fifty-one years to 
build up that first half bil- 
lion. But seven times that SECOND 
amount was gained in the BILLION 
next ten years. DEC. 1922 
It ts interesting to note, in 
this connection, that the 
life insurance production 
of many Travelers agents 
has kept pace with the 
growth of the life insur- 
ance in force of the 
company. | FIRST 


BILLION— 
AUG. I9I9 
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HALF BILLION 
MAR. 1917 


AMOUNT OF INSURANCE IN FORCE IN MILLIONS 









































FIRST 100 MILLION 
|]DEC. 
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THE TRAVELERS 


The Travelers Insurance Company The Travelers Indemnity Company 
The Travelers Fire Insurance Company 


HARTFORD, - - - - CONNECTICUT 
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Peoria Life 
Insurance Company 


Peoria, Illinois 


ach 


course in the principles of life in 


surance and selling, and the facili 
ties of a complete direct mail pros 
pect service, are at their disposal 
Non-medical business may be writ- 


ten up to $3,000. 


Modern Service 
for Modern Agents 
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Never for a moment during its 
existence has the Peoria Life lost 
sight of its original intention: to 
provide for its agents and its policy 
holders every service of modern life 
insurance. The history of the Com- 
pany since its beginning nineteen 
years ago is plentifully sprinkled 
with illustrations of this principle : 


Peoria Life agents may insure 
women on equal terms with men, 
including disability benefits, and 
children of any age with full pro- 
tection at age five. Liberal double 
indemnity and disability features are 
available. Our substandard depart- 
ment enables Peoria Life agents to 
deliver a policy on every applica- 
tion. A thorough three months’ 

















Progressive life insurance agents 
are ambitious to broaden their field 
of usefulness and to increase thei 
earnings. They find a big advantage 
in a company connection that allows 
them to offer their prospects the 
widest possible range of life insur 
ance service. 


There are practical limits, estab 
lished by sound business principles 
and approved actuarial standards, 
which a company must observe in 
gratifying so natural a desire on the 
part of its Agency Force. Within 
these limits, it has been and will be 
the purpose of the Peoria Life to 
put into its agents’ hands every 
modern device for complete and up 
to-date life insurance protection 























CONTINENTAL 


CasSuALTY COMPANY 








H. G. B. ALEXANDER 


President 




















CONTINENTAL 


ASSURANCE CoMPANY 
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OFFICIAL EXAMINATION OF THE 


PACIFIC MUTUAL LIFE 
INSURANCE COMPANY 


Shows That Company in 
Excellent Condition 


HE regular triennial examination of THE PA- 
"| cirre MUTUAL LIFE INSURANCE COM- 

PANY OF CALIFORNIA, whose Home Office 
is located at Sixth and Olive Streets, Los Angeles, has 
been made under the direction of the Committee on 
Examinations of the National Convention of Insur- 
ance Commissioners. A corps of examiners, selected 
by the insurance departments of the STATES OF 
CALIFORNIA, MONTANA, OHIO, TEXAS AND 
IDAHO, conducted the examination, which has been 
in progress for several months, and scrutinized every 
department of the Company’s business, carefully 
checking and verifying the detailed REPORT for 
1926 which the PACIFIC MUTUAL filed with the 
insurance department in the FORTY-THREE 
STATES, THE DISTRICT OF COLUMBIA AND 
THE TERRITORY OF HAWAII, in which it is 
licensed to do business. 


The examiners state in their report: 

“The Pacific Mutual Life Insurance Company of Cali- 
fornia is in excellent financial condition, with reserves, capital 
and surplus that guarantee the adequate protection of its 
policyholders. A consistent growth is being made in business 
and assets under the able and conservative management which 
has remained unchanged for many years, and the Company 
has become one of the leading life insurance institutions of 
the United States.” 

Some of the major items in the Company’s an- 
nual statement as of December 31st last, and as de- 
termined by the examiners, are: 

Cass Imcomne, 1926........ccccccsccccccececes $ 34,831,844.03 
Disbursements, 1926 ...........ccecccecceces 22,687,726.47 


Admitted Assets 117,147,464.21 
Reserves on Policies Required by Law........ 101,170,304.52 


Paid-for Life Insurance in Force............. 628,535.911.00 
Premiums Collected in Accident Department, 
DP ici s ia cabcucles sebiandccnawseunewes ese 5,757,295.04 
Surplus Set Aside for Dividends to Policy- 
ED. vc cveccsctcccucnecssecuadeseesndase 4,657,412.88 
Unassigned Surplus ..........eseeeeeeeeeees 5,297,952.60 
3,000,000.00 


COENEE TARE on occ cccciccvvcccccscecceseseecs 


The Capital of the Company has since been increased 
to $4,000,000. The report states that the stock books 
were checked and found to be 

“‘well and carefully kept, the certificate books, the 
stock ledger and all other stock records being in 
balance.”’ 


Concerning the Pacific Mutual Building at Sixth 
and Olive Streets, which is the Company’s Home 
Office property, the report calls attention to the fact 
that the Company takes credit on its books for 


$6,913,575.93 as the value of this property. The ex- 
aminers had the property appraised and state that 


“A committee of appraisers well versed in values in Los 
Angeles was selected to place a market value on the property. 
The appraisement concurred in by four appraisers sets the 
valuation of the property at this time as follows: 

ED SN II bcnctecdevedseccenecc’ $10,791,525.00 
Se Se I cs oc.nécnnes 0eqedeseees 6,913,575.93 





“Appraised Value Over Book Value........... $ 3,877,949.07 


“The Company does not take a book credit, as it might, 
for the amount of the appraised over the book value of the 
property; nor does it show any increase in its financia! state- 
ment.” 


Speaking of the MORTGAGE LOANS of the Pacific 
Mutual, amounting to $59,498,447.55 the committee 
states that 


“A detailed check was made of the mortgage loan files 
and records, and all important documents were found or ac- 
counted for. The system of records and files pertaining to the 
mortgage loans is exceptionally good and the work well 
handled. Every precaution for the safety of the loans is 
taken. Appraisements of the properties are made before the 
loans are consummated, and the loans are carefully watched 
and periodically appraised.” 


The $19,631,299.55 of the Company’s assets 
represented by BONDS OWNED and as entered in 
the annual statement, was found to be correct on the 
basis of the Company’s method of valuation. The 
actual market value of these bonds, however, as 
shown by the book of valuations of securities issued 
by the National Convention of Insurance Commis- 
sioners, would increase the Company’s figure $457,- 
851.69. As the report states, the Company does not 
take credit for this amount, which it might do. This 
item, plus the increase in the value of its Home Office 
property allowed by the examiners, would add to the 
Total Ledger Assets of the Company as shown in its 
1926 annual statement over $4,000,000.00, all of which 
would be credited to Unassigned Surplus. 

‘‘The General Underwriting Policy is conservative.’’ 

‘The Company’s recent MORTALITY EXPERIENCE 
has been very favorable and extremely consistent.”’ 

‘‘The LIFE POLICY FORMS issued by the Company 
are ae. drawn, clear in their provisions and fair to the 
insured. 


The examiners devoted much time to investi- 
gating the PAYMENT OF CLAIMS and on this 
important department of the business rendered a 
favorable report. 


GEORGE I. COCHRAN, President 


Home Office, Los Angeles, California 
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Main Entrance to the Magnificent 
Home of The Lincoln 


National Life 


SF 





We Will Stick to 
Our Story 


We have always believed that 
the right of a life insurance com- 
pany to succeed is based upon earn- 
est and prompt service to its policy- 
holders and to its field force. 


We have practiced that prin- 
ciple in performing the duties of our 
Home Office organization. 


Our story about Lincoln Na- 
tional Life ideals and activities is 


told in the new tissue of our booklet 
“Can You Measure Up?” 


This illustrated pamphlet will 
be mailed to any of our friends 
who request it. 











(Cink uP ()wita THE () LINCOLN) 





The 


Lincoln National Life 
Insurance Company 


‘‘Its Name Indicates Its Character’’ 


Lincoln Life Building Fort Wayne, Ind. 


More Than $485,000,000 In Force 

















YOU CAN SELL 


WHEN YOU 
HAVE IN 
YOUR KIT— 


Participating 

Non-Participating 

Non-Medical 

New Rate Book 

New Policies for Chil- 
dren 

Sub-Standard 

Accident & Health 

Group 

Salary Savings 

Disability Benefits 

Double Indemnity 

Dismemberment 
Jenefits 

Major Surgical Operation 
Benefits 

Age Limits Birth to 65, 
full insurance benefits 
from age 5. 


These and many other 
attractive features are 
included among the life 
insurance tools provided 
by the Continental Life. 


We have openings for 
General Agents through- 
out our thirty-six states. 


Write us frankly what 
territory you would like, 
and we will tell you 
whether it is open. 


CONTINENTAL 
LIFE INSURANCE CO. 


Continental Life Bldg. 
St. Louis 


ED MAYS 


President 
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PLANTERS 


Centuries before life insurance protection was thought about, 
the wisdom of Confucius propounded a bit of philosophy which 
might well have been written in tribute to any man who has 
given his efforts to life underwriting. 

“One generation,’ the sage observed, ‘‘plants the trees that 
another may sit in their shade.” 


What gratification must come to those engaged 
in our great business as they regard the bene- 
fits wrought by their work! They are helping 
others to plant a reserve that will enable those 
who follow to enjoy its fruits. 


The Prudential joins in felicitating the dele- 
gates to this convention and offers its 
sincere wishes for a year of unprece- 
dented prosperity. 


The Prudential 


Insurance Company of America 
EDWARD D. DUFFIELD, President 


Home Office Newark, New Jersey 
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An Old 


Pan-American 


Ideal 


It dates back 15 years—the Old Pan- 
American Ideal—to render complete 
service to our field representatives. 


In 1912, when the Pan-American Life 
was organized, a complete service to 
agents was maintained. And in the 
years which have followed it has al- 
ways kept a step ahead of the timcs 
and expanded its service accordingly, 
until today we can look back and say 
with pride that “Our Service to 
Agents” is not a mere catchword, but 


an Ideal. 


Pan-American Service includes:— 


Educational Course 

Individual Sales Planning 

Unexcelled Life Policies 

Child’s Educational Endowment 

Combination Life and Accident and 
Health Policy 

Substandard Insurance for Under- 
average Lives 


Group Insurance 
All Forms of Accident and Health 


Insurance 


We have a few attractive general agency 
openings for men not at present attached, 
who measure up to Pan-American ideals. 


Address 


E. G. Simmons, Vice-President and General Manager 


PAN-AMERICAN 


LIFE INSURANCE COMPANY 


New Orleans, U. S. A. 


Crawford H. Ellis, President 








so. Lhe Interstate 
"" Life & Accident Company 


JOS. W. JOHNSON, M. D., President 


OO 


0 
O 


Home Office, Chattanooga, Tenn. 


Ordinary Life, Health and Accident 


and 


Industrial Life and Health and Accident 


A policy to fit every need. 


A premium deposit plan to suit the 


insured’s convenience. 


Desirable Open Territory 


In our Ordinary Life and Commercial and 
Monthly Health and Accident Departments. 





JOHN W. BLEVINS, Manager of Agencies. 












































For a Man’s Man— 


Franchises with a company like Fidelity Mutual 
offer highly desirable opportunities for a wider 
and more profitable field of action. Fidelity has 
some territory open. 


You may be the man 


Fidelity originated the disability provision, 
the double benefit feature and the “ Income 
for Life’? plan. It operates in forty states, 
including New York, on a full level net 
premium basis with more than $70,000,000 in 
assets and over $355,000,000 insurance in force. 


> More than 36,000 direct leads a year le 
from Head Office lead service. 


THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 


PHILADELPHIA 


Walter LeMar Talbot, President 
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Contentment and 
Success 


6 bes with which to work and pleasant 
conditions under which to use those 
tools make for happiness that is bound to 
bring success in life underwriting. 


The agents of this company have for 
years experienced that happy combination 
and from this experience they gave birth 
to that expression, ‘“‘The Friendly Com- 
pany,” which is now a part of the com- 
pany’s name. 


Each year the business of the Peoples 
Life of Indiana has increased and each year 
a substantial amount of this increase has 
come from old men with the company who 
have found that right tools and right con- 
ditions do make for happiness and happi- 
ness in their work make for success. 


Because of this combination, if you 
are contemplating entering the life insur- 
ance business, your first inquiry should be 
directed to us. We are sure that we can 
convince you that it will pay to be friendly 
with the 


PEOPLES LIFE 
INSURANCE CO. 


“The Friendly Company” 
FRANKFORT INDIANA 
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Ask The Man Who 
Represents Us— 


You will find among our rep- 
resentatives some of the out- 
standing men in life insurance. 
We have always sought qual- 
ity rather than quantity. 
Nearly a quarter century of 
agency building proves the 
wisdom of this course. 


A guaranteed low net cost 
non-participating company 
(voluntarily paying dividends 
on fully paid policies);operat- 
ing under the old-fashioned 
generalagency plan. A thor- 
ough course of training for 
new men plus constructive 
Home Office co-operation 
creates an ideal arrangement 
for those wishing to build an 
agency. And, we have some 
desirable openings. 





The 








Volunteer State Life 


Insurance Company 


Chattanooga 
A. L. Key W. J. Arnette 
President Vice-Pres. & Agency Manager 
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One I dea [ With the Mutual Benefit succes- 


sive managements have adhered to 
the principle of mutuality, being 
dominated by one ideal — that 
conveyed by the name of the 


Company. 


THE MUTUAL BENEFIT LIFE INSURANCE CoO. 


ORGANIZED 1845 
NEWARK, N. 





Complete Protection Available to Citizens in 29 States 


With its complete line of all forms of legal reserve Life policies—with Accident and Health policies 
providing full life indemnity—THE BUSINESS MEN’S ASSURANCE COMPANY is prepared to 
furnish the citizens of 29 states complete protection in the full sense of the word. 




















On Accident and Health Claims paid in 1926, the B. M.A. stands first among all companies doing 
a similar class of business in Missouri—Texas—Wyoming and Utah; Second in Kansas—Okla- 
homa—Arkansas and South Dakota; and Eleventh in the U. S. A. 


More than $14,500,000.00 paid in Claims. Over $42,500,000.00 Life Insurance in force. 


BUSINESS MEN’S ASSURANCE COMPANY 


W. T. GRANT, President of America ; KANSAS CITY, MISSOURI 
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Work with 


THE UNION CENTRAL LIFE INSURANCE COMPANY 


The World’s newest and best plan of Agency Building. 


through 


105 W. Adams St. 
CHICAGO 


THE DARBY A. DAY CO-OPERATIVE AGENCY 























| There is a 


REASON why 


you'can earn more money 
in the Chicago General 
Agency of the 


Northwestern 


Mutual Life 


INSURANCE CO. 
of Milwaukee 


OUR SYSTEM OF 
AGENCY PROTECTION 


Agents are protected against | 


rebaters. 


Agents are protected against 
brokers. 


Agents are protected against 
“part-time men. 


Agents have the advantage of 
extensive route lists and the 
services of a competent Statis- 
tician free. 


Hobart & Oates 


= 





N CHICAGO there is 


a big opportunity for 
the live agent. Here 





are thousands of 

Men are engaged 
in many professions and busi- 
ness activities. There are big 
men to be reached. Chicago 
has men of high position and 


Then life in- 


surance work needs agents 


prospects. 





great resources. 











who can get those of more 


modest income. There are 


clerks and wage earners to be | 
insured. | 
Men operating through the | 
well established and high 
grade offices represented on | 
this page are succeeding. 


Others can succeed in a simi- 


























ETNA 


LIFE INSURANCE CO. 


of Hartford 


We offer opportunity 
to men of vision. 


Brokers will find us 
equipped 
with 


especially 
to aid them 
their problems. 


Non _ Participating 
and Participating 
Life Insurance. 


Group Life Insurance 
Group Disability 
Accident and Health. 


S. T. WHATLEY 
Gen. Agt. 


2043 —230 S. Clark St. 






































Room 866, 208 So. La Salle St. 


Chicago, Illinois 


General Agents lar manner. Chicago 
ROOKERY BUILDING 

209 S. La Salle St. 
| os i A GOOD “HOOK UP" FOR “LIVE WIRES" 
| | Good Men The Two Million a Month Agency We Make You 
: =" of Succeed 
so THE MUTUAL LIFE | —_— 
|| We Want INSURANCE CO. of N. Y. | Success Makes 
| Geol Men HERMAN C. HINTZPETER, Manager You Money 
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Do Figures 
Mean Anything 


°° YOU? 


] 9 § 192 INCREASE over 1922 
O SURPLUS and RESERVES 

6 4 3 1922 INCREASE over 1922 
O INSURANCE IN FORCE 

7 | 5 1928 INCREASE over 1922 

O PREMIUM INCOME 

9 4 1926 INCREASE over 1922 

4 O ASSETS 

83 QO 1926 INCREASE over 1922 

O Interest and Other Income 


TF a company making such RECORDS 

interests you and you are interested 
in territory in Illinois, Indiana, Ken- 
tucky, Missouri, lowa, or Kansas, and 
are at present unattached, write 
A. E. Johnson, Agency Manager, 
for complete information regarding 

this Company. 


CHICAGO NATIONAL 


Life Insurance Company 
202S.STATESTREET - CHICAGO, ILL. 


now over $40,000,000 * Fores 
anon RNIN 





elling 


COMPLETE PROTECTION 


AGENTS of this Company have the ad- 
vantage of being able to sell, through 
one company, complete personal protection 


—Accident and Health and Life. 


Many Life policies are sold to prospects 
who are approached on Accident and 
Health—and vice versa. 


We make it easy for the agent by selling a 
Combination coverage which we call the 
Complete Protection Policy. This provides 
Accident and Health and Life coverage to- 
gether. 


In addition, our agents have a full line of 
regular Accident and Health and Life polli- 
cies, with all the modern improvements. 


We have a plan which helps agents get 
interviews and helps them sell the business. 
What more could be asked? 


Any agent not under contract and seeking 
a connection where only his ability and will- 
ingness to work will limit his income, will 
receive full details of our proposition if he 
will send us his name and address on the 
lines below. 


Signing on these dots will cost nothing. 


N.U. 


Great Northern Life 


Insurance Company 


110 S. Dearborn Street CHICAGO 
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PROVIDENT BUILDING 


The 


PROVIDENT 


Joins the City of 
Memphis 
In Extending 
A Cordial Welcome 
to 
All Members 
of the 
National Association 
of 


Life Underwriters 


It is our hope that 
your visit may be a 
happy one and that you 
will carry away pleas- 
ant impressions of 
Tennessee. 


Robert J. Maclellan, 
President 


W. C. Cartinhour, 
Vice-President-Secy. 


TeDROVIDENT LIFE 


and ACCIDENT INSURANCE 


COMPANY 
of sogecsee 2 Tenn 


1887 s38tu it Ve 1927 











ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 








Royal Union Life Building 
Cor. Seventh and Grand Ave., 
Des Moines, Iowa 


ROYAL 





Policies for the Entire 
Family! 


The Royal Union offers policy 
contracts at every age from one 
day old to age 60. 


Our Juvenile policies, written on 
children as young as one day old, 
go into full benefit automatically 
at age 5 without re-examination 
—a big winner! 





We write women on equal basis 
with men. 


We feature a special low-rate 


policy to business and professional 
men. 


UNION LIFE 


INSURANCE COMPANY 


A. C. TUCKER, President 




















They Said, 





Our Agents 
Prosper With Us 
The Golden Rule 
Agent’s Contract — 
The Preferred Risk 
Policy, Perfected 
Endowments—A Re- 
markably Low Net 
Cost, The Columbus 
Mutual Record 


These five make up 
a winning hand that 
can’t be beat. 





“It Can’t Be Done” 


Every one told “Pop” Brandon a life insurance company 
could not be built without General Agents. 


Today it is an Accomplished Fact 





By reaching the One Hundred Million mark sooner than 
any other Ohio company and passing in volume fifty-six com- 
panies older than itself 


The Columbus Mutual Life Insurance 
Company Demonstrates the Possibilities of 














the Direct Agency System 





The Columbus Mutual Life Insurance Company 


Cc. W. BRANDON, President 


COLUMBUS, OHIO 


D. E. BALL, Vice-Pres. and Secy. 
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e NEW ENGLAND MUTUAL 


LIFE INSURANCE COMPANY 
BOSTON, MASSACHUSETTS 


Always a Resolute Defender 
of the Mutual Principle in 


THE COLUMBIAN NATIONAL 
LIFE INSURANCE COMPANY 
BOSTON, MASSACHUSETS 


A thorough course of Life Insur- 
ance instruction. An opportunity 
to become independent in future 
years to those who associate with 








Life Insurance Practice 


EDGAR C. FOWLER 
General Agent 


705 First National Bank Bldg. 


CHICAGO, ILLINOIS 


JULIUS H. MEYER 


30 N. La Salle Street 
CHICAGO, ILLINOIS 


General Agent 








me. An Agent’s Agency. Get in 
touch with Gilchrest. 


ELON B. GILCHREST—General Agent 
739 Federal Reserve Bank Building 
164 W. Jackson Boulevard 


CHICAGO, ILLINOIS 











BERKSHIRE LIFE 
INSURANCE COMPANY 


Pittsfield, Mass. 


We have room 
for two or three 
more active 
agents in 
Chicago. 


ROBERT F. PALMER 


General Agent 








“i. ENGLAND COMPANIES 


have always stood out promi- ~ 








nently as bulwarks of safety in 
In fact, New 





life insurance. 


{RAIA 


England is a synonym for dependable pro- 
New England laws and New Eng- 


land state supervision are recognized the 


tection. 


country over as exemplars. The Chicago 


RANGA 


agencies of New England companies have 
taken special pride in being able to carry 
= the banner of sound life insurance to the 


people of that great city. 





ys 
MASSACHUSETTS 


OF BOSTON 


WILLIAM M. HOUZE 


General Agents 
Room 1946-1948, The Straus Bldg. 
S. W. corner Michigan Avenue and 
Jackson Boulevard 


Telephone Harrison 1434-0402 
Chicago, Illinois 


Exceptional Opportunities 
for Full Time Agents and 
Brokers in Our New 
Agency. 


Will Be Glad to Have You 


Un TRA AANA MM 








105 S. LA SALLE STREET 
Chicago, Illinois 








Call and Get Acquainted. 























Louis J. Fohr 


General Agent 


Connecticut Mutual Life 
Insurance Company 


of Hartford, Connecticut 


208 S. La Salle St. Chicago 











Bokum & Dingle 


General Agents 


Massachusets Mutual Life 


Insurance Company 
of Springfield, Mass. 


112 W. Adams St. Chicago, IIl. 
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THE PEOPLES LIFE IS PROBABLY THE COMPANY YOU ARE LOOKING FOR 
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as Enthusiastic 
Gets Big Men 


F. H. McChesney, Gen- 

eral Agent, Berkshire 

7 Life Insurance Co., Roch- 

S ester, N. Y., June 15, 
1927: 

“As you know, I have had 

one of the Shields INCOM- 


ETERS for several months. I 
find it to be one of the best 
‘attention getters’ that I have 


You Too, Will Be mee 


T 


used in my twenty years’ ex- 
perience in the Life Insurance 


bus ines 

“It hes been surprising to 
me to note how the really big 
men will permit their eyes 
to wander to the INCOMETER 
most immediately upon enter- 
ing their offices Permitting 


a prospect to play with it 


it tells, thus «x — th . 
best method of attack 
break down his resistance.’ 


° 9 
React Instantly 
O om e ~ 1 e Me an Charles L. Hartman, Dis- 
trict Manager, The 
Equitable Life Assurance 
gomety. Niagara Falls, N. 


June 18, 1927 
“The INCOMETER is daily 


a 
proving a big help wd me, 
and I find in many cas that 
my prospects react alm ost in- 


stantly to the message it 
gives them You can count 
m me as a consistent booster.”* 
Reason for $25,000.00 sale 
Raymond L. Korndorfer, 





OU know that a five or ten | General Agent, New Eng- 
thousand dollar policy is not | SS ra.> = 
sufficient to provide a decent know att Deliee it am er 
monthly income. But is it easy to | re etn eat 
convince your prospect? my writing, an application for 
Pan ~ + ‘ me nt Soon s, 


. mld ae Pa kpor N  # ins ° 
COMETER. If your prospects can be made tee wv BR 


192 


It can be! r rosy | 

' . to see clearly that life insurance should be |] 1.1m ony too vicssea te 
Start your interview on the RIGHT BASIS im- measured in terms of monthly income you | - Re _—— = 
mediately by talking MONTHLY INCOME. will invariably sel] Ra 


“er een a large contributing fao- 
larger policies. tor in b ep 
How? 


By using the INCOMETER. Here is the [#18 ape “0 tell a 
instrument you have always wanted—per- of Lif € Is not t —— 
haps dreamed about. A machine that will we phage ng ae hy oe 
dramatize your proposition and visualize for = SUS" a “ _— ‘ ry 
your prospects life insurance in terms of S¢™!8y large lump 


MONTHLY INCOME instead of lump sum. — Let him _dis- 
COV er for himself the on April 10th and up to date, 


The theme of this convention “Completing ridiculous monthly income a five, ten or |] grzrm inurance te si60 000, 


I have sold 8 prospects that I 


tor in bringing my people te 
a point of realization as to 
just what their present insure 
ance meant to them. A good 
percentage of these interviews 
a a ‘- very satisfactory 


 -¥ six weeks $160,000.00 
program insurance sold 
Mr. David Bloch, Repre- 
sentative, The Equitable 
Life Assurance Society, 
New York, May 20, 1927: 

“I have just felt that I 
wanted to drop you a line re- 
garding the actual results on 
this INCOMETER. Since I 
have obtained this instrument 





Life’s Plan through Life Insurance” can be twenty thousand policy provides by giving |] Sir scs"whe tate thors mp 
more easily accomplished if you use the IN- him the INCOMETER to PLAY WITH. the present times ne 


with the results obtained a 

I feel perfectly confident my 
insurance production will be 
increased at least 50% this 
year with the help of the IN- 
COMETER. I wanted you to 
know these facts and I feel 
that the INCOMETER is an 
absolute necessity for every 
insurance agent.’ 








AN AMAZING AID TO SELLING 


Some of the biggest producers of America today are using 
the INCOMETER in selling insurance. The INCOMETER’S 





























9 Cc range is unlimited. It makes a man who is intending to 
buy a $2,000 policy take a ten or twenty; one thinking about 
What “IT” will a $30,000 policy takes a $50,000. The INCOMETER is as 
do for You much at home in the hands of a millionaire as it is in the 
, — hands of a salaried man. There is not a Prospect who will 
1 oes ere peONTH. not be interested—Not an agent who cannot profitably 
LY INCOME. use it. 
Picturi. INADE- ° ° . ° ~ 
2 QUACY of small pol- Many men attending this convention are using the INSUR- 
at ANCE INCOMETER to pile up the records they are making. 
5 aes ee Ask your neighbor if he is a user. If not, show him this 
ance History. Advertisement. He, too, should become acquainted with 
your Li, In- i es i i j j 3) ; 
4 Meheo your, Ele ie this newest and best selling aid for life insurance selling. F 
—-- Surely, you owe it to yourself to put the coupon in the 1 LANDQUIST. & & LEESTON-SMITH, INC., 
5 Obtains information mail today and get the full details on the INCOMETER Se ee a. New York, N. Y. 
on the KIND of om the machine which will materially increase your i Gent! 
surance wanted. . ’ . . i - emen: 
production! i am interested in the Shields Insurance IN- 
6 Formees eon” 7, | cOMETER. Please let me have further informa- 
7 cect a LEGITI- u a i 
MATE EXCUSE to INSURANCE DG <ccnoesex illest temmaen teil 
visit old policyholders. . | 
8 SOMETHING "To i TED deaenentiseediannetencnssenceneensesed ees 
es LANDQUIST & LEESTON-SMITH, Inc. a, 
) G 1 Madison Avenue New York City ES eee 
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Much Enthusiasm as Sessions Open 


NON-RESIDENT 
LAWS OPPOSED 


Resolution Given 
QO. K. at Executive 
Committee Meeting 


Action Is Also Taken on 
Bank Insurance Agencies, 
Proselyting at Convention 


Convention Headquarters, 
Memphis, Tenn., Oct. 12 
STRONG stand was taken by mem 
<i bers of the executive committee of 
the National association at the meeting 
Tuesday afternoon against state laws 
discriminating against the non-resident 
agent, so far as life insurance is con- 
cerned. The position taken was that 
there ought to be no bar to the writing 
of life insurance in any state, and that 
life insurance should be a matter of 
absolutely free and unrestricted inter- 
state commerce, and a special commit- 
tee was appointed to present a reso'ution 
on the subject at Friday's session. This 
committee is composed of William Gold- 
man, Portland, Ore.; Elbert Storer, In 
dianapolis, and J. Stanley Edwards, 
Denver. Specific instances of the ways 
in which the laws of certain states oper- 
ate in this respect were cited in the 
discussion of the subject, especial ref- 
erence being made by President George 
D. Alder to the present Wyoming law. 


Resolution Condemning 
Bank Agencies Adopted 


Two other resolutions of importance 
were approved by the committee at its 
session Wednesday morning and will 
likewise be presented to the convention 
proper for ratification. One, introduced 
by George W. Ayars of Los Angeles, 
second vice-president of the National 
association, condemned in strong terms 
the invasion of the insurance field by 
banks through the establishment of in- 
surance departments, with especial 
reference to the activities of the Bank 
of Italy on the Pacific Coast. 

Leroy A. Mershon, secretary of the 
trust company division of the American 
Bankers Association, who was in at- 
tendance at the meeting, declared that 
he was 100 per cent for the stand taken 
by the committee in the adoption of 
this resolution, and expressed strong 
opposition to the establishment of life 
insurance departments by banks or trust 
companies. He said he had urged the 
members of his organization for many 
years past to “stick to their knitting.” 


Rap Using Convention 
for Proselyting Agents 


The other resolution, introduced by 
Paul F. Clark of Boston, condemned the 
action of a certain few agency officers 
in using this convention as a place for 
proselyting agents. Both of these ques- 
tions came up in connection with the 

Continued on page 18) 


PRESIDING OVER CONVENTION SESSIONS 





GEORGE D. ALDER, Salt Lake City 
President National Association of Life Underwriters 


Myrick Likely to 
be Next President 


Julian S. Myrick of New York is the 
rian most prominently mentioned as the 
next president of the National associa- 
tion He will not arrive in Memphis 
until Thursday morn‘ng Mr. Myrick 
is of the Ives & Myrick general agency 
of the Mutual Life of New York. His 
agency is one of the most aggressive 
ancé successful in New York. In addi- 
tion to a large staff of producers Mr 
Myrick’s office has built up a big brok- 
erage business. 

Mr. Myrick is well known to tennis 
devotees. He is chairman of the Davi: 
Cup committee, and as such is a sort 
of Judge Landis of the tennis worid. 
He is also a past president of the Na 
tional Lawn Tennis Association 


In the past Mr. Myrick has not been 
especially active in association work, 
but he is regarded as admirably quali 
fied for the National association's top 
position 

Two other easterners, Paul F. Clark 
of Boston and P. W. Fraser of New 
York were mentioned as presidential 
possibilities, but beth insisted that 
their names be withdrawn. As head olf 
the John Haticock’s Boston agency Mr 
Clark is one of the outstanding general 
agents of the country. He has taken a 
ccpspicuous part in the National asso- 
ciation work for several years. He is 
chairman of the program committee this 
year and is one of the reasons why the 
meeting is a good one 

Mr. Fraser is general agent of the 
Connecticut Mutual in New York City 
He is a past president of the New York 
City Association and the present pres 


MEMPHIS MEET 
IN FLYING START 


Mrs. E. J. MeCormack 
Welcomes Visitors: 
Given Great Ovation 


Hart Sounds Keynote on 
“Completing Life’s Plans 
Through Life Insurance” 


Convention Head 
Memphis, Tenn.. Oct. 12 


A! rER numerous and important pr 
4 conventi« mitt 


m committee meetings the 


Sth annual gathering of the National 
Association of Life | nderwriters got 
under way here this afternoon right on 
time rh is the first annual conven 
tion of the organization that has been 
held in Memphis since 1912 

When t moeting opened every seat 
in tie i oO 1 of the Hotel Pea 


ody was taken, and many were forced 


to stand outside By 2 p.m. more than 
1000 had registered 

David E. § zue of Boston, Mass., 
the conven n I leader, warmed 
tl » U with « ekregational singin 


and “went over |! with “Sweet Ads 
line He wound up his first appear- 
ance by leadin n three cheers for the 
Memphis Association 


President Alder Introduced 
by Paul Clark of Boston 
Paul F. Clark of Boston, chairman of 


the p introduced 
President George D. Alder of Salt Lake 


eram committee 


City Mi Alde said he has addressed 
many local associations during the year 
He said that life insurance men gener 
ally are coming to a better understand- 
ing of the eri ness and importance 
of their callin He paid a high com- 


pliment to the association's trustees and 
touched briefly on the 
year mentioning the 
ments 

Invocation was next given by the 
Right Reverend Thomas F Gallor, 
Bishop of Tennessee 


high spots of the 
financial develop- 


Storm of Applause 
for Mrs. McCormack 


When Mr. Alder introduced Mrs. Ed- 
ward J. McCormack of Memphis, the 
convention hostess, a storm of applause 

Continued on page 18 
dent of the New York State Association. 

By a coincidence, both of these men 
are launching a program of agency ex- 
pansion just at this time The plans 
that they both have drawn up necessi- 
tate a close application to the job, and 
an expenditure of more than the usual 
arount of time and energy. This being 
the case neither felt that he could do 
justice to the presidency of the Na- 
tional association and both asked that 
their names be withdrawn 

The final selection of the nominating 
committee will be known Thursday 
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Agency System Called Vital Factor 


Development of American Methods of Insurance Selling 


and Their Part in Growth of Institution are Reviewed 
By CHARLES HOMMEYER 


Superintendent of Agencies, Union Central Life 


YO ACHIEVEMENT of man, not even 
his conquest of the air, fills me with 
greater admiration than the great 
bridges which span the wide valleys, 
the deep chasms, and the mighty rivers 
that furrow the face of the earth. 

It is to ancient Rome that we are 
most indebted for the science and art 
of bridge building, and no finer exam- 
ple of their work exists than the Pont 
du Gard, which although ante-dating the 
Christian era is yet in good state of 
preservation. 

I like to think of this great aqueduct 
as a prototype of the institution of life 
insurance. Its series of supporting and 
enduring granite arches’ beautifully 
typify the companies and their agency 
forces, while the endless flow of policy 
berefits, completing and carrying on 
life purposes, is reflected in the crystal 
artery of life which flowed uninterrupt- 
edly for 16 centuries over the Pont du 
Gard to the city of Nimes, from the 
mountain springs far away. 

jf this symbolism be accepted, then it 
may also be said of nations, and peo- 
ples, and individuals, that “by their in- 
surance bridges ye shall know them.” 


Developments in History 
of Life Insurance 


While the development of the science 
and business of life insurance in Europe 
can be traced through three centuries 
or more, it has not as yet completed its 
first century in America. 

Of the 350 or more legal reserve com- 
panies in the United States and Canada, 
only 18 have passed their 50th anniver- 
sery, and only 27 of the total number 
have been in existence a quarter cen- 
tury or more. It may aid us in the 
study of our theme to briefly note the 
pest history of life insurance in this 
country, which can roughly be divided 
into four periods, the first of these be- 
ginning with two companies in 1843, 
culminated during the inflation period 
of the Civil War in the promotion of 
numerous companies, many of which 
were in inexperienced and incompetent 
hands. 


Severest Struqgle 
Just After Civil War 


The second period dating from the 
laie 60s to about 1880 was parallel 
with the deflation and readjustment era 
following the Civil War. Here life in- 
surance had its severest struggle. 
Seventy one out of a total of 110 com- 
panies were forced out of business dur- 
ing that period, shrinking from $2,000,- 
000.000 to $1,500,000,000. 

The third period was one of revival 
ana progress. Although no new com- 
panies were organized for 20 years, the 
business in force increased from $1,500,- 
000,000 in 1880 to $12,000,000,000 in 1905. 
Certa'n high pressure methods, reflect- 
in” general business practice of the 
period, crept into life insurance and 
brought about the insurance investiga- 
tion. The remedial legislation which 
followed sought to prevent future 
agency abuses by the limitation of ex- 
penses, and crystalized the approved 
methods already prevailing, or at least 
existing among the companies. 


Now Riding on Crest 
of the Fourth Period 


On the heels of the investigation fol- 
loved the panic of 1907, and out of 
these chasten ng expericnces began the 
fourth period—the hey-day of life in- 
surance, on the crest of which we are 
now riding. The rapidly increasing 


pepularity of life insurance during the 
past two decades is evidenced in the 
organization during this period of 200 
odd new companies, and the increase of 
the business in force from 12 to 80 bil- 
lions. This later result was materially 
stimulated by the experiences of the 
war and the influenza epidemic, which 
brought to the public consciousness as 
never before the uncertainties of life 
and the necessity of protecting life 
values. 


Agency System Has Been 
Distinctive Feature 


Throughout its entire history, a dis- 
tinctive feature of American life insur- 
ance has been its agency system, for 
with few exceptions life insurance on 
this continent has been marketed on 
the agency plan. The exceptional at- 
tempts to sell insurance in this country 
over the counter or by mail, or through 
bank or state officials, have been 
meagre in number and in results. 

It will be recalled that even govern- 
ment insurance could not be sold to the 


enlisted soldiers facing the hazards of 
the world’s greatest and most destruc- 
tive war, even after a wide-spread pub- 
licity campaign, until the government 
had enlisted every influence and agency 
at its command. 

The tragic sequel to the 40 billions 
of war risk insurance is that in spite 
of repeated and most liberal offers to 
revive and convert, it has dwindled to 
about 10 per cent of the original 
amount. A _ partial answer to _ this 
wholesale lapsation can be found in the 
absence of an agency system—in the 
lack of a competent liaison between the 
insurer and the insured. 


Insurance Agents 
the Real Builders 


It is through the industry and per- 
severance of the army of agents, past 
and present, that the great bridge of 
American life insurance has been built 
and maintained. 

Some valuation of the social and eco- 
nomic service rendered by the life un- 
derwriters of America may be conceived 





THE THREE MUSKETEERS OF MEMPHIS 























Heavy duty trio: 


E. J. McCormack, general convention chairman (left); Harry 


G. Allen, president Memphis association, and Seth W. Ryan, secretary local asso- 


ciation. 


from the distribution of policy proceeds. 
The cash payments last year in the 
United States and Canada to policy- 
holders or their beneficiaries, according 
to a recent tabulation of The National 
Underwriter for the geographical dis- 
tribution number, totaled the munificent 
sum of $1,585,642,125 — an average of 
more than four and one-third millions 
fer each day of the year. Even more 
in’pressive is the amount of insurance 
now in force destined to benefit and 
bless the generations present and yet 
uuborn, the total reaching the stagger- 
ing and incomprehensible sum of 80 
bijlions, representing three-fourths of 
the entire life insurance of the world. 
Could more convincing proof be asked 
of the value and efficiency of the Amer- 
ican agency system. 


Growth Contrasted with 
That in Great Britain 


It may be interesting in this connec- 
tion to contrast our growth with that in 
Great Britain, where the agency system 
dves not exist to any appreciable ex- 
tent. In 1900 there were 96 companies 
o} €rating in Great Britain, with insur- 
ance in force of slightly over $4,061- 
000,000. In 1925 the amount in force 
totaled almost ten billions, increasing 
approximately two and a half times, 
while during the same quarter-century, 
the combined amount in force in the 
United States and Canada increased 
more than eight-fold. 

In fact, we are now writing more new 
business annually in America than the 
total amount in force 35 years ago, at 
the end of the first half-century of life 
insurance effort in the United States. 


American Agency System 
Forms Two-Way Bridge 


Every student of the business is fa 
miliar with the minute restrictions and 
exacting conditions of the policies oi 
the yester-years, as compared with the 
liberal privileges and broad options 
under present-day contracts. 

It is not, however, as generally un 
derstood how large and important a 
part the agency system played in 
bringing about the evolution of the 
modern policy provisions. 

It was the agents in their contact 
with the public who discovered th: 
wider needs and greater uses for life 
insurance, and who first presented and 
in.terpreted these needs to the executive 
and scientist of the business. And when 
the latter had devised the broader and 
mere liberal policies and clauses, it was 
the agents who in turn took these docu- 
ments to the public, presenting and in 
terpreting their more or less technical 
provisions back into the terms of human 
needs and life purposes. Thus has the 
sccpe of life insurance been widened to 
cecver the many and varied hazards to 
life and health and fortune. 

By reason of this two-fold service to 
the insurer and the insured, the agency) 
system may be considered as the great 
two-way bridge, over which, to and fru 
flows the enormous traffic of the 
business. 


What of the Future 
of Agency System? 


So much for the past, but what of the 
future, may be asked. A reassuring an- 
swer to the query is found in the special 
nature of the business and its essen- 
tially distinctive marketing problems 

Developments and altering conditions 
in the economic world from time to 
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time bring about changes in marketing 
methods but the marketing function re- 
mains constant and unchanging. The 
successful marketing of its product will 
always be a major problem in all busi- 
ness, life insurance being no exception 
to this rule, for without new business a 


company would be in a state of 
liquidation. 
That life insurance is not a com- 


modity and subject to usual marketing 
methods is however frequently over- 
locked. The character of the life insur- 
ance contract and service offered re- 
quires special methods to fulfill its mar- 
keting function. 


Security Demands Wide 
Distribution of Risks 


Industry and commerce find their 
greatest advantages in close proximity 
to the sources of supply, and in the ac- 
cessibility to their markets. In marked 
contrast, the very security of life in- 
surance demands a wide distribution 














CHARLES HOMMEYER 


Superintendent of Agents, Union 


Central Life 


of its risks. Furthermore, due to the 
uncertainty of life expectancy, and the 
questions of moral hazard and insur- 
able interest involved, the risks as- 
sumed require the most careful and in- 
tclligent selection. Without the loyal 
support and co-operation of an exten- 
sive agency force, the most desirable 
distribution and selection cannot be 
secured. 

Neither can the institution of life in- 
surance render its best and largest serv- 
ice to society without the personal con- 
tact and guidance of such an organiza- 
ticn This service of the agency sys- 
tem in its best modern conception be- 
gins with fitting policy provisions to 
individual needs and life plans, an‘ 
ends only with the final discharge of the 
last policy obligation. By this two-fold 
ciiterion of security and service, both 
vital to the economic welfare, can be 
best judged the merits of any proposed 
changes in marketing methods. 


No Popular Demand for 
Government Insurance 


It may be well to briefly consider 
some of the plans proposed. First may 
be mentioned what to some has ap- 
peared as a storm-cloud on the horizon; 
namely, the possible establishment of 
government insurance and it ultimately 
supplanting the so-called private com- 
panies. Government insurance, wher- 
ever it exists, naturally depends upon 
the general policy of the respective 
countries. It however has been fostered 
only under either paternal or semi- 
socialistic states. In America where 
private enterprise is given free scope, 
it is difficult to imagine government in- 
surance ever receiving serious consia- 
eration. Unless we mistake the signs 


of the times, the popular demand is for 
more efficient business methods in gov- 
ernment, and for less inefficient govern- 
ment method in business. 

A second atmospheric portent, more 
in the nature of a wind than a cloud, 
has been the recent interesting discus- 
sion on selling life insurance through 
acvertising. The growing potency of 
advertising in modern marketing meth- 
ods, particularly in the sale of manufac- 
tured products, is quite apparent. But 
an: suggestion of the possible elimina- 
tion of the necessity of the life insur- 
ance agent is of course an absurdity. 


Acvertising Won't Create 
Desire; May Help Sales 


Even granting that an “active de- 
mand” for life insurance might be 
created through an extensive and com- 
prehensive program of advertising, as 
certain advocates assume, there would 
still remain for individual and personal 
treatment, the essential problems of 
safe selection and intelligent coverage. 
But to assume that any amount of ad- 
vertising would create so active a desire 
as to line up prospects at a company or 
agency office, evidences a lack of 
knowledge of both of what is involved 
in life underwriting, and of human 
nature itself. Who. by any flight of 
imagination, can picture men_ volun- 
talily mortgaging their automobiles in 
order to procure life insurance? With 
the converse we are all familiar. 

On the other hand, I firmly believe 
that the right kind and plan of adver- 
tising can be made a valuable hand- 
maiden to the agency system, (1) in 
stressing the value and importance of 
the counsel and guidance of the well- 
equipped agent; (2) in lessening sale 
resistance through a more general 
knowledge of what life insurance is and 
what it does; and (8) in fostering the 
conservation of the business in force, 
in reducing the ratio of waste through 
lapsation and surrenders by creating in 
the mind of the public a greater appre- 
cation of the value and importance of 
their insurance. 


Establishment of Banking 
Insurance Departments 


A third proposal that also runs 
athwart the dual criterion of personal 
seiection and adequate coverage is the 
establishment of banking insurance de- 
partments. We may also include in this 
classification much, at least, of the 
strictly brokerage business. For when 
the elements of company accountability 
and control are lacking, the business as 
a whole, in the very nature of the case, 
will not be as desirable as that secured 
by regular recognized and accredited 
agents. Neither does this source of 
business assure the policyholders the 
competent advice and uniform quality 
of service to which they are entitled. 

In other words, upon the capacity and 
strength of the agency bridge of any 
ccmpany must very largely depend both 
the character of the business secured, 
and the character of the service en- 
joyed by its policyholders and their 
beneficiaries. 

It would therefore seem most unwise, 
if not perilous, to the future, to weaken 
or underm.ne the great bridge of the 
Amrican agency system by any pro- 
posal that aims to secure mere volume 
of business by direct wholesale meth- 
ods, or through any channel other than 
caiefully selected, adequately equipped 
and well-directed company agencies. 


Welfare of Society 
Paramount Consideration 


But in the consideration of the value 
and importance of the agency system 
let us not forget that the inst.tution of 
life insurance exists primarily, not for 
the benefit of the companies or their 
agency forces, but for the economic wel- 
faie of society. 

The trend today is toward lower costs 

(Continued on page 15) 


National President Alder Makes 
Report on Past Year's Activities 


HE report made by President George 

D. Alder in regard to the work of 
the year just closed laid especial em- 
phasis on the reorganization program, 
providing for the creation of the office 
of managing director, and the estab- 
lishment of the Amer.can Coll.ge of 
Life Underwriters. On those po.nis he 
said: 

“she closing weeks of the former ad- 
mipistrauuion seemed to Make necessary 
the appoimtment of committees that 
were to tunction in the present one, 
the result ot which was the introduc- 
tion of some rad.cal changes in the 
conduct of National assoviac:ion afiaiis, 
among them being the one on reorgani- 
zation and allucauon. The re.ommend- 
ation of this committee, among other 
things was, after long and serious co- 
gitation, that the oifice of pa.d as- 


sistant to the president be abolished 
and that the National association be 
put in readiness for the big things 


ahead of it, by creating the position of 
managing d.iector and general counsel. 


New Managing Director 
Well Equipped for Post 


was secured for this 
newly created office a man of rather 
unusual atlainments as an organizer 
and shrewdness in his profession of 
the law, whose authority in National 
as:ociation af.airs is supreme, subject 


“Finally there 


only to the president and board of 
trustees. Naturally it is hoped that 
with these attainments and entrusted 


with power to act under the direction 
ot the trustees and presid.nt, we will 
have in office an official with definite 
plens, and whether the president comes 
from Maine or California and the trus- 
tees likewise, there will be a continuity 
of action. 

“The man selected by the committee 
fer this work, Roger B. Huli, comes 
well equipped to make a stand ior the 
righis of association members and 
through his legal knowledge is equipped 
to advise us just what those rights 
might be. Likewise with his diversi 
fied acquaintance with people who do 
things we will be afforded the oppor- 
tunity we long have sought, to have a 
friend at court when things vital to 
cur cause are on the tapis. While the 
association budget will necessarily 
have to be extended, it is believed the 
future, under the gu.dance of the new 
managing director, will be productive 
of an increased income that will care 
for the expenditure. 


Appointment of Field 
Assistants Proves Value 


“Appointment of field assistants is 
ccmparatively a new teature in asso- 
cauuon management, but the possiviuty 
of great good irom this source is more 
than apparent. by this means the in- 
fiuence ot the national officers is up- 
held throughout the fieid and where 
iLe cailing has been magnified it has 
extended association compieteness, ra- 
ciating as it does, quickiy and etfec- 
tively the accomplishments of the as- 
sociation as they daily transpi:e. In his 
travels about the country in the lasi 
fiecal year the executive has had occa- 
sion to note the activities of the field 
assistants and has been impressed with 
the ardor and well directed activities 
of this body of men and, as is usually 
tle case in such an organization, some 
bave felt more strongly the ob!igation 
than others and their accomplishments 
have been greater. Yet it must be said 
there could not have been the degree 
of success attendant upon the meetings 
attended by your president had it not 


been for the field assistants and it is a 
pleasure to commend them. 


Membership Slump 
Has Been Overcome 


“Membership in any kind of an or 
ganization is chimerical to say the least 
end though attention is lavished upon 
it on the whole or in part it responds 
ofien spasmodically, flourishes for a 
time and in locations passes out en- 
turely, and, therefore, one is led to the 
belief that no matter how carefully nur- 
tured a section might be, its continu- 
ance in action is problematical. The 
exper.ence in the earlier part of the 
present fiscal year gave promise of a 
decreased membership. Whether due 
to the reaction of a new administration 
factionally supported, or a na.ural 
slump, it would be hard to say, but it 
is announced with great satisfaction 
that the falling away spirit was re- 
vived and overcome and the account at 
this writing now stands to the good 
over last year’s totals. 


Establishment of 
New American College 


“It has been thought for many years 
that the work of nonorabie life rep 
resentauives was greadly ualike that ol 
thuse in other oO.ganizations and was 
aimost sacred in its lunct.ons; that 
men and women whuv maxe it possibie 
lor bereaved tamilies to live in their 
own howes and participate in incomes 
povided for dependents, are real bene 


lactors and their busimess should be 
descr.bed as a_ profession. Conse 
quenatiy after many yc.ars there has 


been organized what is known as the 
American College of Lile Underwr.ters, 
with a national charier, iully officered 


and preparing for operation, with Ed 
ward A. Woods as president and Dr. 
S. S. Huebner of the Wharton School 


of Finance and Commerce of Pennsy!- 
vinia as dean. In the judgment of out- 
standing men in the business ths en 
compasses all that has heretofore been 
accomplished for the individual and the 
business in times past and goes im- 
measurably farther, for it establishes a 
sclool where a uniform plan will be ob- 


served of matriculat.ng students and 
fiiting them for the calling of Life 
Insurance and professionalizing them 
when deemed representative. 
Will Qualify Service 

That Must Be Rendered 

“Of necessity this new order will 
qualify the service that must be ren 
dered and establish a code by which 
its members will be reccgnized. It 
will also result in conserving to those 


vho in every way are attached to the 
business, the emoluments § accruing 
thereto and quietly, but effectively, 
el.minate all but those actively en 
gauged Indeed, the present adminis 
tri tion feels it has given life insurance 
a momentum and goal to which it has 
long been entitled and which, in the 
years to come, will have forever re 
moved any odium attaching to it and 
made of it a profession attractive to 
other discerning minds and capable 
hands and carrying assurance to the 
public of professional care of its inter 
insofar as life insurance 1s 
concerned,” 


ests 





Memphis handles 2,000,000 bales of 
ectton a year. This is partly due to its 
gieat warehouses built to underwriters’ 
rules and partly to its great transporta- 
tion facilities. Front street, at the top 
of the bluff along the river, is lined 
with offices of cotton “factors.” 
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Creed Is Stated, Challenge Sounded 


WANT to state a creed, and to sound 

a challenge. I know that I am right 

in the formulation of the creed. I hope 
I'm justified in the confidence which I 
hold in the sureness of your response 
to the challenge. If both of these 
mejor premises are well-founded, then 
we are going to have a wonderful year 
torether and come back to the next an- 


nua! convention with a record of real 
progress. 
First: 1 believe that the insfitution 


of American life insurance is the great- 
est human agency in the world. With 
its new adaptability to changing social 
ard economic conditions, it has attained 
a remarkable practical development and 
has experienced an amazing growth. 
The trials of the pioneers have been 
forgotten. The recollection of the diffi 
culties which they cncountered has been 
engulfed in the success and expansion 
of their ideals. Life has taken on some 
new values. New factors have been 





York 
Association 


ROGER HB. HULL, New 


Managing Director, National 


added to a man’s achievement; new 
sturs to his ambition. Life insurance 
has been the most potent influence 


and I use the superlative deliberately 
and carefully—the most potent inf.u- 
ence in that accretion. 


Has Developed Broader 

Field of Endeavor 

Second: I believe that this amazing 
growth and this adaptability of our in- 
stitution to new and changing condi- 
ticns have developed for us a broader 
ficla of endeavor and a higher measure 
of responsibility than we have ever 
faced before. And this calls for more 
constructive effort toward higher stand- 
ards and more intensive usefulness. 
Just as methods of government and 
problems of the business world have 
become more complex, just so have our 
prceblems become more involved and the 
need for a constructive program for 
their solution become more urgent. 
Just as life insurance has had to ac- 
commodate itself to the necessities of 
a new industrial system. just so now 
we must attend to the development of 
a new pro’essional philosophy. 

The first and essential accommoda- 
tion has be-n evolved splendidly by the 


biilliant and devoted leaders in the 
hcme office. We sometimes fail to 
give them credit for that develop- 
ment. But the next step depends 


upon the broadening of the field of our 
eifciency and the raising of the plane 
of our endeavor; in translating into ef- 
fective production the program and the 


Plea Presented for Every Member to Do 
His Share in Helping Frame Program of 


Greater Usefulness to Men in Field 
By ROGER B. HULL 


Managing Director and General Counsel, National Association 
of Life Underwriters 


pletform which comes to us from them. 
Trere is a vital service to be rendered 
to American business, to the American 
home and to American prosperity by 
the systematic and intelligent develop- 


ment of American life insurance; the 
instrumentality for that service has 
been placed in our hands; the job o- 


trenslating it into the life of the coun- 
tvyy is largely ours. 


Meke Extension of 
Usefulness Far-Reaching 


Third: I believe that this National 
association of ours, comprised of its 
approximately 200 local units, is the 


only instrument by which we can be 
sure that the development of our pro- 
fessional philosophy is upon a high 
plane and the extension of our useful- 
ness is far-reach ng. It is the only 
agency through which we can operate 
to discharge these new, important, vi- 
telly important, group responsibilities. 
There surely can be no argument upon 
that element in my creed. 

Fourth: I believe that from the valued 
traditions of the past we have a heri- 
tage, and that from our present vantage 
point of actual achievement, and im- 
pending plans, we have a psychological 
moment of opportunity both of which, 
the heritage and the impending oppor- 
tunity, are going to drive us with a com- 
pelling force into the period, just ahead, 
of the highest endeavor and by far the 
greatest usefulness of any period in the 
history of this movement. And I choose 
to refer to only one of those impend'ng 
plans, as significant of the era of prog- 
ress upon which we are just entering. 


American College 
Is Significant Step 


i believe, and this becomes the fi‘th 
element in my creed, that the establish- 
ment of the American College of Life 
Underwriters, definite plans for which 
are being presented to you at this con- 
vention, is not only the most significant 
step ever taken in the development of 
what I have called our professional 
idea's, our professional philosophy, but 
that it is really the first constructive, 
tang ble and effective recognition of the 
advancement of the science of life un- 
derwriting in this country out of the 
realm of a business or industry into the 
plane of proud and proficient profes- 
sionalism. 

There is just one final factor in my 
creed, the sixth. And it is in my opinion, 
certainly from many angles, the most 
important. 


Unritv Between Production and 
Distribution Departments Essential 


I believe, I know, that the program of 
this association, devoted to the ends of 
which I have just spoken, namely, to the 
development of our professional ‘deals 
and the extension of our usefulness, 
will have the effective support and the 
eurnest co-operation of the executives 
otf the companies which we serve. I 
know this from the sincere expressions 
of innumerable company executives. 
And I say to you with all of the confi- 
dence and earnestness of which I am 
capable, that there is no more danger, 
if we do our share in a serious and 


a sane way, there is no more danger 
of there arising a breach between the 
production and the distribution 
brenches of this profession of ours than 
there is of a divergence in the interests 
of the steel mills of Pittsburgh and the 


well known executive o-fices at 71 
Broadway, New York City. In either 
case, anything but a program wh.ch 


shall speak with the united voice of the 
two departments, production and dis- 
tribution, is simply inconce!vable. 


Is There Vital and 
Whole-Hearted Interest? 


And now I come to the challenge. It 
begins with a question, for that is really 
what a challenge is, and it requires, just 
as definitely, an answer. Are you men 
and women whole-hearted'y and vitally 
interested in this enterprise? Is there 
scn.ething about this creed, something 


about the business to which it relates, 
that will justify during the coming 


menths the consecration of earnest el- 
fert to its important problems? Are we 
go'ng to turn this creed into a crusade? 
Or is it true of us, as Elihu Root said 
the other day of those who are inter- 
ested in reform of our criminal proce- 
dure: “But while we are ali for reform. 
we are only mildly for reform. We 
dcn’t put any beef behind it”? 


Mey Be Demand for 
Some Definite Program 


Ferhaps some of you say, and I'll con- 
fess I have some sympathy with you, 
this is a rather intangible proposition, 
this bus ness of asking us to throw our 
hats into the air over the creation of 
pic fessional ideals and the development 
of the usefulness of the members of a 
piofession. Perhaps you say: “Give us 
a definite program; tell us what the Na- 
tional association if going to do for us 
and for each one of us, and then we 
will tell you whether or not we are in- 
terested in what vou are saying.” 

But the first element in my challenge 
hits in at that very point. There has 
been some suggestion during the year 
that this association has not always 
m-asured up to its highest possibilities. 
That crit’cism has too often come from 
those who have stood aloof, and not 
from those who have been willing to 
pcur their time, their thought, their 
energy and their money into this com- 
mon cause. 


Asks What Constructive 
Ideas Have Been Rejected 


And so, if*you challenge me, and say 
that I am asking you to pledge your 
loyalty and support to an intangible and 
nebulous theory. I answer: “You are 
ecrrect and justified to th's extent; that 
if each one of you who has suggested 
or who may suggest that this associa- 
tion is not fulfilling its highest destiny, 
can point specifically to a constructiv: 
pre gram or even to an isolated con- 
structive idea which you have presented 
to the National association, and to its 
officers and trustees, and which has 
been either turned down or ignored by 
tLem, without careful consideration, | 
will agree that you have given the full 
measure of vour devotion, and you can 


afford to become just as much of a 
straggler as you please.” 


Must Forget Any 
Petty Party Differences 


But th‘s is the flaw in such reason- 
ing, that until we forget any petty party 
differences and only so long as the offi- 
cers and trustees of the National asso- 
ciation and of every local association, 
and also every member of each local 
asscciation, shall give time and thought 
ana consideration to what our program 
ought to be, we are not going to be 
able effectively to construct it. I will 
go one step further than that and say 
to you, parenthetically, that until the 
membership of this association shall at- 
tain a point, representing not approxi- 
mately 10 per cent of the Underwriters 
of this country, but at least 25 per centr, 
while you and I may sincerely attempt 
to formulate the needs and to voice the 
aspirations and to harness the combined 
energies of this fraternity, our efforts 
wi!l not come to any where near their 
full fruition. 

The thing that I am talking about 
comes very close to being what is called 
“a vicious circle.” It may be impossible 
on the one hand, to construct a pro 
gram which shall adequately serve the 
best interests of a profession of 200,000 
members when you have as a program- 
constructing-ynit only 5 or 10 per cent 
of the total membership enlisted in the 
cause, and it may be impossible. on the 
other hand, to enlist the suprort and 
co-operation of the ‘larger percentage of 
these 200,000. until such a program has 
beer constructed that they will be at 
trected and challenged to come in. 


All Should Contribute 
to Construction of Program 


Put I have confidence to believe that 
this is not true, or if it is true, that 
you men and women are going to rise 
to a level of performance which shall 
accomplish even the impossible. And 
mv challenge to you is just this, that 
with that degree of he!pfulness, of 
thoughtfulness and of sacrifice that you 
have perhaps never thought it possible 
for you to devote to any cause, you de- 
vote yourselves, each of you, during the 
next few months, not to an exhortation 
to those outside the fold to join an As- 
seciation of Life Underwriters. but to 
the making of some real contribution to 
the construction of a program for the 
execution of the plans and purposes of 
the association of which you happen to 
be a member. I agree that it is im- 
possible to attract into the organiza- 
tion which we represent, any consider- 
akhle maiority of the fellow members of 
cur profession until we have set up an 
organization of such virility. of such 
breadth and depth of purpose, that it 
shall be generally recognized, not sim- 
ply that membership in the association 
is worth while, but that to remain out- 
side its membership simply spells dis- 
advantage and even failure. 


Ur.ited Effort Will 
Bring Real Results 


After all it comes right down to this 
in its last analysis, are we going to 
throw ourselves into this ent-rprise dur- 
ing these coming months or are we 
gcing to simply sit back and let some- 
one else do it? I will go this far in 
ststing a challenge to myself, ard I 
will take the responsibility of stating it 
for the officers and trustees of the Na- 
tional association, that if the rank and 
file of the membership of this associa- 
tion shall, during the next twelve 
months, throw into this common cause 
the measure of devotion and of sacri- 

(Continued on page 15) 
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Makes Law and Legislation Report 


Committee Presents Exhaustive Review of Measures 
of Interest to Life Insurance in Legislatures This Year 
By HENRY J. POWELL, Chairman 


HE report of your committee on law 
and legislation for 1927 covers the 
activities of 44 regular state legislative 
sessions, eleven special state sessions 


(nine in states also holding regular 
sessions) and the United States Con- 
gress. All of these have now ad- 


jcurned, except the fourth special ses- 
sion in Arizona which has recessed un- 
ti! Oct. 24. Regular sessions occurred 
in all states except Kentucky, Louis- 
iana, Mississippi and Virginia. Special 
sessions, however, were held in Louis- 
iana and Virginia. Other special ses- 
sions occurred in Alabama, Arizona (4), 
New Jersey, South Dakota, Texas and 
West Virginia. : 


Mere than 3,000 Life 
Insurance Bills Introduced 


More than 3,000 life insurance bills 
were introduced in the various legisla- 
tures, a greater number than in any 
previous year except 1923 when about 
the same number of measures were pro- 
posed. The legislative mill was unusu- 
ally productive, and a great portion of 
these measures were of vital interest to 
life insurance companies, agents and 
policyholders, requiring extremely close 
atiention and cooperation between the 
agency forces and the home office. 
More than 120 new laws were enacted 
affecting life insurance. 

About 45 bills relating to 
agents’ licenses and 
tions were introduced in the various 
states. Agents’ qualification bills were 
proposed in Alabama, California, Con- 
necticut, Indiana, Maryland, New Hamp- 
shire, South Dakota and Washington. 
The Alabama and Indiana bills closely 
followed the old Connecticut law. The 
Aiabama bill was enacted while the In- 


agents, 
agents’ qualifica- 


diana bill failed of passage. The new 
Maryland law makes no _ material 


changes. This year’s Connecticut bill, 
as enacted, is similar to the old law 
but somewhat broader with clarifying 
provisions regarding the examinations 
of applicants by department employees. 


Scveral Objectionable 
Measures Were Defeated 


A Washington bill, whieh would have 
required a $1,000 bond for each agent 
and a special $5 examination certificate 
fec, was defeated. Two California bills, 
one increasing agents’ licenses from $1 
to $25 and one amending the qualifica- 
tion law to require a $2,000 bond, failed 
of passage. Another California bill, as 
introduced, provided for a fee of $1 and 
required a $1,000 bond with the further 
objectionable feature of not permitting 
a review of commissioner’s action. This 
bill as finally enacted eliminated the 
$1,000 bend requirement and provided 
for court review of commissioner's ac- 
tion. There is some doubt as to the ef- 
fect of this new law on agents already 
licensed under the old law regarding the 
payment of additional $1 fee. A test 
case, however, is now being conducted 
in order to clarify the situation. Pend- 
ing the decision the insurance depart- 
ment has suspended collection of the 
additional fee. A Maine bill increasing 
the agents’ license fee from $2 to $25 
and a broadly drawn New Hampshire 
qualification bill, with several objec- 
ticnable features, were defeated. 

In Indiana an agents’ qualification 
bill tacitly authorized the licensing of 
non-residents, by providing a fee for 
stch agents. This would have over- 
come a former attorney general’s rul- 
ing prohibiting the licensing of non- 


residents. The bill was caught in a 
legislative jam and failed of passage. 
In North Dakota a bill to modify the 
present residence requirement, putting 
the licensing of non-resident life agents 
on the reciprocal basis, was killed. The 
Wyoming law which contains residence 
as a requirement for license, but for- 
merly allowed non-residents to be li- 
ceused as general or special agents to 
assist local agents in soliciting busi- 
ness, was amended eliminating the ex- 
ception to general and special agents. 


Would Have Limited 
Renewal Commissions 


A North Dakota bill proposed to lim- 
it life insurance commissions to 50 per 
cent of the first year’s premiums and 
to three renewal premiums of 5 per 
cent each. The local life underwriters 
and representatives of the companies 
cooperated in opposing this bill which 
was decisively defeated in committee. 

In New Hampshire a bill was intro 
duced requiring the countersignature by 
a resident agent of all insurance poli- 
cies including life. The bill was satis- 
factorily amended and in such form, 
enacted. A Wisconsin bill requiring the 
countersignature of life insurance pol- 
icies failed of passage. 

An unusual bill was introduced in Ala- 
bama intending to prohibit all salesmen, 
including life insurance agents, from en- 
tering any plantation premises for the 
purpose of soliciting without the written 
consent of the owner. The bill failed 
to receive serious consideration. 


Measures to Extend 
Rights of Beneficiaries 


In several states measures were in- 
trcduced to extend the rights of bene- 
ficiaries of life insurance policies as to 
exemption from execution, attachment 
and claims of creditors. Among these 
was a California bill to amend the pres- 
eni law which exempts from execution 


and attachment life proceeds purchased 
by $500 annual premiums, so as to ap- 
ply the exemption in addition to pay 
ments received on the monthly income 
plan of $100 per month for adults and 
$6C per month for minors. This Dill 
was vetoed by the governor. California 
passed a law permitting a policy to 
provide that the proceeds shall not be 
subject to transfer or encumbrance by 
the beneficiary and not subject to claim 
against the beneficiary. 

A New York law enacted this year, 
sponsored by the life underwriters of 
that state, provides for the exemption 
of proceeds of life insurance in the 
hands of beneficiaries and assignees 
from claims of the insured’s creditors, 
notwithstanding the reservation of the 
right to change beneficiary. An Ala- 
bama bill similar to this year’s New 
York enactment regarding the rights of 
beneficiaries failed to pass. Washing- 
ton passed a law to clarify the present 
law regarding rights of beneficiaries 
and to avoid discrepancies in decisions 
rendered. 


Bills to Change Medical 
Examination Requirements 


The medical examination requirement 
was repealed in Idaho. A bill for the 
same purpose was killed in lowa. The 
North Carolina law requiring medical 
examination was amended making ex- 
ceptions therefrom up to $5,000 on any 
one life during any 12 months. Georgia 
followed the example of Idaho and elim- 
inated the medical examination require 
ment. 

A new California law authorizes min- 
ors of 15 years or over, as determined 
by the nearest birthday, to contract 
for life insurance in the same legal 
capacity as adults. A Minnesota bill 
authorizing minors of 18 years or more 
to make valid contracts for life insur- 
ance failed to become law. 

A Wisconsin bill to amend the law 
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(Courtesy Memphis Chamber of Commerce) 


The Hotel Peabody co-operated splendidly with the Memphis Association to give 


a cordial welcome to the delegates. 


The slogan above this picture appears on the 


hotel stationery and is well justified. A. L. Parker, president of the Memphis 
Hotel Company, Frank Schutt, manager of the Peabody, and the other officials 
placed their entire facilities at the disposal of the Memphis Association and their 
imtent seemed to be to make the convention a success regardless of how the hotel 
fared. The delegates were enthusiastic in their praise of the beautiful inn and its 


service. 


relating to the state life insurance fund, 
permitting the employment of solicitors, 
did not pass. 

The uniform incontestability clause 
endorsed by the National Convention 
of Insurance Commissioners was intro- 
duced in eight states this year and en- 
acted in two. A one year incontesta- 
bility clause bill was introduced in 
Georgia with a further proviso that the 
full amount of the policy must be paid 





HENRY J. POWELL, Louleville 


Chairman Law and Legislation 
Commiitee 


without any deduction whatsoever. The 
bill failed of passage. 

The Indiana statute which has hereto- 
fore required insurable interest on the 
part of the beneficiary in the life of the 
insured in all instances, was amended 
this year eliminating the strict insur- 
able interest requirement. This law 
will permit the naming, as beneficiar 
ies, of colleges, churches, Y. M. C, A.’s, 
Community Funds and similar institu- 
tions. 


Tax Increase Measures 
Unusually Numerous 


An unusually large number of tax in- 
crease measures were proposed this 
year. In nine states specific bills were 
introduced to increase the premium tax 
on life insurance—in several states 
more than one bill was introduced for 
this purpose. In three other states 
where similar proposals were under 
consideration, actual introductions were 
averted through quick and efficient edu- 
cational work on the part of life under- 
writers and representatives of other 
branches of the insurance business 
Premium tax increase bills were actual- 
ly introduced in Alabama, Georgia, 
Maine, Nevada, New Hampshire, Ohio, 
Oregon, West Virginia and Wisconsin 
Proposed introductions were avoided in 
Florida, New Mexico and South Caro 
lina. After a strenuous fight only two 
states enacted laws increasing the tax 
on life insurance premiums. In Ohio 
during the closing hours of the session 
a bill increasing the premium tax from 
2Y. to 3% was rushed through in one 
day’s time without giving the insurance 
interests an opportunity to be heard. 
Strong effort was immediately made to 
secure the governor’s veto of this pro- 
posal. Life underwriters from all parts 
of Ohio concentrated their efforts to 
this end. In spite of the excellent co- 
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operation and efficient work by all par- 
ties interested, the political situation 
was such that the governor, after ex- 
pressing the view that the increase was 
unjust and unfair, permitted the bill to 
become law without his signature. 


Method of Taxation 

In Wisconsin Changed 

In Wisconsin the method of taxing 
foreign insurance companies was 
changed from a retaliatory basis to 2 
per cent less dividends. Only by the 
most vigorous efforts of the life under- 
writers, working in close cooperation 
with other representatives of life com- 
panies and organizations from other 
branches of the insurance business, 
were the proposed tax increase bills de- 
feated in the other states. Income tax 
bills were introduced in a number of 
states but there were no new income tax 
enactments affecting life insurance. 

South Carolina introduced a bill pro- 
viding for a tax of 25 cents per $1,000 
face value of life, accident and health 
pdlicies and the renewals thereof. The 
bill was continued to the next session. 

A complete new insurance code was 
enacted into law in Kansas. The insur 
ance code bills introduced in Congress 
for the District of Columbia did not 
make progress. 


Inheritance Tax Laws 

of Six States Amended 

The inheritance tax laws of six states 
were amended authorizing the states to 
take advantage of the provisions of the 
federal revenue act, permitting states 
to receive 80 per cent of the tax payable 
uncer the federal estate tax. Such pro- 
posals as were introduced and enacted 
made no specific mention of life insur- 
ance proceeds. Resolutions memorializ- 
ing, Congress to repeal the federal es- 
tate tax to the number of 46 were intro- 
duced in 36 states, of which 19 were 
acopted. 

The Convention of Insurance Com- 





missioners’ uniform bill providing for 
the amortization method of valuation 
for life insurance securities was intro- 
duced in six states and enacted into 
law in Illinois, Vermont and Wisconsin. 

Seven compulsory investment bills 
were proposed in five states—two in 
Arkansas and Florida and one each in 
California, North Dakota and Tennes- 
see. Fortunately, none were enacted 
into law. Florida in particular devel- 
oped a very serious situation and only 
the strong cooperative efforts of the 
lecal life underwriters succeeded in de- 
feating the two measures. 


Authority to Corporations 
to Insure their Officers 


A bill proposing to give express au- 
thority to corporations generally to in- 
sure the lives of their officers and em- 
ployees was introduced in Arizona, Ar- 
kansas, Colorado, Connecticut, Idaho, 
Iowa, Maine, Mich‘gan, Missouri, Mon- 
tana, Nebraska, New Mexico, North 
Dakota, Ohio, Oregon, Pennsylvania, 
Rhode Island, South Dakota, Tennessee, 
Washington and West Virginia. This 
bill, with various amendments in sev- 
era; instances, was enacted into law 
in Idaho, Montana, New Mexico, North 
Dakota, Oregon, South Dakota and Ten- 
nessee. 

As indicated in the course of this re- 
port, and as has been true for many 
years, the state and local life under- 
writers associations working through 
their legislative committees and mem- 
berships generally in cooperation with 
representatives of other insurance or- 
gunizations have constituted a most ef- 
fective force for the protection of the 
interests of life insurance policyholders. 
This was especially true this year in 
connection with the numerous premium 
tax increase proposals, where the life 
underwriters in the various states ren- 
dered yeoman service in combating 
these measures. 


Coast States. 


was placed last year by all 


Washington . 
Oregon... . 
California . . 


Bankers Advertising 
Life Insurance Merits 


A page advertisement in the “Eve- 
ning Appeal” appearing Wednesday has 
excited much favorable comment among 
these attending the life insurance con- 
vention in session here. This sets forth 
the advantages of life insurance from 
the viewpoint of bankers and is the first 
ot a little series of page advertisements 
in Memphis dailies which will run this 
week. Another will appear tomorrow 
morning in the “Commercial Appeal” 
and another on Friday morning in the 
“Fress-Scimitar.” Almost all of the ex- 
pense of this advertising will be met 
by the banks of this city, the local un- 
derwriters participating only to a small 
extent. This is the first time the Mem- 
phis banks have taken any interest in 
jo:nt advertising, previous propositions 
of this nature having been rejected by 
them. But the opposition has been won 
over by the extremely effective work 
done by Edward J. McCormack, chair- 
man of the Memphis convention com- 
mittee and Bolling Sibley of the Penn 
Mutual Life, the latter having formerly 
been a banker and enjoying very close 
relations with bankers here. 


On Friday the local life underwriters 
will have a quarter page advertisement 
inviting the public to attend the open 
session meeting of the National asso- 
ciation at the Auditorium that evening 
at 7:30. This meeting, which takes the 
place of the usual banquet, will be ad- 
dressed by Leroy A. Mershon, secre- 
tary, trust company division of the 
American Bankers Association, and Wil- 
liam E. Bilheimer, vice-president Mer- 
chants Life of lowa. It is expected that 
a large number of school children will 
be present, as there will be wide ad- 
vertisement of a prize offer for each of 
the best 20 reports on Mr. Bilheimer’s 
speech. It is expected also that more 
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than 1000 policyholders will accept the 
special invitation to be present. Mem.- 
phis association members have shown 
that they are fully awake to the adver- 
tising advantages of this session and 
their own enthusiasm and belief in the 





LLOYD TT. BINFORD 
President, Columbian Mutual Life 
Chairman Finance Committee 


proceedings is perhaps best shown by 
the fact that this association, with a 
membership of only 250, has raised an 
entertainment fund of $5,000. 





The Girls Cotillion Club of Memphis, 
with a membership of 300, are to be 
present for the first few dances at the 
infcrmal ball Wednesday evening. A 
daughter of Mr. and Mrs. Bolling Sible: 
is president of the club. Mr. and Mrs. 
Sibley head the general and ladies’ en- 
tertainment committees. 





Big Business— 


In the Far West 


ERHAPS you are not aware of just how much life insurance 
companies in the three Pacific 


. 124 millions 
65 millions 
. 456 millions 


ARE you ambitious to build a profitable general agency of your own somewhere on the Pacific 
Coast where the weather and roads will permit you to work every day in the year? 


E have some splendid opportunities for men of good character and proven ability. 


Our general 


agency contracts are unusually liberal and our policy forms are modern in every respect. 


Write and tell us about yourself. 


Maybe you are just the man we are looking for. 


JAMES L. COLLINS, Vice-President and Superintendent of Agenctes 


NEW WORLD LIFE INSURANCE COMPANY 


SPOKANE, 


WASHINGTON 
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‘The American National 
Insurance Company 


GALVESTON, TEXAS 











Twenty-Second Semi-Annual Statement, June 30, 1927 











ASSETS 
ST ae \ ye emer 
IE 299,455.39 
EE a err er eer Pere ee re 10,488, 133.39 
so pak Jin aesews baseonentan eee 3,000.00 
CE as ks ced dhe es ERE EON ee habe edee ee Che eee anes 2,557,679.35 
oc Ee ce Eo es oo nos seb eae ew eea 10,402,372.74 
a a Ee ios g OE gates eG a8 dk 6 kaw bub we Ree 1,231,454.85 
SE rn Se rn ee 35,500.00 
FOO FT CETTE TET ETCROT CET Cee et rete 516,701.18 
Deferred and Uncollected Premiums, Etec., (Net) ................04.5. 857,096.22 
Due from other Companies from Re-Insurance..... 2.0.0.6... ee eee 3,064.00 
Ce ee 18s bo wh eaen dk bn sensed 0oNe eee eee 
LIABILITIES 
Net Reserve (American Experience Table, 3 and 3!2%) ............. $253,067,053.00 
Reserve for Death Losses in Process of Adjustment .................. 272,890.63 
a ee eebet bbs sspears neke see 144,305.70 
ee. tons 00) 00 646% bbe 4064 wed eres lees 199,330.49 
ee eh aed ds Sea Aten 609 ee 460s Me $2,000,000.00 
Assigned Funds and Surplus ....................0.0e06: 1,959,201.68 
Searnes Security to PORMCVIOMICTS .... 6 oc ic see csccccncccccvessvcasces 3,959,201 .68 
EE PE err eo ke $27,642,781.50 
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Liberal First Year and Renewal Commissions—U p-to-date Policies— 
Non-medical—Group and Special Low Premium Plans 


Offering New and Attractive Features. 
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“Qne of the Oldest Life Agencies 
in the South” 


R. HENRY LAKE, Manager 
Successor to Richard P. Lake & Son 
Mississippi & West Tennessee 


6th Floor, Bank of Commerce & Trust 
Co. 


Memphis, Tenn 
T. W. Jeter, Cashier 
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Memphis 





s the largest city in Tennes 
see and the fourth largest in the South 

















Telephone 6-7926 


R. H. MOORE 


General Agent 


Equitable 
Life Insurance Co. 
of Iowa 


814-15 Exchange Bldg. 
Memphis, Tenn. 





Slemphis is the home f the world's 
sorgest cotton warehouse 














International Life 
Insurance Co. 


St. Louis Missouri 


oo, 








SOUTHERN DIVISION 
520-21 Exchange Building 
MEMPHIS, TENN. 


T. J. MCREYNOLDS, JR. 
Division Manager 


HARRY G. ALLEN 
Supervisor of Agencies 





LIFE UNDERWRITERS 


Glad You Are Here—Hope 
You Enjoy Your Visit. 


Memphis, West Tennessee 

and Mississippi 
Offer Great Opportunities 
to Insurance Men Who 
Have the “Work Habit.” 
We Can Use Good Men at 
Several Very Desirable 
Locations. 


THOMAS M. SEARLES, 
General Agent 


AEtna Life Insurance Co. 
Goodwyn Institute Building 
MEMPHIS, TENN. 























Memphis és the cheapest cash retail 
grocery market in the South. 








Memphis is the largest sweet feed 
manufacturing center in the 
United States. 











to be the most successful ever held and that y 


happiness. 
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We are proud and happy to have you with us. jis our 


stay 1 


The facilities of the life insurance offices represjted on 
perfectly free to drop in any time. You will findjpese ins 


ing your stay in Memphis a happy one. 
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Edward J. McCormack 


Minnesota Mutual Life 
Insurance Co. 


Memphis, Tenn. 














General 
Arkansas, 
Kentucky 











Memphis ts the greatest inland cotton Memphis has 
market n the world, handiing ! 
1,999,630 bales last yeor 
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John E. Lippitt Columbian 


_— Mutual Life 
710-713 Tenn. Trust Bldg. Insurance Co. 
MEMPHIS, TENN. of Memphis, Tenn. 























Manager HE 3 
we Department LEROY E. KERR Organized 1850 
The Prudential Insurance Co. Manager Memphis Agency 
— : 215 Columbian Tower Th M h 

Home Office, Newark, N. J. Es e an attan 
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of NEW YORK 


Extends a hearty welcome 
to our visiting guests. 











a 
ALFRED BOYD, Manager 
917-18 Bank of Commerce 
% Building 


























cones You 


s. lis our earnest hope that your convention will prove 
t yor stay in Memphis will be filled with enjoyment and 











BOLLING SIBLEY 
General Agent 
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Insurance Co. 
City Savings Bank Bldg. 
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Completing Life’s Plans by | 


— Life’s Plans Through 
/Life Insurance” is the theme of our 
convention. You will observe that this 
theme does not contain any direct urge 
to sales action. This fact is very sig- 
nificant in the face of two interesting 
recent developments that might have 
influenced us to adopt a different type 
cf theme. 

The first development is the grow- 
ing feeling of many friends of life in- 
surance both outside and inside of our 
own ranks that the methods which we 
use in distributing life insurance are 
out of date and should be changed. One 
of these critics recently has expressed 
this revolt in the magazine, “Advertis- 
ing and Selling,” as follows: “What has 
insurance done to make an impression 
on the public which furnishes the con- 
suming market for its wares? It has 
maintained a lofty silence except for 
the annual purchase of paid space in 
newspapers whereon it blazes its an- 
rual statements and the names of offi- 
cers and directors. It has furnished its 
agents with slick brass cartridge pen- 
cils. paper cutters and folders contain- 
ing reduced reproductions of their sam- 
ple policy forms by way of exciting 
reuding. And it charges off these trin- 
kets to ‘advertising expense’ in the an- 
nual budget, and shakes its head pen- 
sively at the terrific cost of obtaining 
the public’s good will.” 


Critic Speaks in 
The Atlantic Monthly 


A similar evidence of this revolt is 
contained in the September issue of the 
“Atlantic Monthly,” in an article enti- 
tled “Insuring Insurance,” written by 
Earnest Elmo Calkins. The following 
are typical excerpts from this article: 
“In 12 leading magazines, as checked 
by the Curtis Publishing Company, the 
tctal expenditure to advertise insurance 
in 1926 was $1,064,269, while for the 
n.otor car and its accessories, it was 
$50,955,298." 

“The question is, what peculiar need, 
or urgency, or intrinsic quality makes 
it profitable to advertise motor cars 30 
times as much as insurance is 
advertised?” 


“But how much easier the work of 
the agent if his customers wanted in- 
surance, if he could sit in his office, like 


Uses and Needs of Life Protection, 
Presented in Positive Manner, More 


Valuable Method Than Sales Objective 


By HUGH D. HART 
Vice-President Penn Mutual Life 


a nose and throat specialist, while 
people crowded his reception room to 
be shown in one by one!” 


“Why do people stand in line to buy 
postage stamps or railroad tickets, and 
let the insurance agent stand in line 
to sell them insurance they need far 
more urgently then they ever needed 
to mail a letter or make a journey? The 
answer is habit. The insurance, com- 
panies have elected to do business 
that way; the public has acquiesced. 
Some services are sold. Others are 
bought. It is the habit for insurance 
agents to choose customers, and it is 
the habit for travelers to choose ticket 
agents. But habits are the result of 
education and the most powerful edu- 
cation today is publicity. Advertising 
could reverse this situation and give 
the insurance companies the strategical 
position of active demand. . . . No im- 
portant industry is so archaic, so re- 
mote from modern life.” 


Revolt Not Confined 
to Advertising Fraternity 


These expressions are from brilliant 
men engaged in the advertising busi- 
ness. But this revolt is not confined to 
representatives of the advertising fra- 
ternity. Many business men feel the 
Same way. I had an interesting ex- 
araple of it not long ago at a luncheon 
with four partners in a nation-wide 
business, the largest of its kind in the 
world, a business that has no relation- 
ship either to advertising or to life in- 
surance; each of those men, in turn, 
expressed his emphatic conviction that 
present methods of life insurance dis- 
tribution were unsound and _ un- 
economical. 


A third evidence of this revolt is 
found among many thoughtful life in- 
surance men themselves, who have ad- 
vocated an institutional advertising 


campaign by all the companies to edu- 
cate the American people en masse to 
the advantages of life insurance. 


Life Men's Theme Is 
Ideal; Not Campaign Cry 


Our theme does not take cognizance 
of this revolt; it announces a service 
ideal, and is not a campaign cry. 

The second interesting development 
is a movement in American commer- 
cial life which O. H. Cheney, vice-presi- 
dent of the Pacific National Bank of 
New York, calls “the new competition” 
and which he defines as “the compe- 
tition of one entire industry with all 
other industries for as much as it can 
get of the national income.” 

This new competition is nothing more 
than a hectic scramble for business 
upon an enormity of scale. Seventy- 
eight industries are engaged in nation- 
wide campaigns to extract the uttermost 
farthing of the individual’s dollar. In- 
numerable and diverse instances of 
this mad scramble may be cited. 

The National Kraut Packers’ Associa- 
tion, after assessing their members 50 
cents per ton of cabbage, have made 
Americans sauerkraut conscious in 
four years, thereby increasing kraut 
consumption 20 per cent. 


Many Trades in 

Enormous Campaigns 

In a similar manner, the American 
Face Brick Association has increased 
th. sale of face brick 250 per cent since 
1%20. 

The Greeting Card Association has 
gone after business so strenuously that 
sales have grown from $10,000,000 in 
1912 to 960,000,000 in 1925. 

The Joint Coffee Trade Committee 
has poured four pounds of additional 
coffee per annum into each American 
coffee pot. 


The Sunmaid Raisin Growers have 


Nnsurance 


brought threefold more _ purchasing 
pcewer into their treasury. 

The Flourmillers have launched an 
eat-more-bread campaign; the meat 
packers are driving for a consumption 
of 179 pounds of meat per capita an- 
nually; the milk men have organized to 
secure one quart per capita per day. 
The butter men are campaigning to 
huve us reach the Australian average 
of butter consumption, which is 10 
pounds a year more than the American 
average; while the cheese makers are 
out to secure the Swiss level, which is 





HUGH D. HART 
Vice-president, Penn Mutual Life 


22 pounds above the United States con- 
sumption. Even the coffin manufac- 
turers are starting a campaign to pro- 
mote the sale of more expensive coffins. 

The diamond industry has recently 
been depressed, due to overproduction, 
and to wholesale dumping of crown 
jewels on the market. 

The “New York World” has made the 
suggestion that the situation might be 
remedied if the diamond merchants 


would start a “get-engaged-oftener” 
campaign. 
How strangely out of pace and 

















Memphis. 





N THE great work to which we are all committed, 
the Grizzard System joins in a rededication to ideals 
and purposes advanced by the Underwriters assembled at 
That success may crown all efforts to make 
the institution of old line legal reserve life insurance even 
greater, nobler and more widespread than any accomplish- 
ments of the past is our sincere wish. 


f Opportunity for reliable 


agents in many cities 











ronounced Griz~ard’ 


SYSTEM 


Chicago, Detroit, Cleveland, Columbus and 
Principal Cities 








GRIZZARD SYSTEM OF AMERICA, Incorporated 
Executive Offices, Illinois Merchants Bank Bldg. 
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tempo with these two developments is 
the tone and spirit of our theme. To 
be in harmony with the ideas of our 
critics and with the methods of our 
ecmmercial friends, | suppose we would 
have to adopt some such theme as this: 
“Five per cent of the nation’s income 
for life insurance in the next twelve 
months!” or “Twenty billions of new 
insurance in 1928!" But our theme is 
not a go-getter’s battle cry; it is a for- 
mula of life insurance usefulness; it is 
our answer to the two developments I 
have described, for it is a manifesto 
to all the world that life insurance men 
are thinking primarily of ways in which 
lite insurance can be helpful and only 
secondarily of ways in which it can be 


sold. There is no higher form of 
salesmanship. 

Institutional Advertising 

Valuable, But Not All 

But we must admit that national 


advertising has paid in the field of com- 
nodities; we must admit that the new 
competition has stimulated commercial 


business. The first question § that 
arises, then, is: Should life insurance 
adopt the distribution methods that 


have proved so signally successful in 
stimulating the sale of commodities? | 
believe that a national advertising cam- 
puign, supported by all the companies, 
as heretofore advocated by the National 
association, on an institutional basis, 
sustained over a long period of years, 
anc on a scale large enough to be in 
keeping with the magnitude and im- 
portance of the institution of life in- 








surance, would be decidedly helpful to 
the agents in their work of distribu- 
tion. But let us not expect too much 
from such a campaign. Let us not ex- 
pect our prospects to line up, like the 
patients of the nose and throat special- 
ist. or the purchasers of railroad tickets 
or postage stamps, seeking to buy life 
insurance. Such claptrap ideas, on 
the one hand, are as unsound as the 
iceas of some of our ultra-conservative 
thinkers who maintain that the dis- 
tribution of commodities and of lif, 
insurance do not have any elements in 


common. They have this much in com- 
mon, namely, that people must know 
about either before they will buy 
either. They differ in one very im- 
pertant respect: Commodities can be 
sold by mass merchandising methods, 


whereas life insurance can be sold only 
ty individual solicitation. The agent 
will always have his important place in 
distributing life insurance, and the only 
thing advertising might do is to make 
his task easier, and make him, there 
fore, more effective. 


Service ideal Is 
Dominant Ideal 


As to whether we should adopt the 
spirit of the new competition: whethe: 
we should consider life insurance as a 
conipetitor to every other business, and 
should join their hectic tussle for as 
much as we could get of the national 
income, I believe the service ideal, ex 
pressed in our theme, represents the 
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dominant ideal of our business and 
that it would be very unwise for lifs 


insurance to cease to be service-ized 
and become soullessly commercialized 
But those who revolt against the sell 
ing methods of life insurance com 
punies, would have us believe that our 
distribution system has failed. Who 
cau brand a sales system with failure 
that has for its customers 55,000,000 
Americans, almost half of our entire 
population; a sales system that has io 
its credit estates which it has created 
of the almost inconceivable sum of $80, 
000,000,000 in potential benefits to pos 
terity and which has distributed to the 
American people already, the enormous 
sum of $17,000,000,000. These results 
were obtained largely through the per 


scral presentation of the life insurance 
story, and may be regarded as the 
achievement of the “spoken word 
method of advertising 
Sales Enlarged by 

People’s Conception 

We increase our sales by enlarging 


the conceptions of people in regard to 
life insurance. When they thought that 
liie insurance was useful only as a 
burial fund, sales were small; we then 
tuught them that it was useful not only 
to pay funeral expenses but also to tide 
the family over the temporary adjust 
ment period following the breadwinner 

death, and sales grew in proportion to 
this enlargement of conception we 
next taught them that it was useful not 
oply as a fund for burial and emergency 
adjustment but also to provide a stable 
capital from which, not a temporary, 
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but a permanent income for 
could be procured 

bigger conception, 
So that we have as the 
tion of our entire scheme of 
Vitalizing principle that we can always 
enlarge our sales by enlarging people's 
ecnceptions of life insurance, and that 
is exactly the purpose of our theme. It 
conveys a larger conception of life in 
surance than has yet prevailed and as 
we inculcate this theme into the undet 
standing of the people of America, sales 
of life insurance will grow until they 
catch up with the conception itself. So 
that, after all, “Completing Life's Plans 
Through Life Insurance” is an indirect 


necessities 
And with this still 
again in 
founda- 
selling the 


sales 
creased 


selling theme and a most compelling 
one 
Life Insurance Is 

Joined with Ambition 

In what way does our theme enlarge: 
cur previous conceptions? All othe 
conceptions of life insurance have dealt 
with necessities, with human need 
Our theme joins life insurance with am 
bitions Now, the difference between 
needs and ambitions is the difference 
between the smallest measure of life 
and the largest 

May I even suggest that all of our 


insurance 
negative 


previous conceptions of life 
have savored somewhat of a 
tore? Life insurance has been used to 
mitigate disaster. It has been used to 
guarantee existence. It has been used 
guard over the perils 
disability, old age, and 

interesting foible of 


as a soldier on 
that may follow 
death It is an 
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human nature that people do not feel 
the same enthusiasm for a negative 
that they do for a positive. Therefore, 
as we come to regard insurance as use- 
ful in building up a man’s property, as 
well as in averting disaster; useful in 
furthering his success, as well as in 
assuring the necessities of bare exist- 
ence; useful as a soldier bent on con- 
quest, the empire-builder’s right hand 
man, as well as a home guard; we shall 
find in this intellectual transformation 
from a more or less negative idea to a 
pesitive one, a popularizing process 
that will take away much of the drab- 
ness that now colors our thought of life 
insurance. We can even believe that 
this new conception may invest life in- 
surance with the power to give us 
thrills even as automobiles and radios 
and motion pictures do; thrills more 
* enduring because they will come from 
its partnership in that most fascinating 
oi all earthly enterprises, the pursuit 
of life’s ambitions. 
New Uses Develop 

Positive Conception 

Utilizing life insurance as an invest- 
ment fits more logically into this posi- 
tive conception of life insurance than 
it did in the old idea which compre- 
hended life insurance as_ protection 
only. So long as we conceded that life 
insurance was only protection, we ad- 
mitted by inference that life insurance 
was not a good investment. We now 
propose to complete life’s plan through 
life insurance. All earthly plans rest 
upon economic foundations. We can- 
not go far in completing plans through 
life insurance unless we recognize in 
addition to its protective character the 
investment aspect of life insurance. The 
aduption of our theme, therefore, means 
that we now enter life insurance in the 
investment field as a security com- 
peting on equal terms with other se- 
curities for a place in every man’s in- 
vertment structure, by which he hopes 
to realize his life’s ambitions. Unless 
we can discover in life insurance the 
elements of a sound investment, we 
must withdraw it as a positive ally in 
completing life’s plans and let it con- 
tinue to play only its protective role 
as heretofore. 


Compares Favorably 
With Other Investments 


The question that confronts us, then, 
is whether life insurance can com- 
pete with other investments, when 
judged solely on its merits as an in- 
vestment, 

There are four principal forms of in- 
vestment outside of life insurance now 
occupying the investment field, namely, 
bonds, mortgages, real estate, and 
stocks. Bond houses in determining the 
relative grades of investments test them 
in relation to ten standards, as follows: 


The Value of Life Insurance 
As An Investment 


7. 
4 ys 
This Table Based on : = 
the principles of es eo ra 
bond investment - wen MET 
a meee ee 
By Lawrence Chamberlain 7% ¢ 3 = 
Sac ¢ng ge 
Sara Gs 
Security of Principal BBDCEA 
Stability of Income ABCADA 
Fair Income Return BAACBRB 
Marketability tac BDDBCA 
Value as Collateral pe caeD A 
Tax Exemption . BC DABA 
Exemption from Cars BCEBDA 
Acceptable Denomination (DDABA 
Acceptable Duration. ACA ABA 
Potential Appreciation Cc vDBDBA 
Life insurance as an _ investment 


and one B, 
bonds, one 


shows a rating of nine A's 
aS against only two A’s for 
A for mortgages, two A’s for real estate, 
five A’s for savings banks, and no A’s 
for stocks. The B rating which life in- 
surance receives in this scientific in- 
vestment test is under the factor of in- 
come return. 

Unfortunately the American _ people 
have been inclined to regard this fac- 


THE 








ter as the most important of the ten. 
As a matter of fact, safety is the most 
important element of an investment. 
John Wanamaker has well said, “In fig- 
uring compound interest on our good 
investments, we forget to deduct com- 
pound interest on those that are not 
gocd.” 

The underlying purpose of all invest- 
ments is to complete certain plans. The 
infallible safety of life insurance makes 
it the ideal investment with which to 
lay the financial foundation for the 
certain consummation of our plans. 

As we develop this new attitude of 
mind in regard to life insurance, we 
shall find men insuring their lives in 
order to play golf or travel in their 
declining years, and not merely insur- 
ing to keep away from the poor house; 
we shall find them insuring to endow 
colleges, instead of merely insuring to 
send their sons to college; insuring to 
create capital for enlarging their busi- 
ness enterprises, instead of merely in- 
suring to pay their business debts; in- 
suring to build up fortunes, instead of 
merely insuring to prevent the wreck 
of fortunes. For we shall come to un- 
derstand that there is no plan in life 
which rests on an economic foundation 
however small.or great, however sim- 
ple or complicated, that cannot be aided 
to completion through life insurance. 
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And thus a new element will be intro- 
duced into human ambition, for we 
shall recognize that in addition to 
having available an incomparable de- 
vice for controlling events after our 
lifetime, we have available an equally 
effective device for building and con- 
serving for present enjoyment, as well 
as for future disposal, the fortunes of 
living men. 


Entertainment for Ladies 


The entertainment provided for 
the ladies was one of the notable fea- 
tures of the Memphis convention, ex- 
emplifying to the full all of the tradi- 
tions of southern hospitality. Mrs. Boll- 
ing Sibley, wife of the Memphis man- 
ager of the Penn Mutual, was chairman 
of the ladies’ entertainment committee 
and her associates for the various social 
events were as follows: 

Reception committee for Wednesday 
morning, Oct. 12: Mesdames H. G. 
Allen, J. P. Evans, R. Henry Lake, J. E. 
Lippitt, C. W. Goyer, S. W. Ryan, J. H. 
Barnett, T. M. Searles. 

Committee for Wednesday’s matinee, 
Oct. 12: Mesdames H. G. Allen, S. W. 
Ryan, J. P. Evans, J. H. Barnett, J. E. 
Lippitt, A. V. Pritchartt, T. C. Looney, 
Jr., Joe M. Smith, W. L. Wilhoite, W. Y. 





Fair, Jr.. Wayne Deupree, W. T. Buck- 
ner, Bruce A. Donald, J. A. Marmon, R. 
Henry Lake, J. W. Maynard, H. W. 
Durham, Miss Marguerite Searcy. 
Committee for tea at 19th Century 
Club, Oct. 14; Mesdames H. G. Duf.- 
field, Thomas Thrash, C. W. Goyer, 
Gecrge Faison, Alfred Boyd, Cliff Black- 
burn, J. H. Marmon, E. C. Weir, 
Thomas B. Hooker, R. M. Gamble, R. 
F. Houk, George Phillips, E. G. Will- 
ingham, E. R. Caldwell, Gordon Ander- 
son, Edward Kennedy, Leroy Kerr, L. L. 
Jaker, Edwin Williams, Ed Gardiner. 





The advance registration for the con- 
vention was 1400. 





THE NATIONAL 
UNDERWRITER 


LIFE INSURANCE EDITION 











Published Every Frida by the 
NATIONAL UNDERWRITER COM- 
PANY, Chicago, Cincinnati and New York. 

C. M. CARTWRIGHT, Managing Editor. 


PUBLICATION OFFICE, Insurance Ex- 
change, CHICAGO. 


Entered as Second-Class Matter, February 
24, 1900, at Post Office at Chicago, Illinois, 
under Act of March 3, 1879. 








Subscription Price $3.00 a year; in Canada $4.00 a | 
year; Single Copies 15 Cents. 


























You Can Win 


—With This New Form of 
Life Insurance Contract 


The Central Life Assurance Society is issuing a new Living 
Income Settlement contract—a form of life insurance protection 
especially adapted to the needs of the insured himself should he 


attain old age. 


Because this new form of contract meets the requirements of 
a vast number of people, Central Life salesmen are writing a splen- 
did volume of Living Income Settlement business. And this is but 
one of the many attractive features offered by the Central Life. 


Desirable agency connections and territory are open for those 
who recognize Real Opportunity—who are willing to work and 
grow with a strong, progressive, ably managed company. Write 


or wire today. 
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World Organization Among Life 


Underwriters Is Ultimate Goal 


AN INTERESTING resume of the 
+1 extent to which life insurance activ- 
ities have now become international in 
their character is contained in the re- 
port of the International Council, pre- 
sented by Edward A. Woods, chairman 
The report says: 

With the multiplying activities of the 
National association and its many com- 
mittees it may be wise to restate the 
necessity and purpose of the Interna- 
tional Council. 

If there were no other reason 
formation and maintenance than that 
of knitting closer together two such 
English-speaking countries as Canada 
and the United States, it alone would 


for its 





KeWARD A. 
President, 


Wwoonbs, 
American College 
l aderwriters 


Pittsbargh 


of Life 


be a sufficient reason, important to the 
prosperity not only of life insurance 
but to all mankind. Any movement 
that stabilizes the world and aids its 
pregress helps life underwriting. 


Interests of Companies in 

Two Countries Closely Knitted 

But a closer association of life under- 
writers of both countries is important 
for other practical reasons. Canadian 
companies have many millions of dol- 
lars of assets invested in the United 
States, and annually transact a new 
business of some $75,000,000 in this 
country. United States companies have 
$261,000,000 invested; insurance in force 
oO: $1,517,972,606, and transact a new 
business of $324,949,435 in Canada. 

It is obvious that the interests of the 
companies of each country in the other 
are closely knitted, more so than any 
other two countries in the world. Noth- 
ing important could happen to life in- 
Surance interests of either country 
without affecting conditions in the 
other. It is practically impossible for 
companies of either country to be con- 
ducted along different lines across an 
almost imaginary line. Therefore, every- 
thing that helps improve or that injures 
underwriting conditions prevailing in 
one country, will have its influence on 
the other. 


Difficult to Remedy Evils 
That Exist Across Border 


If, for example, such a condition as 
rebating, twisting or unethical compe- 
tition should prevail on one side of the 
line, it would be far more difficult to 


remedy the same evils across the bor- 
der. It is almost as important that lite 
underwriting conditions be treated uni- 
formly between these two countries as 
between different states. Those who 
can remember the time when rebating 
and tw.sting and other beneficial laws 
largely sponsored by the National asso- 


ciation existed in one state and not in 
others can imagine what the effect 
weuld be if different conditions pre- 


vailed in the two ne.ghboring countries. 

The Nationai association is the parent 
of the Canadian association. It is hoped 
that our Canadian brethren have 
learned something from us but in many 
things they have led us and been of 
great value to our association in its en- 
couragement of inst.tutional advertising 
and in its preceding us in giving a de 
ziee of Chartered Lite Underwriter; 
ard in many other th.ings the Canadian 
association has blazed the way for us. 


Hope for Spread to All 
English-Speaking Nations 


As closer relations between these as- 
sociations prevail, it may lead to an im- 
provement of general underwiiting con 
ditions not only in all English-speaking 
countries, but with the _ increasing 
spread of life insurance among al! coun 
tries where experiments injurious to 
liie underwriting must be reflected in 
other lands. It is, therefore, most im- 
pertant that the International Council 
continue to function and foster friendly 
relations and good practices between 
the life underwriters of all nations 

It is the hope o. your committee that 
ultimately there should be an Interna- 
tional association or committee em- 
brac.ng not only Canada but England, 
Seuth Africa, Australia, New Zealand 
and ultimately perhaps extend to othe 
countries, as life insurance is extending 
anc is bound to extend. Whether or 
not we all believe in the League of Na 
tions surely a league of the under- 
writers of the world cannot but be help- 
ful to all interested in the great cause 
that we all represent and particularly 
at a time when national organizations 
in every line of endeavor are 
functioning. 


Association in Hawaii; 
Huebner’s Report on Japan 


On his way to the Orient, Dr. Hueb- 
ner, to whom life underwriters and life 
insurance are indebted to an extent 
that can never be repa'd, not only sug- 
gested the opportunity of establishing 
an American life underwriters associa- 
tion in Hawaii (which owing to the for- 
tunate presence of former President J. 
Newton Russell, is now being organ- 
ized), but Dr. Huebner writes about con- 
ditions in Japan. 

“While in Tokyo, I addressed the 
Actuarial Society of Japan, the Japan 
Association of Insurance Science and 
tLe Association of Japanese Life Insur- 
auce Companies. Insurance leaders 
from all over Japan were in attendance. 
Later I addressed another gathering of 
306 insurance representatives at Osaka, 
and here all forms of insurance were 
represented. 

“My three college texts on ‘Life,’ 
‘Froperty,’ and ‘Marine Insurance’ are 
ueed in Japanese universities and hence 
I am finding an entry rather easy. In- 
surance is a fundamental and required 
subject in the Japanese educational sys- 
tem—so we may take an object lesson 
frm them. The Goddess of Happiness 
has been adopted as the symbol! for life 
insurance . I bespeak a great future 
for Japanese life insurance. They speak 
of. ‘life values’ here in a most natural 
way, and I find that some of my ad 


dresses on the subject have been 
trunslated.” 
World Underwriters 

Movement Ultimate Goal 

It is hoped that at some of our an- 


nual conventions representative life un 
derwriters trom other countries, ulci- 
mately from every country in the world 
where life insurance exists, may be 
present. It w.ll be a great inspiration 
and of great practical value in bringing 
be.ore many underwriters of our own 
country the conditions where such asso- 
ciztions are unknown. It may also re 
sult in taking back to these other coun 
tries news of what life underwriters’ as- 
scciations have meant here and in 
Cunada. If, ultimately, an International 
Life Underwriters’ Convention would be 
held, it might be a great and most valu 
able extension of a world underwriters’ 
movement 

It cannot be 
institution as 


that such an 
will be re 


expected 
insurance 


str.cted largely to even English-speak- 
ing countries As civilization pro- 
gresses it must extend to other lands 


as shown by its progress in Japan and 
in this, as in other activities, growing 
closer together each year, it is very 
jiaportant that good conditions prevail 
world-wide and that evils and mistakes 
be avoided in every country 


Mike It Not Merely 
Nation-Wide but World-Wide 


It is, therefore, hoped that the Inter- 
national Council may assist in guiding 
ana directing life underwriters along 
sane and progressive lines and con 
structively build up the institution of 
life insurance and particularly life un- 
derwriting to positions of influence and 
prosperity and accomplish what so 
do and 


great an institution ought to 
will do for life insurance, society and 
the peace and civilization of the world 


It would be refreshing to dream of the 
stabilizing effect on the peace, pros- 
perity and happiness of the world were 


the time ever to come when life insu 
ance would be as world-wide even as it 
is nation-wide in this country toda) 
Every movement that can help bring 
this about, can well command ou: 
exrnest efforts 


Agency System 
sale Called Vital Factor 


(Continued from page 5) 


and wider coverage, and the insuring 
public are entitled to maximum protec 
tion at as low a consistent 
with adequate and satisfactory service 
On the other hand, “the laborer 1}: 
worthy of his hire,” and as Governo! 
Hughes in an official message in 1908 
declared: “The insurance agent should 
receive reascnable compensation, and 
such just rewards as the interest of the 
policyholders will justify.” 

In this connection it should be noted 
that of all the items entering the family 
or business budget, life insurance alone 
has shown no increase in unit cost ove! 
pre-war levels. According to the last 
published statement of the Department 
of Commerce, the general cost of living 
js still 75 per cent higher than in 1913 
Cempensations in all other occupations 
anc employment have shown more or 
less increase, but agents’ commissions 
have remained unchanged. Fortunately, 
the marked impetus in new business 
during the past decade has increased 
th« average per capita production of 
the agents and enabled them to meet 
the increased costs of living 


Business Should Be Made 
Increasingly Attractive 


cost as 15 


In conclusion, we owe it to the public 
welfare and to the institution of life 
insurance to strive for the constant bet- 
terment of the agency system, and to 
make it increasingly attractive to young 





men of the 
capacity. 

There is inherent in the business, in 
the social and economic service it ren- 
ders, all that goes to make up a great 
profession. We rejoice in the strides 
that have been made in this direction, 
and we welcome every action of state 
departraents, or of company manage- 
ments, or of the underwriters’ associa- 
tions that seek to improve the selection 
anc equipment of the agency personnel. 

The agency system, in the future as 
in the past, must, and as we confidently 
believe it will, justify its right to a 
permanent place in the sun. 


Creed Stated, 
Challenge Sounded 


(Continued from 
which they are capable, that 
then, if the officers and trustees of this 
association, at the next annual conven 
tion, do not offer even a more construc- 
tive program of usefulness than has 
ever been offered before and which will 
almost automatically result in a meas- 
urable 


highest character and 


page 6) 
fice of 


increase in our membership, 
then I for my part (and in this I be- 
lieve the officers and trustees will 


whole-heartedly join) will consider that 
I have failed miserably in discharging 
the trust which I have undertaken 


Influence Extends to 
Every Worth-While Activity 


+ want it to be said, with respect to 
every community in this country which 
has ten or more life underwriters prac- 
ticing their profession in it, that the 
influence of the leaders of the unde1 
writers association in their community 


extends to every worthwhile activity 
undertaken there. There shouldn't be, 
there mustn't be, a single instrumen 


tality for good in any community, be it 
of a religious, social, educational, chari- 
table or governmental character that 


Goesn't count on your support: yes, that 
doesn't absolutely depend upon you 
approval 

And when that can be said of every 


separate life underwriters 
from one coast of 
other, then the 
sional idealism 


association 
this country to the 
plane of your profes 
will have attained its 
proper level, the measure of your us¢ 
fulness will be its own reward and the 
problem of membership and of support 
of this joint movement will have 
disappeared 

Are we going to put any beef behind 
this movement? It may be a homely ex- 
pression. But it serves my present pur 
pose, men and women, and I choose to 
use it, and I say to you that of this one 
tLing I am perfectly sure, that unless 
this common cause is worth enough to 
us and to each one of us, to justify ow 
putting not only a lot of our brain, but 
a whole lot of our brawn into it, 
then it isn’t worth anything, and ws 
might as well give it up. 


also 


Financial Report “Discouraging” 


The annual report of Treasurer 
Charles A. Foehl, submitted to the ex- 
ecutive committee at its meeting Tues- 
day, was described by other officials 
of the National association as “discour- 
aging” and showing no grounds what 
ever for optimism. It was brought out 
further in the report of Ernest J. Clark, 
chairman of the publication committee, 
that but for the dividend of $5,000 de 
clared on the operation of the “Life As- 
sociation News” and transferred to the 
general account, that account would 
have shown a deficit at the end of the 
year. While the “News” results were 
satisfactory, Mr. Clark’s report showed 
a falling off in sales in the book depart- 
ment. 





The last of the old time river steam- 
ers, the Kate Adams, was destroyed by 
fire a year ago 
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Plans for American College Given 


DETAILED explanation of the plans 
to be followed by the National As- 
sociation of Life Underwriters and the 
American College of Life Underwriters 
in awarding accredited life underwriter 
certificates and chartered life under- 
writer degrees was given Wednesday 
afternoon by Edward A. Woods, Pitts- 
burgh, president of the American Col- 
lege. Mr. Woods’ talk was illustrated 
by lantern slides showing reproductions 
of applications for examination 
questions. 
What has finally been evolved is the 
result of several years thought and 
labor. It is believed that in a short 





f 








DONELSON LAKE, Memphis 
Chairman Reception Committee 


time all American life insurance men of 
standing will possess either the char- 
tered life underwriter degree or the ac- 
credited life underwriter certificate. In 
explanation of the C. L. U. degree Mr. 
Woods said: 


College Organized with 
Two Main Objects in View 


“The American College of Life Un- 
deiwriters was organized with two 
main objects in view: 1. To encourage 
and foster the training of students for 
the career of professional life under- 
writer. Plans are now being formulated 
for the introduction of complete insur- 
ance courses in a number of universi- 
ties and colleges 2 To recognize 
properiy qualified life underwriters with 
a professional degree. The plans for 
this recognition are hereby detailed. 

“Properly qualified applicants who 
pass the 6-day examinat.ons will bs 
awarded the degree of chartered life 
underwriter by the American College 
of Life Underwriters. It is hoped that 
this degree will eventually have the 
sume professional standing and be com- 
parable with, the degree of certified 
public accountant in the field of ac- 
counting 


Eligibility for Degree; 
Application Procedure 


“Any man or woman over 21 years 
of age, having had at least five years 
of life insurance experience, with a 
high school education or its equivalent, 
niay apply for permission to take the 
C. L. U. examination 

“An applicant must fill out the appli- 
cation for permission to take the ex- 
arinations for the degree of chartere:l 
life underwriter of the Amer.can Col- 
lege of Life Underwriters. This ap- 


plication, accompanied by a check for 
$100, should be sent to the registrar, 
American College of Life Underwriters. 


Procedure for Awarding Accredited 
Underwriter Certificates, Chartered Life 
Underwriter Degrees Told by E. A. Woods 


The applicant will be not'fied of the 
time and place of the examination. 


Subjects To Be Covered 
in C. L. U. Examinations 


“The following subjects will be cov- 
ered in the C. L. U. examinations: 

“I. Life Insurance Fundamentals. 
(2) Economics o: Life Insurance; (2) 
Principles and Practices. 

“Il, Life Insurance Salesmanship. 
(1) Principles of Salesmanship; (2) 
Psychology of Life Insurance Sales- 
nianship. 

“III. General Education. (1) Eng- 
lish (including effective business let- 
ters); (2) Economics; (3) Sociology. 

“IV. Commercial Law. (1) General 
Commercial Law; (2) Law of Life In- 
surance Salesmanship; (3) Wills, 
Trusts and Estates. 

“V. Finance. (1) Corporation Fi- 
nance; (2) Commercial Credit; (3) 
bBunking; (4) Investments. 

“There will be five haif-day examina- 
tions of three hours each under each 
of the above divisions.” 


Examinations Will Be 
Held Twice a Year 


Exam‘nations will be held twice a 
year piobably in July and December. 
It was first planned to establish a sep 
arate college at Washington, D. C., but 
that idea has been abandon.d. Instead, 
tle examinations will be conducted by 
existing colleges which have promised 
cooperation. Considerable prepaiatory 
reading must be done by any who hope 
to pass the exam.nation. In fact the 
werk necessary to prepare an applicant 
would equal about a two year college 
cuurse. About 15 colleges are expected 
in 1928 to inaugurate a course of this 
kind. Others that have not yet seen 
the possibilities are expected to be im- 
pressed acter they have conducted one 
exumination. 

The subjoined list of books, or others 
conta ning the same data, is suggested 
for reading in order to qualify for the 
Cc. L. U. degree. 


1. Life Insurance Fundamentals 

(a) Economics of Life Insurance: 
(1) Huebner, 8. S. “The Economics oi 
Life Insurance.” (Life Insurance series, 
L. Appleton & Co.) (2) Robinson, A. C., 
aud Woods, E. A., “Creating and Coi- 
serving Estates.” (J. S. Croits & Co.) 
Or Madden, J. L. “Life Insurance and 
ts Relations to Wills, Trusts and Es- 
tutes.” (Life Insurance series, D. Apple- 
ton & Co.) 

(b) Principles and Practices: Hueb- 
ner. S. S. “Li-e Insurance” (D. Apple- 
ton & Co.) or Maclean, J. B. “Lite In- 
surance” (McGraw-Hiil Co.) 

Il. Life Insurance Salesmanship 

(a) Principles of Salesmanship. 
Stevenson, John A.—‘Sel..ng Life In- 
surance” (Harpers). (b) Psychology of 
Life Insurance Salesmanship. H. A. 
Overstreet—“Influencing Human _  Be- 
havior” (People’s Institute Publishing 
Co.) 

lll. General Education 

(a) English. (Including effective 
business letters) Geo. B. Woods-—-A Coi- 
lege Handbook of Writing (Doubleday, 
lage & Co.). 

(b) Economics. Ely, Richard T. 
“Outlines of Economics.” (MacMillan 
& Co.) Only Book II, Parts 1, 2, and 3 


ou “Production and Consumption,” 
“Value and Exchange,” and “Dis- 
tribution.” 

(c) Sociology. (1) Stevenson, J. A. 
“Relations of Life Insurance to Educa- 
tion and Philanthrophy” (Insurance 
series, D. Appleton & Co.) (2) Woods, 
E. A. “The Soc'ology of Life Insurance” 
(Insurance series, D. Appleton & Co.) 
Iv. Commercial Law 

Sullivan, J. J. “American Business 
Law” (D. Appleton & Co., 4th Ed. 1923.) 


V. Finance 

(1) Meade, E. S. and Scholz, K. 
“Rudiments of Business Finance” (D. 
Appleton & Co.) 

(2) Ettinger, R. P. and Golieb, J. E. 
“Credit and Collections” (Prentice-Hall) 
Only Chapters 1-7, dealing with types 
of credit; Chapters 18-19 dealing with 
financial statements; and Chapter 28 
dealing with bankruptcy, insolvency and 
receiverships. 

(3) Willis, H. P. and Edwards, G. W. 
“Banking and Business” (Harper & 
Bros.) Only Part 2 dealing with com- 
mercial banking; and Part 3 dealing 
with non-commercial banking. 

(4) Kershman, J. E. “Principles of 
Investment.” (A. W. Shaw & Co.) Only 
Part 3 dealing with the “Field of In- 
vestment” and Part 4 on the “Move- 
ment of Security Prices.” 

Accredited Life Underwriter 

Certificate Wholly D.fferent 


The accredited life underwriter cer- 
tifi.ate given by the National associa- 
tion is wholly diifcerent trom the C. L. 
L. degiee. hegaruing it Mr. Woods gave 
tlus uescription: 

“This ceruiucate is to be given to per- 
S0ODS nominaied by the various local or- 
SuNizalious and subject to rig.d inquiry 
as lO their prolessionai stauu.ng, their 
ethics and their unancial integsi.y. The 
certilicate and an appropriate card in ua 
pioperiy maried lea.cher case wiil be of 
e.ueme value in certifying to the 
owner's stand.ng as a life underwriter 
of rank. 

“Any life underwriter whose chief and 
principal business is life underwriting; 
who has been in the business three 
years or longer, and who is a member 
of the National Association of Life Un- 
cerwriters by virtue of his membership 
in a local association, may apply for 
this certificate. 

Method of Applying 

for Certificate 

“An applicant must fill out the appli- 
cat.on ior the National association cer- 
tifcate and send it direct to the Na- 
tional association, accompanied by a let- 
ter recommending him signed by the 
president and secretary of the local as- 
sociation. The application and the let- 
ter will then be sent directly to the 
cLairman, board of admissions, who will 
submit the application to a committee, 
chosen by the American College of Life 
Underwriters. 

“This application must be accom- 
panied by a check for $50. (This may 
be changed to $25.) In case the certifi- 
cate is not issucd, the $50 check will be 
returned. 

Committee of Admissions 

to Pass on Applications 

“The certificate may be revoked any 
ycar for cause and the certificate shall 
so state. When so revoked notice shall 


be given in the ‘Life Association 
News’.” 

A committee of admissions will be ap- 
pointed by the National association, 
wh.ch will pass upon all applications. 
The certificate will be renewable each 
year, probably for $1. Applications for 
certificates may be made at once. The 
first 500 whose applications are ap- 
proved will receive charter certificates. 
The certificate, suitable for framing, to 
be sent to all whose applications are ap- 
proved will read: “The National Asso- 
ciation of Life Underwriters, in accord- 
ance with its rules and regulations and 
in recognition of underwriting knowl- 





BOLLING SIBLEY, Memphis 
Chairman Entertainment Committee 


edge, standing, record and experience 
on the recommendation of the ................ 
Association of Life Underwriters, certi- 
fies (name of applicant) an accredited 
National Assoc ation Life Underw.iier 
qualified to render professional life un- 
deiwriting service. This certificate may 
be revoked tor cause.” 


Organize Honolulu 


Organization of 27 new local associa- 
tions in the past year was reported by 
Executive Secretary Everett M. Ensign 
at the executive committee meeting 
Tuesday, the most notable being that at 
Honolulu, the first outside the bounds 
of the continental United States and 
Canada. Efforts looking toward the 
formation of an association in Honolulu 
have been under way for seven years, 
the final organization being the result 
of a recent visit of John Newton Rus- 
sell to Hawaii. 

The other new associations are: 
Abilene, Texas; Battle Creek, Mich.; 
Binghamton, N. Y.; Bradford, Pa.; Char- 
Icttesville, \a.; Concord, N. H.; Eastern 
New Hampshire; Grand Island, Neb.; 
Lancaster, Pa.; Lehigh Valley; Man- 
chester, N. H.; Mobile, Ala.; Nashua, N. 
H.; New Haven, Conn.; Oakland, Calif.; 
Owosso, Mich.; Wenatchee, Wash; Wi- 
chita Falls, Tex.; York, Pa.; Lebanon, 
Pa.; Jonesboro, Ark.; Albuquerque, N. 
M.; San Antonio, Tex. 





A. M. Hopkins, vice-president of the 
Fhiladelphia Life. came in Monday. He 
has just concluded arrangements for a 
sclool at the home office of his com- 
pany for home office agents. Mr. Hop- 
kins comes back to old home territory 
in Tennessee, as he began life insur- 
ance work with the Reliance Life in 
Nashville in 1913, writing $450,000 the 
first year. 
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Surveys of Advances Noted Along Various Lines 
Made by Members of National Association Committee 
yeur first sentences consist of ques- very brief way—his objections and re- than schools of oral instruction. They 


NHE report of the committee of sales- 
| manship of the National Associa- 
tion of Life Underwriters, submitted 
to the executive committee at its meet- 
ing Tuesday, was in accordance with its 
usual custom divided into surveys of 
separate phases of the subject made 
by individual members of the commit- 
tee which is composed of J. B. Duryea, 
San Francisco, chairman; Roy Ray Rob- 
erts, Los Angeles; E. A. Ricker, Salt 
Lake City; H. Wibirt Spence, Grand 
Rapids, Mich.; and William Goldman, 
Salt Lake City. 





Growth in Salesmanship as 
Recorded During 1927 





By J. B. DURYEA, Chairman 


The convention year has been one of 
steady growth in salesmanship as ap- 
plied to lite insurance service. At the 
same time there have been no unusual 
discoveries in better selling principles. 
The improvement shown has been in 
all the principles and practices of sell- 
ing, and has been so apparent that it 
warrants the prediction of real profes- 
sionalism in the not too distant future. 

There is, however, a lamentable 
amount of poor sales methods still be- 
ine used. Long sales talks, time kill- 
ing visits, sample policies, policy form 
explanations, calculations of net cost, 
incorrect psychological principles, “trial 
and error” methods, failure to close 
when the prospect’s emotions are 
aroused, attempts to close when the 
prospect’s emotions are not aroused, 
failure to think of the prospect during 
the sales talk—these, and many other 
poor methods are perpetrated every day. 
There will always be poor salesmen, 
just as there are quacks in medicine 
and shysters in law. The number of 
underwriters, however, who have made 
marked improvement in their sales 
methods, as well as the improvement in 


the methods themselves, during the 
year, has been greater than in any 
previous year. 


Shorter Sales Talks 


Notable Improvement 

1 Perhaps the most noticeable 
growth in selling practice has been 
along the line of shorter sales talks. 


The very act of making a shorter talk 
has compelled improvement in all parts 
of the sales process. This is especially 
true in the following respects: 

(a) We are learning the enormous 
advantage or crossing the dead-line of 
interest immediately after meeting the 
prospect. 

There is a dead-line between the 
prospect and the salesman when they 
meet. To cross this line at once is 
necessary, not only to make a short 
talk, but also to make an effective talk. 
The first sentence you say must attract 
the prospect and make him want to 
hear more of what you have to say. Not 
what you say after visiting with the 
prospect for some minutes, but what 
you say in your first sentence is what 
enables you to cross, or causes you to 
fail to cross, the dead-line of interest. 
It your first sentence—or first few sen- 
tences—present a concrete, easily vis- 
ualized situation that has such an allur- 
inz effect on the prospect that he is 
anxious—or even willing—to hear what 
further you have to say, you have 
crossed the dead-line successfully. If 


tions, or observations, regarding th-ngs 
not already in the prospect's conscious 
mind, you fail to cross the dead-line. 


Three Brief Examples 
of Presenting Situations 


Here are three brief examples of pre- 
senting situations. See how quickly 
you put the prospect in the midst of 
things that are for his benefit: 

“Mr. Brown, if you will deposit $37 a 
month in our savings institution until 
your income dies, we will pay $100 a 
month to you and your wife as long as 
either of you shall live; except that if 
your income dies from normal old age, 
sa} at age 65, we will pay you $80 a 
month during the rest of your life.” 

“Our actuaries have just completed a 
trust plan that gives to a family left 
fatherless a living income for a period 
of years, even if that father carried 
only a small volume of life insurance. 
It is a wonderful arrangement, and you 
ought to know about it.” 

“Dr. Grimes [a physician], assuming 
that I have a buyer, with the ready 
money, what is your business worth in 
cash—without you? The condition is 
that you are not to practice medicine, 
ner engage in any other work—what is 
your business worth to your family, in 
cush, today?” 


Cutting Non-essentials 
Out of Selling Talks 


(b) We are cutting out of our talks 
the non-essentials, and especially those 
details that are psychologically bad. 
When this is done properly, there is 
nothing left except an explanation of 
the ways in which the prospect is to 
be benefited—and the close. Explana- 
tion of policy conditions—even naming 
the policy that is to be used—calcula- 
ticns of net cost, comparisons, divi- 
dends, ratios, reserves and any other 
explanation of company, or how the ser- 
vice is worked out, are things for the 
salesman’s desk, not for his sales talk. 

(c) We are learning how to close 
the sale by making it easy for the 
prospect to act. We are no longer try- 
ing to compel him to do something al- 
mcst impossible for him to do—make a 
bis decision. We make it so easy for 
him to act that he needs no help from 
anyone. 


Talk to Prospect of 
Things He Wants Done 


“These, Mr. Prospect, are the things 
you want done but I am not going into 
an) further details now. In fact there 
is a catch in my proposition—I do not 
know whether I can get it for you at 
all. Everyone cannot get it—if they 
could we couldn't do it. We have to 
select the people to whom we offer this 
contract. What I want to do—and this 
is all I do want to do now—is to see if 
my company will offer you this kind of 
a contract. If they do I will then ex- 
plain it to you. If, when you see it—if 
we are able to get it—you decide that 
it will help you, I will have it for your 
acceptance. If you decide that it will 
no: help you, then you ought not to 
take it: and we will send it back. Will 
it be all right for our doctor to come 
dewn here at 3:30 o'clock this after- 
neon to get some in*’ormation?” 

It you have made the thrilling explan- 
ation of which the service is suscepti- 
ble, the prospect wants it. So all you 
have to do now is to help him justify 
his mental decision by answering—in a 


quests for delay and then say: “Is 3:30 
all right?” By the time you have come 
back to “3:30” half a dozen times he 
will yield. 


American College of 
Life Underwriters 


2. The greatest forward step toward 
raising the standard of life underwrit- 
ine has been the incorporation of the 
American College of Life Underwriters. 
The primary object of the college is to 
foster better education of life under- 
writers. The great aim of this educa- 
tion is to create greater efficiency, 
higher ideals and ethics, to provide bet- 
ter service to insured members, to elim- 
inute ignorant, bungling rate book car- 
riers, and to raise life underwriting to 
the dignity of a respected profession. 

The college will confer the degree of 
“Chartered Life Underwriter”’—“C. L. 
U.”—to those who pass a prescribed ex- 
amination and comply with other pro- 
fessional requirements. The possession 
of the degree of “C. L. U.” will indi- 
cate not only thorough knowledge of 
life underwriting, but also high ethical 
standards of honesty and service. When 
a firm wants an expert accountant to 
do some special work it employs a cer- 
tified public accountant; in the future 
when a man wants advice and counsel 
in life insurance he will deal with a 
Chartered Life Underwriter. 

The greatest credit for the incorpor- 
ation of the college—this great forward 
step in our work—is due to the untir- 
ing activities of Edward A. Woods and 
Cuy MacLaughlin. Others have contrib- 


uted to the work but these two men 
have done so much that they deserve 
special mention. 





Growth and Development of 
Education of Agents 








By E. A. RICKER 


Many people and some agents still re- 
gard life insurance as an impenetrable 
mystery and hence make but little ef- 
fort to understand it. This was espec- 
inJly true 10, 15 or 20 years ago; but 
tocay is an age of specialization in all 
prefessions. Many life insurance com- 
panies have now come to realize that 
an educated man can do better work 
than an uneducated one and are offer- 
ing their representatives some sort of 
elementary training. 

The day of giving a new agent a rate 
book, a sample policy and a few appli- 
cation blanks, and telling him to go out 
and write up his friends, is past. Even 
ter years the idea of systematic 
training was practically unknown, but 
in the last few years, approximately 
100 universities are offering insurance 
courses of some kind to their students 
and many more have such courses un; 
der consideration. 

The increase in the number of these 
courses is due largely to the coopera- 
tion extended by insurance executives 
ard the various underwriters’ associa- 
tions as a means of raising the stand- 
ards of our business and attracting ca- 
pable and trained men to take up the 
work of advising the public regarding 
its insurance problems. 


azo, 


Correspondence Courses 
Are More Widely Used 


Correspondence courses are more 
wicely used for the education of agents 


do not give the student as thorough a 
knowledge of life insurance or of sales- 
manship and they do not answer his 
questions as readily as schools based 
on oral instruction; but the correspond- 
ence course may be given at any time, 
to any agent, in any place. It gives the 
new agent essential information prompt- 
ly and it becomes his property for use 
later as a reference when a difficult 
problem arises. 

Home office schools bring the men 
into close contact with the home office 
staff, and make it possible for the 
heads of different departments to ex- 
plain how their work is related to that 
of the agents; but this type of school 
is costly, both in time and money; for 
this reason, only a limited number can 
take advantage of it 

The traveling school sent out by the 
home office brings to the local agency 
an organized school which teaches the 
men on the ground where they are to 
solicit. This permits closer coordina- 
tion between the instruction and actual 
sales problems. 


Vaiue of Training Is 
Recognized by Companies 


The best indications of the value of 
training are that companies which have 
tried it have continued it and developed 
it and that most of the best field men 
ang agency managers are very enthus- 
iastic about the method of formal in- 
struction adopted by their companies 
The fact that throughout the entire 
field of life insurance both companies 
ana agencies are making such a deter 
mined effort in the selection, as well 
as training of agents, is both encourag- 
ing and gratifying All companies, 
which have adopted definite, systemat 
ic, educational methods, report a most 
satisfactory improvement in amount 
and quality of production and a lapse 
reduction 


Memphis Committees 


Did Excellent Work 


The efficient manner in which the a1 


raugements for the convention were 
handled reflected great credit on th 
members of the Memphis local com 


mittees, who had spared no time and 


effort towards making the convention 
a notably successful one. The pre 
liminary work was under the general 


charge of Edward J. McCormack, gen 
eral convention chairman, and H. G 
Ailen, president of the Memphis Asso 
civtion of Life Underwriters, who is 
chairman of the arrangements commit 
tee for the National association. The 
full personnel of the various commit 
tees is as follows 

Reception— Donelson Lake, chairman, 
Equitable Life of New York; Alfred 
Bosd, Manhattan Life; C. O. Terry, 
Aetna Life; Jeff Gros, Massachusetts 
Mutual; Leroy Kerr, Columbian Mu 
tual; Lamar Brightwell, Equitable 0! 
New York; Rowlett Paine, mayor of 
Memphis. 

Registration—Seth 
Penn Mutual; Wayne Deupree, Trav- 
elers: G. C. Polk, Prudential; Mrs. D 
R. Schenck, Aetna; Miss Martha Angell, 
Massachusetts Mutual 

Co-operation of Banks and Trust 
Companies—John Lippitt, chairman, 
Prudential; J. P. Powell, Northwestern 
National; Troy Beatty, trust officer 


Ryan, chairman, 
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First National Bank; Thomas Vinton, 
trust officer Bank of Commerce & Trust 
Company; Judge Wightman Hughes, 
trust officer Union & Planters Bank & 
Trust Co.; W. F. Murrah, trust office: 
Fidelity Bank & Trust Company. 

Program—George P. Phillips, chai 
min, Prudential; Thomas B. Hooker, 
Mutual Life of New York; Ralph Moore, 
Union Central. 


Entertainment—Bolling Sibley, chail 


man, Penn Mutual; Cliff Blackburn 
Pacific Mutual; Bruce Donald, Jeffer- 
son Standard; Gage Boyd, Manhattan 
Life: Mrs. Vollie Tate, Massachusetts 
Mutual. 

Golf—Joe M. Smith, chairman, Volun 
teer State; Charles Richardson, Penn 
Mutual: Kenneth Duffield, New York 
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Life; Gordon Anderson, Phoenix 
Metual 

Mass Meeting—T. C. Looney, chair- 
man, Massachusetts Mutual; Van Prit- 
chartt, Travelers; James W. Maynard, 
Guardian Life; Thomas M. Searles, 
Aetna. 

Parbecue—Henry Lake, chairman, 
Eguitable Life of New York; R. G. 
Champion, Penn Mutual; W. J. Shorten, 
American Central; Edward W. Ken- 


nedy, Union Central; M. S. Hudgens, 
Life & Casualty 

Attendance—Edwin M. Williams, 
chairman, Central Life of Iowa; E. R. 
Caldwell, Prudential; W. J. Fair, Jr., 
Frovident Life & Accident; Earl Wes- 
ter, Massachusetts Mutual 


School for Managers 


The third school for managers con- 
ducted by the Life Insurance Sales Re 
search Bureau was held in Memphis 
from Monday morning to Wednesday 
noon. The registration totalled 71, the 
largest school yet held. At the special 
request of the National association, 
which sponsored the school here, the 
maximum enrollment accepted was in- 


creased above the regularly accepted 59. 
Sales demonstrations on “How to Sell 


the New Man”, were given by W. M. 
Duff iperintendent of agents of the E 
\. Woods agency in Pittsburgh, selling 
o Spiller Hicks, general agent of the 
Penn Mutual at Bluefield, W. Va., and 


yy A. L. McKnight, general agent of the 
Aetna Life in St. Louis, selling to Flavel 
S. Wright, general agent for the North- 
western Mutual in the same city. Hugh 
D. Hart addressed the managers, general 
agents and supervisors in attendance 
Tuesday on “The Obligations of a Man- 
sczer to Build an Agency.” An informal 
ulkk on the new Pennsylvania require- 
nents for state licenses was given by 
4. Wood 

The next school will be held in De- 
troit Nov. 7-16 Enroliment for this 
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school has already reached 39. Cleve 
land will have a school there Nov. 29 
to Dec. 2. So far 24 have enrolled for 
that school. Only 50 will be accepted 
at these places. In both cities local 
managers and general agents are pro- 
moting interest in the school. Any gen- 
eral agent, supervisor or manager, no 
matter where located, may attend. 

The first classes next year will prob 
ably meet on the Pacific Coast in cities 
to be selected. 

The managers’ school in Memphis 
effected a permanent organization Wed- 
nesday morning before adjournment by 
electing Flavel S. Wright, St. Louis, 
president; Gordon Campbell, general 
agent of the Aetna in Little Rock, vice- 
president, and T. D. Davis, superintend- 
ent of agents, Pilot Life, Jackson, Miss., 
secretary. The group also elected to bi 
known as the Holcombe Class. 

Winslow Russell, vice-president of the 
Phoenix, addressed the class Wednesday 
morning on Co-operation With Trust 
Companies. 


NON-RESIDENT 
LAWS OPPOSED 


(Continued from first page) 
discussion of the topic, “Present Day 
Tendencies in Life Underwriting”, 
which brought out some vigorous de- 
nunciations of vicious tendencies exist- 
ing in the field today. A particularly 
strong review of these existing evils was 
given by William Henderson of St. 
Louis. In the discussion which followed 
it was acknowledged by several speakers 
that there was more evidence of rebat 
ing today than at any time in the past 
ten years. 


National Advertising 
Campaign Discussed 


There was a general discussion of the 
question of national advertising, and 
considerable sentiment was expressed in 
favor of reviving the movement launched 
in 1912, continued for about two years 
and then abandoned. Mr. Mershon said 
his organization would be glad to co- 
operate with the life underwriters in a 
publicity campaign. Chairman Jones of 
the committee was authorized to name 
a special committee to look into the 
matter further. 

A number of items on the agenda, in- 
cluding the selection of the place for 
the next meeting, were not reached at 
this session and were put over to an- 
other meeting of the committee to be 
held Wednesday night. 


increase Membership of 
Board of Trustees 


The committee approved a proposal 
advanced by Franklin W. Ganse of Bos- 
ton to increase the membership of the 
board of trustees from seven to nine, 
and an amendment to the by-laws of 
the association was ordered presented 
at the regular convention session, under 
which the president, vice-president, sec- 
retary, treasurer and chairman of the 
executive committee would be ex officio 
members of the board of trustees, with 
four others to be appointed. The change 
proposed is to include the vice-president 
and secretary, who are not now mem 
bers of the board. 


Propose Change in 
Association Embiem 


Another matter which was the occa- 
sion of considerable discussion was the 
proposal to change the emblem of the 
National association by dropping the 
present slogan, “The greatest thing in 
the world.” The matter was brought 
up by the report of a special committee 
headed by Ernest W. Owen of Detroit, 
appointed at the mid-winter meeting of 
the executive committee to consider the 
matter. It was pointed out that in the 
campaign to elect Walton W. Crocker 
as a director of the Chamber of Com- 
merce of the United States, In which 


many letters were sent out on National 
association letterheads, much opposition 
was found among other business inter- 
ests, which objected to this claim of 
pre-eminence. F. W. Ganse referred to 
it as “cheap advertising.”” Eric Chown, 
general secretary of the Canadian asso- 
ciation, told of the slogans used by that 
association. Herman Jeffers of Colum- 
bus, O., moved that the present slogan 
be abandoned, but it was finally decided 
to continue the special committee, which 
is to report a substitute for it at the 
mid-winter meeting. 


MEMPHIS MEET 
IN FLYING START 


(Continued from first page) 


broke loose the equal of which has se! 
dom been heard at a National associa 
tion meeting. As everyone knows, Mrs. 


McCormack captured this meeting for 
Memphis at Atlantic City last year 
Mrs. McCormack’s third son, Malcolm 


Crisler, arrived only a few weeks ago, 
and Mrs. McCormack left the hospital 
just last Sunday. Her address of wel- 
come was, therefore, cut down to three 
minutes. She was given round after 
round of cheering and applause when 
she finished and left the hall as soon 
as she had concluded her short talk. 

In introducing her Mr. Alder told of 
being at the McCormack household re- 
cently and seeing one of the other gen 
tlemen in the party, an old friend of 


Mrs. McCormack, kiss her upon the 
forehead in greeting. Quick as a flash 
Mrs. McCormack said, “You know the 
reason the South lost the war is be- 
cause it aimed too high.” 

Rowlett Paine, mayor of Memphis, 


followed Mrs. McCormack, giving a short 
address of welcome. 


Hart and Hommeyer 
Open Speaking Program 


The keynote speech of the convention 
was given at this session by Hugh D 
Hart, vice-president of the Penn Mutual 
Life, who was until his recent transfer 
to the company ranks one of the most 
active leaders in association work, tak- 
ing for his topic the general theme of 
the convention program, “Completing 
Life’s Plans Through Life Insurance.” 
He reviewed the big part that life in- 
surance plays in American life today 
and the ways in which it can be used 
to realize the average man’s desires 


and ambitions. 

He was followed by Charles Hom 
meyer, superintendent of agents of the 
Union Central Life, speaking on “The 


American Agency System.” He told of 
the development of that system in this 
country and the vast strides made by 
reason of it, unparalleled in the other 
countries where it is not in foree, and 
why it is essential to the life insurance 
business. Rather caustic references 
were made to some of the proposed sub- 
stitutes for it, including the suggestion 
recently advanced by some advertising 
“experts” that a greater use of adver- 
tising by life companies would do away 
with the need for agents. 


Woods Explains Plans 
For American College 


Edward A. Woods of Pittsburgh, pres- 
ident of the American College of Life 
Underwriters, explained in a lantern 
slide talk the details of the plans to be 
followed in awarding the degree of 
chartered life underwriter and the ac- 
credited life underwriter certificates. 
He discussed the examinations that 
must be passed and the applications that 
are to be filled out before these titles 
may be awarded. After much prepara- 
tory work the arrangements for con- 
ferring these titles are complete and in 
his talk Mr. Woods explained every 
phase of the project. 

One of the high points of the first 
day's session came with the introduction 


Ist Day 
by President Alder of Roger B. Hull, 
the new managing director and general 
counsel of the National association. Mr. 
Hull was given an enthusiastic greet- 
ing by the delegates in attendance, most 
of whom got their first glimpse of him 
when he appeared on the platform. Mr 
Hull was taken ill just after arriving 
in Memphis and had been unable to 
take any part in the _ pre-convention 
activities. After responding to the in- 
troduction and the greetings from the 
convention, he spoke on “A Creed and 
a Challenge”, affirming his belief in 
the principles for which the association 
stands and making a plea for aid from 
every member in the formation of a 
constructive program for its activities. 

The speaking program was closed 





SIBLE), 


Ladies Entertainment 
Committee 


MRS, BOLLING 
Chairman 


Memphis 


Lee, head of 
speaking department of the 
Oklahoma, on “The Pot 


with an address by Josh 
the public 
University of 
of Gold.” 

Thomas W. Blackburn was introduced 
as the special guest of the American 
Life Convention. Mr. Blackburn was 
for many years the secretary of that 
organization and retired from office last 
year, being succeeded by Claris Adams 

Mr. Blackburn attended his first 
National association meeting in Mem- 
phis in 1912 when the American Life 
Convention had only 30 member com 
panies. He therefore was attracted to 
this meeting from a sentimental stand 
point. He accompanied by Mr 
Adams. 

C. G. Taylor, Jr., 


was 


represented the Life 
Presidents, and Eric Chown, genera! 
secretary, the Canadian Life Under 
writers Association. The Life Agency 
Officers were represented by Winslow 
Russell of the Phoenix Mutual 


Interest in “Incometer” 


O. W. Landquist of Landquist & Lees 
ton-Smith, Inc. of New York, is in 
charge of an exhibit of the Shields In- 
surance Incometer on the mezzanine 
fluor just outside the convention hall 
The “Incometer” is a chart which show 
in a graphic and interesting manner ex 
actly what fixed amounts of life insur 
ance will buy under the various settle 
ment options. Changes in amounts and 
scttlements are controlled by a dia! 
The instrument is new, and is attract 
ins a great deal of interest. 





Ex-president Stan'ey Edwards, Ex 


president John William Clegg, recent!) 
elected Vice-president Frederick G 
Woodworth of the Girard Life and 
Franklin W. Ganse of Boston wer 


among the early arrivals who tested 4 
Memphis golf course Monday afternoon 
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-EVENTY-SIX years ago the Massachusetts 


Mutual commenced its career as a public 






servant by supplying sound life insurance and 
complete service to its policyholders. For 
more than seven and a half decades this institution 
has adhered to the highest principles, serving faith- 
fully and adequately and taking a leading part in 
every step in the progess of life insurance. 

The years have brought wonderful growth and 
prosperity. To-day, as in the past, the whole per- 
sonnel of the Company is imbued with the spirit of 
service and this spirit is present in every action of 
the organization. To accomplish the desires of the 
policyholders to the utmost the representatives in the 
Field receive at all times the complete co-operation 
of an ever-willing Home Office. In each Massa- 
chusetts Mutual office throughout the country hangs 
a shield bearing the creed upon which the Company 
continues to build its reputation — 


“WE SERVE” 


Massachusetts Mutual 
Life Insurance Company 
Springfield, Massachusetts Organized 1851 


More than a Billion and a Half Insurance in Force 
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The 
NATIONAL LIFE 


BIG DIVIDEND INCREASE 


Announced by 
THE MINNESOTA MUTUAL 





Just three LIFE INSURANCE COMPANY 
U S { A a ital SIXTH RAISE in FIFTEEN YEARS 
4 - O eee «©: Whole Life Preferred Risk Policy 
Ohio $2.50 lower net cost first year, 
Grand Rapids, $3.50 lower net cost twentieth year 
T IS one of the largest companies Mich. than our old Ordinary Life. 
—but not so large that personal Dividend i h lici 
‘ are ividend increases on other policies 
contact with the agent is impos- nae) Two in proportion. 
— This places The Minnesota Mutual 
Intimate association with the indi- Life Insurance Company among 
A vidual representative in the field the leading low net cost companies 
and the Home Office officials is the of the United States. 
. rule—not the exception. 
F ield The Company has the fieldman’s THE 


’ viewpoint, it is sanely progressive, MINNESOTA MUTUAL LIF E 
M ani $ and the fieldman here gets his big INSURANCE COMPANY 


opportunity to make good. SAINT PAUL, MINNESOTA 


Company Complete and _ up-to-the-minute Now a $137,000,000 company 
policies—Life in all forms, Acci- 
dent and Health—Old Age Income 
—Double Indemnity — Total and | a 
Permanent Income Disability— 


assures success to the National | The # AFAYETTE LIFE 


Life U. S. of A. representative. 
Insurance Company 
LAFAYETTE, INDIANA 















































* o 
National Life Insurance Company 
o - 
of the United States of America | 
Established 1868 ogc 
ALBERT M. JOHNSON GREETINGS! 
Chairman of the Board To Those Who 
Labor For The 
. Protection Of 
Insurance in Force Assets The Home, 
$300,000,000 $50,000,000 The Aged, 
And Business. 
| omo 
There are a few splendid opportu- 
nities now with this fine old com- 
pany for ambitious young men. We have a“‘destination’”’ i — v. > | 
WRITE TODAY here for you-—if you COMPANY'S BUILDING 
know ‘“‘where’’ you want | OPERATING IN 
“as” * eee to go. | Michigan Ohio Indiana Kentucky _ Illinois 
aos | lowa Missouri Kansas and Nebraska 
W. W. LANE, Secy.-Treas. A. E. WERKHOFF, President 











W. R. SMITH, Supt. Agencies 
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KANSAS CITY 
MISSOURI 


CNidland Lite 


Insurance com og 


KaneaeCity, Missouri 
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yom 


“The Heart of America 
GREET/INGS, 


Two years ago Kansas City had the pleasure of being 
the host of your great National Life Convention. We have not forgot- 
ten the privilege and it is our hope that we shall soon have you with 
us again. 

We want you to keep Kansas City in mind. It 
holds America’s greatest industrial opportunities—it is a real city 

of opportunity for every man who enjoys doing an honest day’s 
work. It is a city which breeds strength and character. It is 

a city which demands security and Americanism in its institu- 

tions. 


Whether insurance or some other line of endeavor 
be your calling you will find opportunity in Kansas City. And 
if it is insurance you will find Kansas City companies where- 
ever you may be worthy of your most serious consideration. 


Business Men's Assurance Company of America 
Wa.Grant -President 


Kansas City late Insurance Company 
JSB.Reynolds - President 


Midland Life Insurance Company 
Daniel Boone - President 


National Fidelity Life Insurance Company 
Ralph HRice President 


Sentinel Lifelnsurance Company 
Arthur. N.Hyde-President 


« 
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CHARACTER ouiee 


DO 
¢ Reputation is what others think of us, character is what we WITHO UT 


really are, and he who sacrifices character to uphold reputation TH 
builds but upon shifting sands. Institutions, like individuals, have k 


both reputation and character and, while reputation may spell tem- ACC IDENT 


porary financial success for the organization, it is character which 


will determine the ultimate well-being of its members. & HE A LTH 
q Character, in an institution, implies lofty ideals unflinchingly REVIEW 


pursued; the habit of doing just a little more than the letter of the 
contract guarantees; observance of the principle that service can IF 
surpass sheer duty; tolerance toward the frailties of human nature 
combined with knowledge that the rights of one terminate where YOU 
another’s begin; an integrity to purpose that will stand four-square DON’T 
againsi the attacks of greed, false ambition, and unjust prejudice; WRITE 
a belief in the eternal necessity for fair play. 

THE 
q Character is the philosopher’s stone that transmutes the com- DISABILITY 
monplace dross of business dealings into golden nuggets of pleasant LINES 
associations. 

otherwise 





AMERICAN CENTRAL LIFE INSURANCE COMPANY || —————— 


issue. Just send your name and 


Herbert M. Woollen, President a hoi Ae Oo tee, OO 
OLD LINE LEGAL RESERVE INDIANAPOLIS ESTABLISHED 1899 an ea hn pang 


mediately and you'll receive your 


bill for $2 later. 























Beat Paty A g é 
os Experience 
ATLANTIC LIFE Conservatism 
ADVANTAGES of Maine’s long-established (1848) 





offers man - 
| é are the outstanding characteristics 
| 
| 


One of the greatest is that S Ah company. Inquiries from _ pros- 
interest is being paid in 1927 ont 

| proceeds of policies left with the 

| Company under the provisions of 


instalment and trust fund options. UNION MUTUAL LIFE 


TS T IV 
ATLANTIC LIFE INSURANCE co. |§| [NSURANCE COMPANY 
Richmond, Virginia | PORTLAND, MAINE 


pective Agents are welcomed. 
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Can you handle 
a state or district 


agency? 


It is possible that 
the very territory 
that you want is 
available. 


We have an un- 
usual contract for 
the right man. 


Operating in Kan- 
sas, Oklahoma, 


Arkansas and 
Colorado. 


Ifinterested write to 


STEPHEN M. BABBITT 


President 


HUTCHINSON, KANSAS 





Our Endorsement 


Of the principles and practices of the National 
Association of Life Underwriters is simply 
another way of saying that we depend on our 
loyal agents for the growth and development 
of our company. On our side, we endeavor 
constantly to back our agency force to the 
very limit with home office service as nearly 
perfect as we can make it. 


Southern Union Life offers men who 
are high standard themselves, the 
representation of a company firmly 
committed to the highest standards 
of business procedure — thoroughly 
modern in its policy contracts and 
home office and field methods. 


Good Territory Available in Texas and Oklahoma 


SOUTHERN UNION LIFE 


INSURANCE COMPANY 


JAS. L. MISTROT, Pres. TOM POYNOR, V. P. 


Ft. Worth, Texas 














Many of the active officers and heads of departments of 


The FEDERAL UNION LIFE 


INSURANCE COMPANY of Cincinnati, Ohio 


are now or were, until ineligible ‘because of Home Office 
Executive positions 





THE FEDERAL UNION LIFE 
is writing a million a month through 


a satisfied organization and steadily 

strengthening its resources, but be- 

fore the close of 1927, proposes to Members of 

establish new General Agencies in ° ° . ° 
WASHINGTON, D. C. Life Underwriters Associations 
INDIANAPOLIS, IND. , , — 
NASHVILLE, TENN. This has tied the field and Home Office organizations 

oil tn Gein dee Miciilian tn Oli. with a bond af sympathetic friendship and understand- 

There might also be some available ing that has resulted in the solution of problems’ in such 

territory in Pennsylvania, West Vir- a manner as has proven of mutual advantage. 


ginia, Indiana, Illinois or Louisiana, 
for honest and energetic men and . 
women who contemplate engaging Our best reference is 


in this dignified profession. ? : : - 
“Ask any Federal Union representative or policyholder 
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The 


OLD LINE LIFE 
INSURANCE COMPANY 


of America 


Home Office, Milwaukee, Wisconsin 


Is one of the largest companies from 
its beginning ever organized 
in the United States. 


LIFE, ACCIDENT 
and 


HEALTH INSURANCE 





Do you wish to build up your own 
Agency? | 


Territorial possibilities in the foliow- 
ing states: 

















California Minnesota Pennsylvania I] | Comsriahe by Anne Shriter 
Illinois Ohio South Dakota 
Iowa Oklahoma Texas Is It Worth While 
Michigan Oregon Washington To Insure Such Smiles? 
Wisconsin Once the selling of Life Insurance was considered 
: nog = resort — a way to impose upon one s 


Today, Life Insurance takes its place among the 
professions. Life Insurance selling demands skilled 
and efficient men with the spirit of service in their 


hearts 
The answer to the question Is the Life Insur- 
RUPERT F. FRY. President ance profession worth while pursuing — is answered 
° ’ 


by the heacing cbove. 
W. S. HANLEY, Agency Secretary 


THE NORTHWESTERN MUTUAL LIFE 
INSURANCE COMPANY 
MILWAUKEE 
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A GOOD REASON 
* * 8 WHY ARE SPRINGFIELD LIFE AGENTS SUCCESSFUL? 
What does one agent 
* * * 
Want with two (2) copies 
= & 9 The Answer is simple. Ours is a Company that is sincerely inter- 
Of The N ational ested in its Field Workers. An interest that is more than 
* *« cleverly written advertising copy for publication in the In- 
Underwriter? surance Journals. Our Executive Family believe and know 
ti vs that successful Agents are the very bone and sinew of the 
* : Company. To serve them 100% is their one thought. 
That’s easy. He says Operating in : ; raha : . 
x * & Our Service is not mere idle chatter. It is a real effort to issue a 
: policy on every insurable person. We issue both Standard 
He finds it pays OHIO and Sub-standard. Our occupational ratings are fair and 
* es liberal. Men and women are accepted on the same basis. 
Him to ae yi ‘ MICHIGAN We issue all standard forms of old line, legal reserve, participat- 
ing annual dividend policies. Our net cost is on a low com- 
Little on life . . petitive basis. Every policy we issue may be sold with 
* * * INDIANA premiums payable annually, or in semi-annual, quarterly or 
monthly instalments, from the first year on. We have had 
Insurance before he ILLINOIS 32 years experience with monthly premiums and have the 
g “ - ‘eo necessary equipment to handle such business. 
tarts out so that his 7 ’ : a 
oe MINNESOTA We write non-medical on very favorable conditions. Regular 
y : adult policies are issued to children from nearest age 10 up. 
Mind will get a new IOWA We have a new policy for $1.00 a month, issued to Children 
>. *s ° as low as 6 months and adults up to age 60. Our Agents are 
Slant for the day. Thus . writing the entire family. Have you ever considered what 
a ee MISSOURI this might mean to you? 
He keeps from going KANSAS Our Agency Contracts are liberal and fair. Non-forfeitable re- 
* * * sieteauieae newals are given without a service clause in the contract. 
: We pay an exceptionally high second year renewal. 
t : . ; 7 ) 
eee ee OKLAHOMA rv nat pte 
* * * Specific information will be given upon request. 
He subscribes for one TEXAS . 
4 — Why not Serve and Succeed with The 
Copy at his home and t 
ee CALIFORNIA . ‘ - 
One a i es Springfield Life 
* ok * 
So that no matter I C 
ee nsurance ompany 
Where he starts from Springfield, Illinois 
x * * 
He has at hand 
ses 8 A. L. Hereford, C. Hubert Anderson, 
The newest thought President. Superintendent of Agencies. 
* * * 
And the most stimulating 
* * * 
Ideas of men ‘ ‘ . 
ae Federal P Paid 
RE. ae ederal Pioneering Pai 
7 .* the Company, the policyholders, the agents! 
His. He finds best P y, abt papers: & 
* * * It was new in the annals of insurance. Such neering in this respect has rendered a valuable 
Reast d merchandising methods had never been tried be- public service to mankind and cultivated a tre- 
—— a aa fore. mendous field for MORE insurance for Federal 
When hi “es Federal was pioneering in a new sales theory— agents. 
oe ee oe See but not adventuring. For each step was planned Everywhere Federal representatives find resist- 
7 - * . . ° 
ee as soundly as ever an enterprise could be. ance broken and selling easy. First, because Fed- 
Busy with insurance thoughts And it paid from the start. eral policyholders are sold on Federal and open 
7 Today hundreds of thousands of people are for more insurance, and second, the record of 
Before he reaches Federal policyholders, and millions have been indemnities promptly and fairly paid has won 
* * * made “insurance-conscious” by the dominant ad- the confidence of the prospective Federal policy- 
The Prospect. And that vertising of Federal. holder. 
* * * The amazing record established by Federal Federal has revealed the great national market 
I Life within the past few years demonstrates be- for more insurance. 
a eay me — — (2) yond question how receptive the public is to life, Federal has cultivated it—and will continue to 
. health and accident insurance. Its work in pio- cultivate it—for Federal agents. 
Copies of the greatest 
Mi: Be FEDERAL LIFE INSURANCE COMPANY 
Life Insurance Weekly— Isaac Miller Hamilton, President 
"3 % 168 NortTH MICHIGAN AVENUE, CHICAGO, ILL. 
The National Underwriter. Assets over $10,000 ,000.00 
Established 27 Years 
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Completing Life’s Plan Through Life Insurance 


O HELP the underwriters in this aim, The Guardian provides a 
number of valuable aids, among which are: 


Liberal Pol icy Features—Tte Guardian has pioneered in many of 


the modern developments of Life Insur- | 
ance. 


A P rospec t B urea y—which furnishes the fieldman with a con- 


stant source of interested prospects at a 
return of ten times his monetary invest- 
ment. 


Polic y holders >’ Service—which helps the underwriter to build and 


hold a satisfied clientele. | 


Home Office Co-o peration—t is not confined to certain routine chan- 


nels, but which is actuated by genuine 
interest and friendly feeling toward the 
fieldman and a sincere desire to help him 
to complete his life’s plan through Guar- 
dian Life Insurance. 


"THE GUARDIAN LIFE INSURANCE COMPANY OF AMERICA 


Established 1860 Under the Laws of the State of New York 
50 Union Square, New York 


MORE THAN A THIRD OF A_ BILLION IN FORCE 



































Incorporated 1871 , | 
The Life InsuranceCompany | | A Policy You Can Sell 
of Virginia A $5,000 Policy in The United Life 
and Accident Insurance Company 
' 
Insurance in Force PAYS 
Over $300,000,000 1 $5,000, the face of the policy, in case of death from 
any cause. | 
} $10,000, or DOUBLE the face of the policy, in case | 
Admitted Assets ( of death from any ACCIDENT. ( 
Over $51,000,000 ) $15,000, or THREE TIMES the face of the policy, 
j in case of death from certain SPECIFIED ACCI- 
DENTS. 
Payments to Policyholders in 1926 $50 PER WEEK, direct to the Insured, in case of ; 
Over $3,500,000 | See acces | 
PER WEEK, throughout the period of disability. | 
Total Paymen's to Policyholders A Sound, Conservative 
Over $46,000,000 New England Company 
UNITED LIFE AND ACCIDENT 
Joun G. WALKER Braprorp H, WALKER } I N S U R A N C E C O M 4 A N Y ; 
Cnevmen «f Ge Seare Presttent i HOME OFFICE, UNITED LIFE BLDG., CONCORD, N. H. " 
RICHMOND, VIRGINIA s 
——— 
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Leaders 
are 
Learners 


Oe ee er 


Selling 
the Salary 
Insurance 
Plan 


By RICHARD L. PLACE 


The salary insurance plan is 
literally an up-to-date method of 
merchandising life insurance on 
a quantity production basis. Its 
development in the last year has 
been phenomenal. It offers big 
opportunities to underwriters 
every where. 


This book will prove of in- 
estimable value to every man en- 
gaged in the selling of life insur- 
ance. It gives a strong, clear 
picture of successful methods 
which have enabled many agents 
to double and triple their produc- 
tions. 

The methods suggested are 
not theoretical. They are the 
outgrowth of experience, and 
have been tried and tested in the 
field. The information, plan and 
suggestions are complete and 
specific. Price $2.00 

Order of 
The National Underwriter 
New York, Chicago, Cincinnati 


OO ee em ee 


Build Up 
Your 
Library 








~ 4 ee 


[Ae sa jon | ; 
& —d.. ii) , 
“il Pri ab PS 
STATES@ « \ 
LIFE 
SUCCESS __ 
DS |'Srecia 


— 


‘Central States Life 


Insurance Company 
SAINT LOUIS 


Issues Policies at All Ages, 1 to 70. Both Participating and Non- 
Participating. Children’s Policies with Waiver of Premiums 
Benefit to Parent. Double Indemnity. Disability Benefits, Dis- 
memberment and Surgical Benefits. Special Monthly Premium 
Sight Draft Plan. Non-Medical. Sub-Standard. Sales Planning 
and Circularization Department. Producer's Club. Spirited Home 
Office Cooperaticn. 






CENTRAL) 





Available Territory In 


ARKANSAS, CALIFORNIA, COLORADO, FLORIDA, ILLINOIS, IDAHO, IOWA, 
KANSAS, MISSOURI, MONTANA, MINNESOTA, NEBRASKA, OKLAHOMA, NEW 
MEXICO, SOUTH DAKOTA, TEXAS, UTAH AND WYOMING 


oats 


WRITE DIRECT TO HOME OFFICE 











LEADERS ARE LEARNERS 


‘Living Trusts—Including Life Insurance Trusts’”’ 
Do you know enough about them? 


By GILBERT T. STEPHENSON 


a life insurance trust may render, thus enabling him more intelligently 
to advise his client in what proportion his insurance should be paid 





This book assembles in a single volume the practical information out to his beneficiaries in one lump sum, retained by the insurance 


about living trusts needed by the man who is undecided whether or 
not living trust will best serve his purposes; and particularly the life 
underwriter who is advising his clients how best to arrange their 
insurance. 

It gives simple statement of the purposes that may be accom- 
plished by the living trust, and guide posts with signs that may be 
read and understood along the way towards the creation of an inde- 
pendent estate. 

For the life underwriter, it gives a statement of the services that 


company, or put in trust. 

Living trusts are year by year playing a larger part in American 
business affairs. Their use adds another degree to the flexibility and 
usefulness of life insurance service which progressive and well-posted 
life insurance men are everywhere extending to their clients. 

Every life underwriter who claims to be well posted must have a 
working knowledge of living trusts. Mr. Stevenson’s books will give 
him the practical working information he should have. 430 Pages. 

Price $3.75 


ORDER OF 


THE NATIONAL UNDERWRITER 


NEW YORK 


CHICAGO 


CINCINNATI 
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Another Billion Dollar Company 


A few days ago the NEW ENGLAND MUTUAL crossed the Billion Dollar Mark of Insurance in 
Force. The growth of this Company makes a dependable cross-section of the history of American Life 
Insurance, which is itself an accurate reflection of the political and economic history of the country. Look 
at the figures in this Table: 


INSURANCE IN FORCE 





EE ea RR Pee $ 1,000,000 
0S ESOS ere - 2,000,000 
November ............ Re ere 5,000,000 
Se ceca > adwann oA Ee 10,000,000 
ns co edeeweee’ eee 50,000,000 
co ds Sauwueaceee =e 100,000,000 
ea a OCs: 500,000,000 
Gatemer b, 2... cscccscs Seer 1,000,000,000 


This Company, with the oldest Charter now existing, 
reflects the pioneer effort to establish Mutual Life Insur- 


The Company was chartered in 1825, and was organized 
in 1843—the delay im beginning business being due to the 
severe financial depression of the latter days of the Jackson 


and the whole of the Van Buren administrations. ance on this continent. 


Eighty-Four Years of Honorable Dealing with the Public, through an Agency Force of Selected 
and Trained Men, Formed the Character that Explains its Reputation. 


New England Mutual Life Insurance Company 
BOSTON, MASSACHUSETTS 





























Facing Your Future 
Squarely 


Are You Still A Sub-Agent? 


AMBITION, with PUNCH necessary to put 
things over in a BIG WAY. will secure for 
you a business of your own which you can 




















Company has issued 
a booklet telling the story 
of the opportunities of- 
fered to the ambitious 
man in the business of 
. Life Insurance. 





In response to many re- 
quests from agency exec- 
utives it has been our 
pleasure to send them 
copies of this booklet and 
we shall be glad to place 
a copy of it in the hands 
of anyone who is inter- 
! ested. 

















Home Life Insurance Company 


ETHELBERT IDE LOW, President 
JAMES A. FULTON, Superintendent of Agents 


256 BROADWAY 
NEW YORK CITY 








NDER this title this — manage and develop. _s 


--Gamd-- 


WHY NOT BECOME A GENERAL 
AGENT? 


Camm >- 


Many successful agents outgrow their present 
duties, and continue’ as sub-agents only be- 
cause no opportunity is given for promotion. 


TERRITORY — the States of Arkansas, 
Louisiana, Oklahoma and Texas. 


-oQun-- 


Your communication will be treated with con- 
fidence. 


nud. 
IRA F. ARCHER 


Superintendent of Agencies 


LOUISIANA STATE LIFE 


Insurance Company - 


HOME OFFICE 
SHREVEPORT, LA. 
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THERE Don’t Try Building 
Without the Tools 


In the life insurance business nearly 
every company is sound, has good life in- 





“SHOWING TALKING {°% 
LIFE INSURANCE da 3 










IS 


































WITH THESE TOOLS IN surance contracts and pays its obligations 
eee ones toe promptly. But just as a house cannot be 
MONEY INSURANCE built from good material if the proper tools 
An up to date CANVASSING are lacking, so along with these good ma- 
l. PORTFOLIO which tells the terials of the life insurance business must go 
— pA p agg ey an the proper selling tools. 
IN Somend” =“ Fo sae It is in the aids to selling that the Bank 
Comes. Savings Life excels.—For instance the First 
ee eee ©. Tool in the Bank Savings Life agents’ sell- 
3 A pre-approach plan that ac- ing kit is a canvassing portfolio which pic- 
ees ania ° very Solent 5 “onapects” tures the advantages ! pm insurance.— 
A ematiens Cee 6 helices com Men get 78 percent of the impressions 
AND 4 anasto” — through the eye. The Bank Savings Life 
l a ee eo man takes advantage of this with his can- 
HEALTH pon OE a vassing portfolio. 
e sound actuarial practices. Read over the contents of the Too! Kit. 
ee ne —Then write George L. Grogan, Manager 
ARE ae po of Agencies, for complete information on 
. scies plans. why the Bank Savings Life is the Company 
l = A for men who are looking for a real future. 












YOU 









l 
a The BANK SAVINGS LIFE INSURANCE COMPANY 
YOUR Topeka, Kansas 
om Sn Admitted Assets $3,519,222.00 Insurance in Force $29,336,040.00 











TREADTHESE. 4 4x 


EAD THESE 


| Unsolicited 


Endorsements ‘The 

Then ache this Cou- 4 

Sire ance CC. maf [6A 
Review 








| THE BERKSHIRE LIFE 
INSURANCE COMPANY 


| founded in 1851, completed its Seventy-fiftth Anni- 

rent “bustiness, ean make it versary with a substantial increase in new business 

bing the Revtew “each 1362 Insurance Exchange over 1925. All previous records have been shat- 

Vckdent ae Heaith Debt CHICAGO, ILLINOIS tered. This great expansion is due in marked de 

5 gree to the splendid spirit of cooperation between 
the Home Office and the Field Force. 


Makes Selling 100% Easier 


It is my opinion that any 
. 


— OS 
a 


w . . 
Se ee Se See Put me down for a subscription to The Ac- 


e been a constant reade ° : 
| $e oe cident and Health Review at the rate of $2.00 ‘ 
hink f letting a month go : : : en . 
> ciceiar aaaiiche ier Maia per year, with the understanding that it may : : : ee ee : ; ranre 
i a. Golloway, Ber’y be discontinued at any time on a pro rata Men contemplating entering the dite insurance 
l ? ‘es pcan a basis with refund of amount unearned. | business would do well to communicate with this 
e st or : . 
The LAST Word on Acci- fine old Massachusetts Company. 
| lent and Health Insurance Name . | . 
That is what agents hold the 
Re s t be 
sunt, oF abegltttdebrand. Address .. seeneeaseeeeeenesesesenes BERKSHIRE LIFE INSURANCE COMPANY 
B | 
A President Endorses It City 9 State.......... Incorporated 1851 
I like the Accident Health ’ . ° 
| nukes coup Gude aad Seams Yow Can’t Lose | Pittsfield, Massachusetts 
oe ee Start Now—Stop Any Time—You Take 
North American Life & Absolutely No Risk FREDERICK H. RHODES J. S. WININGS 
Cas. Co President Supt. af Agencies 
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Leavers ARE LEARNER 


—PRES. WALTER DILL SCOTT 
Northwestern University 


There is always something MORE to learn 
about the Life Insurance Business—These books 
are recommended by Life Insurance Leaders 


THE LIFE UNDERWRITERS’ GUIDE 


Life Insurance Salesman- 


ship— General 


PLANS FOR 
INSURANCE 


FORTY UNUSUAL 
SELLING LIFE 
— Edwards 
An assembly of unique, practical sell- 
ing plans. 


HOW TO SOLICIT—Duryea 
A man-to-man talk. 


LETTERS THAT SPEAK FOR ME 
—Roberts .. ‘ sone 
One of the big “hits of the last 
meeting of the National Association 
was Roy Ray Roberts’ talk on the 
use of letters. This loose leaf port- 
folio includes 29 of his best letters. 


LIFE INSURANCE AND HOW TO 
RITE IT—Langstaff .......... 
One of the old reliables. Published 
by The Spectator Co 
LIFE INSURANCE AS A LIFE 
WORK—Hart . 

A “time saver” in selling prospective 
agents the life insurance business. 
LIFE INSURANCE SALESMAN- 
SHIP—Rockwell. .. 


A reflection of the author’s long and 


varied experience covering the entire 
field of business building. 


LIFE UNDERWRITING AS A 
CAREER—Woods .........ss+0:: 
Tells of the opportunities of ‘the pro- 
fession 


MEETING OBJECTIONS — Steven 
son 
Tried and proved methods of meet- 
ing the common objections. 


MENTAL ATTITUDE—Oakes..... 


The author develops the possibilities ; 


that abound for the salesman who 
gets into the right frame of mind. 
OBJECTIONS AND ANSWERS— 
Edwards ... 
A useful book. 
Spectator Compa 
100 WAYS OF CANVASSING FOR 
LIFE INSURANCE—Alexander . 
Designed to assist the salesman to 
construct plans of his own. Pub- 
lished by The Spectator Company. 


- pean by The 


PUBLICITY METHODS FOR 
LIFE UNDERWRITERS —Red- 
dall 


The most ‘complete ‘study of adver- 
tising methods for life agents yet 
written. Fully illustrated 

PRACTICAL LIFE INSURANCE 
SALESMANSHIP—Rockwell .... 
Boils down Prof. Rockwell's teach- 


ings in “Carnegie Tech.” A Mine- 
ograph outline. 
PSYCHOLOGY OF SELLING 


LIFE INSURANCE—Strong . : 
A marvelous book on the technical 
processes in buying appeals and re- 
actions of the prospect. Too tech- 
nical for the average solicitor. 


CHECK SHOULD ACCOMPANY THE ORDER, BUT BOOKS WILL BE SENT ON TEN DAYS’ APPROVAL WITH RETURN OF REMITTANCE LESS 
IF NOT WANTED 


ALL BOOKS LISTED MAY BE ORDERED FROM THE INSURANCE BOOK HOUSE 


1.50 


SELLING LIFE INSURANCE— 
i cecdeedcd toned xenvens 
A comprehensive discussion of many 
phases of selling with outlined can- 


vasses. 

SELLING POINTS CLASSIFIED 

nderson 
Concise replies to the common objec- 
tions. 

24 LESSONS IN LIFE INSUR- 
ANCE—Schneider ....... ee 
A course of 24 lesons with quiz. In- 
tended primarily for the industrial 
salesman. 

WHAT TO SAY IN_ SELLING 
LIFE INSURANCE—Duryea,. .. 1.50 
One of the most helpful books issued 
in recent years. 

WHEN TO STOP TALKING AND 
OTHER ESSAYS ON LIFE IN- 
SURANCE SALESMANSHIP— 
Duryea 
Each chapter is a gold mine of help- 
ful suggestions. 


Life Insurance Salesman- 
ship—Specialized 


BUSINESS INSURANCE 

BUSINESS INSURANCE—Sanborn 
gairicien Probable price, $3.00 
A new book on this very important 
subject. 

SELLING BUSINESS LIFE IN- 
SURANCE—Rockwell 
Shows how life insurance can be em- 
ployed by business enterprises of 
all kinds. 


- $3.50 


_ 1.00 


-50 


2.00 


INCOME INSURANCE 


ANALYZING LIFE SITUATIONS 
FOR INSURANCE NEEDS— 
DE Wtinstek patneeeddéuewade 

The Case 

BEST INCOME: “iNVESTMENT— 
EE ca avchads catnivuhnweadnas 
Comparing income insurance with 
other forms of investment. 

THE HOUSE OF PROTECTION— 
oO ss 
How to make insurance insure. 

INCOME INSURANCE—Alexander. 
Valuable material backed up by logi- 
cal reasoning and good selling points. 
Published by The Spectator Com- 


any. 

LIFE INCOME INSURANCE AND 
HOW TO'‘WRITE IT—McNamer. 
A complete practical guide to the sale 
of income insurance. 

SELLING PROGRAM INSUR- 
ANCE—Bragg ee 
A “why and how” discussion of the 
important phases of programming. 


1.50 
1.50 


SALARY BUDGET INSURANCE 
SELLING THE SALARY INSUR 

ANCE PLAN—Place ..... 

The experience of those who have 

blazed the way. Showing the pos- 

sibilities in this productive field. 


$2.00 


POSTAGE, 


TO GOOD LIFE INSURANCE BOOKS 


ESTATES, WILLS AND TRUSTS 


DEVNEY'S OCCUPATIONAL 
LEAFLETS AND ECONOMIC 
TABLE—Complete Set............ $ 
The financial life history of the aver- 
age man, charted to show vividly his 
gradual increase in earning power, 
his point of greatest productivity, 
and the gradual decline. Complete 
set, including Economic Table and 
thirteen leaflets, together with in- 
structions and specimen letters for 
mail campaign among special classes 
of prospects. 


INHERITANCE TAXATION— 
EMON somnccccccccercecsecseveess 
Most compiete treatment in 
form—outside the regular services, 
such as Diamond Life Bulletins. 


INHERITANCE TAX—Ganse .... 
In preparation. 


LIFE INSURANCE AND _IN- 
HERITANCE TAXATION—Thorp 
SE . 204 c¢Regneeh RD emennae 
Concise treatment, including tables 
of the states and Federal Govern- 
ment. 

LIVING TRUSTS, INCLUDING 
LIFE INSURANCE TRUSTS— 
Stephenson 
Every life underwriter who claims 
to be well posted must have a work- 
ing knowledge of living trusts. Mr. 
Stephenson's books will give him the 
practical working information he 
should have. 

WILLS, ESTATES AND TRUSTS 
—Conyngton 
A very valuable and complete treat- 
ment of the subject. 


COMMON SENSE HEALTH—Geir- 
inger 
A valuable gift book for prospects. 
Written from the life insurance view- 
point. 


eee 


1.50 


3.75 


6.00 





2.00 


Books on the History, 
Principles and Uses of 
Life Insurance 


AMERICA'S HUMAN WEALTH— 
DED ivi anckatchiieien tkaeiae $2.00 
A most readable exposition of life 
values with an intimate bearing on 
the personal business cf making a 
living. 

CREATING AND CONSERVING 
ESTATES—Robinson & Woods . 
Cooperation between Life Insurance 
and Trust Companies. 

CYCLOPEDIC DICTIONARY OF 
LIFE INSURANCE—Jackson..... 
Text book on life insurance by means 
of definitions of life insurance terms. 


CARE THE NATIONAL UNDERWRITER COMPANY 


New York 


Chicago 


Cincinnati 


EASY LESSONS IN LIIFE IN- 
SURANC -$1 


E— jackson... .. 
es of life insurance with 
some salesmanship material-quiz 
book attached. 

ht Naat te OF LIFE INSUR- 

NCE—Rockwell 

This with Lovelace’s Functions out- 
lines the most detailed and com- 
plete treatment of the service and 
uses of life insurance. 
INDUSTRIAL INSURANCE— 
Ackerman 
A thorough study of its subject. ’ Pub- 
lished by The Spectator Company. 

LIFE INSURANCE—Huebner 
Background of life insurance treated 
from the standpoint of a college 


text-book. 

LIFE INSURANCE—Maclean . 
A treatment of the principles and 
functions of life insurance by an 
actuary thoroughly imbued with the 
field man's viewpoint. 

LIFE INSURANCE vepeemecnpeniel 

ALS— Lovelace 
Elaborate. treatment of the maconae, © 
of life insurance as a system. 

OUTLINE OF FUNCTIONS OF 
LIFE INSURANCE—Lovelace... 
Lists practically all of the uses of 
— life insurance (see also Rock- 


WHAT LIFE INSURANCE IS AND 
DOES—Alexander . 
A primer for laymen. ‘and students. 
Published by The Spectator Co. 
WHAT TO KNOW ABOUT LIFE 
INSURANCE—Duryea . 
A practical, clear statement by a field 
man or what the average salesman 
epee to know about the fundament- 
als. 


Books for General Agents 


and Managers 
THE MANAGER'S MANUAL—3 
VOLUMES— 
= Insurance Sales Research Bu- 


YOUR FUTURE AGENT—Vol- 
ume 1 
Deals with the procuring “and selec- 
tion of agents together with cer- 
tain fundamental problems of or- 
ganization. 

YOUR NEW MAN—Volume 2.... 
Treats of the training and supervision 
of the new agent. 


YOUR AGENT AT we on 


WON By ccvceucss000seteeneeces 
Deals with problems of organization, 
stimulation and production. 


a yn AND TRAINING OF . 


SAL 

A treatment of two men expert in the 
research of personnel, based upon sur- 
veys of field conditions in different 
branches of selling. 


. 3.50 


1.50 


3.50 


2.75 


1.30 


1.50 


1.50 


2.00 
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WELCOME TO 


National Building 








TENNESSEE! 


“Stay is a charming word in a friend’s 
vocabulary.” 


It is our privilege and pleasure to 
join all other Tennessee Companies in 
a most hearty welcome to members of 
the Underwriters’ Association. May 
your stay in Memphis be not only pleas- 
ant, but profitable, and may each of 
you return home with a friendly feeling 
for the city of Memphis and the State 
of Tennessee. 


THE NATIONAL 


LIFE AND ACCIDENT 


INSURANCE COMPANY 


(Incorporated 
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Nashville, Tennessee 
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General Agents 
and 
Managers 


Commission 
or 
Commission & Expense 
Allowance Contracts 


Address 
S. W. Goss, Vice-President 
134 N. La Salle St., 
CHICAGO 


1st Convention Daily 





Dependable—in every sense of the word—in its relations with 
agents and policyholders—in its financial structure—in its 
methods of doing business. 

It is such a reputation that makes a representation worth- 
while. 


| SECURITY LIFEINSURANCE Co. 


OF AMERICA. 


O.W.JOHNSON ~Pres. 
-CHICAGO- 
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Peoria Life 
Insurance Company 


Peoria, Illinois 


\un’ mn) 
ma 


>. . . a 
course in the principles of lite in 
Modern Ser VICE surance and selling, and the facth 
ties of a complete direct mail pros 
for Modern A ents pect service, are at their disposal 
ge Non-medical business may be writ- 

ten up to $3,000. 

Never for a moment during its : wwe life i ote 
existence has the Peoria Life lost Progressive life insurance agent 
sight of ion original cetandiion ran are ambitious to broaden their field 
provide for its agents and its pol s of usefulness and to increase thei 

é ‘ S pole <n i> - rate sas 
holders every service of modern life earnings. They find a big advantage 
insurance. The history of the Com in a company connection that allows 

« ) ) om 

eo. “wind! “ , them to offer their prospects the 
pany since its beginning nineteen : . . life 
years ago is plentifully sprinkled widest possible range of life insur 
with illustrations of this principle : 
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ance service. 


? ; , There are practical limits, estab 
Peoria Life agents may insure lished by sound business principles 
women on equal terms with men, and approved actuarial standards 
including disability benefits, and which a company must observe in 
children of any age with full pro- gratifying so natural a desire on the 
tection at age five. Liberal double part of its Agency Force. Within 
indemnity and disability features are these limits, it has been and will be 
available. Our substandard depart the purpose of the Reesie Life to 
ment enables Peoria Life agents to put into its agents’ hands ae 
deliver a policy on every applica- modern device for compke te and up 
tion. A thorough three months’ to-date life insurance protection 
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CONTINENTAL 


CasuaLtTy CompPaANy 








H. G. B. ALEXANDER 


President 




















CONTINENTAL 


ASSURANCE ComPAaANy 
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THE PACIFIC MUTUAL LIFE 


INSURANCE COMPANY OF CALIFORNIA 
Founded 1868 
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Our new improved Non- General Agency contracts 
may be arranged in certain 


portions of the following 


Cancellable Income policy 
opens the way to the sale 


of Life Insurance. States: 
KENTUCKY, ILLINOIS, 
Our Life meunaaes sales- PENNSYLVANIA, 
men secure interviews on NEBRASKA, MISSOURI, 
the Non-Cancellable pol- DELAWARE INDIANA, 
icy presentation where OHIO, KANSAS. 


all other methods fail. 
If you have had a success- 


ful life insurance career 

and are financially able to 
undertake the building of 
a general agency, send 


We are looking for big 
men to represent us in Ca- 
pacity of general agents 


for both our Life and Non- ' | 
full outline of your expe- / 
Cancellable Departments. , 
rience, references, etc., to 
Several splendid territor- DANFORD M. BAKER 
Sin7 147 464.21 oe OR AOR: ae: ee AEN Vice-President and Super- 
men. intendent of Agencies. 


Life Insurance 
in Force 


$628 535,911.00 














The Pacific Mutual Life Insurance Company 
of California 


Home — Los Angeles, eee 
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A Retirement 
Income Policy 


One of the fourteen progressive 
changes just made by The Lincoln 
National Life Insurance Company is the 
adding of a Retirement Income Policy to 
its kit of up-to-the-minute policy forms. 


The new Retirement Income Policy 
is designed for the many people who are 
primarily interested in providing an in- 
come for some future date of retirement. 


It provides either a life annuity or 
refund annuity to begin at an age elect- 
ed by the insured. 


It has death benefits and cash sur- 
render values as well as loan values. 


It may be issued with the Income 
Disability provision. No medical exam- 
ination is required unless the Disability 
feature is desired. 


The Retirement Income Policy an- 
swers another definite need for Life Insur- 
ance. It affords another reason why it 
pays to 


(CINK UP ()wita THe () LINCOLN) 














The 


Lincoln National Life 
Insurance Company 


“‘Its Name Indicates Its Character’’ 


Lincoln Life Building Fort Wayne, Ind. 


More Than $485,000,000 In Force | 














YOU CAN SELL 


WHEN YOU 
HAVE IN 
YOUR KIT— 


Participating 

Non-Participating 

Non-Medical 

New Rate Book 

New Policies for Chil- 
dren 

Sub-Standard 

Accident & Health 

Group 

Salary Savings 

Disability Benefits 

Double Indemnity 

Dismemberment 
Benefits 

Major Surgical Operation 
Benefits 

Age Limits Birth to 65, 
full insurance benefits 
from age 5. 


These and many other 
attractive features are 
included among the life 


insurance tools provided 


by the Continental Life. 


We have openings for 
General Agents through- 
out our thirty-six states. 


Write us frankly what 
territory you would like, 
and we will tell you 
whether it is open. 





CONTINENTAL 
LIFE INSURANCE CO. 


Continental Life Bldg. 
St. Louis 


ED MAYS 
President 
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PLANTERS 


Centuries before life insurance protection was thought about, 
the wisdom of Confucius propounded a bit of philosophy which 
might well have been written in tribute to any man who has 
given his efforts to life underwriting. 

“One generation,” the sage observed, ‘‘plants the trees that 
another may sit in their shade.” 


What gratification must come to those engaged 
in our great business as they regard the bene- 
fits wrought by their work! They are helping 
others to plant a reserve that will enable those 
who follow to enjoy its fruits. 


The Prudential joins in felicitating the dele- 
gates to this convention and offers its 
sincere wishes for a year of unprece- 
dented prosperity. 


The Prudential 


Insurance Company of America 
EDWARD D. DUFFIELD, President 





Home Office Newark, New Jersey 
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An Old 


Pan-American 


Ideal 


It dates back 15 years—the Old Pan- 
American Ideal—to render complete 
service to our field representatives. 


In 1912, when the Pan-American Life 
was organized, a complete service to 
agents was maintained. And in the 
years which have followed it has al- 
ways kept a step ahead of the times 
and expanded its service accordingly, 
until today we can look back and say 
with pride that “Our Service to 
Agents” is not a mere catchword, but 
an Ideal. 


Pan-American Service includes:— 


Educational Course 

Individual Sales Planning 
Unexcelled Life Policies 

Child’s Educational Endowment 
Combination Life and Accident and 


Health Policy 


Substandard Insurance for Under- 
average Lives 


Group Insurance 
All Forms of Accident and Health 


Insurance 


We have a few attractive general agency 
openings for men not at present attached, 
who measure up to Pan-American ideals. 


Address 


E. G. Simmons, Vice-President and General Manager 


PAN-AMERICAN 


LIFE INSURANCE COMPANY 


New Orleans, U. S. A. 


Crawford H. Ellis, President 











aog.._._ Lhe Interstate + 
"" Life & Accident Company ~ 


JOS. W. JOHNSON, M. D., President 


0 
0 


Home Office, Chattanooga, Tenn. 


Ordinary Life, Health and Accident 


and 


Industrial Life and Health and Accident 


A policy to fit every need. 


A premium deposit plan to suit the 


insured’s convenience. 


Desirable Open Territory 


In our Ordinary Life and Commercial and 
Monthly Health and Accident Departments. 


JOHN W. BLEVINS, Manager of Agencies. 









































For a Man’s Man— 


Franchises with a company like Fidelity Mutual 
offer highly desirable opportunities for a wider 
and more profitable field of action. Fidelity has 
some territory open. 


You may be the man 


Fidelity originated the disability provision, 
the double benefit feature and the ‘‘ Income 
for Life’ plan. It operates in forty states, 
including New York, on a full level net 
premium basis with more than $70,000,000 in 
assets and over $355,000,000 insurance in force. 


a] More than 36,000 direct leads a year le 
; from Head Office lead service. 


THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 


PHILADELPHIA 


Walter LeMar Talbot, President 
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Contentment and 
Success 


6 pes with which to work and pleasant 
conditions under which to use those 
tools make for happiness that is bound to 
bring success in life underwriting. 


The agents of this company have for 
years experienced that happy combination 
and from this experience they gave birth 
to that expression, “The Friendly Com- 
pany,” which is now a part of the com- 
pany’s name. 


Each year the business of the Peoples 
Life of Indiana has increased and each year 
a substantial amount of this increase has 
come from old men with the company who 
have found that right tools and right con- 
ditions do make for happiness oa happi- 
ness in their work make : success. 


Because of this combination, if you 
are contemplating entering the life insur- 
ance business, your first inquiry should be 
directed to us. We are sure that we can 
convince you that it will pay to be friendly 
with the 


PEOPLES LIFE 
INSURANCE CO. 


“The Friendly Company” 
FRANKFORT INDIANA 
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Ask The Man Who 


Represents Us— 


You will find among our rep- 
resentatives some of the out- 
standing men in life insurance. 
We have always sought qual- 
ity rather than quantity. 
Nearly a quarter century of 
agency building proves the 
wisdom of this course. 


A guaranteed low net cost 
non-participating company 
(voluntarily paying dividends 
on fully paid policies);operat- 
ing under the old-fashioned 
generalagency plan. A thor- 
ough course of training for 
new men plus constructive 
Home Office co-operation 
creates an ideal arrangement 
for those wishing to build an 
agency. And, we have some 
desirable openings. 


The 


Volunteer State Life 
Insurance Company 


Chattanooga 
A. L. Key W. J. Arnette 
President Vice-Pres. &@ Agency Manager 
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One I dea [ With the Mutual Benefit succes- 


sive managements have adhered to 
the principle of mutuality, being 
dominated by one ideal — that 
conveyed by the name of the 
Company. 









THE MUTUAL BENEFIT LIFE INSURANCE CO. 


ORGANIZED 1845 


NEWARK, N. J. 


















Complete Protection Available to Citizens in 29 States 


With its complete line of all forms of legal reserve Life policies—with Accident and Health policies 
providing full life indemnity—THE BUSINESS MEN’S ASSURANCE COMPANY is prepared to 
furnish the citizens of 29 states complete protection in the full sense of the word. 

















On Accident and Health Claims paid in 1926, the B. M.A. stands first among all companies doing 
a similar class of business in Missouri—Texas—Wyoming and Utah; Second in Kansas—Okla- 
homa—Arkansas and South Dakota; and Eleventh in the U. S. A. 


More than $14,500,000.00 paid in Claims. Over $42,500,000.00 Life Insurance in force. 


BUSINESS MEN’S ASSURANCE COMPANY 


W. T. GRANT, President of America KANSAS CITY, MISSOURI 
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THE UNION CENTRAL LIFE INSURANCE COMPANY 


through 


THE DARBY A. DAY CO-OPERATIVE AGENCY 


105 W. Adams St. 
CHICAGO 


The World’s newest and best plan of Agency Building. 





Work with “| 
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There is a 

REASON why 
you can earn more money | 
in the Chicago General | 
Agency of the 


N CHICAGO there is 


a big opportunity for 


fETNA 


LIFE INSURANCE CO. 
of Hartford 


the live agent. Here 





are thousands of 


Men are engaged 


prospects. 





Northwestern 


Mutual Life 


INSURANCE CO. 
of Milwaukee | 


in man rofessions and busi- : . 
7 P ; : We offer opportunity 
ness activities. There are big to men of vision. 
men to be reached. Chicago a 
Brokers will find us 
especially equipped 
Then life in- to aid them with 


has men of high position and 
great resources. 


surance work needs agents their problems. 





OUR SYSTEM OF 


AGENCY PROTECTION who can get those of more I Non 


Participating 
and Participating 


Life Insurance. 


1. Agents are protected against modest income. There are 
rebaters. 
clerks and wage earners to be 
2. Agents are protected against 


brokers. " 7 ; 
insured. Group Life Insurance 


] Group Disability 
| Accident and Health. 


3. Agents are protected against 
“part-time men. 












































a = mg crag ges pe Men operating t hrough the 
a od e competent Statio- | well established and high 
| egy offices pores: on | S. T. WHATLEY 
this page are succeeding. Gen. Agt. 
Hobart S Oates Others can succeed in a simi- 2043 —230 S. Clark St. 
General Agents Chicago 
lar manner. 
ROOKERY BUILDING 
209 S. La Salle St. 
{— — oe = — ——————_—_—_—_—_—_—_—_—_—_—_—_—_—_—_—_——_—_—__—T—_== — — | 
A GOOD “HOOK UP” FOR “LIVE WIRES” 
| Good Men The Two Million a Month Agency We Make You ! 
|} ante | of amet 
i ; 5 l 
| 4 | THE MUTUAL LIFE |—— ws 
= 
| F We Want INSURANCE CO. of N. Y. Success Makes 
| Gued Mian HERMAN C. HINTZPETER, Manager You Money 











Room 866, 208 So. La Salle St. Chicago, Illinois 
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Do Figures 
Mean Anything 


°° YOU? 


y| 9 § 1922 INCREASE over 1922 
O SURPLUS and RESERVES 

6 4 3 1926 INCREASE over 1922 
O INSURANCE IN FORCE 

71 5 1926 INCREASE over 1922 

OQ PREMIUM INCOME 

9 1922 INCREASE over 1922 

4 4 O ASSETS 

8 3 QO 1926 INCREASE over 1922 

O Interest and Other Income 


[IF a company making such RECORDS 

interests you and you are interested 
in territory in Illinois, Indiana, Ken- 
tucky, Missouri, Iowa, or Kansas, and 
are at present unattached, write 
A. E. Johnson, Agency Manager, 
for complete information regarding 

this Company. 


CHICAGO NATIONAL 


Life Insurance Company 
202S.STATESTREET - CHICAGO, ILL. 














Now Over $40, 000,000 in Force 
cage RaANNONNNaeNSeilitiasicileinnie 


110 S. Dearborn Street 


COMPLETE PROTECTION 


Aces of this Company have the ad- 
vantage of being able to sell, through 
one company, complete personal protection 
—Accident and Health and Life. 


Many Life policies are sold to prospects 
who are approached on Accident and 
H ealth—and vice versa. 


We make it easy for the agent by selling a 
Combination coverage which we call the 
Complete Protection Policy. This provides 
Accident and Health and Life coverage to- 
gether. 


In addition, our agents have a full line of 
regular Accident and Health and Life poli- 
cies, with all the modern improvements. 


We have a plan which helps agents get 
interviews and helps them sell the business. 


What more could be asked? 


Any agent not under contract and seeking 
a connection where only his ability and will- 
ingness to work will limit his income, will 
receive full details of our proposition if he 
will send us his name and address on the 
lines below. 


Signing on these dots will cost nothing. 
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N.U.- 


Great Northern Life 


Insurance Company 
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PROVIDENT BUILDING 


The 


PROVIDENT 


Joins the City of 
Memphis 
In Extending 
A Cordial Welcome 
to 
All Members 
of the 
National Association 
of 


Life Underwriters 


It is our hope that 
your visit may be a 
happy one and that you 
will carry away pleas- 
ant impressions of 
Tennessee. 


Robert J. Maclellan, 
President 


Ww. C. Cartinhour, 
Vice-President-Secy. 


FeV ROVIDENT LIFE 


and ACCIDENT INSURANCE 
COMPANY 


of Chattane ga, Tenn 
“1887 MOM IN ITS. 1927 











ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 








Royal Union Life Building 


Policies for the Entire 
Family! 


The Royal Union offers policy 
contracts at every age from one 
day old to age 60. 


Our Juvenile policies, written on 
children as young as one day old, 
go into full benefit automatically 
at age 5 without re-examination 
—a big winner! 





We write women on equal basis 
with men. 


We feature a special low-rate 
policy to business and professional 
men. 


Cor. Seventh and Grand Ave., 
Des Moines, lowa 


ROYAL UNION LIFE 
INSURANCE COMPANY 


A. C. TUCKER, President 














They Said, 





Our Agents 
Prosper With Us 
The Golden Rule 
Agent’s Contract — 
The Preferred Risk 

| Policy, Perfected 
Endowments—A Re- 
markably Low Net 
Cost, The Columbus 
Mutual Record 


These five make up 
a winning hand that 
can’t be beat. 





“It Can’t Be Done’”’ 


Every one told “Pop” Brandon a life insurance company 
could not be built without General Agents. 


Today it is an Accomplished Fact 





By reaching the One Hundred Million mark sooner than 
any other Ohio company and passing in volume fifty-six com- 
panies older than itself 


The Columbus Mutual Life Insurance 
Company Demonstrates the Possibilities of 














the Direct Agency System 





The Columbus Mutual Life Insurance Company 


Cc. W. BRANDON, President 


COLUMBUS, OHIO D. E. BALL, Vice-Pres. and Secy. 
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EDGAR C. FOWLER 
General Agent 


CHICAGO, ILLINOIS 





NEW ENGLAND MUTUAL 
LIFE INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 


Always a Resolute Defender 
of the Mutual Principle in 
Life Insurance Practice 


JULIUS H. MEYER 


705 First National Bank Bldg. 


me. 


General Agent 
30 N. La Salle Street 
CHICAGO, ILLINOIS 








THE COLUMBIAN NATIONAL 
LIFE INSURANCE COMPANY 
BOSTON, MASSACHUSETS 


A thorough course of Life Insur- 
ance instruction. An opportunity 
to become independent in future 
years to those who associate with 
An Agent’s Agency. 
touch with Gilchrest. 


Get in 


ELON B. GILCHREST—General Agent 
739 Federal Reserve Bank Building 
164 W. Jackson Boulevard 


CHICAGO, ILLINOIS 





























BERKSHIRE LIFE 
INSURANCE COMPANY 
Pittsfield, Mass. 


We have room 
for two or three 
more active 
agents in 
Chicago. 


ROBERT F. PALMER 


General Agent 


105 S. LA SALLE STREET 
Chicago, Illinois 
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hy 3ZIEW ENGLAND COMPANIES 


‘fl have always stood out promi- 












= 





< » oh nently as bulwarks of safety in 
In fact, New 
England is a synonym for dependable pro- 
New England laws and New Eng- 
land state supervision are recognized the 


The Chicago 


agencies of New England companies have 





life insurance. 
tection. 
country over as exemplars. 
taken special pride in being able to carry 


the banner of sound life insurance to the 


people of that great city. 
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OF BOSTON MASSACHUSETTS 


WILLIAM M. HOUZE 


General Agents 
Room 1946-1948, The Straus Bide. 
. W. corner Michigan Avenue and 
Jackson Boulevard 


Telephone Harri<on 1434-0402 
Chicago, Illinote 


Exceptional Opportunities 
for Full Time Agents and 
Brokers in Our New 
Agency. 


Will Be Glad to Have You 
Call and Get Acquainted. 




























Louis J. Fohr 


General Agent 


Connecticut Mutual Life 
Insurance Company 


of Hartford, Connecticut 


208 S. La Salle St. 


Chicago 112 W. Adams St. 








Bokum & Dingle 


General Agents 


Massachusets Mutual Life 


Insurance Company 
of Springfield, Mass. 





Chicago, Ill. 
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THE PEOPLES LIFE IS PROBABLY THE COMPANY YOU ARE LOOKING FOR 
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It can be! 


HowP 
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What “JT” will 
do for You 


1 Gets Prospect thinking 

in terms of MONTH- 
LY INCOME, 

2 Picturizes IN ADE- 
QUACY of small pol- 
icy. 

3 Without asking secures 
prospect's Life Insur- 
ance History. 


Makes your Life In- 
surance SIMPLE and 
YNDERSTAND- 
ABLE. 

Obtains information 
on the KIND of m- 
surance wanted. 


6 Secures a perfect IN- 

TRODUCTION for 

you 

7 Provides a LEGITI- 
MATE EXCUSE to 
visit old policyholders. 

8 Gives your prospect 
SOMETHING TO 

PLAY WITH! 





to Complete Life’s Plan 
Through Life Insurance 


Start your interview on the RIGHT BASIS im- 
mediately by talking MONTHLY INCOME. will invariably sell 


The theme of this convention “Completing 
Life’s Plan through Life Insurance” can be 
more easily accomplished if you use the IN- 


© 





G 





perience in the Life Insurance 
business. 

“It has been surprising to 
me to note how the really big 
men will permit their eyes 
to wander to the INCOMETER 
most immediately upon enter- 
ing their offices. Permitting 


| OU know that a five or ten 

| thousand dollar policy is not 
sufficient to provide a decent 
monthly income. But is it easy to | 
convince your prospect? 


as Enthusiastic 


Gets Big Men 
F. H. McChesney, Gen- 
eral Agent, Berkshire 
Life Insurance Co., Roch- 
ester, N. Y., June 15, 
1927: 

“As you know, I have had 
one of the Shields INCOM- 
ETERS for several months. I 
find it to be one of the best 
‘attention getters’ that I have 


You Too, Will Be Just 


used in my twenty years’ ex- 


a prospect to play with it 


invariably causes him to com- 
ment upon the story which 
it tells, thus revealing the 


best method of attack to 
break down his resistance.” 
React Instantly 
Charles L. Hartman, Dis- 
trict Manager, The 
Equitable Life Assurance 

Society, Niagara Falls, N. 
Y., June 18, 1927: 

“The INCOMETER is daily 
proving a big help to me, 
and I find in many cases that 
my prospects react almost in- 
stantly to the message it 
gives them You can count 
m me as a consistent booster.’’ 
Reason for $25,000.00 sale 
Raymond L. Korndorfer, 
General Agent, New Eng- 
land Mutual Life Insur- 
ance Co., Bronx, N. Y. 
City, June 1, 1927: 

“It may interest you to 
know that TI believe it an ex- 
cellent means for securing the 
attention of a prospect and 
that in line with this thought, 
on last Saturday morning it 
was a contributing reason for 
my writing an application for 
$25,000.00." 

A Contributing factor 
Lawrence V. V. Moss, 
Lockport, N. Y., insur- 


COMETER. If your prospects can be made |} ance underwriter, June 14, 


to see clearly that life insurance should be || 11m ony too vicaset t 


larger policies. 


By using the INCOMETER. Here is the _ ! is difficult to tell a 
instrument you have always wanted—per- 
haps dreamed about. 
dramatize your proposition and visualize for 
your prospects life insurance in terms of : I hj ; 
MONTHLY INCOME instead of lump sum. sums. Let him _dis- 


man he is not thinking 
of life insurance right 
when he is blinded by 
seemingly large lump 


A machine that will 


cover for himself the 


AN AMAZING AID TO SELLING 


Some of the biggest producers of America today are using 
the INCOMETER in selling insurance. The INCOMETER’S 
range is unlimited. It makes a man who is intending to 
buy a $2,000 policy take a ten or twenty; one thinking about 
a $30,000 policy takes a $50,000. The INCOMETER is as 
much at home in the hands of a millionaire as it is in the 
hands of a salaried man. There is not a Prospect who will 
not be interested—Not an agent who cannot profitably 
use it. 


Many men attending this convention are using the INSUR- 
ANCE INCOMETER to pile up the records they are making. 
Ask your neighbor if he is a user. If not, show him this 
Advertisement. He, too, should become acquainted with 
this newest and best selling aid for life insurance selling. 


Surely, you owe it to yourself to put the coupon in the 
mail today and get the full details on the INCOMETER— 
the machine which will materially increase your 


SHIEL ETER 


LANDQUIST & LEESTON-SMITH, Inc. 
1 Madison Avenue New York City 
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measured in terms of monthly income you |} ih, ;Suisiés Insurance IN 


short period I have been 
using this instrument, it has 
been a large contributing fac- 
tor in bringing my people te 
a point of realization as to 
just what their present insur- 
ance meant to them. A good 
percentage of these interviews 
resulting in very satisfactery 
sales.” 
In six weeks $160,000.00 
program insurance sold 
Mr. David Bloch, Repre- 
sentative, The Equitable 
Life Assurance Society, 
New York, May 2, 1927: 
“I have just felt that I 
wanted to drop you a line re- 
garding the actual results on 
this INCOMETER. Since I 
have obtained this instrument 
on April 10th and up to date, 
May 20th, my actual sales on 


ridiculous monthly income a five, ten or |] prosrm insurance ts si0-000, 


I have sold 8 prospects that I 


twenty thousand policy provides by giving |] ™t 23.2", 3.2% 2 


interest whatsoever up until 


him the INCOMETER to PLAY WITH. the, present time 


am more than satisfied 
with the results obtained and 
I feel perfectly confident my 
insurance production will be 
increased at least 50% this 
year with the help of the IN- 
COMETER. I wanted you to 
know these facts and I feel 
that the INCOMETERB is an 
absolute necessity for every 
insurance agent."’ 

















LANDQUIST & LEESTON-SMITH, INC., 
Metropolitan Tower, 

No. 1 Madison Ave., New York, N. Y. 
Gentlemen: 


I am _ interested in the Shields Insurance IN- 
COMSTER. Please let me have further informa- 
on. 


Ck eae ne ee 
N.L.D. 
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The National Underwriter 


STULL LLL 
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Life Insurance Meets Life's Needs 


ENLARGE UPON 
GENERAL TOPIC 


Speakers Thursday 
Stress Variety of 


Life Underwriters Told 
of Importance to Family 
and Value as Investment 


Convention Headquarters, 
Memphis, Tenn., Oct. 13 


‘HESTER O. FISCHER, Massachu- 
C Mutual general at St. 
Louis and vice-president of the National 
association presided at the Thursday 
morning session. The speaking plat- 
form, which on Wednesday had been at 
the side of the hall, was changed to the 
end. This arrangement proved to be 
more satisfactory for both the speakers 
and audience. “Dave” Sprague opened 
the meeting with some community sing- 
ing. The large convention hall was 
abvut three-quarters full when the first 
speaker began. 

One of the things that has surprised 
those in charge of arrangements is the 
size of the audiences at the business 
sessions. In the lobby and on the mez- 
zanine just before the meetings open 
there is no great crowd in evidence, but 
by the time the speaking commences 
the hall has filled. 


Bali Wednesday Night 
Was Pronounced Success 


4 setts agent 


It was feared that the morning’s at- 
tendance might be light because danc- 
ing continued last night until after 1 p. 
m. The ball was a pronounced success. 
There were dancing partners for every 
one. Two orchestras kept the affair 
gcing at a lively pace, and the affair 


was brilliant and in every way en- 
jovable. 
The nominating committee held its 


meeting at 11 p. m. and concluded its 
labors quickly. Frank L. Jones of In- 
diznapolis, a past president, served as 
chairman of the committee and O. C. 
Larson of Madison, Wis., a past vice- 
president, secretary. 

Just before the speaking began Thurs- 
day morning Rabbi Harry W. Ettelson, 
Cengregation Children of Israel of 
Memphis gave the invocation 


Importance of Program 

te the Average Man 

Tressler W. Callihan, manager of the 
department of education of the John 
Hincock Mutual Life, was the first 
speaker Thursday morning, on “A Pro- 
gram of Life Insurance Protection.” He 
pointed out that the average prospect 
had not been brought to consider in 
detail his responsibilities, present and 
and outlined a way by which the 
agent could bring them forcefully to his 
atiention 

Pointing in the 


future, 


same general direc- 


~ .) Pa 
NOMINATING COMMITTEE SELECTS OFFICERS NAME MYRICK; 
PRESIDENT 
Julian S. Myrick, Mutual Life of New York, New York City 
VICE-PRESIDENT 
Chester O. Fischer, Massachusetts Mutual, St. Louis 
FIRST VICE-PRESIDENT 
E. J. McCormack, Minnesota Mutual, Memphis 
SECOND VICE-PRESIDENT 
W. W. Winne, Connecticut Mutual, Denver 
THIRD VICE-PRESIDENT 
John C. McCay, North American Life, President of the 
Canadian Association, Vancouver 
SECRETARY 
J. Elton Bragg, Union Central, Philadelphia 
TREASURER 
Charles F. Foehl, Prudential, New York City 


tion, but with especial emphasis on the 
personal element, was the next address 
by Frank M. See, general agent of the 
Union Central Life in St. Louis on “Life 
Insurance for Family Protection.” He 
cited instances from his own experience 
of what the failure to provide such pro- 
tection had meant for the family. 

An exhaustive review of the possibili- 
ties of life insurance from the invest- 
ment standpoint was given by M. Albert 
Linton, vice-president of the Provident 
Mutual Life, who gave in great detail 
the material returns that could be ex- 
pected from the various forms of poli- 
cies, and compared these returns with 
those to be derived from other forms of 
investments. 


Sound Amplifiers Made 

Speakers Easy to Hear 

All of the speakers were easily and 
clearly heard in every part of the room, 
because there was a microphone in 
front of the speakers platform and 
sound amplifiers in the center and rear 
of the room carried the speaters vo'ces 
to the more remotely located 

After Mr. Linton’s address there were 
a few minutes of relaxation with “Dave” 


seats 


Sprague who conducted a short song 
fest. The southerners sang “Dixie” 
with great gusto All the singing at 


this point was so enthusiastic and the 
demand for it so insistent that it was 
difficult to quiet the crowd down and 
resume the speaking program. 

It was moved bv Eugene Stuide of St 
Levis that Mr. Linton’s address be sep- 
arately printed and distributed and the 
motion was unanimously carried 


Several Special Guests 
Introduced at Convention 


Before resuming the regular program 


a number of special guests were intro- 
duced D. J. Bloxham of the Travel- 
ers snore for the life Agency O%ficers 
Association. H. H. Armstrong, vice 


president of the Travelers, is chairman 
of the association but was unable to be 


present and arranged for Mr. Bloxham 
to represent him. 

O. H. Meyer of the National Council 
of the Young Men's Christian Associa- 
tions told something of the life insur- 
ance educational work that the Y. M. 
C. A.’s are doing 

A. S. Caldwell, president of National 
Convention of Insurance Commissioners 
and Tennessee’s commissioner, repre- 
sented the commissioners convention in 
a short talk. 

It was announced that there would be 
a meeting of the trustees at luncheon 
on Friday 2 

Andrew X. Schmitt, Prudential super- 
intendent at Chicago, who was to have 
spoken on “The Industrial Underwriters 
Purt in the Program” was unable to 
speak as he contracted a severe cold on 
his way to Memphis and lost his voice 
He was introduced but could only ex 
tend greetings. 


Yotes Gives Talk on 
Monthly Income Insurance 


John W. Yates, general agent of the 
Massachusetts at Detroit, next gave a 
talk on monthly income insurance in 
which he advocated putting all policies 
more on the monthly in- 
basis He cited numerous in- 
of how an income policy had 
families together and permitted 
to carry on He gave the argu 
income that he uses 


of $3,000 or 
come 
stances 
held 
them 
ments for monthly 


with the best results. most of which, 
he stated, are to be found in the Dia- 
mend Life Bulletins 

The crowd went wild when Mr 
Fischer announced that Ruth Elder had 


landed in Holland. It was moved to 
send her a cablegram from the National 
association. 

S. Doi, a director of one of the Tokvo 
was asked to speak on 
insurance in Japan He 
message that he had pre- 
pered in which he eulogized the prog 
ress of life insurance in the United 

(Continued on page 18) 


life comnpan'‘es 
behalf of life 
read a short 


GO TO DETROIT 


New York City Man 
Is Unanimous Choice 
For the Presidency 


Michigan City Selected 
as 1928 Meeting Place; 
Miami’s Only Opponent 


Convention Headquarters, 
Memphis, Tenn., Oct. 13 


ULIAN 8S. MYRICK of New York, the 

nominating committee’s choice for 
president, will not reach Memphis until 
I'riaay. Those who desired Mr. Myrick's 
nomination have kept the wires to New 
Yerk hot trying to persuade him to ac- 
cept the nomination. When he finally 
copsented the work of the nominating 
cumméttee was just about over. Only 
one slate was offered and discussed. No 
objection was offered to any name pre 
sented. 


Member of One of 
Big New York Agencies 


Mr. Myrick is now president of the 
New York state association. His com 
pany is the Mutual Life of New York 
and his agency, Ives & Myrick. His 
office is one of the pioneer large agen 
For many years it was quartered 
in the Mutual Life’s home office build- 
ing. Growth and expansion made a move 
to more commodious quarters necessary 
a few years ago The agency has a 
large brokerage following in addition 
to a large staff of personal producers 

As is known, Mr. Myrick is an im- 
portant figure in the tennis world. He 
is chairman of the Davis Cup commit 


cies 


tee and past president of the National 
Lawn Tennis Association As a New 
Yorker he is close to National associa- 


tion headquarters and will be able to 
work in close co-operation with Roger 
B. Hull, the new managing director 


Vice-president Well 
Known to Underwriters 


Chester O. Fischer, named for vice 
president by the nom‘nating committee, 
is rapid'y gaining life insurance recogni 
tion. He is general agent of the Massa- 
chusetts Mutual at St. Louis. For many 
years he was general agent for the same 
company at Peoria, Ill. When Warren 
D. Fivnn died a few years ago Mr. 
Fischer succeeded him. While in Peoria 
he surrounded himself with young col- 
lere men be'ng transferred to 
St. Louis his has made great 


Since 


agency 


s 
ti 


McCormack of Memphis, first 
known to everyone at 
general chairman 


E J 
vice-president, is 
this meeting. He is 
of this convention He and Mrs. Me- 
Cormack ard Harry G. Alen. president 
of the Memrh’'s Association were able, at 
Atlantic City last year to land the 1927 


meeting. Mr. MceCormack’s company is 
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He is young, 


the Minnesota Mutual. 
only 34, in every sense a live wire, and 


a splendid choice for the first vice- 
presidency. 
Br:gg Has Reputation 

As Life insurance Speaker 


J. Elton Bragg, the secretary, is gen- 
eral agent of the Union Central at Phil- 
adelphia. He is one of the best known 
life insurance speakers in the country. 
For several years he was an instructor 
in life insurance in New York Univer- 
sity. He then became vice-president 
and agency manager of the Manhattan 
Life. Last year he assumed his 
present position. 

Charles F. Foehl, of New York, who 





New York 


JULIAN 8 MYRICK, 
Nominated for Presidency of Najional 
Association 


will be re-elected treasurer, is general 
agent of the ordinary department of the 
Prudential. 

John C. McCay, third vice-president, 
is manager of the North American Life 
at Vancouver, B. C., and is also, of 
course, president of the Canadian as- 
sociation. 


Detroit Executive Committee’s 

Choice for 1928 Convention 

Detroit was selected by the executive 
committee at its meeting Wednesday 
night as the place for holding the 1928 
convention. Its claims had been pre- 
sented very strongly at the last two 
meetings, and in view of that fact and 
the strong support that has been given 
tu the association movement in the au- 
tomobile city, it was felt that it was 
entitled to the meeting. Furthermore, 
it was regarded as the logical thing to 
hold the next convention at some point 
in the central west, since it went to 
the Atlantic coast last year and is being 
held in a southern city this time. The 
Detroit delegates did not make any ag- 
gressive fight for the meeting this time, 
feeling somewhat aggrieved that they 
hac been turned down twice in succes- 
sion, but were entirely willing to accept 
the responsibility of acting as hosts to 
the National association at its next an- 
nual gathering. 

The only other candidate presented 
was Miami, Fla., which, after it had 
lest out on the 1928 meeting, renewed 
its invitation for 1929. 

Discuss Fees To Be 

Charged for Certificates 


The only other matter taken up at 
the meeting of the executive committee 
held on Wednesday night, aside from 
the next meeting place, was the fee to 
be charged for the accredited life under- 
writer certificates provided for in the 
plan prepared by officers of the Ameri- 
can College of Life Underwriters. It 
was originally proposed to make the 
initial fee $50. There was considerable 
sentiment toward changing this to $25. 


Agency Management Problems 
Are Taken Up at Group Session 


S has been the case in the past sev- 
eral years, the agency management 

group meeting which took place Thurs- 
day afternoon was full of meat. There 
was no oratory, no platform tucks, just 
the solid facts of agency management. 
Those who spoke told frankly, and with- 
out any straining for effect, their ideas 
about operating a successful agency. 

John Marshall Holcombe, Jr., man- 
ager of the Life Insurance Sales Re- 
search Bureau, had charge of the ses- 
sion. The first to speak was Ear] F. 
Colborn, general agent of the Connec- 
ticut Mutual at Rochester, N. Y. He 
discussed “Standardized Methods for 
Agents.” Mr. Colborn stated that the 
basis of any agent’s success must be 
devotion to the job and adherence to a 
plan that works. He contended that 
those who are not using standardized 
methods that are known to “work” are 
failing to avail themselves of material 
and plans that go far toward achieving 
success. 
Harrison Shows How 

He “Sells the Business” 


J. J. Harrison, vice-president of the 
Home Life of Arkansas, gave a demon- 
stration on how to sell the life insur- 
ance business to a new man, using M. 
C. McRay, manager of the Home Life's 
conservation department, as the “pros- 
pect.” With Mr. McRay seated opposite 
him and a microphone on the table be- 
tween, so that all in the room could 
hear, Mr. Harrison did an excellent job 
of “selling” the business. 

“The Problems of a Rural Agency” 
were discussed by J. A. Wood, manager 
of the Aetna Life at Oklahoma City. 
In his own homely style Mr. Wood told 
of the work that must be done in get- 
ting men in country communities. 

H. O. Wilhelm of the Northwestern 
National Life of Omaha offered his 
ideas of the value of managers clubs. 
He advocated the inter-change of ideas 
between managers through luncheons 
and meetings of managers associations 
or clubs. In Omaha, he explained, the 
dues of the local association are only $5 
a year which insures a large member- 
chip. The managers association pays 
for all outside speakers, sales con- 
g:esses and unusual expense. 


McNamara Tells of 
His Training Methods 


John C. McNamara, the dynamic New 
York manager of the Guardian Life, 
guve a description of his agency train- 
ing methods. Mr. McNamara has been 
a general agent for 32 months and in 
that time his agency has produced $37,- 
000,000 of business. When he began he 
had no agents, so that from nothing and 
with no agents 214 years ago he has 
produced a volume that has probably 
never been equalled under similar cir- 
cumstances. 

Darby A. Day, Union Central general 
agent in Chicago, and the author of the 
co-operating agency profit sharing plan 


There was also a decided division of 
opinion as to whether there should be 
any renewal charge. Some members of 
the committee were opposed to this fee 
regardless of the size of the initial fee, 
some wanted it in either case and some 
wanted it if the original charge were 
reduced but not if it were maintained 
at $50. After an extended discussion 
and a very lively debate, it was decided 
to make the initial charge $50, with an 
annual renewal fee of $5. 

A large number of the members of 
the committee signed the preliminary 
applications at this meeting and prac- 
tically all of them took home a supply 
of the applications for distribution to 
the members of their local associations. 








so much discussed recently gave “My 
scheme in operating an agency.” As an 
enthuser of men Mr. Day is unexcelled. 
He gave an outline of his profit sharing 
pian telling why it was evolved and 
how it operates. 





Educational Plans 


The report of the committee on edu- 
eation, presented by Frank L. Jones, 
chairman, outlined the educational plans 
of the National association under these 
headings: 

Common School Course: 

Collegiate Course, Social 
nomic: 

1. Courses in about 100 colleges with 
euphasis on the social, economic and 
business phases. 

2. There is a standing committee in 
charge of this subject. 

3. These courses are not vocational. 

Accredited Underwriter Reading and 
Questionnaire: 

1. Award of certificates of 
sional standing. 

2. Awarded on basis of experience 
and methods on application and recom- 
mendation. 

3. This is the first step toward pro- 


In process. 
and Eco- 


profes- 


fessionalizing life underwriting, and 
should not be confused with the C. L. U. 
degree. 


Field Schools, Correspondence Courses, 
Vocational Courses: 

1. Vocational schools in colleges. 

2. Field schools of a vocational na- 
ture. 

3 Correspondence courses. 

4. “Association News.” 

American College of Life Underwrit- 
ers: 

1. Degree of C. L. U. awarded on 
reading, study and examination. 

2. Awarded by A. C. L. U. 

3. Awarded by colleges. 

4. Honorary. 





Woodworth and Hart Congratulated 

Frederick G. Woodworth, superinten- 
dent of agents for the John Hancock 
Mvtual in Philadelphia is being kept 
occupied while in Memphis receiving 
the congratulations of convention at- 
tendants on his election as vice-presi- 
dent of the Girard Life of Philadelphia. 
Mr. Woodworth will take up his new 
duties November 1 next. He has been 
president of the Philadelphia associa- 
tion, also assistant to the national pres- 
ident in Pennsylvania, New Jersey, 
Delaware, Maryland and the District of 


Columbia. He now represents the Phil- 
adelphia association in the present 
convention. 

Hugh Hart, vice-president of the 


Penn Mutual is another man from the 
agency ranks, who has joined the com- 
puny executive group since the last con- 
vention. Mr. Hart and Mr. Woodworth 
cume in together Monday. The election 
of these men to executive positions re- 
flects the growing tendency of life in- 
surance companies to obtain the serv- 
ices of those who have made outstand- 
ing records in the agency field. 





Home Life of New York agents had 
their first National convention get to- 
gether dinner with Superintendent of 
Agents James A. Fulton Thursday noon. 
Mr Fulton has won a warm spot in the 
hearts of Home Life producers since he 
went with the company several months 
ago 








Vice-president Winslow Russell and 
James A. Whitmore, superintendent of 
agents, of the Phoenix Mutual met 
Phoenix Mutual agents in a speaker-less 
dinner party before the ball Wednesday 
evening. 





Birmingham for 1930 


Birmingham, Ala., began early on 
Monday to make a bid for the National 
association meeting in 1930. The Birm- 
ingham association sent a delegation of 
30 members to campaign for the annual 
gathering three years hence. Among 
those who were most active in dis- 
triLuting Birmingham badges to all who 
wculd wear them were Herbert I. Baum, 
general agent of the Protective Life at 
3irmingham, and Thomas J. Hammer, 
director of agency service and adver- 
tising manager of the Protective Life. 

The Birmingham boosters realized 
that it would not be possible for them 
to capture next year’s meeting, and so 





EDWARD J. McCORMACK, Memphis 
Nominee for First Vice-President of 
National Association 


they laid their plans well in advance, 
looking ahead to a year when they felt 
they had some chance to get the meet- 
ing. This same plan was followed by 
those who landed the meeting for Mem- 
phis this year. They began to lay their 
claims to the 1927 gathering at 1925 
meeting in Kansas City, where they dis- 
tributed large quantities of literature 
and described the beauties and attrac- 
tions of Memphis. 


Good Work of Local Men 

The chairmen of the Memphis com- 
mittees arranging for the convention 
have been meeting each week for two 
mcnths. Each chairman reported on 
Monday that the work of his commit- 
tee was ready for the convention. The 
Memphis association has 267 members. 
All but four life underwriters in the 
city are members. The daily papers 
have given liberal pre-convention space 
to tell about the association and its 
work. During the convention, the daily 
papers of Memphis will carry the page 
advertisement of a Memphis trust com- 
pany setting forth a life insurance mes- 
sage. The four trust companies of 
Memphis are presenting the messages. 





Cites Progress in Co-operation 

The progress of the past year in the 
matter of co-operation between other 
branches of business was brought out 
in the report of J. E. Williams, chair- 
man of the committee on relations with 
other organizations. Mr. Williams said 
that a closer understanding was estab 
lished during the past year with the 
Trust Officers Association, the trust di- 
vision of the American Bankers Asso- 
ciation, the Western Bankers Associa- 
tion and the Washington Bar Associa- 
tion. Exchanges of speakers have been 
made and the life insurance business 
has been given its due recognition by 
these and other organizations. 














Wl 


- antees of security and 


2nd Day 


NATIONAL LIFE CONVENTION DAILY, OCTOBER 13, 1927 








Life Insurance Program Essential 


Questions That Will Help Average Man Realize His 


Responsibilities Toward His Family, Present and Future 


By TRESSLER W. CALLIHAN 
Manager Educational Department John Hancock Mutual 


VIEW of the fact that other speak- 
ers will take up the specific needs of 
the life insurance buyer, I shall attempt 
to give as clear a picture as I can of 
the problems con‘ronting the average 
American homebu'lder. 

We must keep in mind that every life 
insurance problem differs from all 
others. Since every man’s conception of 
what he wants to accomplish financially 
is colored by his personality and by his 
past experience, the underwriter who 
desires to vindicate himself as a truly 
professional public servant must sat- 
urate his mind and energize his will 
with this first principle, this dominant 
purpose—the adaptation of each life in- 
surance program to the buyer's re- 
quirements. 


Consider Problem from 
Three Distinct Angles 


We should like to have you consider 
this problen of appropriace lie cover- 
age from three disiiuct angles. (1) What 
dees the prospective buyer oi life in- 
surance want to accomplish? (2) What 
is the underwriter attempting to do? 
(2) How are we going to get the under- 
wiiter and the prospect together on 
tLe prospect's ground? 

In seexing to answer our first ques- 
tion, “What does the prospective Luyer 
of tife insurance want to accomplish?” 
we take it for granted that every man 
wunts to succeed. The word “success” 
is defined in many ways. It is juggied 
and interpreted by modern business 
with nearly as much determination as 
the expression “service.” Nevertheless, 
the idea of success is a compelling and 
dynamic one. Let it find lodgment in 
a man’s mind, and you have a motive 
power whose possibilities are simply 
tremendous. 


Definition Is Given 

of Successful Man 

Who is the successful man? As we 
see it, the successful manu is he who fur- 
nishes, both to himseif and to those 
for whom he is responsible, the great- 
est measure of happiness he is abie to 
procure. This, as you will observe, in- 
velves not only financial achievement, 
bul many other phases of living as well. 

The proce.s of making enough money 
is identified with the right use of abili- 
ties, training and experience. It pro- 
vides the foundation for material guar 
conientment. 
What about the superstructure? Mani- 
festly, it will be flimsy, topheavy or 
otherwise insecure, unless the coustruc- 
tion work is guided by a feasible life 
pian. The attainment of success rep- 
resents the completion of a good and 
sulficient life plan. 


Factors Which Affect 
Carrying Ot Life’s Aims 


The factors which most strongly af- 
fect the carrying out of a capable, re- 
spcnsible man’s life aims are length of 
life, earnings, savings, and the size and 
naiure of the estate, created out of sav- 
ings, which guarantees the fruition of 
his project in case the provider's lite 
or earning power should be prema- 
turely ended. 

The details of each individual’s plans 
grow out of the obligations he has as- 
sumed. Naturally, he must ask himself, 
first, “How am I to meet these obliga- 
tions now?” and second, “How shall I 
care for them in the future?” 

A man is a living failure when his 
responsibilities exceed his provisions 











for security; when he has accumulated 
a burden which must ultimately be car- 
ried by others. 


Cr nsideration Would Tend 
to Clarify Situation 


There are several exigencies which, 
if the average man could be brought to 
the place where he would sit down and 
ponder over them even for a few min- 
ules, would tend to clarify hs entire 
situation for him, rendering it a much 
easier matter for the underwriter to 
help him reconcile his plan with the 
likelihood of carrying it out. 

Suppose, for example, that the aver- 
age man should pause to reflect a bit 
and, while thus engaged, should inquire 
of himself: “If I were to pass out of 
the picture tonight, would my estate be 
svch that it would substitute for me as 
a producing power, giving to my family 
the financial benefits that I want to fur- 
nisl. personaly?” There are compara- 
tixely few men who could answer that 
question in the affirmative. 

Perhaps one reason for their inability 
to frame a satisfactory response is the 
fuct that they have never yet taken the 
time or conceived the incentive to for- 
mulate definite aims, to appreciate the 
nature and scope of their responsibili- 
ties or to appraise the possible impedi- 
ments to peaceful and secure living 


Must Guide Thinking 
into Right Channels 


Must we guide their thinking into 
these channels? Apparently so. Let us 
have clear in our own minds, therefore, 
the responsibilities of the average man 
frcm the time he attains to his majority 
unti]) he reaches the age of 65. 

At 21, he is unmarried, probably in 
college; at any rate, not in a position 
to be earning a great deal of money. 
He is apt to assume a care-free attitude 





toward life—putting decisions off until 
later; unwilling to accept any more re- 
sponsibilities than those necessary in 
order that he may live from day to day; 
having the feeling that “there is still 
lots of time.” 

We find, as he continues to live, that 


the average man’s earning power in- 


creases. Statisticians tell us that this 
earning power grows until a man 
reaches the age of 48, remains at its 
peak until possibly 55, and then takes 
a downward curve—very often declin- 
ing much more rapidly than it moved 
upward. 


Responsibilities Keep Pace 
with Waxing Income 


The average man’s responsibilities 
keep pace with his waxing income, Soon 
we find the young unmarried man be- 
coming the marr.ed man. He must pro- 
vide tor two instead of one. Another 
dependent arrives—the flist child; ad 
finally we have the average American 
hore—man, wife and two chi.dren 

At the younger ages, support of the 
children requiies a smaller expenditure 
of money than must be made a little 
later, provided their daddy gives them 
the opportunities and advantages to 
which they are entitled. They deserve 
an education, at least, which may in- 
clude both high school and college 

As we follow the average man's 
career, we note that the summit of his 
responsibility practically coincides with 
the peak of his earning powe! Alte 
the children are out of college, they 
begin to take care of themselves. Soon 
they have families of their own We 
have left, at this stage, the old man 
and his wife. 

We pursue our analysis still further 
and learn that during the years inte 
vening while the young man of 21 has 
become the older man of 65, his habits 
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Left to right—Mrs. Frances Burkhardt, St. Louis, who is leading the producers of the 
Central States Life for the first nine months of this year; Mrs. George E. Lackey 
of Oklahoma City, wife of Trustee George E. Lackey; Mrs. George D. Alder, Salt 
Lake City, wife of the president of the association (seated); Mrs. Framk L. Jones of 
Indianapolis, wife of the chairman of the executive committee; Mrs. Bolling Sibley, 
Memphis, chairman of the Ladies’ Entertainment Committee, wife of Bolling Sibley, 
chairman of the convention entertainment committee. 


and conditions of living have changed. 
He is unwilling to live as economically 
as he did when first married. He and 
his wife, perhaps, were able to get along 
quite comfortably on his earlier in- 
come; but as money became more plen- 
tiful they altered their standards. Now 
that they are alone once more, the chil- 
dren having gone forth to shift for 
themselves, we observe that the elderly 
couple become irked or positively un- 
happy if circumstances oblige them to 
return to an income status long since 
abandoned. 


Inavee Man to Confront 
Present and Future Situation 


All of you know the old story of the 
proportion of men that are dependent 
at age 65 and of the increasing proces 
sion of indigent widows. If we appre- 
ciate fully the problems that are certain 
to confront the average man from youth 
to old age, it behooves us, by some 
means, to induce him to confront his 
present and future situation. 

Since his ability to make money will 
be pursued closely by his obligations 
throughout his lifet me, he must man 
age to have the former yield a surplus, 
besides caring for the latter. This sur- 
plus should be invested in such a way 
that the largest possible immediate re- 
turn will be guaranteed, to replace his 
ecrning power if the unexp-cted should 
happen; and, if the unexpected never 
occurs and he lives to a ripe old age, 
the accumulations which have stood as 
a barrier during all the years, holding 
back the menace of dependency and 
privation from those for whose welfare 
he was responsible, should return to the 
two remaining dependents at the time 
when they will be most apt to need re 
serve funds. 


Younger Men Overlook 
Some Important Things 


Few men, especially those in the 20s, 
will admit that there is even a possible 
chance of their being dependent at 65 
They are optimist.c rm garding their fu 
ture earnings and their ability to save 
as time goes on; but they overlook a 
few important things, outstanding 
among which is the fact that the time 
to start saving and creating a surplus 
is immediately and not years hen e 
They must form habits of saving early 
in life if they expect to have the vesived 
accumulations at some future time 

Therefore, the first problem which 
our prospective buyer must consider is 
based upon a complete analysis of his 
immediate and future responsibilities 
The inference is plain. The under- 
writer who possesses vision will strive 
to get his prospective buyer into that 
frame of mind which will induce him to 
cousider conscientiously the problems 
we have just outlined. Once the man 
starts thinking about his actual condi- 
tions, realizing that his problems are 
real and vital, not imaginary, the under- 
writer who can demonstrate the proper 
method of solving them will have com- 
paratively little trouble in making the 
sale. 


Guides to Aid in 
Appraising Situation 


We hope that you realize the full sig- 
nificance of this one question: “Am I 
building an estate to carry out my plan 
for success?” If the prospective buyer 


were able to resolve th’s question into 
all its elements and could answer truth- 
fully in the affirmative, we might say 
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unhesitatingly that he already had a 
program. Recognizing the inability of 
the average man, either to make such 
an analysis or to furnish evidence that 
his plan is “set” to function in any 
emergency, we propose several guides 
which will aid him in appraising his 
own situation. 

Suppose we interrogate the potential 
buyer in this fashion: “What arrange- 
ments have you made on behalf of your 
family for the replacement of income, 
should the accustomed source fail?” If 
a man re.lects on this question, he must 
certainly realize that his personal in- 
come is apt to be ended by death or dis- 
ability, or later by old age. He must 
also realize that it does not necessarily 
fellow that the demand for this income 
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would be removed or that his obliga- 
tions would be canceled. Certainly, 
the home must be mainia.ned, bills paid, 
the children educated and the day-by- 
day living of his family provided for. 


Mey Be Shifting Entire 
Responsibility to Family 


Unless he has made some definite ar- 
rangements in advance, he is obviously 
inviung an eme:gency and shiiting the 
entire respons.bility tor income repiace- 
ment from himself to his tamily. A 
prudent man, a thinking man, would 
nut want to do that. He would want 
his family to continue living, if possible, 
in exactly the same manner as during 
the heyday of his earning power. 

Enter, once more, the life insurance 
ccunselor. Fruitless thinking on the 
part of the prospect must be avoided. 
Shcw him how to arrange the life in- 
surance part of his reserve so that a 
stated sum, at definite intervals, shall 
be guaranteed to the family, to take the 
place of that part of present income 
which supplies them with the comforts 
of life. 


Does Plan of Life Include 

Income for Old Age? 

A further query is distinctly in order: 
“Dees your plan of life include an in- 
come for old age?” Assured y, each of 
us wants an income if he should be for- 
tunate enough to attain to old age. To 
a man, we want to feel confident that 
our declining years shall be spent in 
comfort, however long this period of 
life may be. In order that our wishes 
may be carried out, we must begin early 
in life to set aside funds with this de- 
termination in mind: “If I live to at- 
tain to old age, I will have su‘ficient in- 
come to care for myself adequately, and 
for any others who may still be de- 
pendent upon me.” 

Again, the underwriter is on hand 
with suggest’ons. After causing his 


prospect to realize that such an income 
is necessary, he must show him how to 
select a plan of life insurance which 








will be best adapted to his individual 
ci)cumstances, and des'gned to solve as 
mzny of the problems of retirement as 
possible by a guaranteed method. 


Gueranteeing College 
Education tor Children 


Another question that should be of 
interest to the prospect is: “Have 1 
guaianteed that my chiidren shali have 
the advantage of a coilege education?” 
By ail means, the head of a tamily 
shuu.d be more than anxious to have 
this questicn settl.d, regardiess o. what 
may happen to him. Vossibly the pro- 
vider has not had the opportunity to 
gain a college education. In such an 
event, he wiil more readily appreciate 
its value for his children. If he has 
had this privilege, he certainly will not 
want his children to cope with the diffi- 
cult tasks which his experience has 
shewn him they will encounter, with- 
out an equipment at least parallel to 
his own. The underwriter’s preroga- 
t:ve, at this juncture, is to reveal how 
life insurance can be made to accom- 
plish this particular end. 


Ask Who Would Pay 

Mortgage on Home 

Your average prospect wants to own 
a home, but very few men in average 
circumsiances have su:ficient money to 
pay the entire purchase piice. in order 
to realize their ambition, they must 
pledge the real estate wh.ch they set 
out to buy as security for a loan. The 
man who takes such action may well 
ask himself, “Who would pay the mort- 
guge on my home?” As he ponders this 
phase of his financial problem, no doubt 
his first conclusion is that he will be 
able in due time to wipe out the debt 
himself, if he lives. Pursuing this 
course of thought a bit farther, he will 
off the mortgage; in fact, that home 
ownership would be practically out of 
the question for them, with so many 
other pressing needs to be supplied out 
of a meagre income. Surely, he would 
not want them to be obliged to move 
into a rented home—to uproot them- 
selves from their wonted environment 
and adjust themselves to new and less 
favorable housing conditions. The un- 
derwriter, having made certain that the 
ob] gation aitendant upon partial home 
ownership is recognized, will present 
tue appropriate life insurance plan. 


Often Apt to Forget 
Obligations to Parents. 


Some of us, perhaps, are very 
thoughtless in this one respect: We are 
apt to forget that we are under obliga- 
t.ons to our parents after we have es- 
teblished homes of our own. Many of 
us owe our parents a great deal more 
than we ever would be able to repay 
in money, though we should give them 
every cent we earned. The man who 
has provided for his immediate family 
is grossly negligent unless he seeks the 
true and right answers to these ques- 
tions: “Are my parents happy in their 
decl.ning years? Have I done my duty 
toward them? Have I made a place for 
them in my financial scheme?” The 
man who is able should, if his parents 
are in need. provide an unfailing source 
of income for their benefit, if only for 
would have a very difficult time paying 
be constrained to admit that his ‘amily 
the sake of partly settling his just 
debts. Here is an opportunity for the 
life underwriter to submit his annuity 
contract. 


Question for Joint 
Owner of Business 


The questions that we have proposed 
thus far pertain to every man, regard- 
less of occupational status. Now, we 
are thinking of the joint owner of a 
business. Perhaps the enterprise is a 
pertnership, perhaps a corporation. In 
either case, he should diligently inquire 
of himself, “What might my business 
assets be worth? Should death termi- 
nete my personal proprietorship, how 





valuable would my shareholdings be to 
my family? Would my estate be able 
to realize on my good-will value? Would 
my dependents be assured of ready cash 
with which to carry on? Would my 
sui viving partner or associates be in a 
position, or be willing, to buy my in- 
terest at its actual going value, and 
cculd they continue the business with- 
oui loss either to themselves or to my 
heirs? In other words, how would my 
family and my estate stand in relation 
to my business should I, the living bond 
between them, be removed? Have I 
an agreement with my associates, func- 
tioning through life insurance, which 
wiil furnish satisfactory answers to 
these questions?” If not, the life under- 
writer has an important duty to per- 
form, in showing the man how such 
worries can be eliminated by means of 
business insurance. 


For Man Who Owns 
Stock in Corporation 


If the potential buyer owns stock in 
a corporation, he must realize that such 
oigan.zations piosper because the m.n 
identified with them possess and use 
their abilities to buy, to produce, to sell, 
to manage and to grant credit wise.y 
and s.cuie it advantageously. He shvuid 
question himself whether or not the 
business would continue to thrive if 
certain men now responsible for the 
various departments should die or sever 
their relationships. Here is the occa- 
sion for a powerful life insurance mes- 
sage. We must point out how lite cov- 
erage can replace, to an extent at least, 
the money value of certain “key” men, 
thereby stabi.izing corporation credit 
anc maintaining productiveness during 
a readjustment period. 

May Want to Arrange 
for Special Bequests 


We can not overlook the man who has 
already created a s.zable estate. He 
may want to arrange for special be- 
quests. Perhaps some church, charity, 
ccliege or hospital is on his list. In 
many instances, there is no better way 
tu provide such a special bequest than 
through life insurance. 

This man may also realize, or be led 
to realize the value of having a clean- 
up fund to take care of certain in- 
evitable expenses, including inheritance 
ta>es and costs of administration, which 
items, in large estates, amount to a con- 
sicerable sum of money. They must 
be met without delay. 

Financial common sense will tell the 
opulent man that the only sure method 
of averting the danger of loss through 
the sacrifice of valuable holdings, is to 
have a sufficient amount of money com- 
inz to his estate in cash. The well- 
informed underwriter meets this situ- 
ation, too, with confidence and skill, 
because he has within his kit of tools 
the type of contract that will repair the 
breach. 

Hicw to Get Together 

on Prospect’s Ground 

Harking back to our first general in- 
quiry, “What does the prospective buyer 
of life insurance want to accomplish?” 
we answer it by saying that he wants 
to be successful, financially and other- 
wise; but that he must first analyze the 
problems he has before him, the right 
or wrong solution of which will lead 
him to success or failure. 

As for our second query, “What is 
the life underwriter attempting to do?” 
we respond that the truly professional 
representative of our great life insur- 
ance institution is trying to help every 
prospect to be successful. 

These conclusions, if valid, indicate 
clearly that the best way to get the 
underwriter and the prospect together 
on the latter’s ground, is for the life 
insurance man to demonstrate to the 
buyer how the revealed and thoroughly 
comprehended status of his affairs may 
be ameliorated by life coverage. 

When the agent takes the attitude 


that his mission is not to attempt the 
sale of policies; when he becomes con- 
vinced that his “pet” contract—if he 
ha* one—can not be stretched to cove: 
every conceivable need; when he gets 
over on the prospect’s side of the fence 
and, before trying to sell him, makes a 
thorough analysis in order to reveal 
both the man’s difficulties and his finan- 
cia! possibilities—-then he will become a 
professional life underwriter. 

Not s mply to place a $5,000 policy 
—that is not his purpose. He relegates 
the “policy” id.a to the background, ap- 
preciating the fact that such an incen- 
tive would lead to the partial comple- 
tion of his task, and that this fractional 
achievement, probab'y, would prove de- 
ficient and unworkmanlike. He goes 
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ferth, instead, to help men build 
estates. 

These estates will be of the size and 
kind in which his clients can atl.ord to 
invest; the ones that are best adapted 
to their requirements and capacities. 
Unafraid to teli h.s clients exactly what 
they should do, the professional under- 
writer ‘will, mevertheiess, postpone 
specific counsel until he has made a 
careful diagnosis of each case. 


Illustration Given 
ot sae to Ventist 


We might illustrate by a recent sale. 
The Clint was a deulst. buLowing 
the introuuction, the deutist proceeded 
to teli the underwriter that he had no 
heed for lite msurance, because every- 
thing was taken care of. ‘Ine uuder- 
wilter ieplied that such a condition of 
afiairs would inueed be most des.rable, 
adding that he oniy wished he might 
be avie to believe that it existed with- - 
out qualifications. 

“Il am not here to argue with you,” 
he continued. “i want to put myse:f in 
the pos.uon of a pauent. A shoit lume 
ago, while | was sitting in a deatist's 
chair just having sume cleaning work 
done, he discovered that 1 had two 
Su:all Cavities. Nacurally, | had no way 
of knowing that the cavities ever ex- 
isted; but ne, Leing skilled in dentistry, 
was able to discover them. He knew 
what effect they would have upon my 
general health if I failed to submit to 
the proper treatment. Because | had 
confidence in him, after he informed 
me what should be done, I told him to 
proceed with it. 


Analysis of Case 
Is First Essential 


“I must now be myself, and assume 
the posit.on that the dentist formerly 
occupied. Naturally, I can not sit here 
aud tell you that you should buy life 
iusurance when you in.orm me you 
don’t need any. The only thing I can 


(Continued on page 18) 
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Life Insurance Is Good Investment 


Comprehensive Review Given of Material Returns That 


Will Be Derived from Various Forms of Life Policies 


By M. A. LINTON 


Vice-President Provident Mutual Life 


LTHOUGH we are accustomed to 
f& apply the word investment to ma- 
terial things which can be phys cally 
aprreciated, it is also possible to make 
an investment in unseen and intangible 
values. And life insurance affords one 
of the ways of so dong. The returns 
from this type of investment are known 
Fy such names as happiness, peace of 
mind, enhanced affection, the sense of 
duty well done. The work of the world 
is accomplished with greater confidence, 
greater self-respect and greater effi- 
ciency because men buy life insurance. 
By a few strokes of the pen, in the 
twinkling of an eye, an investment is 
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made in something which can not be 
measured in Mathematical te:ms. 

Huwever, it is the material return 
from investment in life insurance w.th 
which 1 am asked to deai today. To 
that subject we shall therefore address 
ourselves. 


Limitations on Usefuiness 
ot short Term Policy 


The simplest form of life insurance 
is the sho.t term pol.cy. To a degree 
ii suppiues the investimcnt in the ia- 
tangivies mentioned abuve. However, 
it has the unpieasant characteristic of 
cosung more at each renewal period. 
Peupie May not object to an increas.ng 
premium for an increasing beaefit. but 
they do disiike to pay a coatinually in- 
creasing cost for the same benelit; or 
what amounts to the same thing, get 
less and jess for the same outlay. Hence 
there is a natuial limitation upon term 
insurance as a means of supp.ying ade- 
quate protection for the average man. 
To be made most serviceable tor him 
a substantial investment element must 
be added. This leads to permanent 
life insurance on the ordinary life or 
higher premium plan. As the invest- 
ment accumulation builds up, the term 
insurance element is automatically re- 
duced. The net cost to the policyholder 
teuds to decrease with each succeeding 
yea) that the policy remains in force. 
It is an admirable arrangement and the 
scores of billions of outstand ng insur- 
ance testify to its usefulness and 
popularity. 

Every now and then, however, some- 
one wants to know whether it would 
not be better to separate the two ele 


ments—let the life insurance company 
cairy the life risk and let the invest- 
ment element be kept distinct and 
separate. lt is a fair question. In at- 
tempting to answer it we can not do 
better than follow in the footsteps of 
thcse who have referred to the nine 
points by which an investment should 
be judged, as set forth by Chamberlain 
and Edwards in their valuable book 
“The Principles of Bond Investment.” 
The nine points will be taken up in 
order with the exception that the one 
ent tled Fair Income Return will be con- 
sidered last. 


Investment of Recurring 
Sums in Savings Program 


We should also bear in mind that in 
meking the comparison between the 
two pians, we are concerned primarily 
with the investment of recurri.g sums 
in a Savings program extend.ng over 
muDy y.ais, say the productive years of 
a mans lite. Singie premium life in- 
surance may be compared with bonds 
or Other investments which are bought 
with relat.vely large accumu.ated capi- 
tal sums. That subject will be taken 
up in due course later on. In the mean- 
time, the comparison will assume the 
investment of periodical sums of money 
month by monih, year by year, over an 
extended period. 


Security of Principal 
Assured to Purchaser 


It is doubtful if anything short of an 
obligation of the Uuited Staves govern- 
nent wiil exceed the security oilfered 
by a weil managed li.e iusurance com- 
peny. This ai:ises out of the diversiii- 
cauon of the risk over an extens.ve list 
of conservative invesiments. A gentie- 
mat of middie age had an endow.went 
pclicy about to mature. A home office 
li'e insurance ofiicial found him study- 
ing the list of bonds owned by the life 
insurance company. To the question, 
“in which of these bonds shall | invest 
my endowment money?” the official re- 
plied, “Why not buy the whole list? 
Take a single premium policy.” And 
in essence that is what a man does 
when he entrusts his money to a life 
insurance company. He invests in the 
cUmpany’s entire list of securities. 


Law of Average Will 
Stabilize Entire Group 


Have you ever had a prospect say to 
you. “I can invest my money just as 
weli as the directors of your company 
can” ? Maybe he can; but the point 
need not be argued. Can he obtain 
the secur.ty afforded by the law of av- 
eruge? Suppose he has a $10,000 cash 
vaiue equity in life insurance in a com- 
pany which has 10,000 different invest- 
meuts. He will then have the equiva- 
lent of a very small sum invested in 
each of these 10,000 conservative in- 
vestments. Losses will overtake some 
of the investments. Gains will accrue 
to others. The law of average will 
stabilize the entire group to a remark- 
able degree. The life insurance con- 
tract a-fords far greater security than 
cap be achieved by the individual who 
invests directly in the usual invest- 
ments—stocks, bonds, mortgages or real 
estate.* 

The purposes to be served by invest- 
ment in life insurance are so important 


that security should be a first consid- 
eration. They usually relate to the well- 
being of a man and his family many 
years hence. If the investment is 
through channels other than life insur- 
ance, he runs a much greater chance 
that something will befall his prcgram 
and leave him disappointed and dis- 
ilivsioned in the later years of life when 
it is too late to retrieve mistakes 
How trivial then, in the retrospect, will 
appear the difference of a per cent or 
so in interest return as compared with 
the possession of an unimpaired 
principal! 


Probability That Program 
Will Be Carried Through 


Along with security, it is also well 
to consider the protabiliiy that a g.ven 
program will be carried through to com- 
pletion. Whcn a man combines his in- 
vestment and insurance plans under a 
lile insurance policy he becomes sub- 
ject to a continual urge to maintain 
the program intact. His premium pay- 
ments recur with unfailing regularity 
and after allowing for reasonable lati- 
tude through the one month's grace 
period, must be paid when due. Furst 
he receives a notice of the premium ten 
days or so before it is due. If the end 
of the grace period approaches without 
payment having been made he receives 
arother notice and frequently is v siied 
by the agent. If the grace period ex- 
pires he is urged to take steps to have 


the policy reinstated. The company 
tlerefore does its best to keep the 
policy in force. Furthermore, the 


pelicyholder has an incentive to con- 
tnue making premium payments be- 
cause default will mean a sacrifice of 
protection. The plan tends to preserve 
the original program and to prevent 
the dissipation of the accumulated sav- 
ings for a temporary or trivial purpose. 


Great Temptation to 
Unnecessary Expenditures 


The pressure of modern life is so 
great that there is a continual tempta- 
uuou when funds accumulate in a sav- 
inge bank or in an investment fund, to 
use the accumulation for some tem- 
pcrary, unimportant purpose. it may 
be a new automobile. lt may be a trip 
abroad or some other extended vacation. 
It may be a fur coat, an expensive rad o 
or any one ot the hundred and one other 
things which are today clamoring for 
our dollars. Within reason, th.se calls 
are legitimate and help to make life in- 
te: esting. On the other hand they 
should not be allowed to interfere with 
a properly proportioncd program |look- 
ing forward to the needs of old age. 
The life underwriter has a right and a 
duty to maintain that life insurance af- 
fords the surest means of p.ovid ng 
against the economic death which fol- 
lows the decline of earning power in 
old age. This is the testimony of thou- 
sands of policyholders who years ago 
started on this program and then when 
ola age came found that their life in- 
surance was their mainstay, the rock 
which stood firm when other plans had 
failed. 


No Reinvestment 
Problem to Consider 


Another phase that is favorable to the 
life insurance program is the freedom 


frcm the reinvestment problem. Under 
the usual investment program securities 
mature and the principal must be rein- 
vested. These periods bring with them 
the temptation to divert the accumu- 
lared sums to other purposes. There 
are sO Many attractive uses to which 
the money can be put. Present entoy- 


ment may for the moment bulk much 
larger than the needs of later years. 
Many have fallen before this a!luring 


temptation. Even if it is withstood 
there rema‘ns the question of sele:t'ng 
a new investment of proper qual'ty. It 
is obvious that the more often this se- 
lection must be made, the greater the 
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probability that a mistake will occur. 
(Cn the other hand the life insurance ac- 
cumulation pursues its steady course 
year in and year out, affording a secur- 
ity as near perfect as human ingenuity 
can devise. 


Stability of Income 
to Maturity of Contract 


As a producer of income, life insur- 
ance differs materially from other in- 
vestments. The word § investment 
usualiy connotes the thought of a regu- 
lar income coming to the investor dur- 


ing the term of the investment. Under 
the life insurance policy the income 
from the accumulation of the invest- 


ment element in the premiums is not 
currently received by the policyholder. 
Instead it is retained and reinvested by 
the life insurance company. When the 
cc ntract matures, he receives his prin- 
cipal with the interest that has been 
earned upon it. This arrangement fits 
admirably into the scheme of provid ng 
fm old age. It is not current income 
with which the policyholder is con- 

*Several of the statements made in 
this and some of the succeeding sec- 
tions, about life insurance as an invest- 
ment might also be made about savings 
fund accounts. Savings funds also af- 
ford a high degree of security, due to 
the application of the law of average. 
The two can hardly be compared, how- 
ever, as the savings fund usually in- 
volves a relatively tempo.ary program, 
whereas life insurance usually involves 
a long look into the future and is part 
o! a lifetime program. 
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cerned. He is earning his livelihood 
anu is primarily 
rangement by which he can systematic- 
ally build up an estate against the 
necds of later life. This the life in- 
surance contract accomplishes, and with 
the help of compound interest. In this 
way the cash equity in the policy main- 
tains a steady guaranteed progress to 
the maturity of the contract. The in- 
come accrues month by month, year by 
yeal with unfailing regularity. In this 
sense the income under the life insur- 
ance contract may be rated as remark- 
ably stable. 

Marketability and 

Value As Collateral 


These two characteristics, although 
separated by Chamberlain and Edwards, 
are here considered together, because 
under the life insurance contract they 
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are very closely related. As has been 
stated, a policy of life insurance on the 
ordinary life or higher premium plan 
involves a combinat.on of insurance and 
investment elements. Hence, in consid- 
ering life insurance as an investment, 
allowance must be made for the insur- 
ance or protection element. When this 
element has been subtracted from the 
premium payment, the balance is sub- 
ject to the investment tests. 

The marketabil.ity of the accumula- 
tions arising out.of the investment ele- 
ment in a life insurance contract is 
unique. The policy contains a guaran- 
teed cash value payable at par and in 
practice upon demand. Even in times 
of panic the current income of a life 
insurance company so far exceeds its 
current outgo that it can meet a large 
demand for funds without being forced 
to sacrifice securities. Suppose for ex- 
aliple, that in the strenuous deflation 
days of 1921 a policyholder had had a 
$2°,000 policy upon which the cash 
value was then $10,000. This $10,000 


would represent the entire principal 
and some interest on the investment 





interested in an ar- 


viously paid. 


Ccmparison Is Made 
with Liberty Bonds 


Suppose at the same time he had had 
in his strong box $10,000 in par value 
of Liberty Bonds which he had sub- 
scribed for at par. If he had been in 
great need of $10,000 cash he could not 
have obtained that sum by means of 
his Liberty Bonds, in spite of the fact 
that they represent the premier secur- 
ity of the world upon which every cent 
of principal and interest will be paid 
when due. As collateral they would 
not have been good for a loan of 
$10,000. If he had sold the bonds in 
the open market he might have re- 
ceived less than $8,500. 

In striking contrast, consider the life 
insurance policy. First he could have 
gone to the company and obtained a 
policy loan for the full amount of $10,- 
0¢0 at the rate of 6 per cent, as guar- 
anteed by his contract. This loan would 
have been made without publicity or 
delay. It cou'd have been repaid in 
part or in full at any time and the 
company would have had no right to de- 
mand repayment. The net protection 
under the policy would have been re- 
duced to $15.000 but he would still have 
hed that much protection left. If he 
hac been in a position such that he 
could not have continued premium pay- 
ments, the policy could have been sur- 
rendered outright for the full cash 
value of 310.000. 


Policy Equity Best 

Source of Ready Cash 

It will thus be seen that in times of 
stress a substantial equity in a life in- 
surance policy is without a peer as a 
source of ready cash. This fact is 
clearly reccgnized by Chamberlvin and 
Fdwards, who have the following to say 
about life insurance contracts: 

“It is the peculiar distinction of in- 
surance policies written in the better 
companies and having a loan value, 
that they are the only paner on which 
an investor has a reasonable likelihood 
of being able to borrow in the midst 
of a money panic. And not only may 
he borrow on it, but at no usurious rate 
of interest such as he would be 
chirged by a bank, if he could persuade 
a bank to loan at such a time. The 
amount loaned in this way by insurance 
companies during the panic of 1907 to- 
tated many millions.” 


Provision for Delay 
Affects Only Acute Crisis 


It is but fair, of course, to point out 
that the laws of various states compel 
life insurance companies to put into 
their contracts a provision whereby 
they can delay the payment of cash or 
lean values for a period not exceeding 
90 days. This is a wise provision as 
there m’ght come a time when a com- 
pany could not immediately meet a sud- 
den drain upon its funds. However, the 
crisis would have to be so acute that 
everything e'se would be in a still more 
strained condition so that the relative 
marketability and collateral value of 
life insurance would be outstanding. 
life insurance deals with averag?s all 
along the line. Its income is received 
frem all classes and all walks of life 
and is therefore well maintained even 
during times of panic. Since the cur- 
rent income normally exceeds the cur- 
rent outgo by a large amount (the dif- 
ference going into reserves) there is an 
amp'e fund available for current needs 
before calling upon the liqu‘d securities 
which the life insurance company car- 
ries as an additional safeguard to meet 
emergencies. 

Having quoted approvingly from 
Chamberlain and Edwards, it is un- 
pleasant to have to take issue with a 
sentence that appears in the section 
“Marketability.” It is as follows: “In- 
surance contracts are quick and certain 
in disposal, but always at the sacrifice 





element in the premiums he had pre- 








of principal.” The error here is in fail- 
ing to allow for the protection element 
in the lite insurance premium. When 
this is done the statement is far from 
correct. And it is obviously incorrect 
to do otherw'‘se, since the protection 
element should not be designated as 
“principal.” After a policy on a perma- 
rent plan has been in force a few years 
the cash value is always greater than 
the amount of the investment element 
in the premiums paid to date. 


Tax Exemption Is 
Important Advantage 


Since life insurance ordinarily pro- 
duces no current income,* it does not, 
while in force, subject the policyholder 
to taxation. If upon maturity or cash 
surrender he receives more than he has 
puid in premiums to the company, the 
excess when received is taxable as in- 
come in his hands, under the federal 
income tax law. If the po'iey becomes 
payable by death, the beneficiary will 
pay no income tax upon the policy pro- 
ceeds received from the comnany: and 
an individual beneficiary will pay no 
feceral estate tax upon the first $40,- 
00G of such proceeds. In most states, 
the proceeds would also be free from 
inheritance taxes. It will thus be seen 
that there are advantages to be gained 
by combining the investment with the 
pretection element in the life insurance 
contract. 


Life Policyholder Has 
Exemption from Care 


Exemption from Care: In this re- 
spect the life insurance policy is almost 
without a competitor. All the policy- 
holder has to do is to pay his premiums 
when he receives the company’s notices. 
He has no further responsibility. He 
need not worry about the state of the 
market or wonder whether this or that 
mcrtgage is still good. The burden is 
liited from his shoulders and assumed 
by the life insurance company. In 
freedom from care life insurance is an 
investment de luxe. 

Acceptable Duration: Here again the 
life insurance contract scores heavily. 
Any maturity date this side of age 96 
(the ordinary life pol'cy) may be se- 
lected. It may be an endowment at 70 
or at 65 or at 60. Even after a given 
policy has been selected. the cash value 
table supplies still greater flexibility by 
making the investment accumulation 
avzilable with a m‘nimum of delay and 
at par prior to the maturity of the 
contract. 


Unusually Convenient in 
Matter of Denomination 


Recalling that we are comparing two 
programs of investing recurring period- 
ical sums. I think it will be admitted 
that in the matter of denomination, life 
insurance is unusually convenient, rank- 
ing almost with the savings fund. The 
policyholder may arrange for a large 
premium deposit or for a small one, de- 
pending uvon his inclinations and his 
means. If in the course of time the 
recurring premiums become burdensome 
they may be reduced, with correspond- 
irg release of cash equity (where the 
policy is other than term). If addi- 
ticral protection is needed it may be 
had if the policyholder is still in- 
surable. 


Pctential Appreciation 
in Event of Death 


Finally we come to a feature which 
dees not apply to the combination of 
the investment and protection elements 
in the life insurance policy. The in- 





*This statement refers to premium 
paying insurance. Full paid partici- 
pating insurance does produce a small 
income that is tayrable as income in the 
hands of the policyholder. However, 
the amount of outstanding fully paid in- 
surance is insignificant in comparison 
with premium paying insurance. 








vestment element in the policy, although 
it is absolutely secure, although it is 
guaranteed against such deprecation as 
overtook Liberty Bonds in 1921, is 
nevertheless not subject to principal ap- 
preciation. After the policy has been 
in force a few years it remains con- 
stantly par—a most valuab!e character- 
istic. But it a man must have the pos- 
sitility of principal appreciaticn the in- 
vestment element must be kept separate 
and distinct. It follows, of course, that 
in so doing he can not avoid running 
the risk of principal depreciation. The 
two are inseparably linked together. 
Perhaps it may be worth while to 
disress for a moment and refer to the 
comparison which many life under- 
writers make in canvass. A prospect 
is hesitating between putting all of a 
certain amount into life insurance and 
all of it into regular investments. The 
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underwriter then is in the position to 
peint out the tremendous appreciation 
that will take place in the event of 
death under the life insurance plan. 
Tle correspond ng series of percentage 
returns is, to say the least, unique be- 
Cause so many of the figures at its top 
are so enormous. 


Income Return; How 
Companies Fix Basis 


In the minds of many this is perhaps 
the most important test to be applied 
to the two programs we are discussing. 
Fcr the unified life insurance plan they 
will admit the security, the convenience, 
the value as collateral and all the rest, 
but they conclude by dec'aring that the 
interest return is too low. Well, is it? 
To that question we shall now address 
ourselves. 

Six life insurance companies have 
contributed their figures to make possi- 
ble the results that are about to be 
given. Three of the companies operate 
upon a 3 per cent basis; three upon a 
3:4 per cent basis. The way in which 
the results have been arrived at may 
mcst easi'y be described by outlining 

(Continued on page 15) 
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Standardized Lite Insurance Methods 


\ E HAVE talked so much about life 
underwriting aS a profession that 
we sometimes forget life insurance is 
primarily a business enterprise. We are 
engaged in the enterprise of distributing 
and marketing life insurance contracts. 
This work we have to do is primarily 
a matter of straight business enter- 
prise; and if we are to succeed in it 
we must hold to the canons, standards 
and criteria that make for success in 
all enterprise. We are not doctors hop- 
ing; that patients will come to us, we 
are not lawyers waiting for clients, we 
are business men engaged in an enter- 
prise demanding the same devotion and 
adherence to sound business principles 
and practice as required in all legiti- 
mate business enterprise. 

The first step toward doing a job 
right is to find out exactly what the job 
is. Let us therefore analyze the major 
features of our enterprise: (1) defining 
the market; (2) finding the market, 
(systematic prospecting); (3) sellinz 
life insurance contracts; (4) conserving 
the business; (5) rendering professional 
life insurance service at a profit; (6) 
building a successful business on the 
basis of: (a) intensive operations along 
all lines above mentioned, and (b) a 
satisfied and co-operating clientele. 


Not a Profession 
Until Enterprising 


As an outgrowth of this primary func- 
tion of marketing or selling, arises the 
secondary function of professional serv- 
ice in life underwriting—thus life un- 
derwriting becomes a business enter- 
prise of a professional character. Our 
werk is not merely selling or distribu- 
ting, but due to the need for counsel and 
advice and for continuing service in 
connection with the product we have 
sold, we must perform professional func- 
tions of a very high order. Life in- 
surance stands on the one hand as an 
enterprise and on the other as a pro- 
fession—but there is nothing profes- 
sional about life underwriting until it 
has been enterprising. We must be en- 
terprising salesmen in order to become 
professional underwriters. Let us be- 
ware of becoming so enmeshed in the 
red tape of “Professional Life Under- 
writing Service” that we cease to be 
life insurance salesmen. 


Basic Formula for 
Success in Business 


The one most vital question facing us 
as life underwriters is, “How can we 
attain the largest measure of success 
in the enterprise in which we are en- 
gaged?” Is there, in fact, any such 
thing as a basic formula of success in 
business enterprise? I am convinced 
there is such a formula! 

Assuming a given measure of health, 
intelligence, education, and integrity, a 
man’s success in Life Underwriting or 
any other enterprise will depend pri- 
marily upon two factors: His devotion 
to the enterprise; his faithful adher- 
ence to an effective working plan, or 
technique of achievement formulated on 
the basis of sound business principles 
ana tested practice. 

We have thus the formula: Success in 
enterprise is in direct ratio to “devotion 
plus an effective working plan.” 

A man’s devotion to his work in our 
enterprise rests upon two personal re- 
actions, both emotional. “Realization” 
and “ambition”; realization of the pro- 
found significance of life insurance as 
related to the needs and affairs of 
men; ambition, burning desire to get 
ahead, to achieve, to accomplish some- 
thing worthwhile. 

“An effective working plan” implies 
standardized methods—because the his- 
tory of human endeavor in all realms 


Though a Profession, Agents Must Keep 
Their Business on Plane of Enterprise 


To Best Serve and Achieve Success 
By EARL F. COLBORN 


Gemeral Agent, Connecticut 


of activity proves conclusively that no 
working plan, no method of procedure 
has been “effective” until methods and 
practices have been standardized, until 
the right method as discovered by trial 
and error on the one hand and con- 
scious research on the other, has been 
mude habitual or “standard” practice. 
What do we mean by “effective” as ap- 
plied to a working plan, or program of 
action? Simply that working plan, that 
program of action which obtains maxi- 
mum results as to quantity and quality 
of output at a minimum cost in ma- 
terial, time, energy, and thought. 


Ten Basic Points 
in Standard Program 


Standardization is merely “habitiza 
tion”. In enterprise, no less than in 
morals, are we made or broken by our 
habits. To ignore or scoff at “stand- 
ardized methods” today is closing one’s 
mind to the lesson of the centuries and 
deliberately flouting the laws of per- 
sonal progress. 

Any comprehensive working plan 
for underwriting a man’s success in the 
life insurance business would probably 
include most, if not all, of the ten cate- 
gories of the standardized working plan 
which in our organization we call the 
ten-point program of progress. 


Self-Development 
First Basic Principle 


1. Conscious “self-development” and 
personal “control”. Every ambitious 
life underwriter should have a definite 
program of conscious self-development 
and should be constantly seeking to 
build up effective “control” in all phases 
of his life and work. 


Objective, Immediate 
and Ultimate, Needed 


2. Formulation of definite business 
objectives. The deliberate purpose to 
attain an objective is even more im- 
portant to its attainment than the tech- 
nique whereby it is to be done. The 
best technique in the world will accom- 
plish little if there be not the driving 
power of stern purpose back of it. Fur- 
thcrmore, in setting up precise and defi- 
nite objectives and resolving upon their 
accomplishment, the salesman gener- 
ates a power of purpose, a weight of 
infiuence that carries over into his in- 


terviews and greatly strengthens his 
selling power. 
Control of Self 

and Use of Time 

3. Controlled organization of time 


on an efficiency basis. We cannot con- 
trol time, but we can control ourselves 
and the use we make of the time at our 
disposal, and that control to be effec- 
tive must be exercised through a stand- 
ardized program of activity, such as we 
are here outlining. 


Definite Planning 
of Field Activity 


4. Definite planning of field activity 
and sales work. Do you know of any 
effective human endeavor that is car- 
ried on without intelligent planning? 
Let’s remember that work alone does 
not sell life insurance and does not re- 
suit in constructive achievement. Work 
to be effective, must be shot full of in- 
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telligence and enthusiasm and neither 
intelligent work nor enthusiastic work 
is possible without planning. You never 
heard of anybody driving the shortest 
distance between two points and map 
ping his course as he went along—you 
never heard of a great architect mixing 
mortar, laying bricks and drawing his 
blueprints at the same time. Putting 
in hours alone will not accomplish our 
pul poses; there is no particular virtue 
merely in filling up time with haphazard 
activity. It is how we use our time that 
counts. Effective work is always 
p'anned work. 


Minimum Standard 
for Sales Work 


5. A minimum standard of field ac- 
tivity. Few men fail in this business 
because of the men they do not sell 
they fail because of the men they do 
not see. The only adequate guarantee 
of a sufficient amount of field activity 
and sales effort is a minimum standard 
as to number of contacts and interviews 
to be made each day and each week. 
Cnly a full day’s work will earn a full 
day’s pay—and without a minimum 
standard, most of us will have very few 
full days. What a man with 
time and energy is the final test o 
kind of man he is. 


his 
the 


does 


Censecutive Production 
and Intensive Work 


6. Consecutive weekly production. A 
minimum in sales efficiency. Need for 
an immediate check-up on production. 
Eliminate the empty weeks. 

7. A definite system of intensive 
prospecting Direct connection leads. 
Establishing and maintaining centers of 
influence. Selective cold canvass (with 
or without pre-approach). Think of 
prospects in terms of groups and depend 
foi your business upon group average 
rather than upon hand-picked individual 
prospects. 


Adequate Check-up 
is of Great Aid 


8. Adequate records and check-up of 
constructive activity and business prog 
ress. One must constantly face the cold 
facts as to the true character of his 
work, both as to quantity and quality. 
liuman nature is weak and frail. We 
aie naturally indolent, finding construc- 
tive thought and _ sustained action 
equally painful and difficult. Standards 
of activity remain largely futile and in- 
eifective except as they are balanced 
by an adequate system of records and 
check-up. 

Compelling yourself to face the facts 
as to the character and results of your 
work from day to day is calculated to 
develop in you the capacity to handle 
those facts and deal with them as re- 
quired; and by the same token, the per- 
sistent refusal to face the facts inevit- 
ably results in your failure to handle 
them adequately. 

Such a system of records and check- 
up should at least provide for activity, 
applications, volume, first premiums, 
preventable termination, increase in in- 
surance in force, commission income. 

9. Business-building records of 
clients and prospects. Case histories, 
all required data and facts readily 
available; automatic “control”. 


10. Standardization of sales prac- 


tice: Pre-approach 
lim, case-analysis, 


approach, the pre 
preparation for the 
interview, proposals briefs budget 
plans or programs, the presentation, 
closing the sale, delivering the policy, 
handling objections, the recanvass (on 
2nd interview), the follow-up (of de- 
ferred cases), professional service and 
pelicyholder’ check-up. 


Is Challenge to 
Life Underwriters 


Standardize the science, then de- 
velop the art. The greatest waste in 
the world is represented by the vast 


xu} between actual and potential ac 





FRANK L. JONES, Indianapotia« 
Chairman Executive Committee 


complishment in the lives of men, be 
tween what we do and what we might 
have done. Dynamic devotion harnessed 
to a standardized working plan will 
biidge this gap for every man and 
wcman who wants to pay the price. We 
face the challenge of a great enterprise 
let us take control, do the necessary, 
and go forward to high achievement 


Company Meetings 
Were Discouraged 


It has been the practice in past years 
for a number of the life companies to 
hold their own agency conventions at 
the same place where the National as- 
sociation meeting was held, just before 
or just after that meeting, in order that 
the agents might be enabled to take in 
the two meetings on the one trip. This 
year, however, the board of trustees of 
the National association took the posi- 
tion that such meetings were likely to 
distract the attention of the delegates 
from the main issue—the National as- 
seciation sessions—and discouraged the 
holding of any company conventions in 
connection with its meetings. As a re- 
sult of that action, several companies 
which had tentatively arranged to have 
thei: meetings in Memphis this week 
changed their plans and the only com- 
pany meeting of any sort held in the 
city this week was that of the general 
agents of the Pacific Mutual Life, Mon- 
day and Tuesday. 


Convention delegates are finding 
registration in Memphis no hardship at 
all It is worth more than the time re- 
quired to register to meet all the beauti- 
ful and pleasant young women handling 
this work. Many of them are from the 
home office of the Columbian Mutual; 
others are from the Chamber of Com- 
merce, and general agencies. 
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Value of Managers’ Association 
to Business as Whole Outlined 


By H. O. WILHELM 


State Manager, Northwestern 


T SEEMS to me that every city with 

enough managers and general agents 
to make it worth while should have a 
managers’ association. I think it was 
Newcomb who said, “When we culti- 
vate thoughts of strength for others, we 
ourselves grow strong.” The _  inter- 
changing of ideas between managers is 
certainly doing this very thing. Not 
long ago at a meeting of the Life Man- 
agers’ Association of Omaha, one of 
our good-hearted members showed the 
rest of us his whole agency scheme, 
what he paid for rent, salaries, postage, 
etc., etc. As a result of the generosity 
of this fellow member, each one of the 
members turned in a tabulated list of 
expenditures at the next meeting, and 
l am sure the member who started the 
idea was much stronger by strength- 
ening the rest of us. 


Friendship and Loyalty 
Result of Association 


It has been said that this would be 
such a perfect world that none of us 
would care to leave it, even to go to 
heaven, could we only eliminate the 
sinister meaning of the words “if” and 
“but”. I suppose it applies only to man- 
agers living in Omaha when one says 
to another “He is all right but” or 
“he would be a fine fellow if” and you 
know that some sneering remark is 
about to follow. I want to tell you that 
some of the best friends that I have 
on earth are the general agents and 
managers of other companies located in 





National Life, Omaha, Neb. 


Nebraska. I would be willing to ap- 
point the Life Managers’ Association of 
Omaha executors of my estate, knowing 
full well that no body of men could be 
fairer or use a greater amount of in- 
telligence in handling the affairs of my 
property, for the benefit of my wife ani 
children. This friendship and loyalty 
has largely been the result of our close 
association together, and has helped 
materially to eliminate the sinister 
meaning of the words “if” and “but” 
when discussing other general agents. 
It has truly been said that when one 
goes looking for friends, they find no 
enemies. 


Fellow Members Not 
Competitors but Allies 


I refuse to call these fellow members 
of our association “competitors”, I pre- 
fer to call them allies. One doctor does 
not refer to another as a competitor, 
and after all, are we not bound to- 
gether by a tie as strong as that of the 
dcctors? 

Personally, I do not believe the time 
is far off when there will be a weekly 
or monthly meeting of managers in all 
cities, and when that time does come, 
it will I am sure, be the greatest boon 
to the life underwriters association we 
could possibly hope for. 

Our association was originally a com- 
reittee of the life underwriters associa- 
tion, but we found out in a short time 
that this was not practical and organ- 
ized separately. There are altogether 
too many things that interest only the 


Coast States. 


was placed last year by all 


Washington .. 
Oregon... . 
California . . 


managers to make it a part of 
the underwriters’ association, in my 
juagment. 


Good Results Obtained 
Through Organization 


Recently the dues of our under- 
writers’ association were reduced to $5 
per year, and an agreement was en- 
tered into with the managers’ associa- 
tion to finance the bringing of out-of- 
town speakers, sales congresses, etc. 
In this way it is easy to get and keep 
a large membership. The results in 
increasing our membership have been 
very gratifying, indeed. 

After returning to my desk recently 
from a six weeks’ trip, I found two or 
three letters from our good friend, Ed- 
ward A. Woods, asking Omaha to raise 
$1,000 toward the guarantee fund, 
which you are all familiar with. I im- 
mediately called a meeting of the man- 
agers’ association, and in five minutes’ 
time, it was moved, seconded and unan- 
immously carried that the managers’ as- 
sociation, as an association, sign the 
pledge to the extent of $1,000 asked for. 
It would have taken days of someone's 
time to raise this amount of money, had 
we not been organized, and every time 
we pledge ourselves jointly to carry out 
some pledge or idea, it is bringing us 
cioser together. 


Managers in Position 
tc Eliminate Evils 


There are many other ways besides 
those referred to that our association 
has been a very great help to the local 
life underwriters. The managers are 
conversant with the problems of the 
home office, as well as the field force. 
With this knowledge, are they not in a 
far better position to eliminate the 
evils, if any, than anyone else? If all 
the managers in the state decide that 
there should be no part-time men, what 


else would be necessary to eliminate 
them? 

Not long ago it was discovered that 
more than 100 life insurance men in 
Omaha were licensed to write fire and 
miscellaneous insurance. Even a larger 
number of representatives of these 
other branches were licensed to write 
life insurance, and an agreement was 
entered into between the life managers 
and the various general insurance agen- 
cies, to the effect that they would not 
accept any business from an insurance 
man in Omaha unless he was devoting 
his whole time to the line of business 
in which he was engaged. This agree- 
ment is not working 100 per cent, and 
probably never will, but the companies 
writing more than 90 per cent of the 
business in Omaha are living up to it, 
and it will only be a matter of a short 
time until several of the others will fall 
in line. I believe the managers’ asso- 
ciation will have about the same effect 
upon the business as the stabalator or 
shock-absorber does to an automobile- - 
it will help to make hard roads easy. 

With Mr. Holcombe and his asso- 
ciates in the research bureau working 
constantly to get pointers for us, and 
assemble them in such a manner that 
we can use them, it seems to me that 
it is highly important for the managers 
tc be thoroughly organized, and there is 
every reason for looking upward and 
onward, instead of downward. Not 
Icng ago a representative of the re- 
search bureau came to Omaha. We had 
ali the managers of the city, together 
with their cashiers at a meeting, to dis- 
cuss ways and means of conserving 
business, and I understand the bureau 
is soon to issue a manual on this most 
in:portant subject. 

I have never heard a legitimate rea- 
son for not having a managers’ asso- 
ciation, and why the idea is not grow- 
ing faster is beyond my reasoning 
pewer. 


Big Business— 


In the Far West 


ERHAPS you are not aware of just how much life insurance 
companies in the three Pacific 


124 millions 
65 millions 
. 456 millions 


RE you ambitious to build a profitable general agency of your own somewhere on the Pacific 
Coast where the weather and roads will permit you to work every day in the year? 


W E have some splendid opportunities for men of good character and proven ability. 


Our general 


agency contracts are unusually liberal and our policy forms are modern in every respect. 


Write and tell us about yourself. 


Maybe you are just the man we are looking for. 


JAMES L. COLLINS, Vice-President and Superintendent of Agencies 


NEW WORLD LIFE INSURANCE COMPANY 


SPOKANE, 


WASHINGTON 
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‘The American National 
Insurance Company 


GALVESTON, TEXAS 











Twenty-Second Semi-Annual Statement, June 30, 1927 











ASSETS 

FEI OO OTE OOF OT ET TERT CTTERTT TET 
rr ee cup 0cee 60 ae Ou vue sean bes eeenseeeue 299,455.35 
CE EI TOOT ET TCT TET TET TOPE: To eet re eee 10,488, 133.39 
EE oe A gp Mas 0 sk amends cowemadsehedeats 3,000.00 
dE As 2 54 6 6 4 40 SEE Oo 0600006 4ee ON Ce Sane ee 2,997,679.35 
I. oc ira a ps SEE Aw ai aos a 4000 ote wee ada dae eee 10,402,372.74 
I ee Mg ds wt eels beat ati 1,231,454.85 
id ine nance 6h ee bab ao she hs ANAT E OR SPC RRRRS 35,500.00 
EFC CFE EOT CRETE TPE PTET OT er ee 516,701.18 
Deferred and Uncollected Premiums, Etc., (Net).................... 857,096.22 
Due from other Companies from Re-Insurance..................0 0004s 3,064.00 

0 I ee ew 

LIABILITIES 

Net Reserve (American Experience Table, 3 and 342%) .............$23,067,053.00 
Reserve for Death Losses in Process of Adjustment .................. 272,890.63 
Ce felt eg Lia hbdd hhneee cada eee en 144,305.70 
es nk cae cbc ew ewes seeded deena cake 199,330.49 
DAA hs ba Si aS Win eS Jka b've's 010 2.0:6.6.0-6 4:6 ade 
Assigned Funds and Surplus ................0....eeeee- 1,959,201 .68 
UN OCU OU PUTIN 055k vont cece dewedecccceneededaeces 3,959,201.68 

NE IS ok wc asde wwe sl edhec-enees-4 a8 wan 06 060d eek oes eee 

OFFICERS 
W. L. Moody, Jr. ........... mu resident 
Shearn Moody ...... pee a Vice-President W. L. Moody, IIT Third Vice-President 
T. L. Cross _.............Second Vice-President W. J. Shaw .. Secretary 











Liberal First Year and Renewal Commissions—Up-to-date Policies— 
Non-medical—Group and Special Low Premium Plans 
Offering New and Attractive Features. 


If Interested address Agency Manager. 
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LIFE UNDERWRITERS 


Glad You Are Here—Hope 
You Enjoy Your Visit. 





International Life 
Insurance Co. 


. i 
o. oe eeeneene Memphis, West Tennessee 
and Mississippi 
Offer Great Opportunities 
to Insurance Men Who 
Have the “Work Habit.” 
We Can Use Good Men at 
Several Very Desirable 
Locations. 
THOMAS M. SEARLES, 
General Agent 


‘Etna Life Insurance Co. 
Goodwyn Institute Building 
MEMPHIS, TENN. 





SOUTHERN DIVISION 
520-21 Exchange Building 
MEMPHIS, TENN. 








T. J. McREYNOLDS, JR. 
Division Manager 


HARRY G. ALLEN 
Supervisor of Agencies 




















Memphis is the largest sweet feed 
manufacturing center in the 
United States. 








Memphis is the cheapest cash retail 
grocery market in the South. 

















“One of the Oldest Life Agencies 
in the South” ‘ 


R. HENRY LAKE, Manager 
Successor to Richard P. Lake & Son 
Mississippi & West Tennessee 
6th Floor, Bank of Commerce & Trust 
Co. Bidg 
Memphis, Tenn 
T. W. Jeter, Cashier 





Memphis is the largest city in Tennes 
see and the fourth largest in the South 























Our every effort has been bended towards makingou fee 





The insurance offices listed on these pages are agour c 
you enjoy Memphis to the utmost. 


Telephone 6-7926 








R. H. MOORE 


General Agent Drop in on some of them—there you will find “Dnin | 


Equitable 
Life Insurance Co. 
of Iowa 


814-15 Exchange Bldg. 
Memphis, Tenn. 

















—— 





If you don’t like the 
town 
You can burn it down. 


J.C. MeC. 


T. C. LOONEY, Jr. Oh 


Li 





Massachusetts 
Mutual Life ats 


Memphis is the home of the world’s 
largest cotton warchouse. 

















Minnesota Mutual Life 
Insurance Co. 















lable Accid 
The Offer Still Stands ees oar Sven — 
Matches Free ness getters.  Substar 
Memphis, Tenn. Gopertenent Sey ral. 
Edward J. McCormack General Age opening 
= Arkansas, iW 








Memphis is the greatest inland cotton 


market in the world, handling 
1,999,630 bales Jast yeer. 














Memphis has the best insurance 
classification granted by the National 
Board of Fire Underwriters. 











Memphis 19 the 43 wholesa! 


market | South, ~ 
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John E. Lippitt 


710-713 Tenn. Trust Bldg. 
MEMPHIS, TENN. 


Manager 
Ordinary Department 
The Prudential Insurance Co. 
of America 
Home Office, Newark, N. J. 





— 








Columbian 
Mutual Life 


Insurance Co. 
of Memphis, Tenn. 


LEROY E. KERR 


Manager Memphis Agency 
215 Columbian Tower 








Organized 1850 


The Manhattan 


11 


Life Insurance 
Company 
of NEW YORK 
Extends a hearty welcome 
to our visiting guests. 











Memphis is the largest producer of 
cottonsced products in the world. 








Memphis is the heart of the richest 
agricultural section in the world 

















ALFRED BOYD, Manager 


917-18 Bank of Commerce 
Building 








Memphis is the largest hardwood lun 
ber producing market im the wer 

















1 fe ‘At Home’”’ 


akingou feel ‘‘At Home’’ in Memphis. 














BOLLING SIBLEY 
General Agent 


ire afour command. They are ready and anxious to help 








Penn Mutual Life 


Insurance Co. 
City Savings Bank Bldg. 


nin Dixie’’ hospitality awaiting you. 











Every city agent connected 
with this office is a mem- 
ber of the Memphis Life 




















| Central Life Assurance Jefferson Standard Underwriters Association. 
7 Society Life Insurance Co. 
Des Moines Iowa 
VUemphis « the avograflic and trade 
Memphis Office -* ner ¢ ° peels ta" ae te 


netsee Legislature im 1826 


Suit 1114-15-16-17-18-19 
Exchange Bldg. 


Edwin M. Williams 

















Noncancel- 


Agency 














“ Health sold 
Wit mce and 
virwen| Toile 718-24 Columbian Mutual BRUCE DONALD 






@ Openings in 
i, Western 


s 19 the 43 wholesal, 


market [ South, ‘pile J 
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XUM 


Tower 
MEMPHIS, TENN. 





Memphis is the South's largest dis 

tribution point for automobiles, farm 

smplements and hardware and one of 
the largest for won and steel, 
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Manager 


“Glad to See You” 





Memphis ts served by sexteen banks and 
a branch of the Federal Reserve Bank 
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Problems of Rural Agency Building 


NY business enterprise that justifies 

its existence must render a worth- 
while service. The success of any en- 
terprise will depend largely upon the 
quality of the service rendered. Such 
an enterprise must be prepared to ren- 
der continuous lasting service. The 
business must be endowed with the 
qualities of endurance and continuity to 
reLder worth while service over a long 
period of time. It must be equipped for 
growth and expansion to meet changing 
conditions. It must have the spirit and 
power of progress to adapt its methods 
and principles to the rapid develop- 
ments of a progressive age. In order 
to render such continuous efficient serv- 
ice, in order to progress, to grow and 
expand, it is obvious that such a busi- 
ness must produce money profits for 


those who spend their means, their 
time, and their lives in its estab- 
lishment. 


Problems Similar 
to Business Building 


We believe that the building and the 
establishment of a life insurance 
agency is in every sense simply a busi- 
ness enterprise. We believe that the 
problems of the building and establish- 
ment of a life insurance agency will be 
found to be similar in all respects to the 
problems that must be met in the build- 
ing and establishment of any modern 
business. 

It seems to us that the first, the basic 
problem, is the general agent himself. 
Is he fitted for, is he adapted to the 
building of this kind of a business? Is 
this the kind of a man that will fit 
this kind of a job? Will he be at his 
best in the kind of work that the es- 
tablishment of this kind of business is 
going to call for? Will the qualities 
and problems of this business call forth 
the finest and best effort; challenge, en- 
courage and develop the best and most 
prominent qualities of this man who is 
to be responsible for the building of 
this business? Does his training and 
experience in addition to his inclina- 
ticns and natural qualifications equip 
him for the work that must be done? 
Does a careful consideration of the 
qualifications of this man, his natural 
tendencies, his temperament, his pre- 
vious environment, his habits of 
thought, his training, experience, and 


Basic Considerations are the Same in 
all Business Enterprises, but Rural 


By J. A. 


General Agent, Aetna 


hi> financial status, indicate a reason- 


able chance for a reasonable success 
for this man in the building of this 
agency? 


Analysis of Territory 
Is Important Item 


Second in importance is the territory 
in which this agency is to be built. Does 
the territory contain a sufficient num- 
ber of people with a sufficient buying 
power from whom a reasonable volume 
of business, at a reasonable profit, may 
reasonably be expected from a reason- 
ably equipped general agent? Is the 
population reasonably accessible? Are 
there reasonably efficient means of 
transportation and communication avail- 
able at a reasonable expense? Is the 
population composed of the kind of 
people this general agent is best fitted 
to deal with? 

What are the resources of the terri- 
tory? Is it an agricultural, manufac- 
turing or mining territory? Are the 
resources of the territory almost fully 
developed, are they at an advanced 
stage of development or is it a new 
country with its resources at an almost 
entirely undeveloped stage? What are 
the reasonable indications as to growth 
of population and wealth? Are the oc- 
cupations of a large proportion of the 
pcrulation with incomes sufficient to 
purchase life insurance in reasonable 
quantity, hazardous or semi-hazardous? 
Is the health and mortality rate of the 
territory high, medium or low? Will 
the company which this agency is to 
represent, accept business liberally in 
this territory or will limitations as to 
amount and kinds of insurance to be 
written, be rigidly set by the company. 


Comprehensive Research 
Should Be Made 


The problem of the fitness of the gen- 
eral agent and the territory in which he 


Factors Differ from those in City 


woopD 
Life, Oklahoma City 


is to operate should be given the most 
careful study in the beginning. The 
most careful and comprehensive re- 
search possible, by the general agent 
himself and by the company whose gen- 
eral agency he is to establish, is fully 
justified in the very beginning. The 
frankest and fullest consideration and 
discussion of all these matters by the 
general agent and the agency officials 
of his company at the very inception of 
the agency, are fully justified; in fact, 
vitally important to the success of the 
agency. By our observation during 20 
years of agency work, we are led to 
believe that far too little consideration 
and attention by all parties concerned 
in the work of agency building has been 
given to these two basic problems; the 
general agent and his territory. 

The matter of the general agent, the 
man for the job, and the territory hav- 
ing been decided upon, the three big 
fundamental problems that immediately 
confront our beginning general agent 
are: Securing agents; training these 
agents; supervising these agents. On 
these problems I do not feel that I can 
advance any theories or say anything 
worth the time of other general agents 
utless perchance some statements of 
my own experience, in trying to estab- 
lish a rural general agency, may be of 
some interest. 


Obtaining Agents Is 
First Task to Undertake 


Obtaining agents, salesmen, to sell to 
the retail trade the wares which as a 
wholesaler he is to distribute, is, of 
course, the first job the general agent 
is to tackle and it should remain his 
first job always throughout his career. 
Right here is where the embryo general 
agent, who perhaps has been a most 
successful salesman of life insurance 
personally, is apt to find a doubt creep- 
ing into his mind as to whether the 


right man for the right place has been 
selected in his appointment as genera] 
agent. With the great opportunities 
that exist for permanent employment, 
delightful work, satisfactory income, 
and a broad essential service to the pub- 
lic and to the nation, the selling of life 
insurance as a permanent calling, the 
most baffling problem to me of all is, 
why suitable salesmen of life insurance 
are so difficult to obtain. Fortunately 
a great deal is being done by the com- 
panies and the general agents through- 
out the country, looking toward the 
solution of this basic problem, but in 
our own territory at least, getting 
agents of the proper type and calibre 
into the business is not yet the simple 
and easy job that has sometimes been 
pictured. 


Much Valuable 
information Available 


A great deal may be learned today 
from much excellent literature on this 
subject in many splendid life insurance 
magazines and periodicals. And the 
Life Insurance Sales Research Bureau 
is gathering and distributing a lot of 
very useful and practicable information 
on the subject. It is a phase of the 
general agent’s work that probably 
should occupy more of his time and 
thought and talent than all other 
phases, for we believe the employment 
of a sufficient number of the proper 
type and calibre of life insurance agents 
will greatly minimize the other two all 
important problems of training and 
supervision. 

The method we have found most suit- 
able in obtaining agents in rural terri- 
tcry, is the personal contact method. In 
this term we include the personal con- 
tact of the general agent, or of super- 
visers or of old agents by which new 
men are brought into the work. 


Personal Contact 
Method Is Best 


This plan will seem slow, that is a 
smaller number of agents will be ob- 
tained in a given time, but our experi- 
ence has been that this is offset by the 
lovger average service of the agents ob- 
tained and by the generally better re- 
sults that will come from the hand 
picked salesman than from an agent 
hurriedly employed and about whom 














Greetings to 


Underwriters 








Memphis. 





N THE great work to which we are all committed, 
the Grizzard System joins in a rededication to ideals 
and purposes advanced by the Underwriters assembled at 
That success may crown all efforts to make 
the institution of old line legal reserve life insurance even 
greater, nobler and more widespread than any accomplish- 











Opportunity for reliable 
agents in many cities 


Pronounced Griz-ard’ 


SYSTEM 


Chicago, Detroit, Cleveland, Columbus and 
Principal Cities 
ments of the past is our sincere wish. i - 
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AMERICA, Incorporated 





























XUM 


2nd Day 


NATIONAL LIFE CONVENTION DAILY, OCTOBER 13, 1927 








but little is known before he is en- 
gaged. By this method the general agent 
can have a pretty thorough knowledge 
of his man before a contract is signed. 
Also the matter of his supervision is 
thus simplified. 

A big problem that calls for early 
solution in country territory is the mat- 
ter of determining the points where 
agents should be located. A great deal 
of time and money can be expended 
uselessly in taking the easier way in 
this matter. By centering a major ef- 
fort on obtaining good agents, first in 
the most populous towns and cities, the 
points where the most prospects are 
most easily accessible and where the 
largest purchasing power exists, better 
agents, with a better chance of success 
and more business of a better type will 
be obtained than by haphazardly seek- 
ing agents in territory where it may de- 
velop that even good agency material 
will not be able to make the grade. This 
method of placing agents will also sim- 
plify the problem of conservation when 
the business is on the books. A little 
patience on the part of the general 
agent and the company together with 
carefully thought out plans in this mat- 
ter of placing agents, when obtained, 
proves permanently profitable. 


Rural Methods Differ 
from Those in Cities 


In all this, I am speaking of the prob- 
lem of a rural agency, realizing that 
the problems in a city agency, where 
close personal contact may be readily 
formed with thousands of prospective 


agents, within the same time that per- 
haps less than a dozen contacts may 
be formed in country territory, the best 
method of obtaining agents may be ma- 
terially different. 

We have not been able to do anything 
with the socalled mass method of se- 
lection of agents in our territory, by 
which we understand is meant the get- 
ting together of a large number of new 
agents at one time and training them 
both theoretically and practically in 
groups or classes. We do not believe 
that this method can ever be success- 
fully adapted to scattered territory; be- 
cause, first of its expense, and second 
the difficulty of influencing men at long 
range and bringing them together for 
tr.ining at a given point when their 
future work after training. will have to 


be conducted in widely separated 
localities. 
Training Agents Is 

Vitally Important Item 

The plan may work well in some 


large centers, but our personal belief 
remains that individually selected and 
individually trained agents will prove 
under all circumstances on the average 
to be a better type, and more perma- 
nettly successful, than those that may 
be rapidly placed in the business in 
grcups and trained in groups or classes. 

The term training, as used generally 
in regard to life insurance salesmen is 
a broad one. In one sense an agent's 
training never ceases so long as he re- 
mains in the business. By the term 
“training agents” we mean the instruc- 


tion and coaching and helping of the 
agent until he is able to and is actually 
producing volume of business sufficient 
to earn a decent living. Our usual plan 
is to have a new agent come to our 
office, where he is carefully instructed 
by the general agent and supervisor as 
to the history, methods and practices 
of our company. He is then required 
to study carefully with the supervisor 
all the provisions of the policy contract. 
We know before he starts to work that 
he knows the actual provisions of the 
contract as well as we know them our- 
selves. Though of course, without ex- 
perience he may not be able to make 
practicable application of all of them. 
We have him study with us methods of 
obtaining prospects. After which the 
supervisor goes into the field and helps 
to obtain some prospects by various 
methods with him. During the week's 
werk the supervisor keeps a record of 
prospects obtained and the methods by 
which each group is obtained. We teach 
each new agent a basic sales talk. We 
require him to use it verbatim until he 
is able to adapt it to his own language 
and usage. 


Supervisor Uses Training 
Follow-up System 


The supervisor works with him mak- 
ing the presentations himself for two 
or three days after which he has the 
agent make the canvass in his presence 
discussing with the agent each inter- 
view after it is over but watching care- 
fully to step into the interview and help 
close the case if it seems in danger of 


being lost. Our supervisor tries to 
demonstrate a model week’s work. At 
least some business is invariably ob- 
tained by the supervisor and the agent 
during this first week. Our objective 
is to see that the agent makes $100 
during the week the supervisor is wilh 
him. After two weeks work in the fie!d 
by himself, during which we try to 
keep in as close touch as possible with 
the new agent, the supervisor visits him 
again. This time he asks the agent to 
take him to any prospects with whom 
he has talked but which he did not 
close, but where he thinks business 
should be written. During this week 
the supervisor reviews as nearly as pos- 
sible all the work previously done with 
the agent both in the office and the 
field and examines him to test his 
knowledge and whether he is putting 
the information he has gained to prac- 
tical use, 


Correspondence Course 
Is Next Step 


When the new agent has written 
encugh business to convince us that he 
is probably going to make the grade 
and get established in this business, 
we insist on his taking the home office 
correspondence course and our super- 
visor and one of the best trained clerks 
in the office is charged with seeing 
that the study of the course is followed 
through. We have a great deal of diffi- 
culty in getting these agents at scat- 
tered points to submit their written an 
swers, but we find generally that the 
agents taking the course have a better 
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knowledge of its contents than is indi- 
cated by the way they send in their 
replies. 

In this preliminary training, we try 
to emphasize the importance of sys- 
tematic continuous effort. To establish 
the habit of persistent canvass, we try 
to establish in the agent’s mind the 
value of a definite number of definitely 
plunned calls, under any circumstances 
every day. We believe that generally 
speaking, an agent will prove in six 
mcnths that he is going to make a de- 
sirable representative or that he is 
hopeless. Except in cases of part time 
agents in small towns where we have 
no full time agents, if a man is not 
prcducing a volume of business suffi- 
cient to supply his immediate financial 
needs within six months or so we drop 
him. We feel that our time and thought 
and means should be expended on the 
agent who can and will creditably rep- 
resent our business profitably to him- 
self, the public, the company and our 
agency. 


Supervising and Holding 
Agents Is Important 


We consider any effort at training 
after we see a new man to the point 
where he seems definitely able to make 
a good living from the business as su- 
pervising and holding agent. We know 
that one of the worst pitfalls an agent 
ever encounters is the temptation to 
waite time between interviews. His 
biggest problem is to constantly have a 
worth while prospect to call on and the 
heart to properly approach such a pros- 
pect after repeated turn-downs or fail 
ures to obtain definite results. To help 
him in this case, we constantly obtain 
what we consider live leads, through 
direct by mail prospecting and throug) 
circularizing old policyholders. We fur- 
nist these to our agent to the end that 
he may have always a case that he may 
with high hope and courage so neces 
sary to the man who must constantly 
encounter and overcome stubborn sales 
resistance in the face of discourage- 
merts turn from any interview to a 
call on a prospect that has expressed 
interest, where there is favorable 
chance of success. We have found this 
service of obtaining leads for our 
agents and instructing them and help 
ing them in their follow up and with 
their sales presentation, has been pro- 
ductive of much business, which we 
would have obtained in no other way. 
But what is much better, it has heart- 
ened and encouraged many agents and 
kept them with us carrying on in the 
business when. their loss seemed 
imminent. 


Cost of Finding Men 
Urges Holding Them 


Remembering the difficulty and ex- 
pense of obtaining agents and getting 
them on a producing basis and realizing 
the disadvantage we are under in a 
widely scattered rural field in the mat- 
ter of maintaining close personal effec- 
tive contact with agents, we are trying 
to utilize to the fullest extent possible, 
Uncle Sam’s efficient and inexpensive 
mail service in obtaining prospects for 
agents, keeping their policyholders and 
friends reminded of them and their 
work and in maintaining as close touch 
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with all agents as possible through bul- 
letins and letters. 

We publish regularly a monthly and a 
weekly bulletin. Through these bulle- 
tins we try to maintain the lively in- 
terest of agents and to furnish them 
with practical usable sales suggestions 
and helps. Every agent is regularly in- 
formed of every death or disability 
claim paid in the agency through these 
bulletins. Through these and special 
bulletins we constantly broadcast news 
of the activities of all agents. All this 
is the best substitute available for fre- 
quently planned agency meetings which 
we heartily endorse as the best means 
of maintaining contact with and inspir- 
ing agents but which are impracticable 
in our scattered field. 

The general agent and supervisor per- 
sonally visit all agents, especially those 
who are in need of help or encourage- 
ment as often and as regularly as 
practicable. 


Recommend Reading 
of Trade Periodicals 


We encourage every agent to sub- 
scribe for at least one or more good 
insurance periodical and to purchase 
some of the best books on life insur- 
ance selling. We maintain a number 
of books at our office which we encour- 
age the men to read and which we loan 


to out-of-town agents. We maintain the 
“Diamond Life Bulletin Service,” agents 
plans of the “Insurance Review and Re- 
search Service” and various taxation 
services which are available to all 
agents at our office and which we en- 
courage them to use. 

With all that we can do and with all 
that we can learn from the experience 
of general agents in situations like our 
own, with all the splendid information 
we get from life insurance publications, 
and with all the garnered wisdom 
pussed on to us by the Life Insurance 
Sales Research Bureau, we find, after 


all that we are doing a very ragged 
shabby unsatisfactory bit of agency 
building. 


Difficulties in Rural 
Agency Building 


Instead of rapid transportation means 
at the city general agents command, 
only much slower and more difficult 
processes are available to us, unless we 
decide to take up the modern airplane 
faa. And up to date, no budding Lind- 
berghs have shown up among our su- 
pervising staff. The expense in both 
mopey and time necessary to obtain a 
paying business from a certain number 
of people is much greater than in the 
city, we guess. To embrace a sufficient 
pepulation and purchasing power in a 


rural agency, instead of a few square 
miles to be covered as in the city, many 
hundreds of square miles and in a large 


number of cases, many thousands of 
square miles must be covered; in our 
own particular agency for instance, 


more than 75,000 square miles. 

It has been said that the additiona) 
expense for travel and supervision in 
scattered agencies is offset by smalle; 
office space necessary and by lower 
office rent. This, however, is only par- 
tially true. We have found a larger 
cierical force is necessary in country 
territory to obtain and handle a given 
number of agents or a given amount of 
business, than is required in a city 
agency. The expense of this larger cler- 
ical force is barely offset by the lower 
expense of office rent. The total added 
expense of travel, postage, telephone, 
telegraph and printing is practically a 
net expense not required of the city 
general agent to secure the same num- 
be. of agents, to give them the same 
training and supervision and through 
them produce the same volume of busi- 
ness as the agency operating country 
territory. 


Must Be Satisfied 

with Smaller Returns 

The companies cannot see their way 
clear to pay appreciably more for coun- 
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try business than for city business. 
Thus it seems to me that, first, the 
country general agent will have to be 
sutisfied with a lower net income from 
the same number of agents producing 
the same volume of business as the 
city agency; or second, he will have to 
content himself with a very small pro- 
duction through the development of a 
swall portion of his territory; or third, 
he must continue to strive until he has 
developed ways and means of such effi 
cieccy as will enable him to obtain the 
sume quantity and quality of business 
as economically as the general agencics 
of the cities. 

For our part, we will not be satisfied 
to work only a small part of our terri- 
tur) with only a few agents. The com- 


pany would not be satisfied with this 
plan. And we like our job entirely too 
well to consider it, for it’s a bully good 
job after all. So for the present, we 
will content ourselves with a somewhat 
sinaller net income from the business 
obtained, than our fel‘ow general agent 
of the city. We can afford it because 
our tastes are simple and our golf 
score is rotten, we can torego some of 
the golf. We shall continue to inquire 
into the methods of others, make some 
investigation and experiments on our 
own account and do our dead level best 
to find or develop ways and means of 
getting the business on a basis that will 
pay quite or nearly as well as in the 
city. 


Life Insurance Is Good Investment 


(Continued 


the procedure in a concrete example. 
Let us take the case of a man aged 35. 
He wants his family to be protected in 
the event of his death to the extent of 
say $25,000. This can of course be 
accomplished by means of an oidinary 
li.e policy, which combines in the one 
contract a pure protection elcment aad 
an investment element. 


May Comb:ne Investment 

and Renewable Term 

It can also be accomplished by build- 
ing up a fund through the investment 
of periodical sums and supplementil.g 
the tund by yearly renewable term in- 
surance of such an amount that each 
year the amount of the insurance is just 
the amount by which the accumulated 
fund falls short of the $25,000. It shou'd 
be said for the benefit of the non-tech- 
nical that the percentage we are seek- 
ing is not dependent upon the amount 
of the capital sum chosen. It will work 
out the same for $1,000 or $100,000 or 
any other given sum. 

The one year renewable term rates 
employed are the lowest that we were 
able to find among the published rates 
of the various companies. They are 
non-participating. For the ordinary lize 
pel cy we took the net cost as shown 
by the current dividend scales of the 
six companies. The figures for the 
group of 3 per cent companies were av- 
elaged and the average considered as 
an actual policy. Likewise for the 31% 
per cent policies. When the perccntage 
return for each hypothetical policy had 
been computed, the average of the two 
percentages was taken as the figure to 
be presented here. 

Program Carried Out 
for Thirty-year Pericd 


We have assumed that the amount 
of money to be employed each year in 
each of the two programs is the net 
cost under the hypothetical policy. As 
an alternate to the ordinary life policy 
we purchase for the first year $25,009 
of one year term insurance and then 
separately invest the balance of the 
ordinary live gross premum. For the 
second year we purchase less term in- 
surance, as the investment fund will 
furnish a part of the $25,000 if death 
should occur. The amount of the cor- 
responding term premium is subtracted 
frcm the net payment due under the 
orcinary life policy (g-oss prem‘ums 
less first year dividend) at the begin- 
ning of the second year; the differ- 
ence representing the amount to be in- 
vested at the beginning of the second 
year. This process is carried out year 
by year for 30 years when age 65 will 
have been attained. The rate of inter- 
est that we are seeking is that rate of 
compound interest that will make the 
separate inves‘ment fund exactly equal 
the guaranteed cash value of the ordi- 
nary life policy at the end ot 30 years. 

Before stating the percentage Irt us 
realize what this word compound means. 
It means that every dollar of interest 


from page 6) 


that is received is immediately rein- 
vested without expense at exactly the 
rate yielded by the entire computation. 
People sometimes quote returns in 
terms of simple interest. This assumes 
that the interest received is not rein- 
vested. For example a given sum in- 
verted each year at 5 per cent com- 
pound interest will in 15 years accumu- 
late to the same figure as the same sum 
invested each year at 6.38 per cent sim- 
pie interest. 

Returning to the concrete case under 
consideration, you will be interested, as 
I was, to learn that the return over the 
30-year period is 5.36 per cent com- 
pound. Not a bad return! And it is 
an average based upon the net cost 
schedules of six companies. 


“kicw Is So Large 
a Return Poss.bie.” 


The question naturally arises: “How 
is so large a return possible? The com- 
panies themselves are not averaging 
that large a net return upon their own 
investments. There must be mag’c or 
perhaps a mistake.” It is ne ther. 
There are savings possible when the 
two elements are combined in the same 
policy, as compared with the issuance 
of a renewable short term policy which 
involves probable adverse selec.ion 
aga nst the company and which must 
alone bear its proper share of the life 
insurance company’s overhead. The 
cempanies can furnish the protection 
element more reasonably if it is linked 
up with an investment element that car- 
ries its share of the load. 

Similar figures have been obta‘ned for 
tre other ages shown in the following 
table which also includes age 35 al- 
ready given. For ages 25, 35 and 45 
the investment period considered is to 
age 65, that is 40, 30 and 20 years re- 
spectively. For age 55 it is 20 years 
or to age 75. 

Compound Interest 
Return upon 


Age Investment Element 
25 5.56% 

35 5.36% 

45 5.38% 

55 5.84% 


The irregularity in this and succeeding 
series probably arises out of the fact 
that figures from so many different com- 
pen‘es are involved. 
Principle Applied to 

Single Premium Insurance 

Ii will be interesting to apply the 
same general principles to a single pre- 
tium life contract as compared with 
a program of investing at once the en- 
tire amount of the single premium and 
each year taking out of the accumu- 
lated fund (1) a sufficient sum to pur- 
chase one year term insurance for the 
amount by which the fund falls short 
of the face of the sing'e premium 
pclicy; and (2) the dividend on the sin- 
gle premium policy which in effect off- 
sets a part of the return on the invest- 
ment. Again the figures for the six 


companies have been employed. The 
fina) percentages are lower than for the 
ordinary life policy for the reason that 
the amount of one year term insurance 
that must be bought at relatively h gh 
rates is smaller than before and hence 
yields a smaller charge against the in- 
vestment return. In each case the per- 
centage is the compound interest rate 
at which the separate investment fund 
must be invested to equal the guaran- 
teed cash value of the single premium 
life policy at the terminal age—65 for 
ages at issue 25, 35 and 45; and 75 for 
ase at issue 55. 


Compound Interest 
Return upon 


Age Investment Element 
25 4.99% 
35 4.88% 
45 q 75% 
55 4.76% 


Involve Maintenance of 
Present Dividend Scales 


Ii should of course be made clear that 
the actual realization of the figures that 
have been given involve the mainte- 
nance in force of present dividend 
scales. One of the factors entering into 
such maintenance is the future in.erest 
rate. Just now we are in a period of 
declining rates and it is possible that 
the tendency may continue for some 
time to come. If however, current divi- 
cend scales eventually do have to be 
recuced because of a lowered interest 
rate, the return upon securities in 
which separate investm nt funds could 
appropriately be placed will also de- 
cline, so that approximately the same 
relation between the returns under the 


two programs is likely to be main- 
tained. 
Returns on Investment 


Element Satisfactory 


Taking into account the extraordinary 
securily, the couvenience, the treeduia 
from depreciatiin, and the Maraetab.!- 
ity or culiaveral value of the lie iasur- 
ance contiact, | think it will be admitied 
that these interest re.iurms upon tne in- 
ve: tment elemcnt in the life insurance 
premiums are quite satisfactory. To 
me the figures supply a quite convinc- 
ing answer to the .ollowiug s.atemcnt 
tahen from a book by an associate pro- 
fessor of finance in one of our laige 
eustern universities. It is stated that 
although life insurance “may be a very 
wise and expedient expenditure to the 
thriitless young husband” it “can never 
under any circumstances be cons:dered 
as a good investment when cons‘dered 
in the lhght of mathematical averages.” 
I hope that those here present will be 
giad that they are not responsible for 
that statement. 


Consider Policy That Has 

Definite Maturity Date 

We shall next consider a policy which 
has a definite ma.uiity date, as fur ex- 
aluple the endowment at 65 taken at 
ages 25, 35 or 45 and the endowment 
at 75 taken at age 55. Under these con- 
tructs we observe to a still greater de- 
g:ee the effect of the reduced protection 
element wh.ch under the separate in- 
surance and separate investment pro- 
grum must be purchased at the rela- 
tively high renewable short term rates. 

In the following table are given the 
returns realized on the investment ele- 
ments in continuous premium and sin- 
gle premium old age endowments com- 
puted by the same method as be‘ore. 


Compound Interest Returns Upon 
Investment Element 


Age Continuous «rem. Single Prem. 
25 4.92% 4.84% 
35 4.60% 4.72% 
45 4.21% 454% 
55 4.69% 4.61% 


Must Sacrifice Part 

of Current Protection 

The convenience of the endowment 
policy appeals to many because the 
pelicy matures for its face value at a 


time when the money may be very use 
ful in providing for old age. In order 
for the interest return to be realized on 
apy of the policies we have been coa- 
sidering, the policy must yield a cash 
payment at the specified terminal age. 
Urder the ordinary life policy this 
means that a substantial amount of cur- 
rent insurance protection must be given 
up. For example, at age 65 the cash 
vaiue of an ord nary life policy taken 
at age 35 is less than 55 per cent of the 
face of the policy; so that more than 
45 per cent of the protection must be 
sucrified. Under the endowment con- 
tract the policy matures for 100 per 
cent of its face value. To many the 
copvenience of this arrangement and 
the fact that the small additional pre- 
mivm involved would probably not 
otherwise have been saved and accumu- 
lated over the long period, make it 
stand out as the ideal policy for cover- 
ing both the risk of premature death 
acc the risk of a dependent old age. 


Answering Argument, 
“Invest the Diiference” 


This is a slogan we sometimes hear: 
“Take ordinary life and invest the dif- 
ference between that premium and the 
ola age endowment premium. You will 
have more money at maturity and a 
larger sum available if you die in the 
mcuntime.” In seeking light upoa this 
prcgram let us recall that a man who 
is in gvod heaith has a better than two 
to one chance of living to age 65. Also 
the probability that the prewium dilfer- 
ence will actually be saved and in- 
vested at compound interest over a pe- 
r.od of 20, 30 or 40 years is quite small. 
There are too many chances for the 
P.ogram to be interrupted either by em- 
ployment of the fund for othcr purposes 
or possibly by some loss of principal or 
interest, or both. 


Comparison of Net 
Cost Difference Given 


Again using the figures of the six 
companies we have tound the rate of 
compound interest at wh.ch the net cost 
differences must be accumulated in 
order to make up the difference between 
the face of the endowment policy at age 
65, (age 75 for age at issue 55) and the 


corresponding cash value of the ord- 
nary life policy. The results are as 
follows: 

Compound Interest Returns 
Age at Maturity 
25 5.76% 
35 5.78% 
45 5.72% 
55 5.76% 


These figures do not allow for the ad- 
ditional death benefit which starts at 
a very small sum and gradually in- 
creases until maturity of the policy if 
the dilferences are separately invested. 
Fewer than one in three die before the 
chosen maturity age and thus provide 
this additional benefit for their families. 


In.portant As Forerunner 
of Investment Program 


In concluding this presentation I wish 
tu emphasize the importance of life in- 
surance protection as a forerunner of 
any straight invesitm nt program. We 
are all indebted to Dr. Huebner for his 
emphatic statements that the average 
man with family responsibilities has no 
right to embark upon an investment 
program without first having taken ade- 
quate life insurance. He is subjecting 
his loved ones to too great a risk. Here 
is the actual experience of one of our 
men a few months ago. 

A policyholder in an eastern city died 
leaving a dependent family. He had 
$12,000 of life insurance upon which he 
had borrowed $2.000, leaving a net 
amount of $10,000 for the widow. When 
the agent went to the house to deliver 
the check, the widow brought out some 
account books which her husband had 
had because he had been putting $50 
a month into building and loan socie- 
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ties. She asked what the cash value of 
the accounts would be. The agent fig- 
ured that it would be between $2,000 
and $2,500. 


How Much Life Insurance 
Could Have Been Purchased? 


The widow then turned to the agent 
and asked a pathetic question: “How 
much life insurance would this $50 a 
month have purchased?” The answ_r 
was, “A little over $20,000.” The reali- 
zut.on of this mistake that had been 
mude was borne in upon that widow 
with tragic force. Think what the addi- 
ticnal $20.000 of life insurance would 
have meant to the welfare of herself 
anil her three children! As life und_r- 


writers you have a duty to proclaim 
with all the power at your command 
that no man with dependents shou!d 
put his money into any straight invest- 
ment proposition, no matter how attrac- 
tive, unless his family is adequately pro- 
tected by life insurance. 

In extreme cases of need where the 
means are slender, convertible term in- 
surance alone may properly be employed 
and the savings element elimina‘ed en- 
tirely. In the great majority of cases, 
however, a properly balanced program 
of protection and investment is called 
for The purpose of this address has 
been to show how admirably this bal- 
anced program may be realized by 
means of life insurance. 


Shuff’s Plea for Endowments As 
Way to Complete Life’s Plan 


ie SUMMING up the program pre- 
sented at the Thursday morning ses- 
sion, John L. Shuff of Cincinnati, home 
otiice general agent of the Union Cen- 
tial Liie and former president of the 
Nutional association, made a plea for 
greater attention to endowments as a 
method of “Completing Life’s Plans 
Through Life Insurance.” In that con- 
nection he said: 

“| have enjoyed immensely the pro- 
gium of the morning—“Li.e Insurance 
fur Family Protect.on”—“A Program of 
Life Insurance Protection’—‘“Life In- 
surance As An Investment’—‘“How to 
Sei! Monthly Income Life Insurance’— 
“Industrial Underwriter’s Part of the 
Program.” 


Erdowment Insurance 
As an inves.ment 


“1 feel that the most neglected prob- 
lem Of SdicSwduship With the ave.age 
agent is his antipathy agaimst enduw- 
Dent insurance as aw invesument. Uf 
course yuu ALLOW Lhe Oid sLOLy OL iarger 
ah Oulll Of proveciiun that can be pur- 
Chased tor a liaed sum oj. mMuney. but 
l insist that a compieted saie is either 
@ Suort teim enduwmeut poucy that nts 
muny cases or a long te:m endowment 
that wili fit any Case or any Suvject. 

“When you are toid Ly the purchaser 
that enuduwwent iasurance is not a 
good iNnvesiment and yu do not resent 
it you have uot a vision of the couipiete 
sije because, il your applicant is unsel- 
fish enough to purchase tor his wite 
and childi:en or those who may be de- 
pendent upon him, why not carry it 
obe step tarther and take care of this 
sume unseifish man when he reaches 
a mature age where his earning powers 
are absolutely, or if not completely 
gone, declining rapidly? Under the 
present coniracts of all companies he 
is not necessarily required to take those 
funds but may leave them with the 
ccmpanies at from 4 to 5 per cent and 
alvays have the only genuine quick 
asset he possesses. 


Bond Matures at Later Date; 
Endowment A.ways Available 


“The average purchaser of a bond 
buys a bond maturi.g at some later 
date but one of these matured endow- 
ments with any oi: our companies is 
available any day for the purchaser, 
both as a loan or as a cash value. 

“The children of the average man 
f:om 55 years of age are usually grown 
and out of the way, and why not have 
futher and mother have someth.ng 
which they can mutually enjoy the bal- 
auce of their lives, and the deposit re- 
quired is only a trifie larger? Let’s 
take, for instance, a young man 29 
ycars of age and sell him a 40 year en- 
dcwment Of course this maturms at 
age 60, a most interesting time in any 
man’s career. The average cost in any 
cumpany, assuming he took his divi- 


dends from the mutual or paid a net 
cost from the non-participating com- 
panies, would be $15 to $16 per $1,000, 
his total deposits $600 plus and he 
would have had his insurance for 40 
years and 60 per cent more money than 
he had deposited at the end of the time. 
Avsuming he had a life policy, we would 
net make many sales if we told the av- 
erage young man age 2. that he would 
be compelled to pay until he was age 
96 provided he lived. Hence, why not 
take the burden off his back at a given 
time? That is what I call a finished 
product. 


Endowment at Age 30 
and 35 As Illust. ation 


“Suppose we go to age 30 on a 30- 
year endowment. The average depusit 
per $1,000 would be between $2z and 
$.3, certainly tess than $25, and he has 
had this magnificent protection. His 
tutal paymenis wou.d Le less than $750, 
for which he would receive 33 1-3 per 
cent more than he had paid in. Or you 
might suggest to him endowment at 
age 65, on which the average cost would 
be less than $20 and his total payments 
would not greaily exceed $700. Or even 
endowment at age 70, because we are 
living longer, and the average cost 
would be between $16 and $18 per 
$1,000, 

Take age 35, endowment at age 69, 
average cost of between $28 and $30 
pei $1,000, or endowment at age 65, 
average cost of $23 to $24 per $1,000. 
His endowment will always mature for 
more than 30 per cent greater than the 
deposits. Even a 20 year endowment at 
age 35 will average a deposit around 
$57 and $38, and he still has the more 
tian 30 per cent margin of profit. 


Man Has No Chance 
Whatever of Loss 


“The best part of this contract is the 
fact that a man’s first deposit buys h.m 
a matured bond dependab.e, and he has 
ho Chance whatever o. loss. It dves uot 
reguire his mMan-puwer, Care or thought 
as to the future. He has purchased a 
10U per cent inveSimeat scieutiiically 
gvuranteeing a fixed retuin and the 
oniy one known that can be purchased 
ou the instalment plan that dves not 
cost more money than if purchased in 
che sum, taking inio cunsideration, of 
cuurse, the compound interest. 

“in my opin.on one of the greatest 
services Uthat can be rendered by en- 
dowment insuraace of ail kinds is to 
be taken by officers of corporations or 
partners, creating a sinking fund which 
is dependable and invaluable for any 
emergency in the way of immediate 
loans or permanent dependabie in- 
vestments.” 

Ex-president John William Clegg got 
in Monday and said he thoroughly en- 
joyed the pre-convention period. 


Standardized Agency Plans Are 
Given by Pacific Mutual Men 


ye unusual plans for standard‘za- 
7? tion of agency work were presented 
at the annual meeting of the General 
Association of the Pacific Mutual Life 
in Memphis this week, in the form of 
“manuals” cn various topics, which had 
been prepared carefu ly over the period 
of the year by members of the execu- 
tive committee. 


Problem of “Where and 
How to Get Agents” 


The convention was especially note- 
worthy on account of the exceptional 
vaiue of the material brought out in 
these “manuals,” each of which is in- 
tended to be reproduced in bound loose- 
leai form for all the general agents of 
the company. 

“Where and How to Get Agents” by 
Mr. Garland dealt with all of the prob- 
lems of seieciion and gave the combined 
e>perience of the oiher general agents 
ot the company as well as the data for 
Mr. Garlands own agents. He Said 
the material now appearing in this 
manual was merely a beg.nninug, merely 
indicating the geneial |.nes of seleciing, 
with a iew “don'ts” which experience 
in his agency had shown to be im- 
portant. These were listed under ten 
heads. Avoid men who have been en- 
gaged for any length of time in se'ling 
industrial insurance; agents of other 
companies; a man who, even though on 
a small salary, has not saved anything 
and whose view of life has been 
cramped by a long period of meager 
earnings; a man of no education; a 
map over 45; a man under 25; a man 
who is not able to finance himself for 
al least three months; a man who has 
made many changes in his business 
career. 


Standardized Presentation of 
Life Insurance As Career 


The standardizcd presentation of life 
insurance as a career Ly Mr. Vay was 
an especially conmsuructive and progircs- 
Sivé O.lering. Mr. Day and Mr. Bryaa 
Cauvassed each other, each preseaiacicn 
repieseni.ng the lLWo Must lmpoitaut 
divisiuns ot Mr. Day's anaiysis of the 
probiem of selung the new man liie in- 
Surance as a life work. The first pres- 
eLtalion was intended tor the man who 
has come to the agency actively seek- 
ing a connection. The po.icy of Mr. 
Day under such circumstances is to 
force the applicant to classity himself 
and to prove that he is not a floater, an 
advance shark, or other undesiiable. If 
such a man should apply, the standard- 
ized interview will very soon eliminate 
him. The procedure is very dif-ercnt, 
where the prospective agent has not 
a. plied, and is not activeiy seeking an 
agency contract. Under such circum- 
stunces, Mr. Day’s presentation of the 
difficulties, responsibilities and oppor- 
tunities ‘n life insurance are of almost 
iriesistible persuasiveness. 


Aksolutely Standardized 
tc Smallest Detail 


The remarkable feature of this Day 
method is the fact that it is absoluteiy 
siandardized, even to colluquialisms, 
human interest stories, aad otner ap- 
parently insignificant detaiis. Every 
idea is charted and illustrated in the 
manual, which is kept before the inter- 
viewer on every occasion. In this way, 
ii is impossible for Mr. Day or his su- 
pervisor to neglect important elemenis 
in the interview and the impression on 
the prospective agent is favorable be- 
cause he feels that such systematiza- 
ticr will apply equally to every other 
activity of the agency, especially since 
he is told in the interview just how 
he will be trained with a standardized 


method of selling if he associates him- 
self with the agency. 


Every Appeal Can Be Put 
in One of Ten “Bottles” 


A further illustration of standardiza- 
tion was given at the banquet when Mr. 
Bivan showed how every life insurance 
appeal needed in any sale could be put 
into one of ten “bottles.” The ten life 
insurance “bottles” were compared with 
ten remedies which a druggist might 
have upon his shelf and by means of 
which every human disease m ght be 
cured. Any skeptics among his harers 
were won over to the truth of this ap- 
paront'y im’o sible s‘atem nt after Mr. 
Lrvan’s illustration of many practical 
sales to which these ideas were ap- 
plied. 

The “manual” presented by Frank 
Fitts dealt wth the standardizaticn of 
office practice, including the handling 
of age-change cards, routing of applica- 
tions. office record files, etc. It in- 
cluded, as d‘d the others, the experience 
of the most efficient Pacific Mutual 
agencies, 


“Mechanics of Selling” 
Presented by Gantz 


Joseph M. Gantz presented a stand- 
ardized manual upon the “Mechanics of 
Selling Life Insurance.” This did not 
deal with the sale, but referred to such 
important adjuncts as personal appear- 
ance, time accountability. planning and 
records, prospects, reasons for fai'ures 
among agents and other tceo greatly neg- 
lected subsid aries in selling. 

Tuesday afternoon was given over al- 
most entirely to the presentation of a 
standardized agency educational train- 
ing course by J. H. Russell of the home 
o‘fice general agency. Mr. Russell has 
been working for two years on this 
course. Much that is new in the way 
of special tables calculated by the ac- 
tuurial department for the convenience 
of the solicitor was brought out. 

At the banquet Monday evening Ar- 
thu: C. Parsons, vice-president of the 
company acted as toastmaster. The 
speakers included C. C. Day and Super- 
visor Bryan of his agency, who con- 
ducted an explanation of and a sales 
presentation based upon an entirely new 
and original “standardized canvass” 
which has been prepared and carefu'ly 
tested in the Day agency. Joseph M. 
Gantz of Cincinnati spoke on chang- 
ing conditions in the economic back- 
gicund and in life insurance field prac- 
tices. The banquet was closed very ef- 
fectively by Dr. W. W. Beckett, vice- 
president and medical director of the 
company. 


The following officers for the coming 
year were elected: President, Joseph 
M. Gantz, Cincinnati; vice-president, 
Joseph E. Garland, Farmville, Va.; sec- 
retary-treasurer, Theodore Hundley; 
executive committee, J. H. Russell, Los 
Angeles; C. C. Day, Oklahoma City; 
John S. Fabling, Denver; Robert Cole- 
man, Ashland, Ky.; Frank Fitts, Tus- 
caloosa, Ala.; John Cary, Spokane, 
Wash.; Theodore Hundley, Huntington, 
W. Va. 





Aetna Agents Get Together 


About 40 Aetna agents got together 
Wednesday evening tor a dinner in the 
Peubody. W. A. Dallas, superintendent, 
and L. O. Schriver, assistant superin- 
tendent of agents, were on hand to ex 
tend greetings of the home office. Wil- 
lixm ittman of Boston and J. S. Merry- 
man of Little Rock, million dollar pro- 
ducers of the Aetna, were both called 
on for addresses. 
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Advantage of Monthly Income Plan 


Danger of Speedy Dissipation of Lump Sum Payments 
and Desirability of Steady Income for Family Outlined 


By JOHN W. YATES 


General Agent, Massachusetts Mutual, Detroit 


N INCIDENT occurred very shortly 
44 after I entered the life insurance 
usiness that sold me monthly income 
more strongly than anything that has 
occurred since. One of the first poli- 
cies it was my privilege to deliver was 
for $150 a month life income to one of 
the most successful business men in the 
Pacific Northwest. He was the general 
manager and vice-president of one of 
the largest shipping concerns on the 
Pacific Coast. His salary at that time 
was $16,000 a year. He owned a beauti- 
ful city home and a lovely cottage by 
the lake. He owned three automobiles, 
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Life Insurance Research Bureau 


one for himself, one for his wife, and 
one for his daughter. 

The wife, the daughter and the 
mother-in-law were on their way to 
New York ready to sail ior Europe 
where the young lady was going to 
spend one year in study. Just before 
arriving at New York they received a 
telegram that the father had a slight 
case of smallpox, but it would be all 
right in a few days and not to worry. 
Upon arriving in New York they had a 
telegram that the father was dead. 


Estate Badly Involved; 
Home Had To Be Sold 


He died at 2 o'clock in the morning 
and at 6 o’clock the same morning they 
cremated his body. It was thought the 
nurse must have administered poison 
by mistake, but that will never be 
proven. The mother, the grandmother 
and the daughter rushed to the place 
by an express train and got back to 
Seattle. The wife found the estate 
rather involved and when she finally 
came down to the final settlement it 
was necessary to sell the city home and 
move into the cottage by the lake. It 
was necessary to sell the three automo- 
biles and the week we left Seattle to 
go to Chicago his wife called up Mrs. 
Yates and asked if she would not be 
interested in renting her piano for $5 
a month. 

When Mrs. Lane came in to see about 
the insurance she was disappointed to 
find that $150 of it was payable on the 
monthly income plan and that $5,000 
was all she wou'd get in cash because 
the other $10,000 policy was assigned 
to the Seattle National Bank. I paid 
the second semi-annual premium on the 


mcnthly income policy while the hus- 
band was in the hospital. 

Before she arrived at our office she 
had received advice from four people 
as to the best method of investing her 
insurance money. The one which she 
favored most was to put it into a sec- 
ond-hand automobile concern where the 
profits were guaranteed to be 25 per 
cent annually. 

Today, this little family lives by Lake 
Washington in the cottage and as the 
sun dips down every day and the shades 
of n‘ght close in on upon them there is 
sacness in the heart of this widow. and 
yet there is gladness in the knowledge 
that for every month during the seven 
years, $150 a month has come to the 
front door and has protected them from 
want. 


Monthly Income Plan 

Dates Back to Pharaoh 

I wonder how many of you know just 
when the first life insurance company 
was formed? I find that that inspira- 
tion came from the Scripture and that 
upon Pharaoh's dream of terror was 
founded the first life insurance 
company. 

If you will read your Scriptures care- 
fully you will find the manner in which 
food was distributed was “As their 
necds required.” I maintain that that 
was the beginning of monthly income 
insurance. Had it not been for the 
faci that the wise old king sa‘d, “You 
can not have it all at once. but you can 
have it ‘just as your needs require’,” 
it would have been only a few years 
that the grain would have lasted. But 
as it was the people of Israel in those 
dark and early days bridged this period 
of seven years without want. 

“Complet'ng Life’s Plans Through 
Life Insurance” is the great topic of 
this convention and I can not think of 
a better one. I ask you, could life’s 
plans be completed without a monthly 
income? 


Function of Life 
Insurance Two-fold 


It seems to me that the function of 
lite insurance is twofold. (1) To pay 
debts; (2) to continue income beyond 
that place that income would ordinarily 
stop. There are three things which will 
stop the income of every human being 
on the face of this earth, first, old age; 
then, disability or death. The income 
insurance picks up the burden where 
everything else lays it down. It starts 
where everything else fails. It guaran- 
tecs what it promises and it promises 
that death, old age and disability as 
hazards to a life of human achievement 
can be absolutely removed from a pro- 
giam of life. 

After all of these years of selling life 
insvrance I was astounded not long ago 
to hear Claris Adams say that the in- 
come now in force would only provide 
the American people with an income 
for 67 weeks. Yet, when an income is 
suddenly cut off the income must be 
provided for the lifetime of somebody 
else. 

Let me say here that the reason for 
buying life insurance is not because the 
father or the breadwinner is going to 
die but because some one else is going 
to live and must be provided for. 

Life insurance with its mighty hand 
reaches out into the future, five. ten, 
15 or 20 years, or even for a lifetime, 


and it gathers in that portion of the 
income which the family has been using 
and brings it into one great trust fund. 
The life insurance company places a 
legal contract around that income so 
that it may be continued to them for as 
long as they need it. 

It is the only method brought out 
by the brain of man since the time of 
Adam which really incorporates a man's 
earning power and really incorporates 
his economic value and p!aces it in cash 
for him today that it might be continued 
as needed. 

Only Thing Where Mother 

Need Not Complete Payments 

Is there any service rendered by the 
great institu.vion of life insurance c.m- 
parable to that service where the widow 
or the family is placed on the pay roll 
the first month that the father drops 
o.f? Life insurance is the only thing 
that father can buy on the monthly in- 
Stallment plan where mother does not 
have to complete making the install- 
ment payments. 

The heart of life insurance, there- 
fore, is monthly income insurance. I 
think too long that monthly income in- 
surance has been thought of as a luxury 
which only the rich could enjoy. But 
as a matter of fact it is an absolute 
necessity for the poor. Sometimes we 
think that just because a policy is small 
that it must not be made payable on 
the monthly income plan. I wish a law 
was enforced in the United States to 
make every monthly policy over $3,000 
payable on the monthly income plan 


Even Small Income 

Programs Important 

One of the finest programs of life in- 
surance that it has been my pleasure 
tu underwrite was for only $2,500. This 
litle wi.e who had for seven years 
made a beautiful home for a worker ia 
the Burroughs Add.ng Machine Con 
party found herself suddenly facing life 
alone with two babies, one of them only 
two weeks old and the other only three 
yeurs old. She walked the streets of 
Dewroit for five weeks looking for a 
pusition as a stenographer but found 
herself impossible to secure one. They 
were rather reluctant to employ her 
under the conditions. 

Finally she found a place. I was in- 
suring her boss. The man for whom 
she worked was taking a larger policy 
aud I turned to her and asked if she 
cculd not save $1 a week for a program 
of life insurance. She wanted to know 
what I meant. I told her that by saving 
$1 a week she could have $2500 when 
she was 59 years of age and that she 
could leave $500 to be payable to her 
children in order that they might be 
taken care of and that the $250 a month 
she was paying for each of these could 
be continued and g'ven to each of them 
for ten years. It would not be neces- 
sory for the children of this woman to 
seil the living room furniture as she 
had to do, in order to pay the burial 
expenses of her own husband. 


Old Lady with $lia 

Month Envy of Associates 

I know an old lady in Spokane, Wash., 
in the old ladies’ home there, who has 
an income of $11 a month. She has 
more money than anyone of that group 
of 75 people. She is considered im- 
measurably wealthy. She has a little 
bit of money to go to the movies and 


to buy some of the things that are dear 
to the heart of a woman. She has al- 
wuys something to put into the collec- 
tion plate when it is passed around at 
church and she is the happ-est old in- 
dividual I think I have ever seen. She 
is happy in the fact that she is able to 
contribute something and to make her 
own way. 

j think even a small income policy for 
a year or two while the mother is get- 
ting ready to do her life’s work, while 
she is getting ready for a bus'ness 
career or getting ready to handle the 
place that the father left vacant, is far 
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better to leave on the monthly income 
plan when she will have to worry dur- 
ing that period. 

lf you provide a woman with only a 
roum you have then given her shelter 
so that when night comes she has a 
place to go and ij find that she can gu 
a long way towards provid.ag the rest 
of the things tor the family. 


Don't Think That Wealthy 

Man Its Not Interested 

So often today we are inclined to 
think that because a man is a wealthy 
man that he is not interested in this 
surt of thing. The most successful 
salesman in our organization is the man 
who goes to the men worth $50,000 or 
$100,000 or more and sells them a last 
line of entrenchment. He sells them a 
capital fund through life insurance to 
provide a monthly income tor the fam- 
ily, regardless of what should happen 
to any other portion of the estate. 

1 wonder if there is a need for 
monthly income? Every county in this 
great United States of ours that I know 
auything about has its poorhouse. There 
is the James C. King Poorhouse in Chi- 
cago, which is a millionaires house. It 
houses 82 men who were at one time 
worth over a million. That just shows 
that it is needed in all walks of life 
Many a Story That 

Will Wring One’s Heart 

If you will read in the Diamond Life 
Bulletin the special section on monthly 
inci me insurance you will find many a 
story that will wring your heart. Cap 
ital can be left to loved ones but trained 
brains and experience cannot. Expert- 
ence, like a marriage certificate, is not 
trunsferable. lf you would protect in- 
definitely, you must, as I say, have a 
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monthly income insurance. I would not 
forget that great number of old people 
who during their years of plenty are 
providing for the years of starvation 
and providing for themselves a monthly 
income. 

: think the deferred annuity today 
for the business woman who is pro- 
viding for a lifelong income beginning 
at 50, 55 or 60 years of age, is one of 
the greatest things that has happened 
to the world of business women in 
insurance, 


Corporation Approach 
Used w.th Physician 


I want to give you one approach you 
may have used before, which I have 
usec for many years. I called on a 
doctor and asked him if he was incor- 
porated. He wanted to know what I 
meant. { asked him if he was aware 
of the fact that the corporations incor- 
porated his a-fairs in order that the in- 
come might be continued long after he 
was gone as an official? I said that 
the Massachusetts Mutual had a plan 
whereby we could incorporate that por- 
tivn of his income which was now going 
to his preferred stockholders, his wile 
ant daughter and guarantee that that 
portion of his income could never be 
lest to them and that it could go on 
permanently by simply incorporating 
his income. 

Sometimes I ask a man if he has been 
vaccinated and he usually tells me that 
he has then [ ask him if he has been 
vaccinated against poverty and old age 
aud usually he tells me that he has not 
been. 


lliustrations Used to 
Present Income Argument 


Sometimes when | walk into a man’s 
office I pick up a piece of paper from 
his desk, or a card or an envelope. I 
walk over to him and say, “That repre- 
sents your income. I don't care to know 
what your income is but would you 
mind telling me what portion of it is 
made up of unearned investments from 
which you derive income which your 
family can depend on?” I seldom find 
anybody whose unearned income is 
more than a fourth of the total income. 
Therefore I tear the card in two and 
throw it away and say to the man, 
“Would you be willing for your family 
to live on that portion of your income?” 

Sometimes I say to a man (illustrat- 
ing with sketch of house) this repre- 
sents your income today. That repre- 
sents the house you live in. I don't 
carc to know what your income is but 
what portion of it, wou'd you mind tell- 
ing me, is made up today from income 
frum securities that you have accumu- 
lated? He might say that .2 is. 


Coes Not Want to 
Move into Smaller House 


I tell him I don’t care to know how 
much life insurance he has but would 
he mind telling me what portion of his 
present income the life insurance would 
preduce. He says about .2 of a per 
cent more. That is .4 of a man’s entire 
income that is produced in either life 
iusurance or his present investm nts. 
Then I say to him, “Would you be will- 
ing for your family to move out of this 
house (indicating) into this little house 
inimediately at the time of your death?” 

As a rule he does not like the idea 
of their moving into such a t'ny little 
house after having lived in the lovely 
one which he has provided. I find it 
makes a man think and I find that the 
thing we must do today is to mate 
people think. If we can make them 
think I bel'eve the power of live insur- 
ance is such that it will lift a needy 
werld to a higher plane, that it will 
lift them to a higher plane of thinking 
and of doing. 


Letter to Man Who 
Didn’t Get the Idea 


I wrote this letter recently to a man 
I talked to on monthly income and he 


didn’t seem to get the idea well. So 
when I went back to the office I wrote 
this letter to the man: 


“Dear Sir: 

“Our monthly income policy is a 
solar plexus blow to ‘get-rich-quick’ 
operators, and a ‘black eye’ to the type 
of confidence man who fattens his own 
purse at the expense of widows. If all 
life insurance purchased for family pro- 
tection were bought on this plan there 
weuld be little need of a ‘blue-sky law.’ 

“When you buy a monthly income 
you provide expert investmeut service 
for your widow which begins rather 
than ceases after you are gune. The 
sate investment of money requires ex- 
perience, knowledge and forethought in 
a rare degree: and few people possess 
it. Their training is seldom along these 
lines. It is unfair to impose upoa 
widows a responsibility not given to a 
wite. A large portion of the money left 
to women in the form of life insurance 
in a lump sum is lost every year 
thrcugh bad investments. Women are 
naturally trust.ul, prone to follow the 
advice of unwise friends, and often the 
chosen victims of swindling promoters. 
Leuve your widow a monthly income 
policy and you also leave her invest- 
ment service which cannot be detained 
in any other way. 


Beneficiary Can Not 
Alienate or Commute 


“Our ‘trust clause’ denies to the bene. 
ficiary the right to commute and the 
right to transfer or in any other way 
al.enate her interest and places. the 
payments beyond the reach of the bene- 
ficiary’s creditors and years. This 
‘trust’ provision is employed by my com- 
pan) pursuant to a recent enactmcnt 
of the Pennsylvania legislature applying 
to Pennsyivania life insurance com- 
pavies. 

“To provide a monthly income of $100 
ordinarily it wouid be necessary to in- 
vest $25,000 at 5 per cent and keep it 
continually and safely invested. By 
our plan you may create an estate of 
this size by payment of the first an- 
nual premium, and you may make only 
one payment. The company may on 
the other hand, be called upon to pay 
your widow $100 per month for 20, 30, 
40 or even 60 years. 


Advantages of Monthly 
Income Policy Summed Up 


“The advantage to the beneficiary of 
a monthly income policy in compa.ison 
with any other plan may be summed up 
as follows: 

“1. The income comes as regularly 
a3 time and the postman. 

“2. It is as safe as a government 
persion. 

“3. It is not affected by hard times, 
or breaches of trust. 

“4. It eliminates the possibility of 
mistakes, impairment of capital or 
income. 

“5. It imposes no consultation with 
attorneys, bankers or agents. 

“6. It entails no expense for 
of collection. 

“7. It is exempt from taxation. 

“8. It cannot be attached for debits 
—cither yours or the beneficiary’s. 

“9. It cannot be sold, assigned or 
transferred. 

“10. If unscrupulous persons defraud 
the beneficiary it can be done only after 
each monthly check reaches her hands. 

“11. It absolutely carries out the pur- 
pose for which you insure.” (Applause) 


care 





Company Officials Present 


Among the company officials in the 
lobby were Burke Baker, president, and 
H. T. Chi'dre. super'nterdent of agen- 
cies of the Seaboard Life of Texas; 
James A. McVoy, president of the Cen- 
tral States Life of St. Louis; O. J. Lacy, 
agency superintendent; H. W. Allstrom, 
secretary and actuary, and Harold J. 


Cummings, assistant agency superinten- 
dent of the Minnesota Mutual; Glover 
S. Hastings, agency manager of the 
New England Mutual; D. J. Bloxhan, 
assistant agency superintendent of the 
Travelers; James A. Fulton, agency 
head of the Home Life of New York; 
Winslow Russell, vice-president, and 
James A. Whitmore, agency manager 
of the Phoenix Mutual, and R. W. 
Rogers, agency manager of the First 
Texas Prudential of Galveston, Texas. 





Life Insurance 


Program Essential 
(Continued trom page 4) 

say is that | believe you are a man 
who is working to accumplish certain 
detinite ends, p.oOiess.onauy aud fiuan- 
Clailly. Io am in a posiuon, as a life 
infurance spevlalist, lo give yuu some 
assistance, Lut It Can Rul even suggest 
uli 4 have analyzed your Case. i you 
would like to have some definite .n- 
formation, which only a real life insur- 
auce man Can give you, | shail be 
pieased LO Wake such an analysis for 
yuu. Naturaly, such act.oa as may be 
taken later is enlire:y up to you. 

“it 1 were to come into your office 
today with some dental troubie, per- 
haps the first thing you would do would 
be to take an x-ray. With the picture 
before you, your trained eye wou.d im- 
mediately tell you what treatment I re- 
quired. If you were the right kind of 
a professional man, you would proceed 
to tell me what action I shouid take. 
Whether I did this or not would depend 
eutirely upon how much confidence I 
had in your judgment. 


Take X-ray of Estate, 
Give Complete Picture 


“I appeal to you on the same basis. 
Permit me to take an x-ray of your 
estate. Permit me to give you a com- 
piete picture as | find it. After making 
the picture, 1 will teil you what shouid 
be done in order to complete it. The 
matter of following my recommenda- 
tions will be left for you to decide.” 

It goes without saying that the den- 
tist was willing to have such an ex- 
anination made. When we were all 
through, he asked, “Why don’t all life 
insurance men proceed along these 
lines? Others have called on me fre- 
quently, trying in a few minutes to get 
my name signed to an application blank, 
but w.thout explaining what it was all 
about.” 


Must Know What Problems 
Of Average Man Are 


Our concluding statement with regard 
to a complete program of life insurance 
pretecticn, therefore, is this: The agent 
must know just what such a program 
really involves. He must know what 
the problems of the average man are. 
He must put himself in the position 
of his client, show h'm exactly what to 
do and submit recommendations, not 
fcr two or three times the amount ot 
insurance that the man snould actually 
bur, but deduced accurately from his 
findings. 

If the underwriter will work on this 
basis, the number of his sales will in- 
crease. More s‘gnificant, however, will 
be the growing list of his satisfied 
clients; for that is the one thing most 
desired by the genuine life underwriter. 

Is it not possible to make every man 
who carries a rate book recognize his 
responsibilities in connection with th’'s 
business? Can we not induce all of 
tlLem to present life coverage in a pro- 
fe~sicnal, business-like manner? The 
possibilities are unl mited. Men are 
willing to buy more and larger con- 
tracts when they gain an adequate con- 
ception of the value of our commodity, 
bcth as a means and as a mode of 
building security into their estate 
strrctures. 


ENLARGE UPON 
GENERAL TOPIC 


(Continued from page 1) 
States. He was given a warm re- 


ception. 


Ecwards Cup Won by 
New Bedford Association 


It was announced that the Charles 
Jerome Edwards Cup for the greatest 
percentage of increase in membership 
had been won by the New Bedford, 
Mass. Association. Last year it had 

















TRESSLER W. CALLIHAN 


Educativnal Director, John Hancock 
Mutual 


only 26 members; now it has 107, a gain 
of 81 and a _ percentage increase of 
311.53 per cent. 

Edward A. Woods of Pittsburgh, ex- 
plained how the title of “Accredited 
L. fe Underwriters” is to be awarded by 
the various local associations after 
questionnaires are filled out. 

“Jack” L. Shufi of Cincinnati wound 
up the meeting with his thoughts on 
“What I Have Learned from This Morn- 
ing’s Session.” 





Bank Agency Resolution 


The resolution on bank agencies, pre- 
serted by George W. Ayars of Los An- 
geles to the executive committee 
Wednesday and adopted by it, and 
which will ccme before the convention 
Friday for final action, is as follows: 

“Whereas, in certain parts of our na- 
tien, there is a growing tendency on 
tLe part of financial institutions to set 
vp life insurance departments to di- 
rectly write lite insurance or to en- 
deavor to participate, directly or indi- 
rectly, in the financial emoluments ac- 
cruing from the writing of life insur- 
ance, and 

“Whereas, sa‘d practice is deemed to 
be economically unsound and unscien- 
tific, and to strike at the very founda- 
tion of the social and economic theories 
and functions of life insurance, and to 
ignore the interest and violate the con- 
fidence of life insurance policyholders 
insured under such a system: 

“Therefore. be it resolved by the Na- 
tional Association of Life Underwriters, 
in convention assembled, that it is det ri- 
mental to the best interests of the life 
insurance business and all connected 
therewith further to extend company 
representation by financial institutions 
or individuals connected therewith who 
are in a position to influence | fe in- 
surance by exerting the power of credit 
or by the use of information confiden- 
tially acquired through deprsits or 
loans or otherwise, or when the earn- 
ings of such insurance departments or 
individuals accrue directly or indirectly 
to such institutions.” 
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Methods Used With Success in 


Training of an Agency Force 


By JOHN C. 
Guardian Life, 


THINK all of us believe easily that 

for which we hope earnestly, which 
makes it a bad admission right at the 
start, to say that most men in this busi- 
ness of my acquaintance refuse to be 
trained. Upon this base, I will offer 
only one fundamental idea, namely an 
attempt to encourage self training aimed 
at the naturally keeping busy of the so- 
ealled producer. 

Training in the selling of life insur- 
ance resolves itself, we feel, into de 
termining the answer as early as possi- 
ble, to the first of two questions, and 
eternally attempting to answer the sec- 
ond. 

1. Can this man sell life insurance? 

2. After No. 1 has been established— 


how much can he sell? 


Can Man Sell, Is 
Initial Problem 


The first “Can this man sell life in- 
surance?” is the initial problem of the 
beginning period, of from a few months 
to a period as long, in our opinion as 
two years. To me it means—can he 
initiate, present and close business (and 
of these the most important is initia- 
tive), especially on men whom the new 
salesman did not know before entering 
the business. It means the overcoming 
of self-consciousness in approaching 
people so that the salesman can be his 
natural self, and the building of self- 
confidence that he can repeat a series 
of actions which will bring him _ busi- 
ness. 

It is my experience, and I believe that 
many of you, that many of us have num- 
bers of men associated with us, for 
years possibly, who seem to be infinite- 
ly better salesman than their paid-for 
figures actually indicate. You know 
that they are good men within an inter- 
view, that they can present well, that 
they close reasonably well. But some- 
how they don’t seem to keep reasonably 
busy, it is too long between their cases, 
they suffer fits of temperament, aren’t 
réally happy and well established, and 
continue in the business, on a hit or 
miss basis. 


Many Agents Never 
Taught to Initiate 


It is my present belief that a failure 
has been made in the beginning on such 
men, in that they can't initiate—they 
have never been taught how to initiate. 
Initiating in life insurance, or in any 
other type of sales, preceding all other 
parts of the process, is the base upon 
which explanation and closing depend, 
and in the training of new men I am 
convinced that too little attention is 
paid to initiating, finding, prospecting 
or whatever you choose to call it, and 
too much to teaching life insurance it- 
self, sales talks, methods of presenta- 
tion, etc. The result is we have a lot 
of fellows over educated for the amount 
of business they do, and under educated 
in finding the natural way for them to 
make it easy for themselves to keep 
busy in the use of their post-initiating 
knowledge. 

Therefore, in the early stages of train- 
ing, I believe we should emphasize pros- 
pecting from the standpoint of attempt- 
ing to build a contact machine, which is 
simply our name for that composite of 
things which a man can do repeatedly, 
which with least strain on himself, will 
keep him busy, getting him in front of 
people of reasonable purchasing power, 
who have dependents, under the most 
favorable circumstances. 

Now approaching the problem of init- 
iating, in our instruction course, we fea- 


McNAMARA 
New York City 


ture as strongly as possible, that initiat- 
ing is fundamental, and that there are 
six main ways of initiating life insur- 
ance negotiations: (1) cold canvass; 
(2) direct-by-mail leads or telephone; 
(3) natural contact; (4) reference from 
natural contact; (5) Situations—rat- 
ing reports, banks, newspaper articles; 
(6) endless chain from all above. 

We endeavor to impress, that upon 
the use of any combination of any of 
them which will keep him so favorably 
busy that he becomes an easy and nat- 
ural self starter—depends his whole suc- 
cess in life insurance. 

We tell each new man, as a matter of 
fact we tell him before we permit his 
admission into the organization—and 
now we tell him again—that one of the 
main reasons why a man who sells life 
insurance well is highly paid, is because 
with most men there is a natural re- 
action against calling upon people and 
presenting a proposition, which the sup- 
posed prospect does not have to acquire 
then. 


Some Prejudice and 
Sales Resistance Exists 


We tell him that life insurance is 
highly paid because, while it is dimin- 
ishing, some prejudice against and con- 
siderable resistance to life insurance in- 
terview exists—and that, therefore, it is 
of the utmost importance to endeavor to 
determine by study and observation, 
how he can most easily keep busy, most 
naturally, and with the least mental 
strain and anguish. 

We suggest that they keep close obser- 
vation on the kind of calls they like 
best—note that expression like best— 
and study in every possible way how to 
repeat them, to constantly study the 
source of their business, try to habit- 
ually make the first call in the morning 
of the type they like best, at a given 
time, say 9:30, so as to make it easy 
to get out, a definite recall, a reference, 
a mail lead, believing a good start re- 
duces resistance. 


Instruct Men in Six 
Types of Initiating 


Let us examine the six types of init- 
iating in which we instruct: Cold can- 
vass—and by this I mean indiscriminate 
call after call without selection. We go 
about it gingerly, believing there are 
some men, but infinitely in the minor- 
ity, who can build themselves through 
this method as a part of their initiating, 
and a great majority which any great 
amount of cold canvass would break, if 
it didn’t previously drive them into a 
recognition that they must initiate some 
other way. We tell them it will get 
them nothing to go in to see a stranger, 
without knowing something of him, 
state their name, that their business is 
that of life insurance, or that they are 
from a certain company, in about 90 
cases out of 100, but that in the other 
ten, they are liable to find people who 
are thinking something about life in- 
surance because of some incident in 
their lives, or because of the previous 
work of some life man, so that they can 
have some confidence that enough pa- 
tience and capacity to absorb punish- 
ment will find a little business, even if 
it doesn't sell it. 

However, if they study out how fo 
create interest in the first few sen- 
tences, without false pretense, or with- 
out avoiding stating their business, for 
we are dead against any type of camou- 
flage, they may say: “Mr. Holcombe, 
my name is McNamara. I have a self- 
completing savings plan, which has in- 


terested men—or a conservative invest- 
ment plan, based upon the present earn- 
ings of a great life insurance company.” 
Imagination plays a part in getting in- 
terest on cold canvass, such as a sales- 
man calling on the paper trade, saying: 
“Mr. Holcombe, you're in the paper busi- 
ness. I came in to tell you about a for- 
tune on paper”, and he gives the fellow 
a chance to answer his smile if he will 
“You can leave your family a fortune on 
the kind of paper life insurance is writ- 
ten on, using less of your money than 
any other way, etc.” 


Second Problem is How 
Much Can He Write 


The best writer of lives we have, with 
nearly 100 so far this year, all for small 
amounts, uses cold canvass for more 
than 60 per cent of his production. We 
know he has answered whether or not 
he can write life insurance, affirmative 
ly,—our problem with him now is,— 
“How much can he write?” This brings 
us to direct-by-mail, which we are now 
using to help him, especially in raising 
his average amount. But before leaving 
cold canvass, we don’t make many men 
on it, but we do think it has a place in 
training in initiating, from two angles: 
(1) it teaches him more about the pub- 
lic sooner, and (2) it makes him realize 
that if he can’t get to like it to the 
extent that he can continue doing it 
with satisfaction, then he must be intel- 
ligent enough to keep busy some other 
way, or degenerate into a partly paid, 
full time man who will never really love 
his business. 


Direct-by-Mail Has 
Weakness and Strength 


2. Direct-by-mail. This branch of 
finding or initiating has its weakness as 
well as its strength in that it may de- 
velop leaners, or fellows who become 
dependent on it, and its use sometimes 
discourages attempts at other more re- 
liant forms of initiating. However, 
guarding against this, we believe it can 
be a most effective aid, to new men es- 
pecially, in giving them a definite place 
to go, in building confidence in them 
that they can approach a stranger with 
the odds on a favorable interview, in 
extending brand new contact for refer- 
encing and the beginning of an endless 
chain, and above all! in establishing a 
base for calls upon which you can be 
reasonably sure of getting a report of 
what happened so that you can judge 
your new man’s performance as well as 
his reactions to his work. 


Eliminate Waste by 
Assuming Overhead 


Direct-by-mail is an endeavor to elim- 
inate waste by assuming an overhead. 
it can be made a great selector by being 
content with fewer answers from a care. 
fully selected list of considerable pur- 
chasing power, thereby becoming an in- 
fluence toward larger average policies, 
from which referencing is all important 
because like will lead to like. It must 
be maintained on a list of several thou- 
sand during several months before it 
will settle into a process of definite 
value which can be repeated. Our best 
result on it is an average of four lives 
out of every eleven leads exclusive of 
references, over a six months period by 
a man in the business two years. 
Natural Contact Is 

Most Valuable Asset 

The third sub-division we named in 
initiating, was natural contact, the most 
valuable asset any man can have, and 


one of the most misused. The first 
thing we impress upon new men, is 
that they don‘t realize the extent of 


their natural contact. Therefore we 
have them compile, while still in class, 
what we call a “master list” which is 
the names of every one they know. 
Afterwards they can cross out ineligi 
bles, but in crossing them out, by asso- 
ciation of ideas, other good names will 


come. And they know certain informa- 
tion about all these men. 

Then we ask them to think of this: 
Every man on that list, with some vari- 
ations, not only knows as many people 
as you do, but knows as much about as 
many people. We have a little talk 
which is taught new men to give them 
the sequence of thought, in assembling 
names from their friends. We suggest 
early that this “master list” and refer. 
ences therefrom be circularized on a 
letter head other than that of the in- 
dividual producer, i.e., of the organiza- 
tion or company. We do this to avoid 
for him as far as we can the heart 
breaks of finding people close to him 
who have just taken insurance before 
he called. We do it that way, in order 
to avoid commercializing friendship, and 
to keep the man busy until we have him 
competent enough through some experi- 
ence, not to spoil his best contacts. 


Encourage Direct Calis in 
References from Friends 


After he has started on mail leads, 
from both people he does and does not 
know, and on some degree of cold can- 
vass, we encourage direct calls on 
names referred by his friends, mean- 
while only working on his friends indi- 
rectly. Then his direct calls begin to 
include first acquaintances and then his 
friends, based on this principle—he goes 
to see them at their places of business 
in pursuit of his business and makes it 
a business call, and if he sees them 
socially next week or on the train that 
night, he doesn’t refer to the subject. 
He must stick to proper times, places 
aud circumstances, so that as a life un- 
derwriter he is never avoided because 
of his lack of good taste out of hours. 


Referencing Is Core of 
Life Insurance Selling 


Now we come to No. 4 in initiation 
—referencing, the core of life insurance 
selling. Get the new man, before he 
forms the bad habits of neglect, to keep 
a prospect survey card on each Case. 
‘leach that man that whenever he gets 
an application, it is equally if not more 
important to get inspection references, 
which briefly is a little talk after hav- 
ing arranged the examination or prepay- 
ment to the effect that the examination 
is only part of the requirement for 
issue, that each risk is inspected to 
cover the financial, occupational and 
moral side, and that as an additional 
service, you give your clients the op- 
portunity of controlling as far as possi- 
ble the inspection, by providing you 
with the names of four substantial busi- 
ness men, which you will turn over to 
the investigating agency. Then do that 

it really helps inspection. When the 
salesman goes back on delivery of the 
policy, he has specific names which he 
knows in advance to whom to ask cards 
of introduction. 

Some of you will recall a famous pic- 
ture in which Retzsch had depicted 
Satan playing at chess with a man for 
his soul. Paraphrasing this to our busi- 
ness, you are sitting opposite the man 
in the game of his selling salvation. And 
it is your job, and mine, to teach him 
the rules of the game, and how he can 
obey the rules of this mighty game, be- 
cause control, especially in keeping 
busy, not scholarly accomplishments in 
life insurance knowledge, should be the 
first aim of training. 

Mrs. E. J. McCormack, whose plea 
for Memphis before the executive com- 
mittee last year was a principal factor 
in landing the meeting here, and Mr. 
McCormack, chairman of the general 
convention committee are receiving the 
congratulations of their many friends 
on the arrival of a baby boy at their 
hcuse two weeks ago. The youthful un- 
derwriter is named Malcolm Crisler 
McCormack. The convention and the 
boy are keeping the family busy but 
happy. 
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Providing Protection tor the Family 


By FRANK M. SEE 
St. Louis Manager, Union Central Life 


“y IFE insurance is love triumphant. 

It exists because some man loves 
some woman, some little boy, some little 
girl.” Eddie Woods said that. 

The inroads of death find many of 
life’s cherished plans incomplete. Home 
and loved ones are not always ade- 
quately provided for, business affairs 
arc often entangled. 


Life Insurance Cares 
for Life’s Uncertainties 


To minimize the loss by death, to re- 
place the waste incurred in our taking 
ofi, to repair the damage to home and 
loved ones, to establish order and per- 
petuate values, to safeguard the family 
and through it the state and nation — 
these things have ever been the highest 
aim of the human race and they have 
given birth to the institution which we 
cali life insurance—an institution born 
of life’s uncertainties and calculated to 
supply the needs of mankind. 

All men and all women who have any 
real vision of life are planning aad 
working for the attainment of definite 
objectives. We have the plans in the 
rough or worked out in detail, or we 
have purposes which have not yet crys- 
tallized into specific aims. We cherisa 
ambitions for ourselves or for others, 
or we have obligations we intend to 
meet, duties and responsibilities which 
we want to fulfill to the best of our 
ability. 

Guarantees Attainment 
of Life’s Ambitions 


These plans, ambitions, duties, re- 
sponsibilities and obligations encompass 
must of the truly “big things” of life. 
To many of us, the realization and ful- 
fillment of these things is as the pur- 
pose of life itself. Most of them will 
reach fruition if we live, but in many 
cases, premature death or disability 
will leave some, if not all, of our ob- 
jectives unattained, with resulting loss 
and hardship upon others who right- 
fully depended upon us for some fulfill- 
ment, confident that we would make 
good their expectations. To those of us 
who have a sense of responsibility, life 


Barbecue Big Feature 


An unforgettable demonstration of 
scuthern hospitality came on Thursday 
afternoon in the form of the old-time 
barbecue and Brunswick stew at the 
Colonial Club. It began at 2 p. m. and 
did not end until after midnight. Those 
who did not attend either the million 
dellar producers or the managers ses- 
sions reached the scene of festivities 
early. There were plenty of automo- 
biles for everyone, and there was an un- 
expectedly large attendance. 

The food, southern style, was pro- 
nounced marvelous. Entertainment of 
a rare variety was provided by the sing- 
ing of spirituals by the Pullman Porters 
and Freight House quartets. The eve- 
ning was given to dancing. 


Schoo! Alumni Elect 
association of 
Schools met 


Approved 
Thursday 


The alumni 
Life Insurance 
with about 40 in attendance. Charles 
H. Van Kirk of Chicago was elected 
president for the coming year and Dal- 
las W. Hall of Tulsa, Okla., secretary. 
Vice-presidents were named as follows: 
C. C. Day, Oklahoma City; Vincent B. 
Coffin, New York; C. H. Bryant, Okla- 
homa City; Catherine Wharton, Dallas, 
Tea.; T. F. Barding, Memphis, and O 
C. Turlington, Dallas, Tex. Joseph D. 
Bookstower of New York is the new 
chairman of the executive committee. 


insurance offers the only certain and 
cenvenient means of guaranteeing the 
cumpletion of our plans, the realization 
of our ambitions, the discharge of our 
obligations, the fulfilling of our re- 
sponsibilities and duties. 

The spirit of life insurance is the 
spirit of achievement, but it is even 
more the spirit of service, for the ac- 
complishments of our business count 
rredominantly not for ourselves alone, 
but for the peoples of our communities. 


Great Sums Thus 
Saved Since War 


During the years 1914 to 1918 the 
gods of war poured forth their wrath 
and armies aggregating 52,000,000 sol- 
diers, representing 26 nations, made war 
upon each other. The havoc wrought 
was inconceivable. Unborn generations 
will feel the heavy yoke of indebte!.- 
ness born of this world wide struggle 
and yet, in the brief span of nine years 
which have elapsed since the signing 
ot the Armistice, the life insurance 
agents of America have, while following 
the pursuits of peace, brought into 
being new life insurance estate more 
than sufficient to extinguish every dol- 
lar of the combined indebtedness of 
every nation on the face of the globe. 

In America today, 58,000,000 people, 
46 per cent of our population, own life 
insurance policies in 357 American com- 
panies, aggregating $80,000,000,000. 
This is equal to more than one-fifth of 
our national wealth. It is true that the 
present value of this $80,000,000,000 is 
only $12,850,000,000 as shown by the re- 
serves of our life insurance companies, 
but every dollar of each individual 
policy in the entire $80,000,000,000 is 
guaranteed to the dependents of each 
one of these policyholders, even if he 
dces not live to make one single further 
deposit. Therein lies the true miracle 
of life insurance. Time is annihilated 
and every dollar of the estate a man 
intends to create is brought into being 
the very minute he spreads one little 
drop of ink out into his signature. 

This estate is maintained by the de- 
posit of small sums of money which 
might well be likened to the taxes 
which would have to be paid to main 
tain any other estate, the principal of 
which had already been accumulated. 


Comparison Made 
With Savings Account 


We might compare the purchase of 
life insurance with a savings account 
ata bank. At the depositor’s death, his 
deposits plus interest are all that his 
family will get. The life insurance de- 
posits are increased at the insured’s 
death to the entire amount he started 
ovt to save. 

If we compare it to the purchase of 
rea! estate on the installment plan, at 
premature death the family gets only 
the buyer's equity and frequently even 
that is lost. Death at any time cancels 
future payments upon his life insurance 


estate and the family immediately 
comes into possession of all that he 
started out to buy. 


The life insurance estate may be pur- 
chased on any terms desired by the 
purchaser. He can make a single de- 
posit and own his estate in entirety. 
He can make deposits for a short pe- 
riod of years, or he can make smaller 
deposits for a longer period of years, 
thus adjusting his fixed charges to his 
productive years, or he can, if he de- 
sires, make still smaller deposits to 
last throughout his life time and thus 


create a very considerable estate, even 
though his capacity to save is quite 
small. 


Value of Policy 
Is Unshifting 


The insurance estate is guaranteed 
to be worth a stipulated amount at 
death, or in old age, no matter what 
conditions exist. It is the only prop- 
erty that is always worth one hundred 
cents on the dollar. 

The contract by which the life in- 
surance estate is created is unilateral. 
The insured may withdraw at any time 
and get back a very substantial portion 
of his deposits. The company cannot 
withdraw from the contract no matter 
how impaired the risk may become. 

The money that is put into life in- 
surance does double service. It insures 
the beneficiary against the loss of life 
ot a bread winner and it enables the 
purchaser to save money which he may 
use at any time. 

The owner of a life insurance estate 
cap administer it himself by designating 
his several beneficiaries and choosing 
the manner in which he wishes the 
moneys to be paid to them. 

Such portion of the life insurance es- 
tate as is desired is available in cash. 
The balance is already invested at in- 
terest. The life insurance estate enjoys 


many exemptions from state and na- 
tional taxes. There is no fee for its 
acministration. There need not be any 
publicity of the family’s inheritance. 
The beneficiary is relieved of all the 
annoying details incident to the settle 
ment of other estates. Life insurance 
is distributed without litigation among 
the various members of the family. 

Life insurance thus enables a hus- 
band and father to provide adequately 
for the future of himself and his family, 
and makes it possible for him to spend 
freely the balance of his income. The 
future provided for, he can, with per- 
fect confidence, enjoy every dollar of 
his earnings. 

There are but two things that any 
man can do with his income—pay cur- 
rent bills and build an estate. The man 
who is saving money is not saving it 
simply to hoard it, but is saving that 
it may be used some time when it is 
most needed—for himself, his wife, his 
little boy or his little girl. Life insur- 
ance guarantees more for the wife, the 
boy and the girl, and most men when 
they understand, are willing to take a 
little less for themselves in order to 
guarantee the maximum benefits for 
those they love. 





The National Life of Vermont agents 
got together for dinner at the Peabody 
Wednesday evening. William A. Searle, 
agency supervisor was present from the 
home office. 


“Million Dollar’’ Round Table 


Luncheon Is Unique Feature 


HIRTY-TWO men attended the Mil- 

lion Dollar Round Table Luncheon 
Thursday noon. These men during 1926 
or during 1927 to date, wrote an aver- 
age amount of life insurance of $1,423,- 
022 per man, exclusive of group insur- 
ance The total personal production 
for the group was $45,538,000. The 
largest personal producer wrote, includ- 
ing group, over $37,000,000 last year, 
leuding his company in both group and 
orcinary life production. He is M. J. 
Dounelly, representative of the Equit- 
able Life at New Castle, Pa. 

As the men who write large cases 
have special problems of their own, it 
was decided by those present to organ- 
ize an association of million producers, 
who would get together at the time of 
the National convention to exchange 
ideas and tell about methods used. 
George E. Lackey of Oklahoma City, 
was made temporary chairman; E. M. 
Ensign, executive secretary of the Na- 
tional association was made registrar. 
These men, together with M. J. Don- 
nelly of New Castle, and E. J. Schellen- 
treger of Pittsburgh, will pick a fifth 
men to serve as a committee which 
wi!l formulate rules and regulations 
governing qualifications for member- 
ship in the organization. 

The two principal ideas advanced by 
the producers were to appeal to the 
man to conserve the economic values 
which he had created or to appeal to 
some special heart interest, the family, 
some charity, church or school which 
had captured his attention. John IL. 
Shuff of Cincinnati, said that men were 
jealous of the possessions which they 
hed obtained by the labors of past 
years and were always ready to listen 
to methods which would prevent the 
di: sipation of these values at once 
upon their own disappearance. Wil- 
ham A. Buchholz of Oklahoma City, 


gave two striking examples of selling 
by appealing to a heart interest. He 
sola Marion Talley, the young opera 
singer, by showing her that she could 
guarantee her fund for training poor, 
but talented young singers, through life 
insurance. He sold Norma Smallwood, 
who was selected as “Miss America” 
last year, by getting her interested in 
aiding a home for delinquent girls in 
her home city of Tulsa. 

Those present at the luncheon in 
cluded John L. Shuff, Union Central, 
Cincinnati; L. A. Spencer, Equitable of 
New York, Youngstown; A. B. Cheyney, 
Continental American, Philadelphia; 
John E. Harris, Continental American, 
Reading; Herman Jeffers, Columbus; 
M. J. Donnelly, Equitable of New York, 


New Castle, Pennsylvania; Sam R 
Weems, Northwestern Mutual, Dallas; 
J. M. McLean, Penn Mutual, Jackson, 


Mississippi; W. R. Harrison, Home Life, 
Little Rock; G. C. Wuerth; William 
Pierce, Mutual Life of New York, 
Miami; Ernest W. Owen, Sun Life, De- 
troit; E. B. Stinde, Northwestern Mu- 
tual, St. Louis; Paul Clark, John Han 
cock Mutual, Boston; Allan Gates, 
Union Central, Little Rock; Jacob Mur- 
ray, Penn Mutual, Cleveland; A. G 
Green, Merchants Life, Grand Rapids; 
Cc. T. Allen, Equitable of New York, 
Grand Rapids; J. S. Merryman, Aetna, 
Little Rock; William Ittman, Aetna, 
3oston; Robert L. Jones, State Mutual 
of Mass., New York City; W. A. Buch 
holz, New York Life, Oklahoma City; 
Ralph Engelsman, Equitable, New York 
City; R. U. Darby, Mass. Mutual, Balti- 
Manning, Boston; C. G 


more; Earl G. 

Gilman, Boston: George E. Lackey, 
Mass. Mutual, Oklahoma City; E. J 
Schellentrager, Reliance Life, Pitts- 


burgh; G. V. Cleary, Reliance Life, Chi 
cago; K. H. Wilson, Travelers, Fitch 
burg, Mass 
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\.EVENTY-SIX years ago the Massachusetts 
Mutual commenced its career as a public 
servant by supplying sound life insurance and 
complete service to its policyholders. For 
more than seven and a half decades this institution 
has adhered to the highest principles, serving faith- 
fully and adequately and taking a leading part in 
every step in the progess of life insurance. 

The years have brought wonderful growth and 
prosperity. To-day, as in the past, the whole per- 
sonnel of the Company is imbued with the spirit of 
service and this spirit is present in every action of 
the organization. To accomplish the desires of the 
policyholders to the utmost the representatives in the 
Field receive at all times the complete co-operation 
of an ever-willing Home Office. In each Massa- 
chusetts Mutual office throughout the country hangs 
a shield bearing the creed upon which the Company 
continues to build its reputation — 





“WE SERVE” 


Massachusetts Mutual 
Life Insurance Company 
Springfield, Massachusetts Organized 1851 


More than a Billion and a Half Insurance in Force 
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The 
NATIONAL LIFE 
U. S. of A. 


T IS one of the largest companies 

—but not so large that personal 
contact with the agent is impos- 
sible. 


Intimate association with the indi- 

A vidual representative in the field 
and the Home Office officials is the 
rule—not the exception. 


Field 
The Company has the fieldman’s 
’ viewpoint, it is sanely progressive, 
M Qn S$ and the fieldman here gets his big 


opportunity to make good. 


Company Complete and _ up-to-the-minute 


policies—Life in all forms, Acci- 











Just three 
good openings 


Springfield, IIl. 
*Cincinnati, 
Ohio 
Grand Rapids, 
Mich. 


*Closed — Two 
Left 


MINNES 


BIG DIVIDEND INCREASE 


Announced by 


THE MINNESOTA MUTUAL 
LIFE INSURANCE COMPANY 
SIXTH RAISE in FIFTEEN YEARS 


Whole Life Preferred Risk Policy 
$2.50 lower net cost first year, 
$3.50 lower net cost twentieth year 
than our old Ordinary Life. 
Dividend increases on other policies 
in proportion. 

This places The Minnesota Mutual 
Life Insurance Company among 
the leading low net cost companies 
of the United States. 


THE 
OTA MUTUAL LIFE 


INSURANCE COMPANY 


SAINT PAUL, MINNESOTA 
Now a $137,000,000 company 














dent and Health—Old Age Income 
—Double Indemnity — Total and 
Permanent Income Disability— 
assures success to the National 
Life U. S. of A. representative. 


National Life Insurance Company 
of the United States of America 


Established 1868 


ALBERT M. JOHNSON 
Chairman of the Board 


Insurance in Force Assets 
$300,000,000 $50,000,000 





There are a few splendid opportu- 
nities now with this fine old com- 


pany for ambitious young men. We have a “‘destination”’ 
WRITE TODAY here for you— if you 
know “‘where’’ you want 
Robert D. Lay or Walter E. Webb 
President Vice-President to go. 


29 South La Salle Street 
Chicago, Illinois 




















The LAFAYETTE LIFE 


Insurance Company 
LAFAYETTE, INDIANA 




















ay Ogo 
ot as @ pp GREETINGS! 
Say _ } To Those Who 
vee reer” ga ae Labor For The 
J eee Protection Of 
wits G8 aa aa i The Home, 
SEE DE| aa BA The Aged, 
And Business. 


Ogo 





COMPANY'S BUILDING 


OPERATING IN 


Michigan Ohio Indiana Kentucky __ Illinois 
Iowa Missouri Kansas and Nebraska 


W. W. LANE, Secy.-Treas. A. E. WERKHOFF, President 
W. R. SMITH, Supt. Agencies 
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CThe Heart o cAmerica 
GREET/INGS/ 


Two years ago Kansas City had the pleasure of being 








KANSAS CITY the host of your great National Life Convention. We have not forgot- 
MISSOURI ten the privilege and it is our hope that we shall soon have you with 
us again. 


We want you to keep Kansas City in mind. It 
holds America’s greatest industrial opportunities—it is a real city 
of opportunity for every man who enjoys doing an honest day’s 


Midland £1 He work. It is a city which breeds strength and character. It is 

5, ° ° ° . ° P ° ° ° 

— Comp v a city which demands security and Americanism in its institu- 
tions. 


Whether insurance or some other line of endeavor 
be your calling you’ will find opportunity in Kansas City. And 
if it is insurance you will find Kansas City companies where- 
ever you may be worthy of your most serious consideration. 


Business Men's Assurance Company of America 
WI Grant -President 

Kansas City Life Insurance Company 
SBReynolds — President 

Midland Life Insurance Company 

Daniel Boone - President 

National Fidelity Life Insurance Company 

Ralph HRice-President 


Sentinel Lifelnsurance Company 
Arthur. Hyde-President 


« | 
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OLD LINE LEGAL RESERVE 


CHARACTER 


¢ Reputation is what others think of us, character is what we 
really are, and he who sacrifices character to uphold reputation 
builds but upon shifting sends. Institutions, like individuals, have 
both reputation and character and, while reputation may spell tem- 
porary financial success for the organization, it is character which 
will determine the ultimate well-being of its members. 


q Character, in an institution, implies lofty ideals unflinchingly 
pursued; the habit of doing just a little more than the letter of the 
contract guarantees; observance of the principle that service can 
surpass sheer duty; tolerance toward the frailties of human nature 
combined with knowledge that the rights of one terminate where 
another’s begin; an integrity to purpose that will stand four-square 
against the attacks of greed, false ambition, and unjust prejudice; 
a belief in the eternal necessity for fair play. 


q Character is the philosopher’s stone that transmutes the com- 
monplace dross of business dealings into golden nuggets of pleasant 


associations. 


AMERICAN CENTRAL LIFE INSURANCE COMPANY 


Herbert M. Woollen, President 
INDIANAPOLIS 


ESTABLISHED 1899 


YOU 

CAN 

DO 
WITHOUT 
THE 
ACCIDENT 
& HEALTH 
REVIEW 


IF 


YOU 

DON’T 
WRITE 
THE 
DISABILITY 
LINES 


otherwise 





You can’t afford to miss a single 
issue. Just send your name and 
O. K. to the A & H Review, 1362 
Insurance Exchange Bldg., Chicago, 
Ill.—Your subscription will start im- 
mediately and you'll receive your 


bill for $2 later. 


























| ‘Honestly, It’s the 
Best Policy’”’ 


1900-1927 


ATLANTIC LIFE 


offers many 


ADVANTAGES 


One of the greatest is that 514% 
interest is being paid in 1927 on * 
proceeds of policies left with the 
Company under the provisions of 
instalment and trust fund options. 








ATLANTIC LIFE INSURANCE CO. 


Richmond, Virginia 

















Age — 
Experience 
Conservatism 


are the outstanding characteristics 
of Maine’s long-established (1848) 


company. Inquiries from _ pros- 
pective Agents are welcomed. 


UNION MUTUAL LIFE 
INSURANCE COMPANY 
PORTLAND, MAINE 
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Our Endorsement 


Of the principles and practices of the National 
Association of Life Underwriters is simply 
another way of saying that we depend on our 
loyal agents for the growth and development 
of our company. On our side, we endeavor 
constantly to back our agency force to the 
very limit with home office service as nearly 
perfect as we can make it. 








Can you handle 
a State or district Southern Union Life offers men who 


. are high standard themselves, the 
agency? representation of a company firmly 
committed to the highest standards 
of business procedure — thoroughly 
modern in its policy contracts and 


It is possible that home office and field methods. 
the very territory 


that you want is 
available. Good Territory Available in Texas and Oklahoma 


We have an un- SOUTHERN UNION LIFE 


usual contract for INSURANCE COMPANY 


JAS. L. MISTROT, Pres. TOM POYNOR, V. P. 


the right man. Ft. Worth, Texas 

















Operating in Kan- 
sas, Oklahoma, 
Arkansas and The FEDERAL UNION LIFE 


Colorado. INSURANCE COMPANY of Cincinnati, Ohio 


Many of the active officers and heads of departments of 





are now or were, until ineligible because of Home Office 


THE FEDERAL UNION LIFE . eet 
Executive positions 


Ifin terested write to is writing a million a month through 














a satisfied organization and steadily 
strengthening its resources, but be- 
— > close oa proposes to Members of 
establish new eral Agencies in . . ° ° 
Life Underwriters Associations 
WASHINGTON, D. C. 
STEPHEN M. BABBITT INDIANAPOLIS, IND. ' ; ere 
; NASHVILLE. TENN This has tied the field and Home Office organizations 
President : a ee : 
sui & Gee ein ein ts Chie with a bond af sympathetic friendship and understand- 
There might also be some available ing that has resulted in the solution of problems’ in such 
a = - . territory in Pennsylvania, West Vir- 
HL TCHINSON, KANSAS inia, Indiana, Illinois or Louisiana, a manner as has proven of mutual advantage. 
or honest and energetic men and . 
women who contemplate engaging Our best reference is 
in this dignified profession. ; 7 ” 
ea es “‘Ask any Federal Union representative or policyholder 
SEE eR Sse ae 
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The 


OLD LINE LIFE 





INSURANCE COMPANY | 


of America | 


Home Office, Milwaukee, Wisconsin 


Is one of the largest companies from 
its beginning ever organized 
in the United States. 


LIFE, ACCIDENT 
and 


HEALTH INSURANCE 





Do you wish to build up your own 
Agency? 


Territorial possibilities in the foliow- | 
ing states: 


California Minnesota Pennsylvania 

Illinois Ohio South Dakota 

Iowa Oklahoma Texas 

Michigan Oregon Washington 
Wisconsin 


RUPERT F. FRY, President 
W. S. HANLEY, Agency Secretary 


Copyright by Anne Shriber 
































Is It Worth While 
To Insure Such Smiles? 


Once the selling of Life Insurance was considered 
a jcb of last resort—a way to impose upon one’s 
friends... 


Today, Life Insurance takes its place among the 
professions. Life Insurance selling demands skilled 
and efficient men with the spirit of service in their 
hearts 
Is the Life Insur- 
is answered 


The answer to the question- 
ance profession worth while pursuing 
by the heading above. 


THE NORTHWESTERN MUTUAL LIFE 
INSURANCE COMPANY 
MILWAUKEE 
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2nd Day 
A GOOD REASON 
* * * 
What does one agent 
* * * 
Want with two (2) copies 
* * * 
Of The National 
* * 
Underwriter ? 
7 * * 
That’s easy. He says 
* * « 
He finds it pays 
x * * 
Him to read a 
~ * * 
Little on life 
x * * 
Insurance before he 
* ~ * 
Starts out so that his 
* * + 
Mind will get a new 
* *« * 
Slant for the day. Thus 
* + * 
He keeps from going 
* 7 * 
Stale on his canvass. 
* *” * 
He subscribes for one 
* ~ * 
Copy at his home and 
x * * 
One at his office 
x * * 
So that no matter 
* ~ * 
Where he starts from 
* a * 
He has at hand 
» x * 
The newest thought 
x * * 
And the most stimulating 
* * * 
Ideas of men 
* n * 
Whose problems are like 
x *~ * 
His. He finds best 
* » * 
Results are secured 
* * * 
When his mind has been 
* * * 
Busy with insurance thoughts 
* * * 
Before he reaches 
* * aad 
The Prospect. And that 
* ~ * 
Is why he takes two (2) 
* * * 
Copies of the greatest 
x * * 
Life Insurance Weekly— 
* * a” 
The National Underwriter. 


WHY ARE SPRINGFIELD LIFE AGENTS SUCCESSFUL? 








The Answer is simple. Ours is a Company that is sincerely inter- 
ested in its Field Workers. An interest that is more than 
cleverly written advertising copy for publication in the In- 
surance Journals. Our Executive Family believe and know 
that successful Agents are the very bone and sinew of the 


Operating in Company. To serve them 100% is their one thought. 


Our Service is not mere idle chatter. It is a real effort to issue a 

policy on every insurable person. We issue both Standard 

OHIO and Sub-standard. Our occupational ratings are fair and 
liberal. Men and women are accepted on the same basis. 


MICHIGAN We issue all standard forms of old line, legal reserve, participat- 
ing annual dividend policies. Our net cost is on a low com- 
petitive basis. Every policy we issue may be sold with 


INDIANA premiums payable annually, or in semi-annual, quarterly or 
monthly instalments, from the first year on. We have had 
ILLINOIS 32 years experience with monthly premiums and have the 
necessary equipment to handle such business. 
MINNESOTA We write non-medical on very favorable conditions. Regular 
adult policies are issued to children from nearest age 10 up. 
IOWA We have a new policy for $1.00 a month, issued to Children 
' as low as 6 months and adults up to age 60. Our Agents are 
writing the entire family. Have you ever considered what 
MISSOURI this might mean to you? 
. Our Agency Contracts are liberal and fair. Non-forfeitable re- 
KANSAS ; 
peeeihderctane newals are given without a service clause in the contract. 


We pay an exceptionally high second year renewal. 


OKLAHOMA Specific information will be given upon request. 


TEXAS Why not Serve and Succeed with The 








CALIFORNIA . . 5 
Springfield Life 
Insurance Company 
Springfield, Illinois 
A. L. Hereford, C. Hubert Anderson, 
President. Superintendent of Agencies. 




















Federal Pioneering Paid 
the Company, the policyholders, the agents! 


It was new in the annals of insurance. Such neering in this respect has rendered a valuable 
merchandising methods had never been tried be- public service to mankind and cultivated a tre- 


fore. mendous field for MORE insurance for Federal 
Federal was pioneering in a new sales theory— agents. 

but not adventuring. For each step was planned Everywhere Federal representatives find resist- 

as soundly as ever an enterprise could be. ance broken and selling easy. First, because Fed- 
And it paid from the start. eral policyholders are sold on Federal and open 


Today hundreds of thousands of people are for more insurance, and second, the record of 
Federal policyholders, and millions have been indemnities promptly and fairly paid has won 
made “insurance-conscious” by the dominant ad- the confidence of the prospective Federal policy- 


vertising of Federal. holder. 

The amazing record established by Federal Federal has revealed the great national market 
Life within the past few years demonstrates be- for more insurance. 
yond question how receptive the public is to life, Federal has cultivated it—and will continue to 


health and accident insurance. Its work in pio- cultivate it—for Federal agents. 


FEDERAL LIFE INSURANCE COMPANY 
Isaac Miller Hamilton, President 
168 NortH MICHIGAN AVENUE, CHICAGO, ILL. 


Assets over $10,000,000.00 
Established 27 Years 
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MORE THAN A THIRD O 











Completing Life’s Plan Through Life Insurance 


O HELP the underwriters in this aim, The Guardian provides a 
number of valuable aids, among which are: 


Liberal Policy Features—Tbhe Guardian has pioneered in many of | 
A P rospec t B urea y—which furnishes the fieldman with a con- 


. 9 7 
Policyhold ers Ser vice hold a satisfied clientele. 
H ome Office Co-o peration—t is not confined to certain routine chan- 


"THE GUARDIAN LIFE INSURANCE COMPANY OF AMERICA 


Established 1860 Under the Laws of the State of New York 
50 Union Square, New York 





the modern developments of Life Insur- 
ance. 


stant source of interested prospects at a | 
return of ten times his monetary invest- | 
ment. 


which helps the underwriter to build and | 


nels, but which is actuated by genuine 
interest and friendly feeling toward the 
fieldman and a sincere desire to help him 
to complete his life’s plan through Guar- 
dian Life Insurance. 


F A BILLION IN FORCE 














Incorporated 1871 


The Life Insurance Company 
of Virginia 


Insurance in Force 


Over $300,000,000 


Admitted Assets 


Over $51,000,000 


Payments to Policyholders in 1926 


Over $3,500,000 


Total Payment!s to Policyholders 


Over $46,000,000 














BrapFrorp H. WALKER 
President 


Joun G. WALKER 
Chairman of the Board 


RICHMOND, VIRGINIA 
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A Policy You Can Sell 


A $5,000 Policy in The United Life 


and Accident Insurance Company 


PAYS 


$5,000, the face of the policy, in case of death from 
any cause. 


$10,000, or DOUBLE the face of the policy, in case 
of death from any ACCIDENT. 


$15,000, or THREE TIMES the face of the policy, 
in case of death from certain SPECIFIED ACCI- 


DENTS. 


$50 PER WEEK, direct to the Insured, in case of 
total disability as a result of accidental injury, for a 
period not to exceed 52 weeks; and after that $25 
PER WEEK, throughout the period of disability. 


A Sound, Conservative 
New England Company 


UNITED LIFE AND ACCIDENT 
INSURANCE COMPANY 


HOME OFFICE, UNITED LIFE BLDG., CONCORD, N. H. 
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Leaders 
are 
Learners 


SO ee ee re ee 


Selling 
the Salary 
Insurance 


Plan 


By RICHARD L. PLACE 


The salary insurance plan is 
literally an up-to-date method of 
merchandising life insurance on 
a quantity production basis. Its 
development in the last year has 
been phenomenal. It offers big 
opportunities to underwriters 
everywhere. 


This book will prove of in- 
estimable value to every man en- 
gaged in the selling of life insur- 
ance. It gives a strong, clear 
picture of successful methods 
which have enabled many agents 
to double and triple their produc- 
tions. 

The methods suggested are 
not theoretical. They are the 
outgrowth of experience, and 
have been tried and tested in the 
field. The information, plan and 
suggestions are complete and 
specific. Price $2.00 

Order of 


The National Underwriter 
New York, Chicago, Cincinnati 


Oe ee ee 


Build Up 


Your 
Library 
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y eee States Life 


Insurance Company 
SAINT LOUIS 





Qu. 


Issues Policies at All Ages, 1 to 70. Both Participating and Non- 
Participating. Children’s Policies with Waiver of Premiums 
Benefit to Parent. Double Indemnity. Disability Benefits, Dis- 
memberment and Surgical Benefits. Special Monthly Premium 
Sight Draft Plan. Non-Medical. Sub-Standard. Sales Planning 
and Circularization Department. Producer’s Club. Spirited Home 
Office Cooperation. 





om -- 
Available Territory In 
ARKANSAS, CALIFORNIA, COLORADO, FLORIDA, ILLINOIS, IDAHO, IOWA, 
KANSAS, MISSOURI, MONTANA, MINNESOTA, NEBRASKA, OKLAHOMA, NEW 


MEXICO, SOUTH DAKOTA, TEXAS, UTAH AND WYOMING 
--Cuad- 


WRITE DIRECT TO HOME OFFICE 











LEADERS ARE LEARNERS 


‘Living Trusts—Including Life Insurance Trusts”’ 
Do you know enough about them? 


By GILBERT T. STEPHENSON 


a life insurance trust may render, thus enabling him more intelligently 
to advise his client in what proportion his insurance should be paid 


This book assembles in a single volume the practical information out to his beneficiaries in one lump sum, retained by the insurance 








about living trusts needed by the man who is undecided whether or 
not living trust will best serve his purposes; and particularly the life 
underwriter who is advising his clients how best to arrange their 
insurance. 

It gives simple statement of the purposes that may be accom- 
plished by the living trust, and guide posts with signs that may be 
read and understood along the way towards the creation of an inde- 
pendent estate. 

For the life underwriter, it gives a statement of the services that 


company, or put in trust. 

Living trusts are year by year playing a larger part in American 
business affairs. Their use adds another degree to the flexibility and 
usefulness of life insurance service which progressive and well-posted 
life insurance men are everywhere extending to their clients. 

Every life underwriter who claims to be well posted must have a 
working knowledge of living trusts. Mr. Stevenson's books will give 
him the practical working information he should have. 430 Pages. 

Price $3.75 


ORDER OF 


THE NATIONAL UNDERWRITER 


NEW YORK 


CHICAGO 


CINCINNATI 














XXII THE NATIONAL UNDERWRITER LIFE INSURANCE EDITION 


2nd Day 














at the figures in this Table: 





The Company was chartered in 1835, and was organized 
in 1843—the delay in beginning business being due to the 
severe financial depression of the latter days of the Jackson 
and the whole of the Van Buren administrations. 
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Another Billion Dollar Company 


A few days ago the NEW ENGLAND MUTUAL crossed the Billion Dollar Mark of Insurance in 
Force. The growth of this Company makes a dependable cross-section of the history of American Life 
Insurance, which is itself an accurate reflection of the political and economic history of the country. Look 


INSURANCE IN FORCE 


eT oe $ 


“eee eee ewes 


1,000,000 
2,000,000 
5,000,000 
10,000,000 
pewssseuaseees 50,000,000 
ceamenenh seen 100,000,000 
errr rT Te 500,000,000 
tcsesaeseey 1,000,000,000 


This Company, with the oldest Charter now existing, 
reflects the pioneer effort to establish Mutual Life Insur- 


ance on this continent. 


Eighty-Four Years of Honorable Dealing with the Public, through an Agency Force of Selected 
and Trained Men, Formed the Character that Explains its Reputation. 


New England Mutual Life Insurance Company 
BOSTON, MASSACHUSETTS 


























Facing Your Future 
Squarely 





NDER this title this 

Company has issued 
a booklet telling the story 
of the opportunities of- 
fered to the ambitious 
man in the business of 
, Life Insurance. 





In response to many re- 
quests from agency exec- 
utives it has been our 
pleasure to send them 
copies of this booklet and 
we shall be glad to place 
a copy of it in the hands 
of anyone who is inter- 
ested, 

















Home Life Insurance Company 


ETHELBERT IDE LOW, President 
JAMES A. FULTON, Superintendent of Agents 


256 BROADWAY 
NEW YORK CITY. . 




















Are You Still A Sub-Agent? 


AMBITION, with PUNCH necessary to put 
things over in a BIG WAY. will secure for 
you a business of your own which you can 








a manage and develop. -— 


-mnd-- 
WHY NOT BECOME A GENERAL 
AGENT? 
oo ummd>>- 
Many successful agents outgrow their present 


duties, and continue’ as sub-agents only be- 
cause no opportunity is given for promotion. 


TERRITORY — the States of Arkansas, 
Louisiana, Oklahoma and Texas. 


ound -- 
Your communication will be treated with con- 
fidence. 

Gum. 


IRA F. ARCHER 


Superintendent of Agencies 


LOUISIANA STATE LIFE 


Insurance Company - 


HOME OFFICE 
SHREVEPORT, LA. 
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“SHOWING*Ys" TALKING” 
LIFE INSURANCE 









THERE Don’ t Try Building 
Without the Tools 


In the life insurance business nearly 
every company is sound, has good life in- 





































T 7 . . . 
hot na fp patna surance contracts and pays its obligations 
YOUR KIT ¥ N 
: romptly. But just as a house cannot be 
EFFECTIVELY SELL LIFE 4 “ : ian 4. tea 
MONEY INSURANCE uilt from good material if the proper tools 
] An up to date CANVASSING are lacking, so along with these good ma- 
. PORTEORIO which tells the terials of the life insurance business must go 
story 0 ie msurance m @ ° 
my that cvery prospect can the proper selling tools. 
understand. Jt is graphically ia . . 
IN illustrated with charts and It is in the aids to selling that the Bank 
ssiaetiieate - Savings Life excels.—For instance the First 
eA eee ee Tool in the Bank Savings Life agents’ sell- 
ACCIDENT 23.4 pre -abproach plan that ac- ing kit is a canvassing portfolio which pic- 
+ tually CONV ERTS “suspects tures the advantages of life insurance.— 
l 4 A complete line of policy con- Men get 78 percent of the impressions 
AND o ue. through the eye. The Bank Savings Life 
| a a children of man takes advantage of this with his can- 
HEALTH 6 Rano ee vassing portfolio. 
e sound actuarial practices Read over the contents of the Tool Kit. 
ba - toni plan of agency coopere- —Then write George L. Grogan, Manager 
ARE 8 Se ee Ee of Agencies, for complete information on 
i e sales plans. why the Bank Savings Life is the Company 
yy, for men who are looking for a real future. 
YOU 
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SHARE? 


| 


The BANK SAVINGS LIFE INSURANCE COMPANY 
Topeka, Kansas 






Admitted Assets $3,519,222.00 Insurance in Force $29,336,040.00 

















will be as enthusiastic’ 
Makes Selling 100% Easier 


TREAD TE THESE 
| madieaennnee The THE BERKSHIRE LIFE 
yen csaern she Coe cident] Jea Ith INSURANCE COMPANY 


It is my opinion that any ‘" g$: x : . ++ : 
l gency that tends torprodure founded in 1851, completed its Seventy-fitth Anni- 
y volume o persona acci- . ’ : ; > 
‘ent business, can make its versary with a substantial increase in new business 
work 100% easier by really y = . 
| studying the Review each 1362 Insurance Exchange over 1925. All previous records have been shat- 
Ww. N. Hoff Sup y 7 : - 
Accident & Heaith Dedt.. CHICAGO, ILLINOIS tered = his great expansion is due in marked de 
Aetna Life Insur . . ° . . 
| Louisville, Kentucky. gree to the splendid spirit Ol cooperation betw een 


—— Se = Put me down for a subscription to The Ac- the Home Office and the Field Force. 











a constant reade . ~ 
Ls: ch peso ond woulh Gat cident and Health Review at the rate of $2.00 
sink letting a month go : : s 
FB BR per year, with the understanding that it may ; ih dali — Pee ore 
a 5 “8. Galloway, See'y. be discontinued at any time on a pro rata Men contemplating entering the Tite Insurance 
| seen eens © Aeon basis with refund of amount unearned. business wo uld do well to communicate with this 
The Last Word " . 
The LAST Word on Acci- fine old Massachusetts Company. 
| lent and Health Insurance Name . . 
That is what agents hold the 
Review ft be 
F. L. Hildebrand Address TY 7 
D oaheceeiinees BERKSHIRE LIFE INSURANCE COMPANY 
ife 
A President Endorses It City .... State Incorporated 1851 
I like the Accident 4 Heaith * ° ° 
| Review very much and always Your Can't Lose Pittsfield, Massachusetts 
“ZH. Austin, President Start Now—Stop Any Time—You Take 
North American Life & Absolutely No Risk FREDERICK H. RHODES J. S. WININGS 
| Cas. Co President Supt. af Agencies 
ee ee a a aS Se 
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THE 


N A T IONAL UNDERW RIT 


ER LIFE 


INSURANCE EDITION 





2nd Day 











Leavers ARE LEARNER 


—PRES. WALTER DILL SCOTT 


Northwestern University 


There is always something MORE to learn 
about the Life Insurance Business—These books 
are recommended by Life Insurance Leaders 


THE LIFE UNDERWRITERS’ GUIDE 


Life Insurance Salesman- 


ship - General 


FORTY UNUSUAL PLANS FOR 
SELLING LIFE INSURANCE 
— Edwards 
An assembly of unique, practical sell- 
ing plans 


HOW TO SOLICIT—Duryea. 
A man-to-man talk 


LETTERS THAT SPEAK FOR ME 
—Roberts . 
One of the big “hits” of the last 
meeting of the National Association 
was Roy Ray Roberts’ talk on the 
use of letters. This loose leaf port- 
folio includes 29 of his best letters. 


LIFE INSURANCE AND HOW TO 
WRITE IT—Langstaff 
One of the old reliables 
by The Spectator Co 

LIFE INSURANCE 
WORK—Hart : 
A “time saver" in selling prospective 
agents the life insurance business 

LIFE INSURANCE SALESMAN- 
SHIP—Rockwell 


Published 


AS A LIFE 


$2.50 


1.50 


2.50 


2.00 


A reflection of the author's long and 


varied experience covering the entire 
field of business building 

LIFE UNDERWRITING AS A 
CAREER—- Woods 
Tells of the opportunities of the pro 


fession 

MEETING OBJECTIONS — Steven- 
son 
Tried and proved methods of meet- 
ing the common objections 


MENTAL ATTITUDE—Oakes 


The author develops the possibilities 


that abound for the salesman who 
gets into the right frame of mind 


OBJECTIONS AND ANSWERS— 
Edwards 
A useful book Published by The 


Spectator Com pany 
100 WAYS OF CANVASSING FOR 
LIFE INSURANCE—Alesander 


Designed to assist the salesman to 


construct plans of his own Pub- 
lished by The Spectator Company 

PUBLICITY METHODS FOR 
LIFE UNDERWRITERS —Red- 
dall 


The most complete study of adver- 
tising methods for life agents yet 
written. Fully illustrated 
PRACTICAL LIFE INSURANCE 
SALESMANSHIP—Rockwell 
Boils down Prof. R ckwell’s teach- 
ings in Ca arnegie Tech." A Mine- 
ograph 
PSYCHOL OGY OF SELLING 
LIFE INSURANCE—Strong 
A marvelous book on the technical 


processes in buying appeals and re- 
actions of the prospect Too tech- 
nical for the average solicitor 

CHECK SHOULD ACCOMPANY 


ALL BOOKS LISTED MAY BE ORDERED FROM THE INSURANCE BOOK HOUSE 


SELLING LIFE INSURANCE— 
Pi ccesdkesndes cus ceeuewe -$3.50 
A comprehensive discussion of many 
phases of selling with outlined can- 
vasses. 


SELLING POINTS CLASSIFIED 
—Anderson ; 1.00 
Concise replies to the common objec- 
tions. 

24 LESSONS IN LIFE INSUR- 
ANCE—Schneider ...... -50 


A course of 24 lesons with quiz In- 
tended primarily for the industrial 


salesman 
WHAT TO SAY IN _ SELLING 
LIFE INSURANCE—Duryea,. .. 1.50 


One of the most helpful books issued 
in recent years. 

WHEN TO STOP TALKING AND 
OTHER ESSAYS ON LIFE IN- 
SURANCE SALESMANSHIP— 
Duryea 2.00 
Each chapter is a gold mine of help- 
ful suggestions. 


Life Insurance Salesman- 
ship—Specialized 


BUSINESS INSURANCE 


BUSINESS ERSURANCS—Sanbor m 
; Probable price, $3.00 

A new book on this very important 
subject 

SELLING BUSINESS ore IN- 
SURANCE—Rockwell coe 
Shows how life insurance can “be. em- 
ployed by business enterprises of 
all kinds 


INCOME INSURANCE 

ANALYZING LIFE SITUATIONS 
FOR INSURANCE NEEDS— 
Lovelace + < 
The Case Meth 

BEST INCOME. “iNVESTMENT— 
Lawrence . conden Gee 
Comparing income insurance with 
other forms of investment 

THE HOUSE OF PROTECTION— 
Lovelace 1.50 
How to make insurance insure 

INCOME INSURANCE—Alexander. 1.50 
Valuable material backed up by logi- 
cal reasoning and good selling points. 
— by The Spectator Com- 


LIFE INCOME INSURANCE AND 
HOW TO WRITE IT—McNamer. 2.00 
A complete practical guide to the sale 
of income insurance. 
SELLING PROGRAM INSUR- 
ANCE—Bragg ee 
A “why and how” " discussion of the 
important phases of programming 


SALARY BUDGET INSURANCE 

SELLING THE SALARY INSUR 
ANCE PLAN—Place $2.00 
The experience of those who have 
blazed the way Showing the pos- 
sibilities in this productive field. 


TO GOOD LIFE INSURANCE BOOKS 


ESTATES, WILLS AND TRUSTS 


DEVNEY'S OCCUPATIONAL 
LEAFLETS AND _ ECONOMIC 


TABLE—Complete Set............ $ 


The financial life history of the aver- 
age man, charted to show vividly his 
gradual increase in earning power, 
his point of greatest productivity, 
and the gradual decline. Complete 
set, including Economic Table and 
thirteen leaflets, together with in- 
structions and specimen letters for 
mail campaign among special classes 
of prospects. 


INHERITANCE TAXATION— 
SURG sneucescssnceceeseseseenses 
Most compuiete treatment in 
form—outside the regular services, 
such as Diamond Life Bulletins. 


INHERITANCE TAX—Ganse .... 
In preparation. 


LIFE INSURANCE’ AND _IN- 
HERITANCE TAAATION—Thorp 
SE. cece eevus st adeeunaees 
Concise treatment, including tables 
of the states and Federal Govern- 
ment. 

LIVING TRUSTS, INCLUDING 
LIFE INSURANCE TRUSTS— 
NL, os cc etnacecened 
Every life underwriter who claims 
to be well posted must have a work- 
ing knowledge of living trusts. Mr. 
Stephenson's books will give him the 
practical working information he 
should have. 

WILLS, ESTATES AND TRUSTS 
—Conyngton 
A very valuable and complete treat- 
ment of the oe. 


COMMON SENSE HEALTH—Geir- 
inger . 
A_ valuable ‘gift book for prospects. 
Written from the life insurance view- 
point. 


Books on the History, 
Principles and Uses of 
Life Insurance 
AMERICA’S HUMAN WEALTH— 
Woods 


A most readable exposition of life 
values with an intimate bearing on 
the personal business of making a 
living 

CREATING AND CONSERVING 
ESTATES—Robinson & Woods 
Cooperation between Life Insurance 
and Trust Companies. 

CYCLOPEDIC DICTIONARY OF 
LIFE INSURANCE—Jackson..... 
Text book on life insurance by means 
of definitions of life insurance terms. 


5.00 


1.50 


6.00 


2.00 


EASY LESSONS IN LIIFE IN- 
SURANCE—/Jackson..... 
Fundamentals of life insurance with 
some salesmanship material-quiz 
book attached 

FUNCTIONS OF LIFE INSUR- 
ANCE—Rockwell ..... 

This with Lovelace’s Functions out- 
lines the most detailed and com- 
plete treatment of the service and 
uses of life insurance. 
INDUSTRIAL INSURANCE— 
GD. nccceccsuces - 
A thorough study of its subject. ’ Pub- 
lished by The Spectator Company. 

LIFE INSURANCE—Huebner ..... 
Background of life insurance treated 
from the standpoint of a college 


text-book. 

LIFE INSURANCE—Maclean . 
A treatment of the principles and 
functions of life insurance by an 
actuary thoroughly imbued with the 
field man’s viewpoint. 

LIFE INSURANCE FUNDAMENT- 

ALS— Lovelace 

Elaborate treatment of the principles 
of life insurance as a system. 

OUTLINE OF FUNCTIONS OF 
LIFE INSURANCE—Lovelace... 
Lists practically all of the uses of 
— life insurance (see also Rock- 


WHAT LIFE INSURANCE IS AND 
DOES—Alexander 

A primer for laymen. ‘and students. 
Published by The Spectator Co. 
WHAT TO KNOW ABOUT LIFE 
INSURANCE—Duryea .. 
A practical, clear statement by a field 
man or what the average salesman 
- to know about the fundament- 
als. 


-$1.50 


1.50 


. 3.50 


2.75 


3.50 


1.50 


1.50 


Books for General Agents 


and Managers 


THE MANAGER'S MANUAL—3 
VOLUMES— 
= Insurance Sales Research Bu- 


YOUR FUTURE beeteeeeanetate 
3 


ume 1... 
Deals with the procuring and selec- 
tion of agents together with cer- 
tain fundamental problems of or- 
ganization. 

YOUR NEW MAN—Volume 2.... 
Treats of the training and supervision 
of the new agent. 

YOUR AGENT AT WORK— 


eer 2.50 


Deals with problems of organization, 
stimulation and production. 

On PC TtON AND TRAINING OF 
SALESME 
A treatment ae two men expert in the 
research of personnel, based upon sur- 
veys of field conditions in different 
branches of selling. 


THE ORDER, BUT BOOKS WILL BE SENT ON TEN DAYS’ APPROVAL WITH RETURN OF REMITTANCE LESS 


POSTAGE, 


IF NOT WANTED 


CARE THE NATIONAL UNDERWRITER COMPANY 


New York 


Chicago 


Cincinnati 


3.50 
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WELCOME TO 
TENNESSEE! 


“Stay ts a charming word in a friend’s 
vocabulary.” 


It is our privilege and pleasure to 
join all other Tennessee Companies in 
a most hearty welcome to members of 
the Underwriters’ Association. May 
your stay in Memphis be not only pleas- 
ant, but profitable, and may each of 
you return home with a friendly feeling 
for the city of Memphis and the State 
of Tennessee. 


THE NATIONAL 


LIFE AND ACCIDENT 
INSURANCE COMPANY 


(Incorporated) 


National Building Nashville, Tennessee 





Tune In |Efvdle) ta] on WSM 
LIFE AND 














ACCIDENT 


INSUPANCC 
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General Agents 
and 
Managers 


Commission 
or 
Commission & Expense 
Allowance Contracts 


Address 
S. W. Goss, Vice-President 
134 N. La Salle St., 
CHICAGO 


Dependable—in every sense of the word—in its relations with 
agents and policyholders—in its financial structure—in its 
methods of doing business. 

It is such a reputation that makes a representation worth- 
while. 


| SECURITY LIFE INSURANCE CO. 


OF AMERICA. 


O.W. JOHNSON ~Pres. 
-CHICAGO- 
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Modern Service 
for Modern Agents 


Never for a moment during its 
existence has the Peoria Life lost 
sight of its original intention: to 
provide for its agents and its policy 
holders every service of modern life 
insurance. The history of the Com 
pany since its beginning nineteen 
years ago is plentifully sprinkled 
with illustrations of this principle: 


Peoria Life agents may insure 
women on equal terms with men, 
including disability benefits, and 
children of any age with full pro- 
tection at age five. Liberal double 
indemnity and disability features are 
available. Our substandard depart- 
ment enables Peoria Life agents to 
deliver a policy on every applica- 
tion. A thorough three months’ 


Peoria Life 
Insurance Company 


Peoria, Illinois 


course in the principles of life in 
surance and selling, and the facili 
ties of a complete direct mail pros 
pect service, are at their disposal. 
Non-medical business may be writ- 


ten up to $3,000. 


Progressive life insurance agents 
are ambitious to broaden their field 
of usefulness and to increase then 
earnings. They find a big advantage 
in a company connection that allows 
them to offer their prospects the 
widest possible range of life insur 
ance service. 


There are practical limits, estab 
lished by sound business principles 
and approved actuarial standards, 
which a company must observe in 
gratifying so natural a desire on the 
part of its Agency Force. Within 
these limits, it has been and will be 
the purpose of the Peoria Life to 
put into its agents’ hands every 
modern device for complete and up 
to-date life insurance protection 
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CONTINENTAL 


CasuALTy CoMPANY 








H. G. B. ALEXANDER 


President 




















CONTINENTAL 


ASSURANCE COMPANY 
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‘THE PACIFIC MUTUAL LIFE 


INSURANCE COMPANY OF CALIFORNIA 
Founded 1868 
































Our new improved Non- General Agency contracts 
may be arranged in certain 


portions of the following 


Cancellable Income policy 
opens the way to the sale 


of Life Insurance. states: 
. KENTUCKY, ILLINOIS, 
Our Life ne sales- PENNSYLVANIA. 
men secure interviews on NEBRASKA, MISSOURI, 
the Non-Cancellable pol- DELAWARE, INDIANA, 
icy presentation where OHIO, KANSAS. 


all other methods fail. 
If you have had a success- 


ful life insurance career 

and are financially able to 
undertake the building of 
a general agency, send 


We are looking for big 
men to represent us in Ca- 
pacity of general agents 


for both our Life and Non- . 
full outline of your expe- 
Cancellable Departments. ; 
rience, references, etc., to 
Several splendid territor- DANFORD M. BAKER 
pg ies are open for the right Vice-President and Super- 


$117 147,464.21 


Life Insurance 
in Force 


$628 535,911.00 


men. intendent of Agencies. 














The Pacific Mutual Life Insurance Company 
of California 


Home one : Los — Scone 


— are /NAL UNDERWRITER, Life Insurance Edition. Publish = ily by The Na 1al Underwrit Offic 
W. Jackson Bivd., Chicago, IlL, Thirty-first year. Extra E‘itic No. 40-C, Friday. October if, 2 "$3.00 per year; 25. ~~ 
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The Professional 
Disability Provision 


Another one of the fourteen pro- 
gressive changes in Lincoln National 
Life contracts inaugurated on Septem- 
ber 15 is the Professional Disability 
Provision. 


This new disability clause is es- 
pecially for professional men such as 
physicians, surgeons, lawyers, dentists, 
and executives of large organizations. 


It provides for the payment of In- 
come Disability when the insured is 
prevented from performing his cus- 
tomary duties. 


This provision for another definite 
insurance need is another reason why 
it pays to 
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The 


Lincoln National Life 
Insurance Company 


‘‘Its Name Indicates Its Character’’ 


Lincoln Life Building Fort Wayne, Ind. 


More Than $485,000,000 In Force 














YOU CAN SELL 


WHEN YOU 
HAVE IN 
YOUR KIT— 


Participating 

Non-Participating 

Non-Medical 

New Rate Book 

New Policies for Chil- 
dren 

Sub-Standard 

Accident & Health 

Group 

Salary Savings 

Disability Benefits 

Double Indemnity 

Dismemberment 
Benefits 

Major Surgical Operation 
Benefits 

Age Limits Birth to 65, 
full insurance benefits 
from age 5. 


These and many other 
attractive features are 
included among the life 
insurance tools provided 


by the Continental Life. 


We have openings for 
General Agents through- 
out our thirty-six states. 


Write us frankly what 
territory you would like, 
and we will tell you 
whether it is open. 


CONTINENTAL 
LIFE INSURANCE CO. 


Continental Life Bidg. 
St. Louis 


ED MAYS 


President 
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PLANTERS 


Centuries before life insurance protection was thought about, 
the wisdom of Confucius propounded a bit of philosophy which 
might well have been written in tribute to any man who has 
given lis efforts to life underwriting. 

“One generation,” the sage observed, ‘‘plants the trees that 
another may sit in their shade.” 


What gratification must come to those engaged 
in our great business as they regard the bene- 
fits wrought by their work! They are helping 
others to plant a reserve that will enable those 
who follow to enjoy its fruits. 


The Prudential joins in felicitating the dele- 
gates to this convention and offers its 
sincere wishes for a year of unprece- 
dented prosperity. 


The Prudential 


Insurance Company of America 
EDWARD D. DUFFIELD, President 





Home Office Newark, New Jersey 
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An Old 


Pan-American 


Ideal 


It dates back 15 years—the Old Pan- 
American Ideal—to render complete 
service to our field representatives. 


In 1912, when the Pan-American Life 
was organized, a complete service to 
agents was maintained. And in the 
years which have followed it has al- 
ways kept a step ahead of the timcs 
and expanded its service accordingly, 
until today we can look back and say 


with pride that “Our Service to 


Agents” is not a mere catchword, but 
an Ideal. 


Pan-American Service includes:— 
Educational Course 


Individual Sales Planning 

Unexcelled Life Policies 

Child’s Educational Endowment 

Combination Life and Accident and 
Health Policy 

Substandard Insurance for Under- 
average Lives 

Group Insurance 


All Forms of Accident and Health 


Insurance 


We have a few attractive general agency 
openings for men not at present attached, 
who measure up to Pan-American ideals. 


Address 


E. G. Simmons, Vice-President and General Manager 


PAN-AMERICAN 
LIFE INSURANCE COMPANY 


New Orleans, U. S. A. 


Crawford H. Ellis, President 








so... Lhe Interstate 5 
°" Life & Accident Company “~s 


JOS. W. JOHNSON, M. D., President 


OO 


Home Office, Chattanooga, Tenn. 


Ordinary Life, Health and Accident 


and 


Industrial Life and Health and Accident 


A policy to fit every need. 


A premium deposit plan to suit the 


insured’s convenience. 


Desirable Open Territory 


In our Ordinary Life and Commercial and 
Monthly Health and Accident Departments. 





JOHN W. BLEVINS, Manager of Agencies. 









































For a Man’s Man— 


Franchises with a company like Fidelity Mutual 
offer highly desirable opportunities for a wider 
and more profitable field of action. Fidelity has 
some territory open. 


You may be the man 


Fidelity originated the disability provision, 
the double benefit feature and the “‘ Income 
for Life” plan. It operates in forty states, 
including New York, on a full level net 
premium basis with more than $70,000,000 in 
assets and over $355,000,000 insurance in force. 


> More than 36,000 direct leads a year le 


from Head Office lead service. 


THE FIDELITY MUTUAL LIFE 
INSURANCE COMPANY 


PHILADELPHIA 


Walter LeMar Talbot, President 
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Ask The Man Who 
Represents Us— 





You will find among our rep- 
resentatives some of the out- 
standing men in life insurance. 


Contentment and We have always sought qual- 
Success ity rather than quantity. 


Nearly a quarter century of 


agency building proves the 
6 bes with which to work and pleasant - = f thi 

conditions under which to use those wiscom Oo is Course. 
tools make for happiness that is bound to 


bring success in life underwriting. A guaranteed low net cost 








The agents of this company have for non-participating company 
years experienced that happy combination : . = 
and from this experience they gave birth (voluntarily paying dividends 
to that expression, “The Friendly Com- . 7a 
sean” GEA i dak & bet OE Ge Same on fully paid policies);operat- 
pany’s name. ing under the old-fashioned 

Each year the business of the Peoples general agency plan. A thor- 
Life of Indiana has increased and each year ough course of training for 
a substantial amount of this increase has ; 
come from old men with the company who new men plus constructive 
have found that right tools and right con- . . 
ditions do make for happiness and happi- Home Office co-operation 
ness in their work make for success. creates an ideal arrangement 

Because of this combination, if you for those wishing to build an 
are contemplating entering the life insur- agency. And. we have some 
ance business, your first inquiry should be : . 
directed to us. We are sure that we can desirable openings. 
convince you that it will pay to be friendly 
with the 

The 





PEOPLES LIFE | Volunteer State Life | 


INSURANCE CO, | Insurance Company | 














“The Friendly Company”’ Chattanooga 
FRANKFORT INDIANA A. L. Key _ _W. J. Arnette 
| President Vice-Pres. &@ Agency Manager 
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One I dea / With the Mutual Benefit succes- 


sive managements have adhered to 
the principle of mutuality, being 
dominated by one ideal — that 
conveyed by the name of the 


Company. 


THE MUTUAL BENEFIT LIFE INSURANCE CO. 


ORGANIZED 1845 


NEWARK, N. 








Complete Protection Available to Citizens in 29 States 


With its complete line of all forms of legal reserve Life policies—with Accident and Health policies 
providing full life indemnity—THE BUSINESS MEN’S ASSURANCE COMPANY is prepared to 
furnish the citizens of 29 states complete protection in the full sense of the word. 

















On Accident and Health Claims paid in 1926, the B. M.A. stands first among all companies doing 
a similar class of business in Missouri—Texas—Wyoming and Utah; Second in Kansas—Okla- 
homa—Arkansas and South Dakota; and Eleventh in the U.S. A. 


More than $14,500,000.00 paid in Claims. Over $42,500,000.00 Life Insurance in force. 


BUSINESS MEN’S ASSURANCE COMPANY 


W. T. GRANT, President of America KANSAS CITY, MISSOURI 
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Work with 


THE UNION CENTRAL LIFE INSURANCE COMPANY 
through 


THE DARBY A. DAY CO-OPERATIVE AGENCY 


105 W. Adams St. 
CHICAGO 


The World’s newest and best plan of wnat diabetes 



































There is a | 
REASON why 
you can earn more money 
in the Chicago General 

Agency of the 


N CHICAGO there is 
a big opportunity for 
Here 
are thousands of 


Men are engaged 


ETNA 


LIFE INSURANCE CO. 


| 
the live agent. | 
| of Hartford 





prospects. 


Northwestern 


Mutual Life 


INSURANCE CO. 
of Milwaukee 


OUR SYSTEM OF 
AGENCY PROTECTION 


1. Agents are protected against 
rebaters. 


2. Agents are protected against 
brokers. 


3. Agents are protected against 
“part-time men. 


4. Agents have the advantage of 
extensive route lists and the 
services of a competent Statis- 
tician free. 

















in many professions and busi- 
ness activities. There are big 
men to be reached. Chicago 
has men of high position and 


Then life in- 


surance work needs agents 


great resources. 


who can get those of more 


modest income. There are 
clerks and wage earners to be 


insured. 


Men operating through the 
well established and high 


grade offices represented on 














We offer opportunity 
to men of vision. 


Brokers will find us 


equipped 
with 


especially 
to aid them 
their problems. 


Non Participating 
and Participating 
Life Insurance. 

Group Life Insurance 


Group Disability 
Accident and Health. 


S. T. WHATLEY 






































Room 866, 208 So. La Salle St. 





Chicago, Illinois 





this page are succeeding. Gen. Agt. 
Hobart @ Oates Oiless can eneseed ia a ci 2043 —230 S. Clark St. 
General Agents Snare Chicago 
ROOKERY BUILDING 
209 S. La Salle St. 
I A GOOD “HOOK UP" FOR “LIVE WIRES" 
| Good Men The Two Million a Month Agency We Make You 
| : — of Succeed 
|| witha THE MUTUAL LIFE — _ 
| “wee | INSURANCE CO. of N. Y. | Sesces Makes 
Good Men HERMAN C. HINTZPETER, Manager You Money 
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Do Figures Selling 


Mean Anything | COMPLETE PROTECTION 


€ AGENTS of this Company have the ad- 


vantage of being able to sell, through 
one company, complete personal protection 
—Accident and Health and Life. 











198 1926 INCREASE over 1922 Many Life policies are sold to prospects 

O SURPLUS and RESERVES who are approached on Accident and 
Health—and vice versa. 

1926 INCREASE over 1922 We make it easy for the agent by selling a 

643% INSURANCE IN FORCE Combination coverage which we call the 


Complete Protection Policy. This provides 
Accident and Health and Life coverage to- 
7 | 5 % 1926 INCREASE over 1922 gether. 

0 PREMIUM INCOME In addition, our agents have a full line of 
regular Accident and Health and Life poli- 


494%. 1926 INCREASE over 1922 cies, with all the modern improvements. 
O ASSETS We have a plan which helps agents get 
interviews and helps them sell the business. 
1926 INCREASE over 1922 What more could be asked? 
§ 30% Interest and Other Income Any agent not under contract and seeking 


a connection where only his ability and will- 
ingness to work will limit his income, will 


EF a company making such RECORDS receive full details of our proposition if he 
interests you and you are interested will send us his name and address on the 
in territory in Illinois, Indiana, Ken- lines below. 


tucky, Missouri, lowa, or Kansas, and 

are at present unattached, write 

A. E. Johnson, Agency Manager, 

for complete information regarding 
this Company. 


Signing on these dots will cost nothing. 


ar eR aE BON 


N.U. 


CHICAGO NATIONAL 


Life Insurance Company 
202S.STATESTREET - CHICAGO, ILL. 


Great Northern Life 
now Over $AQ) 000,000 Fore Insurance Company 
ae 


110 S. Dearborn Street CHICAGO 
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PROVIDENT BUILDING 


The 


PROVIDENT 


Joins the City of 
Memphis 
In Extending 
A Cordial Welcome 
to 
All Members 
of the 
National Association 
of 


Life Underwriters 


It is our hope that 
your visit may be a 
happy one and that you 
will carry away pleas- 
ant impressions of 
Tennessee. 


Robert J. Maclellan, 
President 


Ww. C. Cartinhour, 
Vice-President-Secy. 


Te ROVIDENT LIFE 


and ACCIDENT INSURANCE 


COMPANY 
of Chattanooga, Tenn 


1887 soariem year 1927 














ROYAL UNION LIFE 
INSURANCE COMPANY 


DES MOINES, IOWA 








Policies for the Entire 
Family! 


The Royal Union offers policy 
contracts at every age from one 
day old to age 60. 


Our Juvenile policies, written on 
children as young as one day old, 
go into full benefit automatically 
at age 5 without re-examination 
—a big winner! 





We write women on equal basis 
with men. 


We feature a special low-rate 
policy to business and professional 





Royal Union Life Building 
Cor. Seventh and Grand Ave., 
Des Moines, lowa 





men. 


ROYAL UNION LIFE 
INSURANCE COMPANY 


A. C. TUCKER, President 

















They Said, 





Our Agents 
Prosper With Us 
The Golden Rule 
Agent’s Contract — 
The Preferred Risk 
Policy, Perfected 
Endowments—A Re- 
markably Low Net 
Cost, The Columbus 
Mutual Record 
These five make up 
a winning hand that 
can’t be beat. 





“It Can’t Be Done” 


Every one told “Pop” Brandon a life insurance company 
could not be built without General Agents. 


Today it is an Accomplished Fact 





By reaching the One Hundred Million mark sooner than 
any other Ohio company and passing in volume fifty-six com- 
panies older than itself 


The Columbus Mutual Life Insurance 
Company Demonstrates the Possibilities of 














the Direct Agency System 





The Columbus Mutual Life Insurance Company 


Cc. W. BRANDON, President 


COLUMBUS, OHIO 


D. E. BALL, Vice-Pres. and Secy. 
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NEW ENGLAND MUTUAL 
LIFE INSURANCE COMPANY 


BOSTON, MASSACHUSETTS 





Always a Resolute Defender 
of the Mutual Principle in 
Life Insurance Practice 


THE COLUMBIAN NATIONAL 
LIFE INSURANCE COMPANY 
BOSTON, MASSACHUSETS 


A thorough course of Life Insur- 
ance instruction. An opportunity 
to become independent in future 
years to those who associate with 
me. An Agent’s Agency. Get in 





EDGAR C. FOWLER 
General Agent 


705 First National Bank Bldg. 


CHICAGO, ILLINOIS 


JULIUS H. MEYER 
General Agent 
30 N. La Salle Street 
CHICAGO, ILLINOIS 








touch with Gilchrest. 


ELON B. GILCHREST—General Agent 
739 Federal Reserve Bank Building 
164 W. Jackson Boulevard 


CHICAGO, ILLINOIS 

















BERKSHIRE LIFE 
INSURANCE COMPANY 


Pittsfield, Mass. 


We have room 
for two or three 
more active 
agents in 
Chicago. 


ROBERT F. PALMER 


General Agent 
105 S. LA SALLE STREET 


Chicago, Illinois 








ky GIEW ENGLAND COMPANIES 
Ie) & NI 


have always stood out promi- 





nently as bulwarks of safety in 
In fact, New 
England is a synonym for dependable pro- 


life insurance. 


tection. New England laws and New Eng- 
land state supervision are recognized the 
country Over as exemplars. The Chicago 
agencies of New England companies have 
taken special pride in being able to carry 
the banner of sound life insurance to the 


people of that great city. 











OCF 
a 
~ INSURANCE COMPANY 
MASSACHUSETTS 


OF BOSTON 


WILLIAM M. HOUZE 


General Agents 
Room 1946-1948, The Straus B!de. 
S. W. corner Michigan Avenue and 
Jackson Boulevard 


Telephone Harri<on 1434-0402 
Chicago, Illinois 


Exceptional Opportunities 
for Full Time Agents and 
Brokers in Our New 
Agency. 


Will Be Glad to Have You 
Call and Get Acquainted. 




















Louis J. Fohr 


General Agent 


Connecticut Mutual Life 
Insurance Company 


of Hartford, Connecticut 


208 S. La Salle St. 


Chicago 112 W. Adams St. 








Bokum & Dingle 


General Agents 


Massachusets Mutual Life 


Insurance Company 
of Springfield, Mass. 


Chicago, Ill. 
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PROBABLY THE COMPANY YOU ARE LOOKING FOR 


THE PEOPLES LIFE IS 
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You Teo, Will Be Just 
as Enthusiastic 
Gets Big Men 


F. H. McChesney, Gen- 
eral Agent, Berkshire 
’ Life Insurance Co., Roch- seed 
ester, N. Y., June 15, 
1927: 
“As you know, I have had 
one of the Shields INCOM- 


ETERS for several months. I 
find it to be one of the best | ™"WO 
‘attention getters’ that I have 
used in my twenty years’ ex- 
perience in the Life Insurance 


business 

“It has been surprising to 
Mme to note how the really big 
men will permit their eyes 
to wander to the INCOMETER 
most immediately upon enter- 
ing their offices. Permitting 


@ prospect to play with it 


invariably causes him to com- 
ment upon the story which 
. tells thus revealing the 


st method of attack _ 
break ion his resistance.’ 


9 React Instantly 
O om € . € . 1 € ; ~ an Charles L. Hartman, Dis- 
trict Manager, The 
Equitable Life Assurance 
Society, Niag ara F alls, N. 


Y:; June 18, 1927 
“The INCOMETER is daily 


~ 
proving a big help to me, 
and I find in many cases that 
my prospects react almost in- 


stantly to the message it 





Ss me 05.0 consistent bocster.”* 
Pg 

OU know that a five or ten | General Agent, New Eng- 
thousand dollar policy is not | Se = 
sufficient to provide a decent know that 7 belies it7an cr 
monthly income. But is it easy to tai Hie th tie cae 
convince your prospect? my wet ine. = aun a 
ca: tT te 

COMETER. If your prospects can be made tice underwriter, bar 


' 
It can be! to see clearly that life insurance should be “Tam only too pleased ta 


testify to the sales worth of 


Start your interview on the RIGHT BASIS im- measured in terms of monthly income you en —— 7 
mediately by talking MONTHLY INCOME. will invariably sel] yy Bas 

larger policies. been a large contributing fao- 
How? 


= pas ef selianion as 
just what their present insur- 
° ° ance meant to them. A 
By using the INCOMETER. Here is the _ It is ee - — a perenne of thee inert 
instrument you have always wanted—per- of Lif € is not thin okt 
haps dreamed about. A machine that will eX ‘ “he ts Gl _ 
dramatize your proposition and visualize for = “OS™ “ mt = F y 
your prospects life insurance in terms of ent a" an 
MONTHLY INCOME instead of lump sum. = SUS. Let him dis- 
on April 10th and up to date, 


In six weeks $160,000.00 
program insurance sold 

cover for himself the 
The theme of this convention “Completing ridiculous monthly income a five, ten or || srzmm inurnce ls sive en, 


sentative, The Equitable 

wife Assurance Society, 
New York, May 2, 1927; 

“I have ‘just felt that I 
wanted to drop you a line re- 
garding the actual results on 
this INCOMETER. Since I 
have obtained this instrument 





Mr. David Bloch, Repre- 
I have sold 8 prospects that I 


Life’s Plan through Life Insurance” can be twenty thousand policy provides by giving |] Mit Saw mete thorn me 
more easily accomplished if you use the IN- him the INCOMETER to PLAY WITH. the present time) “PN 
am more an satis 


with the results obtained and 
I feel perfectly confident my 
insurance production will be 
increased at least 50% this 
year with the help of the IN- 
COMETER. I wanted you to 
know these facts and I feel 
that the INCOMETER is an 
absolute necessity for every 
insurance agent.” 











AN AMAZING AID TO SELLING 


Some of the biggest producers of America today are using 
the INCOMETER in selling insurance. The INCOMETER’S 
range is unlimited. It makes a man who is intending to 
buy a $2,000 policy take a ten or twenty; one thinking about 











15 
©) 













What “IT” will a $30,000 policy takes a $50,000. The INCOMETER is as 
do for You much at home in the hands of a millionaire as it is in the 
hands of a salaried man. There is not a Prospect who will 
1 ots Pree ONTH. not be interested—Not an agent who cannot profitably 
LY INCOME. use it. 
2 ert af cach poh Many men attending this convention are using the INSUR- 
eset . ANCE INCOMETER to pile up the records they are making. 
: i Ask your neighbor if he is a user. If not, show him this 
ance History. Advertisement. He, too, should become acquainted with 
4 Makes your Life In- this newest and best selling aid for life insurance selling. 
surance SIMPLE and 
YNDERSTAND- Surely, you owe it to yourself to put the coupon in the LANDQUIST & LEESTON-SMITH, INC., 
Metropolitan Tower, 


ABLE. ; : 
@heetes tel ; mail today and get the full details on the INCOMETER— 
on the KIND of im- the machine which will materially increase your 
surance wanted, production! 

Secures a perfect IN- 
TRODUCTION for 


5 
6 
ra rid LEGITI u a 
7 MATE EXCUSE to INSURANCE 
visit old policyholders. we 
8 


Gives your prospect 
SOMETHING TO 


J — LANDQUIST & LEESTON-SMITH, Inc. 
) G 1 Madison Avenue New York City 


No. 1 Madison Ave., New York, N. Y. 


Gentlemen: 


I_ am _ interested in the Shields Insurance IN- 
GOwSsEa. Please let me have further informa- 
on 


OPP eee ee eee ee ee eee eee eee eee eee eee ee eee eee. 
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The National Underwriter 


LIFE INSURANCE EDITION 


Life Insurance Program Is Featured 


ACTUAL SALES 
ARE DESCRIBED 


Bequests and Trust 
Company Service are 
Topics of Discussion 


Selling to Women, Use 
of Educational, Business 
Insurance Policies Told 


Convention Headquarters, 
Memphis, Tenn., Oct. 14 

OME of the newer developments in 

life insurance were featured at the 
Friday morning session which was not 
well attended. George W. Ayars of Los 
Angeles did not preside at the meeting 
as scheduled owing to indisposition and 
Paul F. Clark of Boston held forth in 
his stead. C. C. Grimes, presiding elder 
of the Methodist Episcopal Church 
(South), Memphis district, pronounced 
the invocation. 

Dr. Alfred Williams Anthony, chair- 
man of the comm ttee on financial and 
fiduciary matters of the federal council 
of the Churches of Christ in America 
was the opening speaker with his pape: 
on “Bequest Insurance for Charitable 
Organizations.” 


W. M. Duff Tells How 
lt Can Be Done 


After Dr. Anthony had given a pic 
ture of the necd Will'am M. Duff of the 
Woods agency in Pittsburgh told how 
it can be done. He spoke on “A Suc- 
cessful Bequest Insurance Campa‘gna.” 
Mr. Duff produced $1,500,000 of ordinary 
life insurance last year and enough 
more group to make it $30,000,000 in 
all for the year. He is one of the prin. 
cipal factors in operatng the Woods 
agency, and he and Mr. Woods have 
made a special study of bequest in- 
surance. 

Col. Luke Lea of Nashville, who was 
to have talked on “Life Insurance from 
the Layman’s Viewpoint” was called to 
Atlanta, Ga. to attend a meeting of the 
Feceral Reserve Bank and was thus 
not able to appear and the time he was 
to have taken was allocated to Charles 
C. Gilman and his gang at the end of 
the morning session. 


Miss Roberts Gives Plans 
Followed in Selling Women 


Miss S. S. Roberts of the Edward A. 
Woods agency in Pittsburgh, the only 
woman scheduled on the program, out- 
lined the plans she follows in selling 
women. When she entered the business 
six years ago she found that virtually 
no attention was being given to the sell- 
ing of women, and she determined to 
learn how to sell women and to special- 
ize on them. In her talk, she succeeded 
in “getting over” her ideas to her audi- 
ence clearly and quickly. 

Leroy A. Mershon, secretary of the 
trust company division of the American 
Bankers Association told of the trust 


NEWLY ELECTED PRESIDENT 
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JULIAN S. MYRICK, New York City 


company’s place in the plans of the life 
underwriters, illustrating how the life 
insurance man and the trust company 
may co-operate more closely to the ad 
vantage of both. 

While Mr. Mershon was speaking 
Julian S. Myrick. who was elected presi- 
dent a litt'e later, quietly took a seat 
on the platform. 


Change in Trust Officer's 
Viewpoint Described 


Mr. Mershon described his own 
change of viewpoint as to the needs of 
a trust company’s clients. Some 10 or 
20 years ago, he would have thought 
that the only thing necessary was to 
have a will made leaving the trust com- 
pany as executor. Contrasting with 
that he gave a sample of the interview 
he would now conduct, inquiring into 
the client’s provis‘on for the protection 
of his estate and calling in the life un- 
derwriter that the client may suggest. 
He does not have anything to say as 
to the kind of insurance to be bought, 
and refuses absolutely any request that 
the bank itself handle the matter, say- 
ing: “That’s the business of a spec alist. 
We do not sell insurance and will not 
sell insurance.” He expressed his op- 


position to irrevocable trusts except in 
very rare cases. 

Mr. Mershon considerab'v overren 
his allotted time. Several times Cha'r- 
man Clark flashed the red light, but 
Mr. Mershon kept right on. As he 
seemed ready to close something else 
would occur to Mr. Mershon and he 
would launch out on the delineation of 
another idea. 


Myrick Tells of New 
National Bank Ruling 


Julian S. Myrick of New York. the 
new'y elected president of the National 
asscciation, was introduced at this junc- 
ture as the man who was able to get a 
new ruling permitting a national tank 
to insure the lives of officers for the 
benefit of the bank. Mr. Myrick read a 
copy of the new ruling, explaining its 
effect and how it was secured. 

Frantlin W. Ganse of Boston intro- 
duced Roger BR. Hull who touched upon 
“Tending litigat'en to follow through 
on the Frick decisicn.” 

The feature of the morning that had 
the big kick in it was the session pre- 
sided over by Charles C. Gilman of Bos 
ton, who acted as chairman o” that part 

(Continued on page 16) 


ONE CHANGE IN 
OFFICERS’ LIST 


McCormack Withdraws, 
C. C. Day Chosen as 
First Vice-President 


Furey Heads Executive 
Committee—Jeffers and 
Alder Are New Trustees 


Convention Headquarters, 

Memphis, Tenn., Oct. 15 

— REPORT of the nominating com 
mittee adopted at the close of the 
Fiiday morning session contained one 
change from the list as previously an- 


nounced. Edward J. McCormack, Mem- 
phis general agent of the M.nnesota 


Mutual, withdrew as a candidate for the 
first vice presidency of the National as- 
sociation after he had been selected by 


the nominating committee, and the 
name of C. C. Day, general agent of 
the Pacific Mutual Life in Oklahoma 
City, was substituted It is becoming 


rather generally known that Mr. Me- 
Cormack is preparing a complete analy- 
sis of the change in the plan of opera- 
tion of the Northwestern National Life 
ef Minneapolis, which company has 
gone on the stock basis and formerly 
operated as a participating company 
Mr McCormack, in what he is prepar- 
ing on this subject, will analyze every 
feature of the Northwestern National's 
change and what he will publish will 
constitute a criticism of and an attack 
upon the Northwestern National's plan. 


Unwilling to Involve 
Association in Controversy 


As an officer of the National associa- 
tion, Mr. McCormack might indirectly 
and without wishing to, have involved 
the National association in h's contro- 
versy with the Northwestern National. 
He preferred to publish his material re 
garding the Northwestern National as 
an individual and without association 
cornections, and for that reason asked 
that his name be withdrawn. It is ex- 
pected that Mr. McCormack’s paper on 
the Northwestern National will be re 
leased to the insurance publications 
within the next two weeks. 


Myrick President, Furey 
Executive Committee Chairman 


After the report of the nominating 
committee had been adopted and its 
nominees declared elected, the newly 
elected president, Julian S. Myrick of 
New York City. was escorted to the plat- 
form and spoke briefly Mr. Myrick 
has not yet had time to formulate any 
plans for the coming year’s work, but 
hes already stated that he does not 
plan to make many visits to local as- 
sociations. 

W. M. Furey of the Berkshire Life in 
Pittsburgh was made chairman of the 

(Continued on page 17) 
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ow One Business Policy Was Sold 


Details Given As To Procedure In Actual Case Where 
Possibilities Involved Were Not Fully Appreciated 


AM GOING to tell you about a busi- 

ness case that was closed in 1926. It 
is not a very unusual case. It is just 
a simple case that I took out of my 
files. I believe most of the cases we 
have are simple cascs, so I am going to 
tell you about one of that sort. 

Here are the facts. There were two 
brothers, one 37 and one 34, both mar- 
ried. It was a partnership; they were 
manufacturers. One took charge of the 
factory and the other one was the sales- 
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RALPH ENGELSMAN 
New York City 


man. I had sold one brother $50,000 
and had sold the other $10,000. I had 
been trying to interest them in business 
insurance ior about two years, but I 
never got to first base. 

I knew them very well, and I didn’t 
think I had to plan that case, because 
I hnew them so well | could go up and 
call them by their first names and teil 
them what I thought, and I thought I 
could put it over without planning the 
cuse. I am a firm believer in planning, 
and we all know that from t me to time 
we think there is an exceptional case 
that doesn’t need to be planned, and 
this was one of the cases where I 
thought I could get by without planning. 
I didn’t know why I couldn’t get by. 
I thought it was one of those cases 
where they were stubborn, but it wasn’t 
so and I will tell you how the case de- 
veloped. 


Plans Approach in 
Purely impersonal Way 


At his request I placed $10,000 addi- 
tional for the one I had already sold 
the $10,000. He now had $40,000 insur- 
ance as I thought, but I .ound out he 
had $50,000 later on. I said to myself 
ai that time, here is a great chance to 
seil these fellows business insurance, 
but there was the other brother to con- 
tend with. I made up my mind I 
would go back and look the thing over 
as I would look over a stranger's case 
in an entirely impersonal way, see how 
I could make an approach to him the 
same as I would to a stranger with the 
idea of gett.ng the business insurance 
across. 

I used this idea that I heard some- 
where. before. I found out in analyzing 
the case that I knew very little about 
my friends that I had known for ten 
years, that I hadn’t done such good 


By RALPH G. 


Equitable Life of New 


prospecting, that I really needed a lot 
mcre information in order to present a 
decent case. I knew they were married 
to girls who, as I said before, were 
friends before they became relatives. 


Offers Plan to Keep 
Women Out of Business 


So I went to him and I said, “Walter, 
(this is the brother I hadn’t insured at 
this time) you fellows are brothers but 
your wives aren't sisters and I came 
here to give you a plan to keep the 
women out of the business.” 

“What is it?” 

I sad, “Herbert has been examined 
but you haven’t been examined for 
three years, according to my records. 
If you are in good shape I will tell you 
about this plan I have.” 

“You don’t have to tell me about it 
efter I am examined.” 

“It is going to take some of your 
time to consider it properly. It is going 
to take some of my time to get it be- 
fore you and I am going to ask you 
some information about it. Without 
wasting your time and my own I sug- 
gest you get eramined first.” 

He said, “Nothing doing. I would like 
to know about it first.” 


Would Check Up Credit 
of Prospective Customer 


I said, “Would you make up a sam- 
ple for a prospective customer if you 
knew his credit wasn’t any good or 
without at least checking his credit and 
go to a lot of trouble in the hope of 
selling a man that you knew you 
couldn't sell?” 

He said, “No.” 

“We don’t do it either. I will send 
our examiner to see you tomorrow after- 
noon with the distinct understanding 
that if you like it you will do business 
and if you don’t like you don’t have to 
do bus ness. That is fair, isn’t it?” 

“Go ahead, shoot, and send him up 
here.” 

1 said, “Let me ask you a few things 
about your business,” and he gave me 
the details. 

1 went to my lawyer and had an 
agreement drawn up along the lines | 
wanted it drawn. I came to him after 
T had received the policies. In our com- 


ENCELSMAN 
York in New York City 


pany we get a policy without a signed 
application subject to signature att r- 
ward. So I ordered out two policies 
of $30,000 each and I went to see him 
and said, “Here is the idea. I am going 
to read you this agreement. I know 
you won't agree with some parts of it, 
but that is exactly what I want.” My 
idea in presenting the agreement was 
not to sell life insurance, but when they 
bought the agreement they bought the 
policy. They never asked a question as 
to what kind of a policy it was or what 
the premium was as soon as they found 
out what it would do for them. 


What Agreement As 
Presented Provided 


The first part of it is the usual form 
of agreemeut, “That, whereas,” etc., 
they decided to take out a policy on 
euch other’s lives, one policy payable 
on the life of Walter Rogers payable 
to his wife Mary Rogers and the other 
on the life of Herbert Rogers payable 
to his wife Elizabeth Rogers. The 
agreement proper is as follows: 

“The first and all subsequent annual 
premiums for each of the said policies 
shall constitute a charge against the 
partnership funds and shall be paid by 
the firm when due. 

“In case of the death of either of the 
partners the amount, if any, payable 
to his personal representative as his 
share of the partnership assets shall 
be ascertained as hereinafter provided 
for, and in consideration of the pay- 
ment of the said annual premiums out 
of the partnership funds, the surviving 
partner agrees that the proceeds of 
said policy payable to the deceased part- 
ner’s wife, shall constitute part pay- 
ment of his interest in the partnership 
assets as hereinafter provided. 


Survivor to Purchase 
Interest of Partner 


“It is agreed that the valuation of the 
business as of Jan. 1, 1927, is $160,000, 
and it is further agreed that upon the 
death of either of the partners hereto, 
the survivor agrees to purchase from 
the estate of the deceased the interest 
of such deceased partner at the time of 
the decease. The price is to be fixed by 
a physical inventory to be taken as 





RESOLUTIONS ADOPTED 


The National Association of Life Underwriters in its 38th annual convention 
assembled records its emphatic protest against any of the so-called resident agents 
laws as applied to life insurance. We believe that such enactments on the part of 
any of the states result in the abridgement of the right of our individual members 


as citizens of the United States. 


Eminent legal opinion supported by the decisions of our higher courts confirm 
the constitutional rights of agents as citizens of the United States to pursue freely a 
lawful vocation such as the business of agency within the limit of the police and 
license powers of municipalities and states without regard to place of state resi- 
dence, as such domicile does mot determine citizenship of the United States. We call 
upon all of our local associations to oppose vigorously, any such proposed legisla- 


tion. 


We suggest to the insurance commissioners of the various states, that careful 
study be given to this important matter, affecting as it does the rights of both 
agent and insured to negotiate lawful contracts. 

We invite the cooperation of the Association of Life Insurance Presidents and of 
the American Life Convention to the end that suitable legal steps be taken to de- 
termine the constituticnality of such legislation wherever now enacted into state 


law. 


Resolved, That the executive committee of the National Association of Life Un- 
derwriters express their approval of the purpose of the insurance commissioner of 
Pennsylvania, in endeavoring to eliminate from life underwriting unworthy, un- 


trained and casual members. 


soon as practicable, but not later than 
three months after such decease.” Right 
here they say it might not be a good 
time to take the inventory; they might 
want to take the last inventory. Fine. 
That is what they did do. “The price 
is to be fixed by a physica] inventory 
to be taken as soon as practicable, but 
not later than three months after such 
decease, and the proceeds of the policy 
of insurance collected on the deceased 
partner’s life shall be included in the 











ROBERT J. WILLIAMS 
Director of Education, Union Central Life 


inventory and constitute part payment 
of the deceased partner’s interest. It is 
further understood and agreed that the 
cash or surrender value of the survivor's 
policy should also be included in the 
inventory.” 

“Why should we include the money 
paid in the inventory?” they asked. 

“I don’t know. It is up to you to de- 
termine, but it is one of the points you 
should have in the agreement.” 

I don’t care whether they include it 
or don’t include it. They have to take 
the policy to include it or not to include 
it. 


Excess Amount To Be 
Paid Over Five Years 


“Each partner agrees that in the case 
of his death he shall sell to the surviv- 
ing partner his interest for the amount 
as per the valuation as fixed by such 
physical inventory. 

“It being the purpose of this agree- 
ment that proceeds of the insurance pol- 
icy on the deceased partner's life shall 
be used in purchasing the interest of 
the deceased partner in the business, it 
is further agreed that the amount of 
the deceased partner's interest in the 
business which is in excess of the 
amount received from the insurance 
company, shall be paid over a period of 
five years, with interest from the date 
of said decease.” 

“We don’t want to take three years.” 

“All right. Have it your way. ! 
might say five years would make it 
easier.” 

“No sir, we want it for three years.” 

“All right, we will change it to three 
years.” 

“Said payments shall be in 20 equal 
quarterly installments, commencing six 
months after the said decease.” 

“6. It is further agreed that if the 


(Continued on page 17) 
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Cooperation With [rust Company | 


Administrative Function Taken on by Life Insurance Before 
Corporate Facilities Now Available Were Developed 


By EDWARD M. McMAHON 


Insurance Trust Officer, Equitable Trust Company, New York 


{{DWARD M. McMAHON of New York 
4 City, insurance trust officer of the 
Equitable Trust Company of that city, 
concluded the program Friday. His sub- 
ject was “The Evolution of Estate Crea- 
ticn and Management.” In presenting 
him as the first insurance trust officer 
in the Un'ted States, John C. Mc- 
Namara. Jr., chairman of the final ses 
sion, said that while devoting fully 
three-quarters of his time to managing 





EDWARD M. McMAHON, New York 
Insurance Trust Officer, Equitable 
Vrust Co, 


the large McMahon Agency in New 
York, and only a quarter of his time to 
personai production, Mr. McMahon had 
persOually produced betweeu Aug. 1, 
lvzv; and Aug. 1, 1927, $4,000,000 o1 life 
insurance and on omy e.gunt lives. 

Mr. McMahon stressed the import- 
portance of having ail parties interested 
aplioach the pruvicm trom the staud- 
pyint, not of the trust officer, the under- 
writer or even the insured, but pri- 
marily from the standpoint of the wel- 
fare of the beneficiaries. 


Trust Company 
or insuiance Service? 


He went on to say in connection with 
this phase of trust company and under- 
writer co-operauon that the uaknown 
equation in the problem, and the only 
exient that there should be clash in 
opinion in considering the problem is, 
when should the proceeds of life insur- 
avce policies not made payable in lump 
sum, be paid to the beneficiaries 
through the instalment options of life 
irsurance and when shouid these pro- 
ceeds be managed, conserved and dis- 
tiibuted on an income bas.s by a trust 
ccrspany acting in a fiduciary capacity. 
lie said as a general ru.e the amount 
ot insurance proceeds should not be the 
ccoutroliing factor in the future with 
either trust companies or life insurance 
companies as has been the case with 
both in the past. Instead, the objective 
of the premium payer for his depend- 
ents should be the primary con- 
sideration. 


Family Needs Served 
Through Insurance 


Here the speaker classified needs 
whch life insurance can best supply, 
under “absolute necessities,” “p:obab’e 
requirements” and “natural aspira- 
ticns.” Under each of these three 


classes he enumerated about ten prin- 
cipal family needs. He then showed 
that with respect to the needs enumer- 
ated under absolute necessities, there 
was no occasion tor exercising d scre- 
tioary powers, and there.ore, no occa- 
sior for discretion in making available 
food, clothing, shelter and elementary 
education on a month:y basis. This pur- 
pcse can probably best be accompi.shed 
tur the beneiic.aries of the estate crea- 
tor by utilizing the nonfiexible but 


guaranteed principai and income of the 


liieé imsurance colupany. ‘he speaser 
Weal on vw say, huwever, that when you 
leave the necd lor Making avaiawe 1i- 
come 10r avusoiule Necess.ties and get 
inio the reaim of probable requirements 
where it is impossible to anticipate the 
needs of the dependents, due to changed 
fumiuy conditions aud due to the 
changed purchasing power o: the dol- 
lar, aiways controiied by shifting eco- 
nom.c aud social conditions, variable 
elusticity instead of limited coniractioa 
becowes the primary requisite. 


Change from 
Anuc.pated Situation 


Iu amplifying this point he illustrated 
the case of the policyholder who ten 
years ago provided tor a college educa- 
tion for his son under the options of 
settlement and the family finds today 
that the son at age 16 is neither pre 
pared to nor desirous of going to col- 
lege, but instead prefers to invest these 
proceeds in h.s father’s business—which 
business a.ter his father’s death about 
three years ago became in gieat need 
of additional capital. On the other hand, 
tne boy's sister, whom his father did not 
anticipate would desire to go to college, 
is prepared to go and anx.ous to begin 
a coliege course, as a result of the 
chenge which has taken place with ref 
ele nce to the new sphere of women. But 
neither her mother or her brother who 
were left a sufficient insurance estate 
to provide not only the necessities of 
life but its probable requirements, have 
the authority to use e.ther proceeds or 
inci me to accomplish the purpose, and 
in a manner which the father would 
have employed in distributing the pro- 
ceeds of the ample estate which he 
sacrificed so to acquire — all because 
under the original contractual relation- 
ship between the father and the insur- 
ance company, still running along under 
the instalment options, arranged ten 
years ago, but can’t be changed since 
the policyholder is dead. 


Lack of Elasticity 
Bars Use of Insurance 


The speaker then went on to say that 
this is not a far-fetched illustration of 
the extent to which the options of set- 
tlement of life insurance puiicies have 
failed to accomplish the purpose of the 
insured, even under such simple condi- 
tions as that of providing merely a few 
of the necessities and opportunities of 
American life. When you get into the 
field of natural aspirations you approach 
the field of luxuries. Under luxuries 
the speaker included a dowry for daugh 
ter, the des re of the policyholder to 
provide a home for his daughter and 
son-in-law, and grand-children; exten- 
sive travel throughout this and other 
countries for his wife and children, con- 
tributions to civic, religious and social 


organizations. He contended that men 
o: large purchasing power have not and 
will not utilize the institution of life 
insurance to make available either prin- 
cipal or income to carry out their de 
sire in connection with such matters 
tlhoough the option of setthement—due 
tu their lack of sufficient elasticity in 
these options. The underwriter may be 
able to get attention and interest but 
ne‘ther desire or action can be secured 
in getting hm to use insurance fo! 
these purposes until the underwrite: 
presents a more flexible method for dis 
t:ibution than the restricted provisions 
which the guaranteed installment 
pian conta.ns. 

Men Are Becoming 

“Estate Consc.ous” 


Mr. McMahon briefly traced the 
evciution of the estate creation from 
the time that most men died insolvent 
to the present day, when as a result of 
changed economic, social and political 
condit.cns, man’s attitude toward the 
desihe for an estate, regarding the man- 
her and form of estate creation, and 
the extent to which estate distribution 
should be improved has greatly 
changed. During this phase of evolu- 
tion man has become estate conscious, 
“the great house of protect.on” enables 
him to pass out of the picture not only 
solvent but possessed of capital with 
which to fulfill his objective for his 
family. 
Proper Administration 

of Insurance Estates 


Mr. McMahon quoted federal trade 
commiss.on statistics to show how es- 
tates have grown in this industrial age 
and will continue to grow. He went on 
to show that the multiplication of es- 
tates has brought a demand for better 
business Management of estates and 
mere elficient facilities for estate con 
servation and distribution. 

“How,” he asked, “shall the proceeds 
of present life insurance estates and 
the larger insurance estates be thus ad- 
ministered? We know that about 90 
per cent of present proceeds amounting 
this year to the tremendous sum ol 
more than $600,000,000 will be dis- 
tributed in lump sums. Of this amount, 
according to the warnings and esti- 
mates of “blue sky commissions,” pro- 
bate judges and investment bankers, the 
“white collar bandit” whose worthless 
stock will be purchased by the benefi- 
cieries, will receive a large percentage 
because of lack of business experience 
ard due to inability to differentiate 
between principal and income. For lack 
of ability to thus dfilerentiate the 
widow must not be blamed. 


Widow Regards Lump 
Sum As Income 


“Naturally she continues to regard a 
lump sum payment of $5,000, $10,000 
$25,000 or even $50,000 of li-e insurance 
pioceeds as income which her husband 
has made available to her to purchase 
things which he promised her that she 
would get as a result of the increased 
income which he expected to receive if 
he remained in the picture. So the auto 
mobile salesman sells her a Buick or 
a Cad llac inst: ad of a Dodge or a Ford. 
The tourist bureau will “ticket” her to 
Glacier Park instead of to northern 
Wisconsin and the real estate man will 


sell her an elaborate home instead of 
rerting her an apartment. 

“Isn't it possible that more and larger 
amounts of life insurance would be pur- 
chased by men with the larger purchas- 
ing power which we have already indi- 
cated exists today and has existed in 
the past, if in add tion to knowing more 
about what life insurance will do from 
the protection standpoint, men knew 
that there were less than ten chances 
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to cne that the proceeds of life insur- 
ance would be so arranged with respect 
to conservation, management and dis 
tribution that they wouid not be either 
lost or dissipated within about seven 
What has the institution of life 
insurance done to solve this problem so 
as to increase its prospects of reduc.ng 
the number of unsatisfied beneficiaries 
and assureds?” 

Mr. McMahon sketched the recent 
growth of corporate executors and ad- 
ministrators, and suggested that if it 
had developed earlier the instalment 
seitiements in life insurance never 
would have developed, but the adm.n- 
istration of estates would have been 
left to trust companies. Life insurance 
took on the function of administration 
because there was no other effective 
muchinery. 


years? 


Some Overlapping 
To Be Expected 


“It would be most 
continued, “if the management of 
neither life insurance or trust com- 
punies did not expect that a time might 
come when there might be some over- 
lapping of function or indeed some 
chunces for misunderstanding between 
the two institutions; it would be un- 
natural to expect that there would not 
be some confus on in the mind of the 
estate creator and owner desirous of 
finding a vehicle which would best en- 
able him to decide when the capacity 
of life insurance companies to serve his 
best interests would cease and when 
the institution of trust companies could 
best serve his desire to transmit the 
proceeds of an insurance estate to his 
posterity and in accordance with his 
plans for their future welfare. 

“Happily. both of these great institu- 
tiuns for social progress have evidently 
come to appreciate that the opportuni- 


unnatural,” he 
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ties for increased service in the respec- 
tive fields which they were organized 
to cultivate are ample and instead of 
looking upon each other as competitors, 
they have come to appreciate that they 
cen better promote their own interests 
and the welfare of the public, if the one 
remains in the field of making an estate 
aveilable and if the other confines itself 
to the field of managing the money. 


Approach to the 
Problem of Choice 


“We are here today as the represen- 
tatives of the product of this long and 
patient period of evolution of estate 
creation and management. We repre- 
sent the two greatest financial institu- 
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JOHN C, MeNAMARA, JR.,, 
Guardian Life 


ticns when judged from the standpoint 
of financial resources, number of in- 
dividuals served, the extent and oppor 
tunity for increased service and finally 
when measured in terms of the prog- 
ress made by the American people to- 
ward their goal of economic and social 
democracy. On this basis and in this 
spirit, let us approach with open mind 
the question, first, when shall the in- 
staliment options be utilized, and when 
shall the fiduciary contract of a cor- 
porate fiduciaiy be used in cases 
where the best interests of the insured 
and hs beneficiaries will not be pro- 
moted by lump sum payment of insur- 
ance proceeds; second, who shall de 
cide this question and when shall it be 
decided? 


Carnot Be Settled 
by the Beneficiary 


In answer to the first question, we 
must conclude that much as we would 
like to be able to have her do so, it can- 
not be settled by the beneficiary; no, 
not yet, her business experience does 
not enable her to decide it wisely; no, 
no. yet, she is not ready and she might 
prefer a lump sum settlement, or in 
fact she might block the underwriter’s 
sele for she has not come to under- 
stand or appreciate the advantage to 
herself and the necessity for her hus- 
band’s carrying a sufficient amount of 
picperly prescribed life insurance. It 
cannot be left entirely to life under- 
writers, for the reason that it is ad- 
mitted by life insurance management 
that less than 2 per cent of their fie'd 
representatives fully understand either 
the options of settlement of life insur- 
ance companies or the organization or 
management, of a modern trust com 
puny. It cannot be left to the insurance 
trust officer to decide alone for the 
judgment of the underwriter as well as 
the assured’s lawyer are required if the 
proceeds of life insurance are truly to 
be insured; and of course it cannot be 
left to the lawyer alone for the average 
one is not at all familiar with the 


se‘ence of life underwriting and is only 
beginning to understand the advantages 
of a corporate fiduciary over a personal 
administrator. 


Call a Meeting 
to Make Decisions 


So, I suggest that the life underwrit- 
ers call a little meeting after the doctor 
has completed the examination for addi- 
tional insurance to be written, and with 
a view to putting a large part of the in- 
surance now in force on a better basis, 
that the underwriter arrange a meeting 
to be attended, either at the office of 
the underwriter, trust company, lawyer 
or at the home of the insured, and if 
possible with the beneficiaries present 
in person, in order that the following 
may be properly decided in the interest 
of the insured and his beneficiaries: 

(1) The amount of insurance which 
the estate requires. 

(2) The amount that he can pay for 
with certainty, an amount which shall 
not continue to increase the already all- 
too-high lapse ratio. 

(3) To decide upon an amount suf- 
ficiently large to enable the estate to 
make a proper proportion of the pro- 
ceeds of life insurance availab'e in lump 
sum, so that the estate may pass 
through its period of readjustment with- 
out a depreciation of from 10 to 40 per 
cent, not to mention the additional 
Shrinkage when the occasion requires, 
that the best securities of a general es- 
tate shall be sacrified to make a cash 
settlement with the state and national 
governments. 


Provide for Necessities 
and Luxuries 


(4) That a sufficient proportion of 
these proceeds of the estate by contract 
shall be made payable under the options 
of settlement to enable the insured to 
make available the minimum amount of 
guaranteed principal and income _re- 
quired to keep his family in the abso- 
lute necessities and comforts of life, and 
finally, that the major portion of the 
estate may be so arranged through the 
improved and expert facilities of trust 
companies, in order that most of the 
probable requirements and all of the 
natural aspirations of the insured and 
his beneficiaries shall be satisfied, due 
to the fact that no other institution but 
a trust company has the legal authority 
to so well administer the greater part 
of an estate as to secure that flexibility 
which results from discretionary power 
with reference to the purpose for which 
the income shall be used.and with re- 
gard to the possibilities of increasing 
the principal and the income which the 
beneficiaries may receive, in order to 
satisfy their desire in connection with 
the necessities, comforts and even lux- 
uries their estate creator made avail- 
able to them. 


Orly One Time 
te Decide Questions 


There is only one time to decide these 
questions as to when the option of set- 
tlement or the insurance trust shal] be 
utilized and that is before it is too late. 
A proper decision should not be post- 
poned. In this decision let us eliminate 
completely these questions: The com- 
parative stability or financial security 
of either a trust company or a life in- 
surance company, for they are both am- 
ply safe. It cannot be settled on the 
basis of net return for although the 
trust company has an advantage of 
about 1 per cent net over life insurance 
companies today, who can prophesy 
what the net return will be by the time 
income is being paid to the insured’s 
grandchildren? 

Not Invading Life 

Insurance Field 


“What may life underwriters and the 
institution which they represent contin- 
ue to do to speed the time when these 
questions will then be decided is well 
known to the type of life underwriters 


Helping Business 


Woman In 


Completion of Life Plans 


By MISS S. S. ROBERTS 
Edward A. Woods Agency at Pittsburgh 


FOUND when I started in the life in- 

surance business that everybody told 
me, “Don’t bother to write women. They 
don’t know what they want. They 
haven’t the money to pay for it and they 
will change their minds after they get 
— 

That was discouraging. I then found 
out that every textbook on selling life 
insurance is based on how to sell men 
insurance. Women hadn't come up over 
the horizon yet as far as life insurance 
was concerned years ago. I decided no- 
body was paying attention to the women 
in life insurance, so during my course 
every time a problem came up to solve 
I said, “What would you do there if it 
were a woman you were dealing with?” 
eand I was almost thrown out of the 
school. 

So I decided there was no competition 
in selling women life insurance if you 
went at it from the woman's point of 
view. 


Does Woman Have Plans 
Worth Considering? 


On the program the subject that was 
given was “The Completion of Life's 
Plans Through Life Insurance for the 
Business Woman.” Does she have plans 
that are worth considering? Really 
that is the crux of the whole matter. 
Are her plans worth consideration? 

Let’s survey the field. They say there 
are 40,000,000 wage earners in this 
country, 8,000,000 of them women. Are 
8,000,000 enough for you to start on and 
give some consideration to? 

We have been brought up to consider 
women as recipients of the benefits of 
life insurance. The business woman has 


assembled here. It may not be amiss, 
however, to call your attention to a few 
things which you should not overlook 
if you are to play your proper part in 
this consummation: cease to give the 
impression that trust companies have 
any intention of invading the province 
of life insurance; that trust companies 
are attempting to usurp the prerogatives 
of the options of settlement when they 
seek to establish contact with the policy- 
holder with a view to making available 
the super-facilities of a life insurance 
trust in connection with specific objec- 
tives which the insured desires to ac- 
complish. Accord to trust company 
management that same unqualified en- 
dorsement which trust companies have 
accorded to the institutions which you 
represent. Let your underwriters make 
plain to their prospects that they have 
neither the legal authority or qualifica- 
tions to give advice in connection with 
legal matters or to complicated tax mat- 
ters; that they are expert inthe field 
of life underwriting only and that there- 
fore their responsibility to their client 
is limited to estate creation; and that 
since they are not expert in the field 
of money management, they should stay 
in their own field instead of attempting 
to invade fields in which they do not 
belong; and on the other hand let them 
insist upon trust officers, lawyers and 
tax experts ‘sticking to their own knit- 
ting.’ And, finally, if the underwriter 
will thus cooperate and supplement 
these other representatives of service 
so vita] to the subject of estate creation 
and estate management, a very much 
larger proportion of the human value 
represented by estate creators, will be 
underwritten and amortized than the in- 
significant 4 per cent which is today 
represented by the total old line insur- 
ance in force in this country. 


to go out and get her own benefits. She 
has to earn them and she is the one 
that will enjoy them, and think of it in 
that way. She is the recipient but she 
has got to get out and do them herself. 

As you know in planning men’s pro- 
grams, men go out and pick their de- 




















MISS 8S. S, ROBERTS, Pittsburgh 


The only woman to address the conven- 
tion on life insurance. Mixs Roberts ix 
counected with the E. A. Woods Agency. 


pendents, they court them and they mar- 
ry them. Women usually inherit their 
dependents. 


Must Consider Them from 
Different Point of View 


They outlive these same responsibili- 
ties, so you must consider them from a 
different point of view. Any program 
that you work out for these women 
must carry them through that place 
where they have their dependents early 
in their business careers and then focus 
that program later when they are their 
own dependents and they hate to give 
in. 

You know after you once earn your 
own living and something goes wrong 
with your backbone, you must consider 
bolstering up the backbone so it wil! last 
as long as it should. Consider women 
from that point of view. That same 
point of view is the only one that you 
can use on women. It is the one that 
we are coming to see, and you will see 
in your handling of insurance for men. 


Why Talk About Dying? 
Everybody Wants to Live 
Why talk about dying? After all 
everybody wants to live, and just con- 
sider that as something that might hap- 
pen. I never talk about dying. Every 
(Continued on page 16, 
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Bequest Insurance to Aid Charities 


Huge Field for Life Underwriters In 


Educational Institutions and the 


Many other Charitable Organizations 
By DR. ALFRED WILLIAMS ANTHONY 


Federal Council of Churches 


N LAW the word “charity” includes 

every object which is not sought for 
personal gain or for profit, and charit- 
eble organizations are those which are 
not conducted for personal gain or for 
profit. That is a broad and inclusive 
conception. Just run through some of 
the names which apply to various forms 
of charities—churches, Sunday schools, 
lecture courses, chapel cars, colporter 
wagons and automobiles, publication so- 
cieties, missions, home missions, for- 
eign missions, hospitals, dispensaries, 
reearch laboratories, scientific expedi- 
tions, schools, colleges, retirement 
funds, prizes, libraries, museums, parks, 
arboretums, bird sanctuaries, societies 
for the prevention of cruelty to animals, 
humane societies, day nurseries, kinder- 
gartens, mothers’ aid societies, outdoor 
relief agencies, maternity homes, asy- 
lums, refuges, homes for the aged, 
homes for orphans, institutions for the 
blind, for the crippled, for the insane, 
sanitariums, rest cures, summer out- 
ings, camps, boy scouts, girl scouts, the 
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tubercular poor, slums, sanitation, hy- 
giene—why, where shall I stop? 


Unlimited List of 
Organizations of Charity 


1 feel almost as though I might “beg 
leave to print” and simply turn over to 
the printer a good part of the diction- 
ary. 1 have not used technical hames 
yet, nor mentioned what might be called 
the technical organizations of charity 
such as The Society for Organizing 
Charity, The Society for Improving the 
Corditions of the Poor, Florence Crit- 
tenden Homes, Rescue Leagues, The 
Salvation Army, Community Chests, 
The Fund for Aged and Indigent Spin- 
sters, and so on indefinitely. I might 
appropriately read to you from certain 
encyclopedias, British, American, Jew- 
ish, Catholic, Sociological, without then 
by any means exhausting the names and 
the descriptions of charitable organiza- 
tions in this vast field. No publication 
yet has listed them all; no learned so- 
ciety has as yet investigated them all. 
They are legion. 


Huge Investment in 
Colleges and Universities 


Let us take a cross section out of the 
field of education and see what this 
cross section may mean in the way of 
“cold facts.” There are approximately 
1.200 colleges and universities in the 
United States. Invested in the plants of 
these institutions are more than $1,000,- 
000,000. The present permanent funds 


of these institutions are estimated to be 
somewhat over $1,500,000,000, and the 
annual expenditure for education in the 
United States is considerably over 
$1,000,000,000. The compiled expendi- 
tures of all of the states for elementary 
education in the year 1924 aggregated 
$1,820,744,000. 

It is undoubtedly fair to say that edu- 
cation appeals to more men and appeals 
to them more forcibly than any other 
one charity, not even excepting religion. 
Education is really the effort to give to 
a child as much information and as 
much wisdom as he can absorb and to 
awaken in him the desire and deter- 
mination to use his own powers to the 
full. 


Children Are Basic 
to Educational Consideration 


The subjects of education's efforis 
are ordimaruy and primaruy chiidren. 
Children are heipless. A littie child is 
the most heipiess being known. it can- 
not move trom danger. it cannot teed 
itself. lt cannot nnd its own shelter. 
it did not seiect its color—white, black, 
red, brown, yellow. It did not choose 
iis parents, poor, rich, wise, toolish, in 
dustrious, lazy, healthy, sick. It just 
came, landed where it was whether in 
America, in Germany, in Mexico, or in 
any corner of the wide world. If there 
is anything which can change fate as 
it affects one of these little ones, the 
most helpless of beings, it must be edu- 
caution. If there be any power to break 
down barriers or open doors to oppor 
tunity to a child, it must lie some- 
where in the realm of education, in 
those efforts of imparting information 
ard wisdom to the child as far as they 
can be absorbed and in the awakening 
of desire and determination in the child 
to use his own powers to the full. The 
helplessness of the child and the pity 
in the human heart, constitute the abid- 
ing philosophy of charity as it applies 
to education. Those underlying consid- 
erations, almost universal in their ex- 
teni, are permanent, reaching every- 
where and touching practically 
everyone. 


Reasons for Public 
Interest in Colleges 


Some of the reasons why the people 
of our country believe in the college, 
give to the college, send their children 
to the college and are willing to take 
of their possessions and invest them in 
college enterprises, are: 

1. It is becoming increasingly appar- 
ent that there is positive danger in per- 
mitting the state to control education. 
The ordinary legislature is not qualified 
for such a task. The recent tirades 
against the teaching of evolution in 
state supported institutions, shows how 
hostile public opinion may be, even in 
this day of enlightenment, toward the 
free exercise of scientific inquiry and 
expression. This very state in which 
we are assembled has awakened a grim 
and devastating fear lest prejudice, 
under the protection of law, shall un- 
dertake to supplant enlightenment in 
ta:-supported educational institutions, 
shall seek to compel medievalism to be 
substituted for science in text books 
abd in classroom instruction, and snall 
try to put a muzzle and a gag on the 


prophets of free thought and free 
speech in institutions receiving state 
assistance. 
College Men Are 

Leaders in Enterprises 

2. Another reason why the people 


trust the college and parents and pupils 
alike are willing to pay for what the 
college can give rather than accept 
without cost what the university offers, 
lies in the fact that the common people 
are pretty nearly ready to aver as a 
positive conclusion, out of their experi- 
ence in watching American enterprises, 
that the leaders of these enterprises 
who in the best proportions couple abil- 
ity and character, are the products of 
the small college. 

3. The smaller college represents 
loyalties of inestimable value in the 
eyes of parents and of discerning boys 
and girls. Most of these colleges were 
founded by religious people with the 
purpose to teach therein religious prin 
ciples, and with the determination to 
keep them religious in all their activi 
ties and in their influences. As Daniel 
Webster said of Dartmouth College long 
ago, “Though the college be small there 
are those who love it.” The great 
wealth of devotion to the institutions of 
learning in this country is bestowed upon 
cclleges. “College loyalty” has become 
a term to conjure with. Into it has en 
tered a blend of convictions (1) that 
the college is ethically sound, making 
for personal character and righteou 
ness in the nation; (2) that the college 
is pedagogically right, developing in 
dividual souls in small groups in clos: 
contact with genuine teachers; (3) and 
that the college is popularly simple and 
sincere, near the homes and near the 
people, and by its very struggles in pov 
erty keeping itself understandable and 
sympathetic. 


Meny Need More 
Financial Backing 


The colleges are here to stay—prob- 
ably not all of them. And to grow 
probably not all of them, for doubtles 
there will be a weeding out process and 
a survival of the fittest. Some of them 
now are lamentably weak, with little 
more than a name. Some of them ought 
never to have been established. Some 
are expressions of little more than per 
sonal or local pride and ambition. O! 


course in the process of time those 
which are needed and will serve the 
interests of mankind will grow and 


justify their existence by becoming 
necre and more useful. 

Dr. Donald J. Cowling, president of 
Carlton College, a great educator in 
Minnesota and in the nation, has made 
a careful analysis of all the needs of a 
college prepared to receive and teach 
1,000 pupils, an analysis approved by 
the Association of American Colleges 
before which it was presented as a re- 
port. This analysis at present is the 
nearest approach to a standard for the 
ideal college which has been made 


Three Billions at 
Least Are Needed 


In order to possess grounds, build- 
ings, faculties and funds, such a college 
must have not less than $12,000,000. 
And by the same analytic mind it has 


been reasoned out that if 300 colleges 
of 1,000 students each—which would be 
a sufficient number to accommodate 
one-half of the 600,000 students now in 
universities and colleges—if 300 col- 


leres, which is about one-half of the 
number now existing, were to add to 
their resources, which now represent 


about $2,000,000 apiece, another $10,000,- 
Oo” apiece, enough to make them really 
efficient according to this standard, 
these 300 institutions would require 
no less than $3,000,000,000 to put them 
into a healthy and normal condition to 
berin to do their best work today 

Here, then, is one sample of the acres 
of diamonds which lie around the insur- 
ance companies and insurance under 
writers, a $3,000,000,000 goal for higher 
education—just for without 
an. quavers of uncertainty as to the 
need 


All Charities Make 
Staggering Total 


colleges, 


If I were to proceed and analyze, sec 


tion by section, other great causes 





GRORGE E, 


LACKEY, Oklahoma City 
Trustee of National Association 


which are charitable, I think I would 
easily multiply this $3,000,000,000 by at 
least 100, and | would tell you men of 
sums, staggering at least to my imagi- 
nation, in their immensity, which are 
new desired by charitable organizations 


ard their workers in this country of 
ours 
Look at the gfeat work which is 


done by the community chests of our 
country and note some _ tendencies 
which are becoming apparent through 
the experience of these community 
chests Here are some figures by 
Pierce Williams, secretary of the Ame 
ican Association for Community Organ- 
ization, which is the name of the na 
tional association of community chests 
first, in a cautious and con 
servative way, “figures recently com 
piled by our association indicate that 
the trend in giving to secular charit 
able work through community chests 
may be, if not downward during the 
next few years, at least not upward.” 
And he goes on to say: “Here are’some 
fizures compiled from the experience of 
68 community chests that have been in 


lle says, 


operation for five years Raised for 
1923, $29,666,618; raised for 1924, $31, 
640.774, increase $2,274,156, or 7.6 per 
cent: raised for 1925, $33,009,445, in 


crease $1,068,671, or 3.3 per cent; raised 
for 1926, $34,933,143, increase $1,923,698 
or 5.8 per cent; raised for 1927, $35,387, 
627. increase $454,484, or 1.3 per cent.” 

This trend of giving for local chari- 
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EDWIN M. WILLIAMS, Memphis 


Chairman Attendance Committee, on One 
of his Air Trips to Stimulate Interest 
in Convention 


tics in response to the annual appeal 
of the chest, has for charitable workers 
deep significance. In the first place, 
they are face to face with the necessity 
of asking for endowment funds. The 
work which they seek to support is not 
diminishing and ought not to cease. If 
the support cannot be secured out of 
current gifts then the benevolence of 


ct 


‘ 
t 
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present contributors should be capital- 
ized so as to carry the work over the 
low areas and periods of depression 
which may follow. 

Similar low areas and times of de- 
pression are met in the experience of 
all charitable organizations. The 
church has the time when it is hard to 
secure for its many and almost com- 
pelling objects the necessary funds for 
their maintenance. The church has had 
that experience very recently. In some 
denominations the corner seems to have 
beer turned, in others the upward trend 
is not yet apparent. Every charitable 
worker in this country, no matter with 
what organization he is connected, sees 
the necessity of having behind him as a 
stabilizer of all his efforts and of all 
his programs, an endowment fund suf- 
ficient at least to carry him over the 
depressions which constantly recur in 
the scale of annual and continuing con- 
tributions. 


Agents Will Find. 
Hearty Welcome 


If you insurance men enter into this 
field of charitable business you can be 
assured that there is scarcely a chari- 
table organization in the whole world 
thal will not welcome your efforts. In 
addition to the stabilizing effect of a 
permanent fund comes also an increase 
of credit and of confidence. Some 
people give more readily to organiza- 
tions which have an assured future and 
a permanent fund does assure the 
future. 

The recognition of life insurance as 
a legitimate method, not only for 
caring for families, widows and orphans, 
but for promoting all phases of the 
work of charitable organizations, is in- 
creasing. You and I know of churches 
which by means of life insurance on 
short term policies, have secured funds 
for the erection of their places of wor- 
ship. The number of colleges which 


are inquiring concerning methods of 
life insurance upon their classes, or 
their graduates, or their friends, for the 
endowment of their work or for the ex- 
tension of their departments of teach- 
ing, or for other features of their in- 
terests, is increasing. 


Co-operation, Understanding 
by All Is Needed 


Now in this great field of charity 
always using the word in its broad 
legal sense—are four large groups of 
pecple, who need to understand each 
other and co-operate. (1) Your life 
insurance underwriters are one group. 
(2) We who represent, or are, the 
charitable organizations are another 
group. (3) The lawyers, who write 
wills and draw up trust agreements and 
formulate other documents in harmony 
with the law are another group. And 
(4) trust companies and banks with 
fiduciary powers, which handle funds, 
are administrators of estates, and trus- 
tees for corporations and individuals, 
ccnstitute the fourth group. So, in the 
large what I say today, though related 
to good business for all of us, each in 
his way and each with his share, is also 
related to the fine ideals of understand- 
ing. fellowship and co-operation in pro- 
moting human welfare through the 
sound and safe handling of funds for 
future benefits. 





Urges Speakers’ Bureau 


In his report to the convention, First 
Vice-president Chester O. Fischer sug- 
gested that the National association or- 
ganize some form of a speakers’ bureau, 
to furnish local associations with lead- 
ing material. He said that, although he 
had not been able to make as many 
visits to sales congresses and local as- 
sociation meetings during the past year 
as he would have desired, he had found 
from the contacts made that local as- 


sociations are hungry for good outside 
speakers. He said there is a need for 
some definite organized effort to locate 
speakers throughout the country and en- 
able the associations to operate to a 
maximum of efficiency and results in 
this. way. 





Local Association 
Plans Are Discussed 


Plans for sustaining interest in local 
associations were discussed at some 
length at the meeting of the executive 
committee Tuesday. Methods that had 
been used with some success in their 
own associations were described by Wal- 
ter Pierce of Miami, Fla.; Ernest W. 
Owen of Detroit and Herbert Baum of 
Birmingham, Ala. 

The same general topic was involved 
in the discussions of the proposal to 
create a speakers’ bureau at national 
headquarters for the benefit of local 
associations. Clinton F. Criswell, execu- 
tive secretary of the Chicago associa- 
tion, said that association had secured 
a number of excellent speakers by 
watching the announcements of com- 
pany conventions and getting as speak- 
ers for the association men who were 
to speak at other meetings in Chicago 
or were passing through the city on 
their way to such meetings. 

In line with that plan, it was decided 
that the national headquarters should 
get in touch with the company home 
offices, get the itineraries of agency of- 
ficers who are to be on trips over the 
country and notify the local associa- 
tions that might be interested. 





John W. Clegg, of Philadelphia, for- 
mer president of the National associa- 
ticn, and Mrs. Clegg have just returned 
frcm a three months’ European trip, 
coming direct to Memphis for the con- 
vention. 


Big Business— 
In the Far West 


PERHAPS you are not aware of just how much life insurance 


was placed last year by all 


Coast States. 


Washington 
Oregon . . 
California . 


companies in the three Pacific 


124 millions 
65 millions 


456 millions 


ARE you ambitious to build a profitable general agency of your own somewhere on the Pacific 
Coast where the weather and roads will permit you to work every day in the year? 


E have some splendid opportunities for men of good character and proven ability. 


Our general 


agency contracts are unusually liberal and our policy forms are modern in every respect. 


Write and tell us about yourself. 


Maybe you are just the man we are looking for. 


JAMES L. COLLINS, Vice-President and Superintendent of Agencies 


NEW WORLD LIFE INSURANCE COMPANY 


SPOKANE, 





WASHINGTON 














XUM 











































































































3rd Day NATIONAL LIFE CONVENTION DAILY, OCTOBER 14, 1927 9 
at SSS = Sx¥ 
lhe Amer National 
GALVESTON, TEXAS 
Twenty-Second Semi-Annual Statement, June 30, 1927 
ASSETS 
NN 5S nyc ancanse is oe vane ee eaeeee SCeuEN esa $ 1,248,324.42 
; DE 6 664065ebbdebbedebededeeeseeacaes 299,455.35 
i cs on has OhA RES Hk d Coen ke mS eNO RE Nae eee 10,488, 133.39 
ee gs UD Ns. se ee ee neen seu seek Mee eee 3,000.00 
ae hls 64 a oda oa he Eke M8 04 680 Rs awe ee 2,557,679.35 
I a ee Ee ee ee er 10,402,372.74 
ik na che ens ee Ried et a6 Ow eke 6 honda Kade 1,231,454.85 
oa i 6 ad 3 AWS ROO OOS SECM RE TRS 35,500.00 
FETE EPEC CE ECT ET OTE TTT Te rT 516,701.18 
Deferred and Uncollected Premiums, Etc., (Net).................... 857,096.22 
Due from other Companies from Re-Insurance....................0065 3,064.00 
ID i. 6:00 0s weenie d5 66 dhe Senda de enverséa5eddeneuee eee 
LIABILITIES 
Net Reserve (American Experience Table, 3 and 342%) .............$23,067,053.00 
Reserve for Death Losses in Process of Adjustment .................. 272,890.63 
ee a cia oud ae geo cunG-e aale acl e ck eae eer MRO Ie Oe 144,305.70 
so ase de es bee. 04a 20e0y a0. eee 199,330.49 
ee peel’ ke Cewek se inndeanenen eke $2,000,000.00 
PE FE GING TID onic va divn ce wa cwevesevssecsesn 1,959,201.68 
CUTER GU) PINON 650 ncn ks ccenscenceeucacucetuedeseene 3,959,201.68 
i de a ale a 5 eh hai wll @ hee alee Oa $27,642,781.50 
OFFICERS 
a — President 
I ee Vice-President W. L. Moody, TIT Third Vice-President 
em Ee Second Vice-President > | sisi divimenasdamiae Secretary 
Liberal First Year and Renewal Commissions— Up-to-date Policies— 
Non-medical—Group and Special Low Premium Plans 
Offering New and Attractive Features. 
If Interested address Agency Manager. 
J ay 
Pox) — = Pat 
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“One of the Oldest Life Agencies 
in the South” 


R. HENRY LAKE, Manager 

Successor to Richard P. Lake & Son 

Mississippi & West Tennessee 

6th Floor, Bank of Commerce & Trust 
Co. Bidg 

Memphis, Tenn 


T. W. Jeter, Cashier 





Memphis is 





the largest city in Tennes 
sce and the fourth largest im the South 





International Life 
Insurance Co. 
St. Louis Missouri 


SOUTHERN DIVISION 
520-21 Exchange Building 
MEMPHIS, TENN. 


T. J. McREYNOLDS, JR. 
Division Manager 


HARRY G. ALLEN 
Supervisor of Agencies 











LIFE UNDERWRITERS 


Glad You Are Here—Hope 
You Enjoy Your Visit. 


Memphis, West Tennessee 

and Mississippi 
Offer Great Opportunities 
to Insurance Men Who 
Have the “Work Habit.” 
We Can Use Good Men at 
Several Very Desirable 
Locations. 


THOMAS M. SEARLES, 
General Agent 


AEtna Life Insurance Co. 
Goodwyn Institute Building 
MEMPHIS, TENN. 














Memphis és the cheapest cash retail 
grocery market in the South. 











Memphis is the largest sweet feed 
manufacturing center in the 
United States. 


























Telephone 6-7926 


R. H. MOORE 


General Agent 


Equitable 
Life Insurance Co. 
of Iowa 


814-15 Exchange Bldg. 
Memphis, Tenn. 





Memphis is the home of the world’s 
largest cotton warehouse. 











Not goodbye—for we hope to have the ple 


with us again. 


It is our hope that you have enjoyed your stay 


you’all with us. 


In a not too far distant day remember, please 


host to you again. 














Bids Yo 
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If you don’t like the 
town 
You can burn it down. 


s. C. McC. 


The Offer Still Stands 
Matches Free 


Edward J. McCormack 


Minnesota Mutual Life 
Insurance Co. 





Memphis is the greatest inland cotton 
market in the world, handling 
1,999,630 bales Jast year. 


T. C. LOONEY, Jr. 


Massachusetts 
Mutual Life 


Memphis, Tenn. 











Memphis has the best insurance 
tion granted by the National 


classifica 
Board of Fire Underwriters. 

















Memphis ss the 
marke 
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P South, 
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John E. Lippitt Columbian 


wees Mutual Life 
710-713 Tenn. Trust Bldg. Insurance Co. 
MEMPHIS, TENN. of Memphis, Tenn. 


























ila Meanie LEROY E. KERR Organized 1850 
The peeteghl Seeman Co. — Memphis Agency 
ois tak tie % 215 Columbian Tower The Manhattan 
Life Insurance 
Memphis is the heart of the richest "Gad bate ae ek Company 


agricultural section in the world 


of NEW YORK 
Extends a hearty welcome 
to our visiting guests. 


ALFRED BOYD, Manager 

















917-18 Bank of Commerce 































































































e Building 
Memphis t t hard d lun 
6 froducin wket im t world 
‘oi Farewell 
leage of having you and your wonderful convention 
tay§Memphis. We have most certainly enjoyed having BOLLING SIDLEY 
General Agent 
>asefhat Memphis ‘‘Down in Dixie’’ would like to pla , 
Pp P sitttted Penn Mutual Life 
Insurance Co. 
City Savings Bank Bldg. 
——" Every city agent connected 
with this office is a mem- 
ber of the Memphis Life 
Central Life Assurance Jefferson Standard Underwriters Association. 
Society Life Insurance Co. 
Des Moines Iowa 
Memphis « the a raphic and trade 
Memphis Office : ater of © es te oe tee 
. nee Suit 1114-15-16-17-18-19 neisee Legislature wm 1826 
Edwin M. Williams Rochanee Bide. 
Agency 
.Ruuance and lop J 
venie ea are busi- 718-24 Columbian Mutual BRUCE DONALD 
liberal. Tower Manager 
MEMPHIS, TENN. “Glad to See You” 
ws the bet tholesale dru Memphis 1s the South's eg ned 
marked San, 4 rnplcme> fr and hardware and one <f eae pet See 
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Programming Helps Build Clientele 


ROSPECTS”—the magic word in a 
life insurance man’s vocabulary, 
the absolutely indispensable material 
from which we must build the struc- 
ture of successful salesmanship, and ye 
the cause of so much disappointment! 
Of course we can not succeed as agents 
unless we somehow discover enough 
people who need our services, appre- 
ciate the value of our advice and have 
the financial ability to put it into effect 
but how many times we have been 
deluded by the thought that we have 
a large list of prospects. 


Too Many Prospects 
Are Far in Future 


Did you ever know of a life insurance 
man who sat at his desk playing soli- 





GEORGE W. AYARS, Los Angeles 
Second Vice-president, National 
Association 


taire with a lot of yellow or green cards, 
trying to figure out who was the least 
likely to turn him down that morning, 
or wondering whether this particularly 
difficult prospect, whose age doesn’t 
chenge until a week from next Monday, 
might not be put off for another day? 
1, perchance, you have known of some 
other life insurance man who admitted 


Methods of Turning 


Prospects Into 


Policyholders Illustrated by Cases 


Taken from Big Producer's Experience 
C. WUERTH 


By GUSTAV 


Northwestern Mutual 


that business was pretty slow right now 
but who had a lot of prospects for 
January—people who found a _ con- 
venient way of escape from immediate 
discussion of the subject by saying, 
“Better see me right after the Ist of 
January”. And have you, perhaps, been 
somewhere near that same agent when 
he made his January calls, to find such 
statements as “inventory time”, “clos- 
ing of the fiscal year’, “company sales 
meeting”, etc., as New Year’s greetings 
from those who seemed destined to re- 
miin prospects? Oh yes, we have all 
been through such periods. We must 
have prospects but what we need is 
some method of approach which will 
turn those prospects into policyholders. 


Old Approach Does Not 
Appeal to 1927 Prospect 


The oid method of approach does not 
have much of an appeal to the 1927 
piospect. Insurance payable in a lump 
sum will always have a piace in any 
well conceived financial plan, but we 
cennot sell our protection to those who 
need it most by simply offering life in- 
surance units of $5,000, $10,000, $25,000, 
or what we think a man can af.ord to 
buy, because his rate is about to change. 

Right here let me say that, of all the 
reasons for suggesting a certain policy 
of life insurance, the change of age 
argument is the least important. The 
change of age record is of value to the 
agent because it is an incentive for 
calling upon his prospect some time in 
advance of the increase in rate, a sort 
of self-starter for the man who finds 
it difficult to put himself to work, and 
it often does assist the agent in closing 
a prospect who has been putting off a 
decision which he knows he should 
make. But we have gone beyond the 
day when an appeal to the prospect can 
be based with success upon the ground 
that it would be well to increase his 


Life, New York City 


insurance within the next three weeks, 
because it will cost more after Nov. 1. 
Any day of the year is a good day to 
sit down for a study of your family’s 
financial problems and to guarantee the 
completion of life’s plans through life 
insurance. 


Finds Best Approach 
Through Program Method 


I discovered long since that, for me, 
at least, the best approach to old policy- 
hclders was through the program 
method. The great majority of the 
peopie upon whom |! call are investing 
in hfe insurance. (1 agree with a re- 
cent observation in some insurance 
journal that we should eliminate from 
our insurance discussions the phrase 
“carrying life insurance’—it suggests a 
burden rather than a benefit.) There- 
fore I prefer to say to a prospect, “How 
much are you investing in life insur- 
ance?” The man with one or more 
policies in force is a better prospect 
than one who has formed the habit of 
suying that he has no life insurance 
and does not need it. Whether he is a 
policyholder of mine, or of some other 
agent, the response to the suggestion 
tuat we discuss more insurance is apt 
to be, “This has all been taken care of 
by Mr. Blank” or “How do you expect 
me to pay any more premiums.” 


Must Focus Attention 
on Need for Insurance 


It is obvious that unless I can find 
a method of focusing this man’s atten- 
tion on his need for insurance, the in- 
terview is going to be short. But if 
the discussion is opened by the state- 
ment that I have come to ask for his 
policies so that I can make an analysis 
of his present contracts and submit 
seme suggestions for devoting the pro- 
ceeds to certain specific needs, we are 


likely to travel together for a while in 
search of a solution to his problem. 

It is not always easy to secure those 
policies on the first interview. An old 
pclicyholder will usually be interested 
in learning of any new developments 
and the suggestion that all of his in. 
surance be arranged according to a defi- 
rite plan will usually result in a ready 
agreement to furnish the policies for a 
survey or audit. 


Need to Create Confidence 
in Case of New Prospect 


In the case of a new prospect, espe- 
cially a stranger, it is necessary first to 
create a feeling of confidence so that 
your man will take the trouble of going 
to his safe-deposit box and the risk of 








WILLIAM M,. DUFF, Pittsburgh 
Equitable Life of New York 


Ictting such valuable contracts pass out 
of his hands. A few questions about 
his existing insurance will often bring 
this about, such questions as, “Have 
you taken advantage of all the tax ex- 
en:ptions in your present policies?” to 
determine whether he has named defi- 
nite beneficiaries, or whether all of his 
insurance (as sometimes happens) is 
nde payable to his estate. If he has 





Greetings to 


Underwriters 








Memphis. 











ments of the past is our sincere wish. 


N THE great work to which we are all committed, 
the Grizzard System joins in a rededication to ideals 
and purposes advanced by the Underwriters assembled at 
That success may crown all efforts to make 
the institution of old line legal reserve life insurance even 


| greater, nobler and more widespread than any accomplish- 


Opportunity for reliable 
agents in many cities 











Pronounced Griz-ard 


SYSTEM 


Chicago, Detroit, Cleveland, Columbus and 
Principal Cities 








GRIZZARD SYSTEM OF AMERICA, Incorporated 
Executive Offices, Illinois Merchants Bank Bldg. 


CHICAGO 
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children, a question which is sure to 
interest him is, “What portion of your 
insurance would pass to your children 
if your wife pre-deceases you?” You will 
be surprised to find how few men really 
know the answer to that question. 


Show Advantage of 

Survey in Own Office 

It you can succeed in starting a dis- 
cussion of the subject, and show the 
prospect that you reaily KnOW sole- 
tung to his advantage, it will nol be 
duucuit to persuade him that you cau 
save his lime by looking at the policies 
in your Own Olfice. Un one recent oc- 
cas.on a gentieman ieit uneasy about 
letting his poiicies leave his safe de- 
posit pox, but he readily agreed to have 
them at his office at a certain time, and 
when I called to keep the appointment, 
he turned over all of his insurance 
papers, instructed his secretary to give 
me any assistance she could, and then 
left the office. Before we had finished 
our discussion, he was very willing to 
adopt my suggestion that $25,000 addi- 
tional insurance was required. 

Every office building in your cities 
and in mine is full of men who have 
been buying life insurance policies at 
random from various companies—often 
because the agent was a friend just 
starting in the business—without ever 
huving read the contracts and quite 
certainly without ever having realized 
that they had failed to take advantage 
of one of the biggest assets those poli- 
cies represent, namely the _ services 
of the various companies in arranging 


for the proper conservation and dis- 
tribution of the proceeds. A pamphlet 
distributed a few months ago by a 
prominent general agency in New York 


City contained the following state- 
ments: 
“Men these days are usually scien- 


tific in their mental processes about 
everything except their life insurance. 
Usually they simply buy policies, in 
haphazard fashion. This means that 
they do not ordinarily map out a life 
iusurance plan for their lives, fitting 
policies and plans and amounts of in- 
surance, to needs and ambitions. Life 
insurance by the old haphazard methods 
of purchase is too often erroneously re- 
garded as a burden, while life insurance 
arranged to accord with a definite pro 
gram becomes an ally in furthering 
your life’s effort and desires.” 


Using Program Plan 
in Developing Clientele 


It hardly seems necessary at this time 
to discuss the various elements of a 
ccmplete insurance program. We are 
concerned chiefly with the practical 
question of using the program as an 
instrument in developing a loyal and 
prefitable clientele. When I say profit- 
able, I mean not only as contributing 
to the agent’s immediate personal in- 
come. A profitable clientele, in my 
judgment, is composed of policyholders 
who are convinced that their life insur- 
ance agent is a well-informed counsellor 
on the building of estates through insur- 
ance, that he is ready to serve them at 
any time but not too persistent in offer- 


ing that service, and that he is just as 
ready to sell them a five-year term 
policy as a 20-year endowment contract, 
the choice of policy depending upon the 
client’s needs.and not the amount of 
the agent’s commission. Such policy- 
holders constitute an ever growing 
asset and give the agent the satisfac- 
tior of knowing that his work has, in- 
deed, been well done. 


Make Careful Analysis 
of Existing Policies 


In presenting this subject, I have 
found it of great value to draw up a 
careful analysis of the existing policies, 
calling attention to the chief points in 
each policy which the insured should 
review. In most cases the children 
have not been named as contingent 
beneficiaries, or perhaps there has been 
another child since the endorsement 
was made and nobody has taken the 
trouble to see that this new member of 
the family is included in the ultimate 
distribution of the proceeds. I have 
found cases where one policy was made 
payable to a fiance, whereas another 
described the same beneficiary as wife, 
and, to be properly written, should have 
also named contingent beneficiaries; or 
where income settlements in different 
companies bore no relation whatever to 
each other, so that there would have 
been a most uneven and illogical dis- 
tribution of proceeds if the  policy- 
holder had died. 

I even found one of my own early 
pclicies, written when I did not know 
the first elements of programming, in 


which I had permitted a policyholder, 
whe had $20,000 other insurance pay- 
atle in a lump sum, to buy a contract 
for $1,840, payable in monthly install- 
ments of $10 each for 20 years, with- 
out the right of revocation or commu- 
tation. A monthly income is fine, but it 
should amount to more than the dues 
for a Christmas Club. I consider my- 
self lucky to have discovered and recti- 
fied this case myself, before some other 
agent pointed out to my policyholder 
what a dumb-bell I had been. Cases 
like this (if there be any others) would 
properly form the subject of a discourse 
on “Policy settlements which should 
never be written.” 


Draw Tentative Program 
in Form of Letter 


Having made the analysis and a cal- 
endar of premium payments (which is 
a very important but neglected item in 
the life of the average policyholder) I 
diaw up a tentative program in the 
form of a letter. Experience has shown 
that a mere table of settlement forms 
apd suggested amounts, no matter how 
eluborate the details may be, makes 
rather dull reading, whereas a letter 
with a little personal touch in it will 
command some attention and study. I 
try to present the documents in person, 
so that 1 may be present when my pros- 
pect is reading them, but on occasions 
when this has been impossible, I do not 
hesitate to send them by mail. By 
the time we have reached this point in 
the discussion, a feeling of confidence 
has been established, and I am certain 
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that a letter will not find its way to the 
waste basket as do so many pieces of 
insurance literature sent in advance of 
an interview. 


Letter Illustrates 
Method Followed a 


The best illustration of this method 
which I can give is to read such a letter. 
This case involved a prospect who had 
a total of $15,000 insurance payable in 
a lump sum. I had learned of a real 
estate deal in which he was interested 
and came to him with the suggestion 
that his life insurance should be ex- 
purded to meet the additional obliga- 
tiuns involved in financing his plans. 
I discovered that the need for cash was 
not as substantial as I had imagined, 
but on the other hand, the insurance 
in force was quite inadequate. I also 
discovered that my own company, the 
Nerthwestern Mutual Life, had rejected 
his application for a $5,000 policy many 
years before. Having ascertained the 
conditions on which the company would 
be willing to authorize an examination, 
and having satisfied those conditions, 
we proceeded to a complete medical re- 
When the approved papers were 


port. 
received, I laid before my prospect the 
following letter and sat across the 


luncheon table from him while he read 
it: 
Dear Mr. 
In line with my promise I have as- 
sembled some information which will be 
of interest to you in considering the in- 
surance coverage which we have just 
been discussing. 
In our rapid review on Wednesday I 
pointed out the need for funds to cover 
certain specific obligations which would 
your executors and be neficiaries In 


Blank: 


face 
case something should happen to you. 
These comprise: 
I—C ash 

A Expenses of last illness -doctors, 
nurses, hospital (7), ete 


B Outstanding personal obligations, 
notes, endorsements on notes of others, 
unpaid bills of a personal nature, 

¢ (1) Unpaid installments on the in- 
ome taxes of the preceding year. (2) 
Accrued income tax for the current year 
State inheritance 


to date of death. (3) 
tax (4) Federal estate tax 

D> Unpaid obligations which may be 
. charge upon the estate, such as club 


subscriptions to Community Chest, 
various educational or 
religious endowment funds extending 
over a period of several years 

E. Cost of administration including 
the publishing of notices, premiums on 
the bonds of executors, attorney's fees, 
cost of possible litigation. 

F Replacement of capital 


dues, 
subscriptions to 


which 


micht be tied up In your real estate pro- 
ject 

For the present I should estimate the 
necessary amount to cover this item at 
$40,000. 


iti—Funds for family adjastment 


In the settlement of any estate there 
is a period during which new methods of 
financing the home must be adopted and 
it is quite out of the question to make a 
For 


sudden re-adjustment of the budget. 

this reason I very much favor a policy 
which would, during the first vear. fur- 
nish an additional amount of income rep- 


resenting insurance payable in twelve 
monthly Installments, A monthly in- 
come of $210.25 for one year (with cer- 
tain additional dividends) would be pay- 
ible as a result of a policy of $2,500. 


I1ll—Educational funds 


Regardless of the income of any es- 
tate, definite funds set aside for the ed- 
ucation of children which are in effect 
the property of the minor beneficiaries 
held in trust by their guardian until 
needed for college expenses, constitute a 
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very sound method for guaranteeing this 
important part of a family’s require- 
ments. Such policies have been very 
widely accepted by the insuring public 
and in the form which I sketched for 
you would involve two $5,000 contracts, 
making a total of $10,000. 


IV—Monthly income 


If other assets are of such a size that 
the minimum monthly requirements of 
the family would be met without ques- 
tion, it would perhaps not be necessary 
to touch upon this part of the program. 
Study of this question, however, has led 
me to believe that in a great many cases 
a certain guaranteed income from life 
insurance, of which the principal cannot 
be lost or reduced through the failure of 
an investment, is a valuable factor in a 
financial plan such as you are contem- 
plating. We of course write income pol- 
icles paying as high as $1,000 a month, 
but for your present purpose I should 
say one which would guarantee an in- 
come of $100 a month for a ten year 
period would at least be a good start in 
this direction, Assuming for the mo- 
ment that this fits into the picture, it 
would require a policy of $10,000. 


V—Emergency policy 


A contract under which the principal 
is held in trust, the income only payable 
to the beneficiary, but with the proviso 
that not more than $1,000 may be with- 
drawn in any one year, would permit the 
beneficiary to have available cash in 
ease of special need. One of our General 
Agents recently received an appeal from 
a mother (whose son was in college des- 
perately ill) whose only source of in- 
come was from a monthly income policy 
from which she was not permitted to 


withdraw any part of the principal. The 
inability of our company to advance any 
money created a rather difficult situa- 
tion which would have been avoided if 
any of this policyholder’s contracts had 
been arranged in the form of such an 
emergency settlement. For your purpose 


I would suggest a policy for $5,000. 
ef 
Present insurance, approxi- 

RS ER Ree 


.. 15,000 


Balance to complete this 
particular program  ..................$52,500 
Raised First Proposition, 
Accepted Entire Program 


Then in this letter I gave him a sum- 
mury of the premium deposits, the pres- 
ent dividends and the cash values under 
such a program. While he read the let- 
te1, except to answer certain questions, 
I kept my mouth shut. (Too much talk 
hac spoiled more life insurance sales 
than too much silence.) My friend 
studied the suggestions for some time 
and then concluded that the program 
would require a slight amendment be- 
cause his boy would require $7,500 for 
an educational fund covering three 
years of professional training after col- 
lece. He asked permission to take the 
letter home for further study, and 
meanwhile, at my suggestion, he signed 
the applications for several policies ag- 
gregating $55,000, the total of the re- 
vised program, so that he could see the 


policies and decide which he would ac. 
cept at the start. Before the policies 
came back he had told me that he 
wanted to take the whole program and 
instructed me to come for his check and 
bring the requests for the endorsements 
as soon as I had the contracts. If | 
had started in to sell that man just 
“life insurance,” do you think he would 
have raised the amount of my first 
proposition and then decided to in- 
crease his coverage from $15,000 to 
$70,000? Neither do I. 


Took Year to Decide 
Protection Was Needed 


Another case, which was of particu. 
lar interest to me, involved a man who 
had a wife and two children (a boy 
and a girl), was engaged in a profit- 
able importing business with his broth- 
ers, was 43 years old and had never 
been examined for a life insurance 
pclicy. Oh yes, he had been solicited a 
great many times but the first evidence 
of any interest in my proposition was 
exhibited when, in one of our early dis- 
cussions, I sketched briefly the main 
features of an insurance program. He 
tcok about twelve months to think over 
the matter, then one day he arranged 
for an examination, decided he needed 
such protection, gave me a check for 
a quarterly premium to prepay the case 
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and instructed me to prepare endorse- 
ments which worked out as fullows: 

1. Cash settlement, $20.000. 

2. Emergency fund with possible 
withdrawal of $1,000 in any one year, 
$5,000. 

3. Educational funds for his two chil- 
cren, $10,000. 

4. Monthly income to his wife for 20 
years based on $60,000. 

5. Fund to be held intact, interest 
only payable to wife for 20 years, then 
principal to be available, $5.00. 

Total, $100,0u0. 

Under policies payable to his wife, 
prevision was made for his chilJien 
thiough the cunt.ngent beneficiary 
cluuses. Combined wi.h other asscis of 
which he toid me, this exactly me: his 
requirements, yet | am certain that if 
1 had started out to seil that man $100,- 
ocu of lite insurance, such as he had 
always heard about, we wouid stiil be 
discussing the preliminaries. 


Method Can Net Be 
Used in All Cases 


Please do not think that I am advo- 
cating the exact toliowing out of this 
nuthoed im all cases. A gieat many life 
insurance men do very liitie letter 
viiung, and certainly those who can 
close a lot of cases on the first inter- 
view or whose business is conuned 
laigely to placing subsianta!l pvlicics 
fur paying esiate and inheritance taxes, 
would find this a siow and cumbersome 
r.ethod. But 1 know that it woras, pro- 
duces a real satisfacioiy volume of 
new business and muie important still, 
it impresses the prospect with the tact 
that a real study of his situation has 
been made, and makes hm my client, 
so that he is not likely to buy his next 
tlhiee or four policies in that many other 
companies. I find such ktters retained 
in the files of my policyholders and re- 
ferred to at subsequ.nt dates when ad- 
ditional insurance is considered 
advisable. 


Eenefits from Such 
Presentation Threefold 


The benefits of prescnting the subject 
of life insurance in some such manner 
are threefold. In the first place, there 
is the fact that a policyholder who has 
charted his course has a definite idea 
of where he is going. I have just men- 
tioned the case of a policyholder who, 
huving been able to adopt only a por- 
tion of a suggested prog.am, is eagerly 
awa.ting the chance to add another sec- 
ticn—surely a heip in opening up sub- 
sequent interviews. A new son in the 
family has for many years been the 
excuse for a stream of congratula:ions 
to the proud father from all of his 
friends—more especially his life insur- 
ance friends. But haven't you some- 
times found it a little dilficult to com- 
bine your really sincere good wishes 
with a proper approach to the subject 
of a litthe more insurance to cover the 
added responsibilities? I have! 


Wants All Children to 

Have Equal Advantages 

However, if your policyholder, with 
educational scttlements coverng two 
children, is blessed with another son, 
you will find that he is not only willing 
to discuss the matter of another policy 
to give the three children equal oppor- 
tunities for an advanced education, but 
that he has been thinking of that very 
matter before you arrive. And if some 
other agent happens to call upon your 
policyholder with a new suggestion 
other agents are likely to do that very 
thing—a man who has become con- 
vinced that you are a real insurance 
counsellor, interested in his particular 
prcblem, is apt to send for you and ask 
your opinion of the addit.on to his 
program. 

In the second place, this method is 
certain to reduce the lapse ratio. A 
nan who is paying premiums on $40,000 
of life insurance with a lump sum set- 


tlement may be tempted to drop some 
of his policies in a time of financial 
Strain. on the ground that he can afford 
to reduce his protection to the extent 
of $10,000 for the sake of the present 
comforts or necessities of his family. If 
he looks over his policies with such a 
purpose in mind and finds one of them 
labelled “Fducational! fund for Bill.” an- 
other “Life income of $100 per month 
fox Helen,” a third “Mortgage policy,” 
etc., he will think twice before sacri- 
ficing such very sound provisions for 
his loved ones. He will probably send 
fur the agent who worked out this pro 
gram and ask whe‘her there isn’t some 
way in which he can have a little more 
time to meet that particular payment 
and a premium loan—someihing new in 
his experience—can be arranged in 
short order. 


Policyholders Will 
Bring New Prospects 


The third advantage in this plan is 
the fact that policyholders will bring 
you new piospects. We have heard a 
great deal about the endless chan 
n«thod of securing piospects, and yet 
I discovered long ago that many men 
hesitate to send their life insurance 
agent to see their friends. They may 
give us a list of names with the strict 
injunction, “Please do not mention my 
name.” This res.stance is difficult to 
break down if we rely principally upon 
the policyholder’s appreciation of the 
company we _ represent. There are 
muny good life insurance companies 
and the plea that my particular policy 
might prove of value to a certain friend 
was often met in the past by the state- 
ment, “My friend Jones has been doing 
business with Mr. Brown and he also 
represents a good company”; but when 
I have fixed up a complete program for 
a policyholder, I have discovered a dif- 
ferent attitude. 


Man Likes to Have 
His Judgment Confirmed 


A man usually likes to have his judg- 
ment confirmed. If he drives an auto- 
mcbile which can take all the hills in 
his neighborhood in high, if his new oil 
burner is a success, if his shaving 
cream proves as good as the advertising 
copy indicated, he is willing to tell his 
friends. If, then, he is satisfied that 
his life insurance has been put into the 
best available form by means of settle- 
ments to cover specific needs, if he has 
confidence in the agent who did the job, 
what is more likely than that he should 
show his policy analysis to a business 
associate or to his next door neighbor? 
If he praises your work to one of his 
frends and receives that friend’s ap- 
proval, you are more than half way to- 
ward the closing of another case. Often 
such recommendations will come un- 
solicited, in others a suggestion to your 
policyho'der will start him out as an 
unofficial salesman of your service. 


Many Have Never Taken 
Advantage of Opportunities 


I would not be willing to take your 
t'me in discussing such elementary de- 
teils if I did not know how many life 
iusurance men have never taken advan- 
tage of the opportunities which their 
cempanies have placed before them in 
these policy settlements. An agent who 
has had many more years of insurance 
experience than I have recently stated 
in my hearing that he never sold in- 
surance by using the options of sett'e 
ment, because there was danger that 
afier the policy became a claim. the 
sett'ement might not fit the benefi- 
ciary’s needs. If we are content to 
write a single policy on the monthly 
income plan, without relation to other 
pelicies already in force and without 
cousidering the prospect's other assets, 
there is danger in this method. But if 
we are willing to study the situation a 
bit and put all of the insurance, includ- 
ing a new contract, into a plan fitted 


How to Conduct 


a Successful 


Bequest Insurance Campaign 


By WILLIAM M. DUFF 
Vice-President, Edward A. Woods Co., Pittsburgh 


E have heard much from Mr. Woods 

about the value of insurance for 
bequests. I think it was in 1919 that I 
first heard of this thing from him, and 
the idea has had a slow growth. 

There are thousands of policies, some 
of them paid up, that have long since 
served the purpose for which they were 
taken out, and which if the matter were 
called to the attention of the assured, 
he would undoubtedly be willing to 
change the beneficiary to some institu- 
tior in which he is interested. 

Life insurance has played an impor- 
tant part in bequests, but this use has 
been restricted generally to a few far- 
sighted and usually wealthy peop'e. 
One of our agents sold by mail a $100,- 
00 policy to a wealthy gentleman in a 
distant city for charitable purposes. 
This use, however, to a large number 
of people is a comparatively new thing 
Progress in this direction has been s'ow 
anc great care should be exercised in 
arranging a campaign. Very few of the 
campa‘gns which have been run have 
been productive of a great deal of busi- 
ness. 

In our last campaign which was a 
six-day proposition, beginning Dec. 13 
last, our results were comparatively 
meager but encouraging. 


Much Prel'minary Work 
Necessary for Campaign 


Underwriters are generally inexpe- 
rienced in handling this form .of insur- 
ance and rathor clumsy in presenting 
the subject to possible clients. Chari- 
table agenc'es and the public in general 
are ignorant of the subject and sus- 
picious of the intentions of the insur- 
ance underwriter... A lot of preliminary 
werk is necessary if a camna‘gn is to 
be even one-half way successful 

Keeping in mind some errors and 
omissions of other campaigns. we be- 
lieve the procedure which I am outlin- 
ing would get better results than any- 
thing vet tried. 

1 The agency manager should per 
sonally head up a campaign. He should 
secure a list of charities, schools and 
churches in the district in which the 
campaign is to be conducted and a cor 
rect roster of the executives of the va- 
rious institutions. 


Group of Key Men to 
Solicit Cooperation 


2 He should select a group of key 
men to solicit the cooperation of these 
inst'tutions, these key men to be high 
grade underwriters. They shou'd thor- 
oughly understand the financial prob- 
lems of charitable institutions and 
shou'd be able to intelligently and un 
selfishly cooperate without regard to 
any personal return to the end that the 
campaign as a whole might be success- 
fu'. These men could choose the organ- 
ization they intend to solicit, using 


to the individual requirements of our 
prospects, we can render a real service 
This takes a lot of time and a life in- 
surance man who believes that his 
health and his chance for business con- 
tacts demand his regular attendance at 
the golf course several times a week 
from April to November inclusive, 
would do well to adopt some other plan 
If you are willing to work hard and 
spend much time in studying your cases, 
without counting that day lost which 
dces not produce a new application, you 
will find this program method both in- 
teresting and profitable 


great care in the selection of the proper 
man for the proper institution. These 
men could also be used to cooperate 
with and train others. 

3. After the manager has sent to the 
prcper person in each of these institu- 
tions a letter stating that a bequest 
week would be held and that a repre- 
sentative would call for the purpose of 
discuss'ng the matter, these key men 
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shculd then call on the executives of 
the organizations for which funds are 
tu be solicited. They should have am- 
ple opportunity to tell o. the agency's 
plans for bequest week—outline the ad- 
vantages of life insurance for bequests 
anu attempt to get the hearty coopera- 
tion of the executives, and if poss ble, 
a Ust of subscribers and contributors 
should be furnished. For some reason 
or other, this list is hard to get. Wheth- 
er it is church, school or charity, pub- 
licity should be given to bequest week 
in the organization's paper and every- 
thing possible done to create sent:ment 
for it. 

Get Trust Company 

and Bank Endorsements 


4. These key men should then call 
uron trust companies and banks for 
their endorsement, and if possible, their 
public endorsement in the shape of 
newspaper advertising It can be 
pointed out to these trust companies 
anc banks that with the spread of life 
insurance for bequests there will be a 
na.ural increase in the number of trusts 
created and most fiduciary institutions 
are now holders ot trust funds for va- 
rious organizations. Scatter the seed 
and some of it will fall on good ground 

5. While the key men primarily will 
be instructed specifically how to han- 
dle the subject, all the agents should be 
drilled on the advantage of life insur- 
ance for bequests, how to use the theme 
as an entering wedge and how to use 
the plan as a source of additional busi- 
ness. 

6 Generally, the agency manager 
should put money of his own into ad- 
vertising—newspapers, and if a good 
red'o station is available, by a radio ad- 
dress the night before the campaign 
storts. 

The campaign is on. The key men 
solicit the list of prospects furnished 
them, but during the week all agents 
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should mention the subject in all the 
interviews, even though there is no 
pcssibility of the prospective client tak- 
ing that form of insurance. 

In our last campaign, I solicited per- 
sonally the men I knew were interested 
in three institutions of which I am a 
member of the advisory board. 

Whether or not much business has 
been secured, the good will created by 
life insurance and the soliciting agent 
will be worth while. 


Large Field for Man or 
Woman of Small Means 


We are so in the habit of thinking 
that a bequest shou!d represent a large 
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amount of money or a large policy. 
There is a large field ior the man or 
wollan of smaii meaus who has just as 
much sentiment as the man of iarge 
means but herctofore has never had the 
opportunity of cairying a heartieit wish 
iuto action, 

The public, after having been worked 
up to a certain amount of enthusiasm 
on the subject, shouid of course be ad- 
vised of the results. 

The amount of business secured may 
not be great. It will have been dis- 
covered that errors were made in pre- 
seiuting the subject, but the plan is 
pregnant with possibilities and a though 
the growth is small and slow, the thing 
is worth while. Many will be solicited 
for bequest policies and the need of in- 
dividual insurance will become appar- 
ent, and thus business written that 
otherwise would not have been secured. 

Trust companies, banl.s and the pub- 
lic generally will have had emphasized 
thie additional use of life insurance 
and ultimately this source of business 
will be good. 


Case of Bequest to 
Small College Cited 


One of the small colleges, Geneva, a 
little institution down at Beaver, Pa., 
has a football team that last year beat 


scme of the best in the country. They 
ect their practice on Reeves Field, 
named in honor of John T. Reeves, a 
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trustee, at whose death we paid $27,240 
to the college. If this bequest had come 
out of Mr. Reeves’ estate instead of 
from a policy which he carried payable 
to Geneva, the inheritance tax would 
have been some $2,600 and other admin- 
istration expenses would have brought 
the amount up to some $6,000. Further, 
the claim was paid in cash within a few 
days of death, and Geneva College and 
its trustees believe in bequest insur- 
ance. 

Isaac Seder, one of our foremost citl- 
zens, made large bequests to charity. 
Twce institutions in which he was partic- 
ularly interested, were beneficiaries un- 
der a $50,000 and a $25,000 policy re- 


spectively. Within a few days of death, 
both of these institutions received with- 
out deduction for taxes or administra- 
tion expenses, the face or the policy. 
Archbishop Canevin, one of the few 
archbishops of the Catholic Church in 
this country, left a small estate, 40 per 
cent of it life insurance and one of his 
policies payable to an orphanage in 
which he was very much interested. 


ACTUAL SALES 
ARE DESCRIBED 


(Continued from first page) 

of the meeting during which tour star 
producers told of th.ir production meth- 
cds. Mr. Gilman, a magnetic, forceful, 
sure-fire platform perfoimer referred to 
the four speakers as his star infield and 
introduced M. J. Donnelly of New Cas- 
tie, Pa., as his first baseman. Last year 
Mr. Donnelly sold $3,400,000 of ordinary 
life and enough more group to make it 
$37,000,0L0 for the year. In the past 11 
yeurs he has put $75,000,000 o- business 
on the books. He represents the Equit- 
able Life of New York. His talk was 
on “How I Sold an Income Policy.” 

Ralph G. Engelsman of New York, 
an agent of the Equitable Life of New 
York, gave a rapid fire talk on “How I 
Sold a Business Policy.” Mr. Engels- 
mun spent four months of last year in 
instruction work at New York Univer- 
sity, but managed to write during the 
remaining eight months just over $1, 
000,000 of business. 

James A. Whitmore, agency manager 
of the Phoenix Mutual, followed with 
h’s explanation of “How I Sold an Edu- 
cational Policy.” He made it short and 
shappy. 





R. J. Williams Stresses 
Human Interest Values 


Another company official, Robert J. 
Williams, educational director of the 
Union Central Life, dwelt on human 
interest values in life insurance selling 
An orator, a spellbinder, and a fasci- 
nating figure on the platform Mr. Wil- 
liams wound up Mr. Gilman's session 
by touching the emotions of his hearers. 

Guy McLaughlin, general agent of the 
IFienklin Life at Houston, Tex., and the 
father of the American College charac- 
terized the Memphis ccnvention as the 
best in the history of the association. 

Earl Wester, chairman of the golf 
cominittee, announced the golf prizes 
and prize winners. The prizes were on 
exhibition at the close of the session. 


“All-Star Producers 
Session” Friday Afternoon 


Because of the fact that the morning 
session ran nearly an hour over sched- 
we and was followed by a meet ng of 
the executive committee, the Friday 
atternoon session was quite late in 
slarting. It was an “all-star producers 
session,” with John C. McNamara, Jr., 
general agent of the Guardian Life in 
New York City as chairman. 

The first speaker was Gustav C 
Wuerth, one of the b'g producers of the 
Northwestern Mutual Life in New York 
City, whose topic was “Changing Pros- 
pects to Policyholders Through Pro- 
g:amming.” He gave concrete exampies 
of cases he had closed by being able to 
fit policies to specific needs. He was 
followed by Charles T. Evans of Little 
Rock, Ark., speaking on “One Major Aid 
to Selling.” 


Estate Engineering 
Described by Manning 


“Estate Eng’neering” was the topic of 
Eur! G. Manning of the John Hancock 
Mutual Life in Boston, who makes a 
specialty of estate analysis and ex- 
p'ained some of his methods in that 
cornection. 

J. Mitchell Thorren of New York 
City, who has made a great success 
of mail selling, spoke on “Favorable 


Helping Business Woman's Life Plan 


(Continued from page 6) 


person thinks of life insurance as death 
insurance. I think every man, woman 
and child in the world needs a couple 
of thousand dollars of life insurance to 
die on, but I never put it up that way. 

I say to women, “Don’t you want to 
get a big kick out of your last illness? 
Don’t you want to have all the doctors, 
nurses and operations that you want?” 

“And do you know if you don’t raise 
your own dependents that will grow up 
and take care of you, you have got to 
buy that service some time. Why not 
take care of it now?” That’s the only 
point of view for insurance, really, for 
women, business women. 


Don’t Sell Insurance 
That Is Temporary 


Of course there is a big factor of 
women in business. Consider them as 
you do men, except don’t sell them in- 
surance that is temporary. Sell them 
something with big cash value that they 
can focus on to later buy their happi- 
ness with when they want to quit, when 
they are tired of getting up in the morn- 
ing, when that some day comes that they 
are planning on, when they will have 
time to do all the things they now want 
to do. Think of insurance from the 
woman's point of view. 

After all, you should include yourself 
in your plans for your family, men and 
women, and focus your plan. Tempor- 
ary insurance should only be on emer- 
gency. On your general plan, work it 
out on the plane where it begins to ex- 
pand and not to contract entirely. 

It is a very interesting thing to talk 
to women who have really succeeded in 
business. The women who are making 
big money in business are in what I 
call personality business. They don't 
make money working for big corpora- 
tions. There is a law that after a cer- 
tain point a woman isn’t worth anything 
to a corporation. They never get up 
high because they are keeping some 
man with a family of chosen depend- 
ents out of a job. These women who 
are really making good are going into 
something where their personalities are 
the big asset. There are big women in 
advertising. There are big women in 
all sorts of clothing, millinery, and it is 


Publicity and Direct-by-Mail,”  illus- 
trating his talk with samples of the let- 
ters and other sales literature that he 
uses, 

The last speaker of the afternoon was 
Edward W. McMahon, insurance trust 
officer of the Equitable Trust Company 
of New York and until recently a big 
producer in that city, on “What Con- 
Stitutes Efficient Trust Company Co- 
operation to Life Underwriting.” The 
session was summarized by Franklin 
W. Ganse of Boston. 


Mess Meeting at Night 
Concludes Convention 


For the first time at a National asso- 
ciation convention a mass meeting, open 
to the public, was held Friday evening 
as the concluding feature and was 
largely attendcd by the citizens of 
Memphis. It was held in Memphis’ big 
new Municipal Auditorium. The speak- 
ers were Leroy A. Mershon, secretary 
of the trust company division of the 
American Bankers’ Association, and W. 
E. Bilheimer, vice-president of the Mer- 
chants Lite of Des Moines. Mr. Bil- 
he mer’s subject was “The Hope-chest 
of the Nation,” which many believe will 
be the slogan adopted by the National 
association. There were many school 
children present. The Memphis asso- 
ciation has arranged an essay contest 
in which 7000 Memphis students will 
participate. their papers to be based 
upon Mr. Bilheimer’s address. Suitable 
prizes will be awarded by the Memphis 
association. 


a personality thing. People come to 
them for the touch that they can give. 


Field for Business 

Policies on Women 

There is an insurable interest, but 
they are carrying that themselves. No- 
body is doing it for them. Think of 
the big business policies that you can 
write on women who are making big in- 
comes. There is the creditor factor 
first. You all know the value of that in 
business insurance. They must have a 
reserve fund for emergency. That 
comes back again into the credit thing. 
I have one client who carries $50,000 of 
insurance with me. When I went to 
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talk with her about it I had been in it 
six months and I was just as scared as 
she was. When I told her who I was 
and where I came from, she said, “Don’t 
talk to me. There have been seven men 
here this month and they told me what 
I had to do.” 

I said, “Do you know what you want 
to do?” 

She said, “Yes, but I didn’t tell them.” 

“Then how do you expect them to 
know what you want to do?” 


Resent Men Telling Them 
What They Are Going to Do 


That was the whole work. That was 
the secret of how I started, I think, to 
sell insurance to women. I found out 
that they really had life plans. They 
had made these plans themselves and 
they did resent having some man come 
in and tell them what they were going 
to do when they had to branch out and 
do it themselves anyhow. 


What Kind of Insurance 

Really Works Out for Woman? 

What kind of life insurance really 
works out for a woman? 

Of course, in emergencies you have 
term insurance, but insurance that is an 
emergency and not a fundamental is not 
the thing you are talking about. 

I think the limited payment life pol- 
icies are a wonderful thing. They have 
a large cash value that can be focused 
on iater. Endowment policies are 
vicious things. I think every one of 
you men probably have the idea when 
you go into a business man’s office and 
you see the girl out in the front office 
beating the typewriter, “She ought to 
take out a 29-year endowment policy.” 
That is just natural. She may be 20 
years old now and you think in 20 more 
years she will be 40 and she'll get the 
$1,000 and then put it all in one place 
and spend it. I would too. 

But you have to think of a permanent 
plan that will carry through. Endow- 
ment policies are the greatest things 
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to have after you have sold somebody a 
real, worthwhile idea of living. They 
must really live and not let down, and 
then is the time to sell them a 10-year 
or 20-year endowment in preparation 
for a trip or something of the sort. You 
are then interested in selling them some- 
thing that they can see how the money 
is going to be used and have the joy 
of seeing some pet thing of theirs car- 
ried out. 


Huge Field for Bequest 
Insurance for Women 


There is a huge field for bequest in- 
surance for women. I remember a man 
in our office who asked me to see a 
woman in Pittsburgh, whose husband 


was a very prominent man there. I 
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talked to her about insurance and what 
a wonderful thing it was and what you 
could do with it. She said, “I'd like to 
leave $10,000 for the establishment of a 
Biblical Literature Society in my town.” 
I was never more surprised in my life. 
I said, “You can do that.” 

I got that policy right away and it 
has been one of the best things that 
ever happened to me. Women don’t 
care particularly about insurance after 
they die when they are in the circum- 
stances she was in. They may not have 
anything they want to protect, but they 
may want to do something in one broad 
gesture that has been close to their 
hearts. They can accomplish that by 
putting in a little bit of a deposit each 
year and then think of the joy they get 
out of it. 


ONE CHANGE IN 
OFFICERS’ LIST 


(Continued from first page) 
executive committee at its meeting Fri- 
day noon. Mr. Furey was chairman of 
this committee for a while in 1916 until 
his health compelled retirement from all 
business duties for one year. He has 
served for 13 consecutive years on the 
committee as the representative of the 
Pittsburgh association. Mr. Furey has 
also served as vice-president of the Na- 
tional association and has held many 
positions of civic responsibility in Pitts- 
burgh. 

The executive committee also con- 
firmed the president's appointment of 
George D. Alder, retiring president, and 
Herman P. Jeffers, of the home office 
of the Midland Mutual in Columbus, O., 
as members of the board of trustees. 

The report of the resolutions commit- 
tee, presented by Orville Thorp of Dal- 
presented several important res- 
olutions, including that on bank 
agencies, unchanged from the form in 
which it was adopted by the executive 


las, 


committee and already published; one 
on non-resident agency laws, given in 
full on another page, and one commend- 
ing the position of the Pennsylvania in- 
surance department in regard to the 
licensing of agents. All went through 
without discussion or comment. 

The executive committee tabled a 
resolution offered by George W. Ayars 
of Los Angeles for the appointment of 
a liaison committee consisting of the 
managing director of the National as- 
sociation, its president or chairman of 
the executive committee and an out- 
standing underwriter to represent the 
field at large, who is neither a manager, 
assistant manager or general agent, and 
that the Life Presidents Association, 
American Life Convention, Life Agency 
Officers Association and Insurance Com- 
missioners Convention be asked to name 
similar committees. 





ENGELSMAN TELLS HOW HE 
SOLD A BUSINESS POLICY 


(Continued from page four) 
amount of the deceased partner's inter 


est in tue business is less than the 
amount received trom the insurance 
company, tue excess shall nevertueiess 


be retained by the dgeveased pariners 
wife or executors, administrators or as- 
signs. 
Par Value Put on 

Interest in Business 

“7. It is further understood and 
agreed that in case of the dissoiution of 
said partnership during the hieume of 
both the said Jonn Voe and Kichard Noe, 


the cash values of the avove policies 
shall ve considered as assets of the 
partnership. 


In otner words putting a par value 
on this mans interest in the business. 
They liked that. They leit that. 

“8. In case of the dissolution of the 
partnership, the outgoing pariner has 
the right to retain the poiicy on his life 
proviaed he pays to the remaining part- 
ner, the cash surrender vaiue, if any, of 
such policy. 

“¥y. Any new business insurance taken 
by the partnership shall be considered 
as covered by tnis agreement uniess 
otherwise provided for.” 


Folicy Accepted on 
Basis of Agreement 


They took the policy on the basis of 
the agreement. ‘they took what | told 
them to take because they felt I knew 
my business. 

Let me tell you what developed from 
it in summarizing thisthing. First of 
all, let me say in selling a vusiness case 
you need an approach just the same as 
you need an approach in any other case. 
You have to interest the man in a little 
ditferent way. Second, I believe we 
ought to sell examinations to executives 
because we don't know whether we can 
place the business or not until we know 
how good they are. I often say, “We 
will agree to satisfy you if you can 
satisfy.” Third, be sure and issue out 
plenty, plenty of additional personal 
liie insurance on their lives afterwards 
The time to sell a man more insurance 
is when he has just bought some. 


Secretary Called Up on 
Additional Insurance 


In this case this is what happened. 
The partner who had the little sugar 
trouble now had $60,000 of life insur- 
ance. About two days before the 60 
days were up on his examination period, 
his secretary called me up and said, 
“Mr. Engelsman, how much insurance 
has Mr. Rogers?” 

I said, “I really don't know how much 
he took from the Penn Mutual. I den't 
know whether it was $25,000 or $35,000. 
According to my records, if he has 
$35,000, he can get $75,000, and if he 
has $25,000, he can get $60,000.” To be 
perfectly frank, I was showing off be- 
cause I had a young fellow sitting in 
my office. I had no reason in the 


world to believe he would buy that 
much. In fact I had sold him business 
insurance and I would have said off 
hand that he was sick of insurance for 
the time being. 


One Day to Decide 
en Making It $100,000 


“You tell Mr. Rogers he has only an- 
other day to determine whether he 
wants to make it $100,000.” I just had 
a hunch and I said, “You go back and 
tell him I will be in my office for 15 
minutes and if he wants to do it, he 
can call me and let me know.” 

I turned around to the fellow and 
said, “He will probably tell me to go to 
the devil.” About five minutes later the 
phone rang and his secretary said, “He 
has only $65,000, make it $100,000 and 


let me know what it is and we will 
send you a check in the mail.” 
I would never have known that 1 


could have brought that up to $100,000. 
I would have been entirely ignorant of 
the fact that it was possible to sell him 
that $100,000. In fact at this moment I 
think I could have sold him $150,000. 





CONVENTION PERSONALS 

Hugh D. Hart, vice-president of the 
Penn Mutual, gave a dinner at the Pea- 
body Wednesday evening for the Penn 
Mutual agents attending the conven- 
tion. 

> 7 > 

A. L. Dern, superintendent, and V. J. 
Harrold, assistant superintendent of 
agents, of the Lincoln National Life of 
Fort Wayne, Ind., will go direct from 
Memphis to Chicago to attend the In- 
Surance Advertising Conference there 
next week. 

- > . 

Ben. F. Hadley, vice-president of the 
Equitable of lowa, was one of the first 
company officials to appear on the scene 
Monday. He remained only for the first 
day’s session. 

> > >. 

Miss B. B. McFarlane, agency super- 
visor of the Pan-American Life of New 
Orleans, was the first woman company 
executive to arrive. Miss McFar.aue is 
a living refutation that a woman can 
not build and keep a high powered force 
of salesmen. 

> . . 

A suggestion has been made that the 
big sign in the lobby of the Peabody, 
“if you don’t like the town, burn it 
duwn,” be sent on down for use in New 
Orleans, where the fire agents hold 
their annual convention next week. 

Harvard Business Library 

The report made by Edward A. 
Woods on co-operation with the Busi- 
ness Historical Society and the Harvard 
Business Library records a very grati- 


fying response from insurance com- 
pan.es and insurance men generaily. 
The Harvard Business Library, made 


pessible through the generosity of 
George F. Baker, now comprises 100,000 
beoks, including 3.500 volumes conce:n- 
ing insurance, and in addition approxi 
mately 6,500 pamphlets, some of which 
ate more valuable than books. It is 
urged that insurance companies and in- 
surance men continue to deposit not 
only books, but also forms, material and 
deta either of present or future his- 
torical interest, including a complete 
record of policy and application forms, 
circulars and similar material. Con- 
tributions have already been received 
frum 42 companies, associations and in- 





William A. Buchholz of Oklahoma 
City, New York Life, and Sam C. Weems 
of Da'las, Tex., Minnesota Mutual Life, 
whose talks were selected as the best of 
those given at the million dollar pro- 
ducers’ round table luncheon Thursday, 
gave them at the general session Friday 
afternoon, in addition to the speakers 
regularly scheduled. 


Evans Makes Big Hit 


Charles T. Evans of Little Rock, Ark., 
made one of the hits of the convention 
Fricay afternoon talking on the subject, 
“One Major Aid to Selling.” Mr. Evans 
summed up his address which was full 
of wit and sentiment, with these words, 
“One major aid to selling, one major ad 
to living, one major aid to loving—ac- 
quaintance!” 

Among other things Mr. Evans said: 

“Have you ever thought of the most 
vaiuable thing in life? The greatest 
of all human values? You have it here 
teday. You have had it these last three 
or four days. It is contact with your 
fellows. You know there is an old say- 
ing that the best definition of man is 
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Trust 


that he is a gregarious animal that 


levehs. He loves to be laughing and he 
is never more natural than when he is 
with his fellows. He is never more a 


wan than when he laughs. It is a fine 
thing when we can iaugh together a 
littie while. 

“bver since I came here I have been 
thinking of the wonders of acquaint- 
auce. 1 sat on a train coming out of 
St. Louis some years ago, one of those 
rainy days. There were only a few 
people on the train and | remember in 
our particuiar pullman there were only 
two people, myself and an elderly gen- 
tleman. We sat in the smoking car 
and | smoked a cigar and he smoked a 
pipe. We sat there and we rode and 
we looked out over that landscape all 
covered by the rain and it was desolate 
outside and it was desolate inside 


Finest Cultural Force 
of Life Developed 


“I was young and he was elderly and 
so I sat and after awhile he spoke to 
me and we talked together for two or 
three hours while we moved from Mis- 
souri into Arkansas and on to Little 
Rock. It developed that he was a prea- 
ident of a great eastern university and 
it developed that I was a country boy 
without a formal education at all. It 
would look that between those two men 


was fixed a gulf over which nothing 
could bridge. 
“Out of that contact has come the 


finest cultural force that ever came into 
my life, aside from that learned at my 
mother’s own knee. A little while ago 
1 was permitted to stand in the uni- 
versity and talk to the student body and 
talk just as I am doing to you today. 
I have had contact with some 20 or 30 
of the professors there and through the 
influence and friendship of this wonder- 
ful old man my outlook on life has been 
liitted and lightened and brightened.” 

At the conclusion of Mr. Evans’ ad- 
dress the audience arose and cheered 
him repeatedly. 
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Selling the Business to New Man 


Interesting Demonstration Staged at Agency Session by 
J. J. Harrison and M. C. McKay of Little Rock, Ark. 


VERY interesting demonstration of 

selling the business to a prospec- 
tive agent was given by J. J. Harrison, 
vice-president of the Home Life of Ar- 
kansas, and M. C. McKay, manager of 
the conservation department of that 
company. Mr. Harrison outlined the 
situation as follows: 

“Second interview between J. J. Har- 
rigon, manager of the Home Life, and 
J. K. Bradley, prospective agent. 

“First interview, two days previous, 
developed that Bradley is 33 years of 
age, married, has two children; high 
school and two years college training; 
six years banking and 18 months army 
experience; present salary $3,000 per 
year; Mason, Method'st, American Le- 
gion; carries $11,000 life insurance, has 
$2300 equity in his home and owns 
Dodge automobile; no debts. 

“At close of first interview, manager 
gave Bradley for reading Hugh Hart’s 
‘Life Insurance As a Life Work’ and 
the Diamond Life Bulletins ‘Personal 
Efficiency and Plann’ng’. 

“On request, Bradley gave two refer- 
ences which have been investigated and 
the second interview opens with the 
manager satisfied that he is a high 
grade man, sound in character and am 
bitious to get ahead.” 

MR. HARRISON: I see you are right 
on the dot. I am very much interested 
to get your reaction to the reading of 
Hugh Hart’s book that I suggested to 
you. Did it make any impression on 
you? Have you read it? 

MR. BRADLEY: Yes and it was es- 
pecially interesting. 

MR. HARRISON: So you were im- 
pressed with Mr. Hart’s book? I want 
to know if you have gotten pretty defi- 
nitely fixed in your mind at this time 
whether or not you will succeed in this 
business? 

MR. BRADLEY: There is still a ques- 
tion as to whether or not I will make an 
insurance man. 

MR. HARRISON: I am not surprised 
to hear you say that. If you came in 
here and told me this morning that you 
were certain you would go into the 
business, you wouldn't impress me as 
favorably as you do. 

You are approaching the considera- 
tion of a business that demands the 
very best you have in judgment and 
poise and I am very glad you are so 
theughtful about it. I am perfectly 
willing for you to be on your defense 
against me. 1 am going to try to give 
you a picture of this business. I hope 
the result of it will be to convince you 
that you have the qualities to win suc- 
cess in this very alluring game that 
we are in. 


Give Dark and Bright 
Sides of Business 


I have made it a practice never to 
push a man into the bus'ness. You 
may get the idea that I am trying to 
shove you out of it, but Iam not. I am 
trying to give you the dark and the 
bright sides of it and let you reach 
your own conclusions. 

We have a belief in this business 
that a man has to have three “I's” to 
start with; that if we can get in him 
that basic equipment to start with there 
is something to talk about. The first 
one is “integrity.” The second is “in- 
telligence” and the third is “industry.” 

It is our belief that a man coming 
into the game, if he doesn’t have any- 
thing but that equipment, is good. That 
is, however, not sufficient equipment 


for a man like you to consider this busi- 
nets. We are really not interested in 
attracting men to this game who are 
just going to get by. I am not at all 
interested in talking you into a business 
that doesn’t offer you advancement and 
opportunity to get farther along in an 
economic way and a business and so- 
cial way in this community than you 
are now. 


Integrity, Intelligence, 
Industry Essential 


On this matter of integrity, just a 
word or two on that. You have had the 
banking experience and you have found 
that there are a few o‘f-color men in 
the life insurance business. There still 
are some. But I give you my judgment 
on that and say that those men are not 
going to last in the game. In the mat- 
ter of intelligence, we are interested in 
just good, plain intelligence—this un 
common thing we call common sense, 
particularly. We are interested in find- 
ing men who have the imaginative 
mind, men who are alert. That is what 
I mean by intelligence. I have seen 
men come into the business with a very 
fine background of training, college 
trained men, and have seen them flunk 
in it. I have seen men of less than a 
high school education come in and 
make a distinct success of it. 

Industry is possibly the most im- 
portant thing you should consider. It 
is imperative that you be able to know 
whether you can sustain your effort or 
not. It is not an easy game in which 
to sustain one’s efforts. I am not talk- 
ing about energy, or about any capacity 
for a man to create the impression that 
he has a wonderful vitality and wonder- 
ful spirits. IT am talking now about en- 
ergy, intelligently applied. 


Wents to Know About 
Fians for the Future 


I am interested in your ambition. I 
want to know what plans you have for 
the future. I want to know where you 
propose to be a few years from now, 
ten, 15 and 20. 

Now I come to a matter of whether 
or not you can ta’e this ambition, this 
industry, this intelligence and your in- 
tegrity and can you direct that to the 
life insurance business? Are you sure 
in your mind that you can do that? 

MR. BRADLEY: I feel I can, but I 
am not totally sure of it. 

MR. HARRISON: I don’t believe you 
can be sure and neither can I. If I was 
sure about it and if I cou'd be certain 
of it after talking to men a‘ter on'y a 
few minutes the way I have talked to 
you, I could be the most outstanding 
success in this business. I would say 
that the real question about your suc- 
cess is one of temperament. Do vou 
have the life insurance temperament? 

You will recall Hugh Hart’s statement 
about it being a very hard game in 
which to make a I'ttle money and an 
easy game in which to mate a good 
dea' of money. That is another way 
of stating that if a man does adiust 
himself to this business and brings fine 
ecuipment to it he is going to find it a 
delightful and alluring profession in 
which to invest his life. 


Natural to Ask, “What Kind 
of a Business Is it?” 


1 should say if I were going to ask 
you if you would fit into the life insur- 
ance business, that it would be your 


natural question “What kind of a busi- 
ness is it?” 

To summarize it briefly, I would say, 
what about the magnitude and the 
range of it? The range is practically 
limitless. Three men in the early 
49s have come up from our state and 
have gone on into positions of great 
responsibility. One of those men is 
now vice-president of the Aetna Life, 
one of the Penn Mutual and one of 
them is the president of one of the 
great banks in New York. All three of 
those men were engaged in the insur- 
ance business. There is limitless op- 
portunity for a man of great ability. 

There is a tremendous idealism in 
life imsurance and for a man who 
wishes to invest his life in a useful sort 
of way this has a great appeal. This 
business is built out of human relations, 
very greatly, and a man who succeeds 
in this business gets some wonderful 
dividends in addition to the income he 
earns. 


Opportunity in Business 
for Independence, Mastery 


What about the business in its oppor- 
tunity for independence? What about 
the mastery of your own kind? There 
is a good deal of bunkum about that. 
The biggest task that you will have, as 
I indicated when I was discussing the 
industry with you, would be to dis 
cipline the management of your own 
tire. So we, in our selection of men, 
are trying to find men of unusual in- 
dependence, men who have the capacity 
to manage their affairs well. 

What about the money that you would 
make out of this business if you suc- 
ceed? I know you are interested in 
reinuneration, if you were not I would 
not be interested in you. It wou'd be 
our expectation to replace your present 
income the first year you are in the 
business. That is a large order but 1 
would not encourage you to start in 
this business if I did not believe it pos- 
sible for you to earn an income of $3,000 
you first year in the business. 

To reduce that to terms that are un- 
derstandable for you, I would say it is 
very much as if the cashier of your 
bank should ask you to bring into the 
bank $100 of new deposits every week 
of the vear. If you did that you would 
bring in $5,000 in new accounts. That 
is a rather soft job don’t you think? 

MR. BRADLFY: I think so. 

MR. HARRISON: If you show that 
you produce and go out and deliver to 
the public here in Little Rock $100 of 
the service of the Home Life every 
week for 50 weeks in the year you 
would duplicate your present income in 
the first year’s earnings. 


Equal Present Earnings 
in First Year 


If you should step out and earn $3,000 
your first year you have earned for fu- 
ture delivery approximately half that 
much more in renewal commissions on 
the ground that your business has been 
well placed and the persistence of it 
will be excellent. 

In a nutshell, that is the kind of 
business I invite you to come into. I 
am certain that if you can adjust your- 
self temperamentally to this business 
that you will find in it a high degree of 
satisfaction, a very satisfactory income, 
a great deal of happiness. I am keen 
to know what Mrs. Bradley thinks of 


this thing. 
with her? 

MR. BRADLEY: Yes, I’ve talked it 
over with her several times. 

MR. HARRISON: What is her slant 
on the thing, Bradley? 

MR. BRADLEY: You know the nat- 
ural trend of a woman's m-nd. She 
surt of wants to have the surety of the 
weekly pay check. 

MR. HARRISON: That is true and I 
am not so sure that she is to be criti- 
cized for that criticism. That is just 
nutural. Does she have confidence in 
your judgment, and if you should de- 


Have you talked it over 




















ROGER B, HULL 


Managing Director and General Counsel 
National Assvciation 


cice to come with us will she be game? 
Wil! she complain or will she back you 
up? 
MR. BRADLEY: She’ll back me up all 
right. 

MR. HARRISON: She is somewhat 
doubtful about it now, is she? 

MR. BRADLEY: Yes. 

MR. HARRISON: I'll tell you what I 
want you to do. Before I attempt to 
have you make a decision I believe you 
sheuld have the wife on your s‘de. I 
should like very much for you to bring 
Mrs. Bradley to dinner with us. I would 
likc to talk to her about the business 
as well as talk to you about it. I feel 
if we can win her approval of your 
nukirg this change it is going to be the 
most important step in your life. Think 
it over. Let me see you Friday night 
at any event. 
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EVENTY-SIX years ago the Massachusetts 
Mutual commenced its career as a public 
servant by supplying sound life insurance and 
complete service to its policyholders. For 
more than seven and a half decades this institution 
has adhered to the highest principles, serving faith- 
fully and adequately and taking a leading part in 
every step in the progess of life insurance. 

The years have brought wonderful growth and 
prosperity. To-day, as in the past, the whole per- 
sonnel of the Company is imbued with the spirit of 
service and this spirit is present in every action of 
the organization. To accomplish the desires of the 
policyholders to the utmost the representatives in the 
Field receive at all times the complete co-operation 
of an ever-willing Home Office. In each Massa- 
chusetts Mutual office throughout the country hangs 
a shield bearing the creed upon which the Company 
continues to build its reputation — 





“WE SERVE” 


Massachusetts Mutual 
Life Insurance Company 
Springfield, Massachusetts Organized 1851 


More than a Billion and a Half Insurance in Force 
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The 
NATIONAL LIFE 


BIG DIVIDEND INCREASE 


Announced by 
THE MINNESOTA MUTUAL 





Just three LIFE INSURANCE COMPANY 
U S f A tiie SIXTH RAISE in FIFTEEN YEARS 
, - O eee i =: Whole Life Preferred Risk Policy 
Ohio $2.50 lower net cost first year, 
Grand Rapids, $3.50 lower net cost twentieth year 
T IS one of the largest companies Mich. than our old Ordinary Life. 
—but not so large that personal Div; ; - 
; * ividend increases on other policies 
a with the agent is impos- —s Two in proportion. 
ible. 
— This places The Minnesota Mutual 
Intimate association with the indi- Life Insurance Company among 
A vidual representative in the field the leading low net cost companies 
and the Home Office officials is the of the United States. 
. rule—not the exception. 
F ield The Company has the fieldman’s THE 


’ viewpoint, it is sanely progressive, MINNESOTA MUTUAL LIFE 
Man's and the fieldman here gets his big INSURANCE COMPANY 


opportunity to make good. SAINT PAUL, MINNESOTA 


Company Complete and_ up-to-the-minute Now a $137,000,000 company 
policies—Life in all forms, Acci- 
dent and Health—Old Age Income 
—Double Indemnity — Total and | = 
Permanent Income _Disability— | Fr 


assures success to the National | The # AFAYETTE LIFE 


Life U. S. of A. representative. 
Insurance Company 
LAFAYETTE, INDIANA 












































3 e 
National Life Insurance Company _ | ; | 
’ * 
of the United States of America | | 
Established 1868 | — 
ALBERT M. JOHNSON GREETINGS! 
Chairman of the Board To Those Who 
Labor For The 
, Protection Of 
Insurance in Force Assets The Home, 
$300,000,000 $50,000,000 The Aged, 
And Business. | 
ogo | 
| 
There are a few splendid opportu- | 
nities now with this fine old com- 
pany for ambitious young men. We have a “‘destination” 
WRITE TODAY here for Pow: — if you COMPANY'S BUILDING | 
; know “‘where’”’ you want OPERATING IN 
ae Se eS | we. | Michigan Ohio Indiana Kentucky [Illinois | 
2 timmte ome Serene Iowa Missouri Kansas and Nebraska 
W. W. LANE, Secy..Teees. ALE. WERKHOFYF, President 











W. R. SMITH, Supt. Agencies 
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of Service 
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The Flea rt o cAmeri ‘i 


mG, | GREET/INGS 
: Y Two years ago Kansas City had the pleasure of being 





KANSAS CITY the host of your great National Life Convention. We have not forgot- 
Missours ten the privilege and it is our hope that we shall soon have you with 
us again. 


We want you to keep Kansas City in mind. It 
holds America’s greatest industrial opportunities—it is a real city 
of opportunity for every man who enjoys doing an honest day’s 


Midland He work. It is a city which breeds strength and character. It is 
mens COP v a city which demands security and Americanism in its institu- 
tions. 


Whether insurance or some other line of endeavor 
be your calling you will find opportunity in Kansas City. And 
if it is insurance you will find Kansas City companies where- 
ever you may be worthy of your most serious consideration. 


Business Men's Assurance Company of America 
WI Grant President 

Kansas City Life Insurance Company 
SBReynolds - President 

Midland Life Insurance Company 

Daniel Boone - President 

National Fidelity Life Insurance Company 
RalphHRice-President 


Sentinellifelnsurance Company 
Arthur. Hyde-President 


c 
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CHARACTER 


DO 
WITHOUT 
THE 
ACCIDENT 
& HEALTH 
REVIEW 


IF 
YOU 
DON’T 
WRITE 
THE 


¢ Reputation is what others think of us, character is what we 
really are, and he who sacrifices character to uphold reputation 
builds but upon shifting sands. Institutions, like individuals, have 
both reputation and character and, while reputation may spell tem- 
porary financial success for the organization, it is character which 
will determine the ultimate well-being of its members. 


q Character, in an institution, implies lofty ideals unflinchingly 
pursued; the habit of doing just a little more than the letter of the 
contract guarantees; observance of the principle that service can 
surpass sheer duty; tolerance toward the frailties of human nature 
combined with knowledge that the rights of one terminate where 
another’s begin; an integrity to purpose that will stand four-square 
against the attacks of greed, false ambition, and unjust prejudice; 
a belief in the eternal necessity for fair play. 


I Character is the philosopher’s stone that transmutes the com- DISABILITY 
monplace dross of business dealings into golden nuggets of pleasant LINES 
associations. 

otherwise 





AMERICAN CENTRAL LIFE INSURANCE COMPANY 


Herbert M. Woollen, President 
INDIANAPOLIS 


You can’t afford to miss a single 
issue. Just send your name and 
O. K. to the A & H Review, 1362 
Insurance Exchange Bldg., Chicago, 
Ill—Your subscription will start im- 
mediately and you'll receive your 


bill for $2 later. 


OLD LINE LEGAL RESERVE ESTABLISHED 1899 























‘Honestly, It’s the 
Best Policy”’ 


1900-1927 


Age 
Experience 











offers many 


ADVANTAGES 


One of the greatest is that 544% 
interest is being paid in 1927 on ae 
proceeds of policies left with the 
Company under the provisions of 
instalment and trust fund options. 





ATLANTIC LIFE 


ATLANTIC LIFE INSURANCE CO. 


Richmond, Virginia | 

















Conservatism 


are the outstanding characteristics 
of Maine’s long-established (1848) 


company. Inquiries from _ pros- 
pective Agents are welcomed. 


UNION MUTUAL LIFE 


INSURANCE COMPANY 
PORTLAND, MAINE 
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Our Endorsement 


Of the principles and practices of the National 
Association of Life Underwriters is simply 
another way of saying that we depend on our 
loyal agents for the growth and development 
of our company. On our side, we endeavor 
constantly to back our agency force to the 
very limit with home office service as nearly 





Can you handle perfect as we can make it. 

a state or district Southern Union Life offers men who 
By are high standard themselves, the 
agency: representation of a company firmly 
committed to the highest standards 
of business procedure — thoroughly 
P modern in its policy contracts and 

It is possible that home office and field methods. 


the very territory 


that you want is 
available. Good Territory Available in Texas and Oklahoma 


SOUTHERN UNION LIFE 


We have an un- 
INSURANCE COMPANY 


usual contract for 
° JAS. L. MISTROT, Pres. TOM POYNOR, V. P. 
the right man. Ft. Worth, Texas 

















Operating in Kan- 
sas, Oklahoma, 


Arkansas and The FEDERAL UNION LI FE 


Colorado. INSURANCE COMPANY of Cincinnati, Ohio 


Many of the active officers and heads of departments of 





are now or were, until ineligible because of Home Office 


THE FEDERAL UNION LIFE . ne 
Executive positions 


Tfinterested write to | _ is writing 2 million a month through 


Sere ine clots of tar mrepense te Members of 
establish new General Agencies in ° ° . . 
, maine 2. Life Underwriters Associations 
TEPHEN M. BABBITT INDIANAPOLIS, IND. This has tied the field and Home Office organizations 


NASHVILLE, TENN. : . . , 
sith is Gin dicen Heian te Ot with a bond of sympathetic friendship and understand- 


There might also be some available ing that has resulted in the solution of problems’ in such 
territory in Pennsylvania, West Vir- a manner as has proven of mutual advantage. 


HUTCHINSON, KANSAS a: Indiana, Illinois or Louisiana, 


or honest and energetic men and 


President 


Our best reference is 


“Ask any Federal Union representative or policyholder” 


women who contemplate engaging 
in this dignified profession. 
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The 


OLD LINE LIFE 
INSURANCE COMPANY 


of America 


Home Office, Milwaukee, Wisconsin 


Is one of the largest companies from 
its beginning ever organized 
in the United States. 


LIFE, ACCIDENT 
and 


HEALTH INSURANCE 


Do you wish to build up your own 
| Agency? 





Territorial possibilities in the foliow- 
ing states: 














| 
| California Minnesota Pennsylvania Copyright by Anne Shriber 
| . * . 
Illinois Ohio South Dakota 
Iowa Oklahoma Texas Is It Worth While 
Michigan Oregon Washington To Insure Such Smiles? 
Wisconsin Once the selling of Life Insurance was considered 
a job of last resort—a way to impose upon one’s 
friends... 
Today, Life Insurance takes its place among the 
professions. Life Insurance selling demands skilled ' 
and efficient men with the spirit of service in their 
hearts. 
The answer to the question— Is the Life Insur- 
RUPERT F. FRY. President ance profession worth while pursuing— is answered 
2 , by the heading above. 


W. S. HANLEY, Agency Secretary 


THE NORTHWESTERN MUTUAL LIFE 
INSURANCE COMPANY 
MILWAUKEE 
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A GOOD REASON 
es * WHY ARE SPRINGFIELD LIFE AGENTS SUCCESSFUL? 


What does one agent 








ok * 
Want with two (2) copies 

se 8 The Answer is simple. Ours is a Company that is sincerely inter- 
Of The N ational ested in its Field Workers. An interest that is more than 

* * * cleverly written advertising copy for publication in the In- 
Underwriter? surance Journals. Our Executive Family believe and know 


that successful Agents are the very bone and sinew of the 


* * . ot ve 
T ing in Company. To serve them 100% is their one thought. 
, 1 * 7 

hat’s easy. He says Operati 


x * 


He finds it pays 


Our Service is not mere idle chatter. It is a real effort to issue a 
policy on every insurable person. We issue both Standard 
and Sub-standard. Our occupational ratings are fair and 


* * OHIO liberal. Men and women are accepted on the same basis. 
Him to read a MICHIGAN We issue all standard forms of old line, legal reserve, participat- 
* ” * : ows on ; _o 
ing annual dividend policies. Our net cost is on a low com- 
Little on life ‘ > petitive basis. Every policy we issue may be sold with 
x * * INDIANA premiums payable annually, or in semi-annual, quarterly or 
mthly instalments, from the first year on. We have had 
Insurance before he os pas — 
J 32 years experience w , pre and have the 
. - * ILLINOIS years experience with monthly premiums and have the 
necessary equipment to handle such business. 
Starts out so that his _— i a = 
MINNESOTA We write non-medical on very favorable conditions. Regular 
* * * ry : 
i ; adult policies are issued to children from nearest age 10 up. 
Mind will get a new IOWA We have a new policy for $1.00 a month, issued to Children 
*¢ «© . as low as 6 months and adults up to age 60. Our Agents are 
Slant for the day. Thus . writing the entire family. Have you ever considered what 
ae Ge MISSOURI this might mean to you? 
He keeps from going KANSAS Our Agency Contracts are liberal and fair. Non-forfeitable re- 
—— newals are given without a service clause in the contract. 


* x * 
We pay an exceptionally high second year renewal. 











Stale on his canvass. , 
* * * OKLAHOMA Specific information will be given upon request. 
He subscribes for one TEXAS ith T. 
i+ 4 Why not Serve and Succeed with The 
Copy at his home and CALIFORNIA " - 
x * * we 
One at hs oe Springfield Life 
nar Insurance Company 
Where he starts from Springfield, Illinois 
* * *~ 
He has at hand 
i A. L. Hereford, C. Hubert Anderson, 
The newest thought President. Superintendent of Agencies. 
es ¢ 
And the most stimulating 
oo » * 








Ideas of men 


“+s Federal Pioneering Paid 


Whose problems are like 


os the Company, the policyholders, the agents! 
His. He finds best 
* * * It was new in the annals of insurance. Such neering in this respect has rendered a valuable 
merchandising methods had never been tried be- public service to mankind and cultivated a tre- 
mente ae Cae fore. mendous field for MORE insurance for Federal 
h ‘ : Federal was pioneering in a new sales theory— agents. 
When his mind has been but not adventuring. For each step was planned Everywhere Federal representatives find resist- 
ee . as soundly as ever an enterprise could be. ance broken and selling easy. First, because Fed- 
Busy with insurance thoughts And it paid from the start. eral policyholders are sold on Federal and open 
_o * Today hundreds of thousands of people are for more insurance, and second, the record of 
Before he reaches Federal policyholders, and millions have been indemnities promptly and fairly paid has won 
* * * made “insurance-conscious” by the dominant ad- the confidence of the prospective Federal policy- 
The Prospect. And that vertising of Federal. holder. 
* * * The amazing record established by Federal Federal has revealed the great national market 
Life within the past few years demonstrates be- for more insurance. 
oo why be rea ery (2) yond question tm seeegiive the public is to life, Federal has cultivated it—and will continue to 
. health and accident insurance. Its work in pio- cultivate it—for Federal agents. 
Copies of the greatest 
oe FEDERAL LIFE INSURANCE COMPANY 
Life Insurance Weekly— Isaac Miller Hamilton, President 
- = * 168 NorTH MICHIGAN AVENUE, CHICAGO, ILL. 
The National Underwriter. Assets over $10,000,000.00 


Established 27 Years 
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Completing Life’s Plan Through Life Insurance 


O HELP the underwriters in this aim, The Guardian provides a 
number of valuable aids, among which are: | 


Liberal Polic y Features—tte Guardian has pioneered in many of 


the modern developments of Life Insur- 
ance. 


A P rospec t B urea y—which furnishes the fieldman with a con- 


stant source of interested prospects at a 
return of ten times his monetary invest- 
ment. 


which helps the underwriter to build and | 


. 9 : 
Policyholders’ Service—Pin ee a clienele 
H ome Offi ce Co-o perat ion—that is not confined to certain routine chan- 


nels, but which is actuated by genuine 
interest and friendly feeling toward the 
fieldman and a sincere desire to help him 
to complete his life’s plan through Guar- 
dian Life Insurance. 


"THE GUARDIAN LIFE INSURANCE COMPANY OF AMERICA 


Established 1860 Under the Laws of the State of New York 
50 Union Square, New York 


MORE THAN A THIRD OF A BILLION IN FORCE 



































Incorporated 1871 4 | 
The Life InsuranceCompany | | A Policy You Can Sell 
of Virginia A $5,000 Policy in The United Life 
and Accident Insurance Company 
' 
Insurance in Force PAYS 1 
Over $300,000,000 ( $5,000, the face of the policy, in case of death from 
| any cause. ] 
$10,000, or DOUBLE the face of the policy, in case | 
Admitted Assets of death from any ACCIDENT. | 
Over $51,000,000 ) $15,000, or THREE TIMES the face of the policy, { 
j in case of death from certain SPECIFIED ACCI- 
DENTS. 
Payments to Policyholders in 1926 $50 PER WEEK, direct to the Insured, in case of 
total disability as a result of accidental injury, for a 
Over $3,500,000 i period not to exceed 52 weeks; and after that $25 ( 
PER WEEK, throughout the period of disability. H 
Total Payments to Policyholders A Sound, Conservative 
Over $46,000,000 i New England Company i 
UNITED LIFE AND ACCIDENT 
Joun G. WALKER Braprorp H. WALKER } I N S U R A N C E C O M P A N Y ( 
Chairmen of the Board on j HOME OFFICE, UNITED LIFE BLDG., CONCORD, N. H. " 
RICHMOND, VIRGINIA 
a 
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Leaders 
are 
Learners 


Oe ee 


Selling 
the Salary 


Insurance 
Plan 


By RICHARD L. PLACE 


The salary insurance plan is 
literally an up-to-date method of 

merchandising life insurance on 
a quantity production basis. Its 
development in the last year has 
been phenomenal. It offers big 
opportunities to underwriters 
everywhere. 


This book will prove of in- 
estimable value to every man en- 
gaged in the selling of life insur- 
ance. It gives a strong, clear 
picture of successful methods 
which have enabled many agents 
to double and triple their produc- 
tions. 


The methods suggested are 
not theoretical. They are the 
outgrowth of experience, and 
have been tried and tested in the 
field. The information, plan and 
suggestions are complete and 
specific. Price $2.00 

Order of 
The National Underwriter 


New York, Chicago, Cincinnati 


Participating. 


we ee re er ee eee oe 


Build Up vue 
Your 


Library WRITE 








Benefit to Parent. 
membterment and Surgical Benefits. 
Sight Draft Plan. 
and Circularization Department. 
Office Cooperaticn. 


ANSAS, CALIFORNIA 
KANSAS, MISSOURI 
MENTICO)D SO) 








€ neil States Life 


Insurance Company 
SAINT LOUIS 


“<u> —__—_ -—_- 
Issues Policies at All Ages, 1 to 70. Both Participating and Non- 


Children’s Policies with Waiver of Premiums 
Double Indemnity. Disability Benefits, Dis- 
Special Monthly Premium 
Sub-Standard. Sales Planning 
Producer’s Club. Spirited Home 


Non- Medical. 





“or: 
Available Territory In 
COLORADO, FLORIDA, ILLINOIS, TDAHO. TOWA, 
M4)» rANA, MINNESOTA, NEBRASKA, OKLAHOMA, NEW 
rH DAKOTA, TEXAS, UTAH AND WYOMING 
DIRECT TO HOME OFFICE 

















By GILBERT T. STEPHENSON 


This book assembles in a single volume the practical information 
about living trusts needed by the man who is undecided whether or 
not living trust will best serve his purposes; and particularly the life 
underwriter who is advising his clients how best to arrange their 
insurance. 

It gives simple statement of the purposes that may be accom- 
plished by the living trust, and guide posts with signs that may be 
read and understood along the way towards the creation of an inde- 





a life insurance trust may render, thus enabling him more intelligently 
to advise his client in what proportion his insurance should be paid 
out to his beneficiaries in one lump sum, retained by the insurance 
company, or put in trust. 

Living trusts are year by year playing a larger part in American 
business affairs. Their use adds another degree to the flexibility and 
usefulness of life insurance service which progressive and well-posted 
life insurance men are everywhere extending to their clients. 

Every life underwriter who claims to be well posted must have a 
working knowledge of living trusts. Mr. Stevenson's books will give 


pendent estate. him the practical working information he should have. 430 Pages. 
For the life underwriter, it gives a statement of the services that Price $3.75 
ORDER OF 
THE NATIONAL UNDERWRITER 
NEW YORK CHICAGO CINCINNATI 


LEADERS ARE LEARNERS 


‘Living Trusts—Including Life Insurance Trusts’’ 
Do you know enough about them? 
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Another Billion Dollar Company 


A few days ago the NEW ENGLAND MUTUAL crossed the Billion Dollar Mark of Insurance in 
Force. The growth of this Company makes a dependable cross-section of the history of American Life 
Insurance, which is itself an accurate reflection of the political and economic history of the country. Look 
at the figures in this Table: 


INSURANCE IN FORCE 








NE i oe ic anal a $ 1,000,000 
SP ere. SSE i 2,000,000 
| November ............ a Seer 5,000,000 
| IR oc santa skied Rel 10,000,000 
Se rane. ere ma 50,000,000 
| January .............. ORR 100,000,000 | 
Gd 6a bean oO eee 500,000,000 
| REE re DE cptceedpaeeue 1,000,000,000 
The Company was chartered in 1825, and was organized This Company, with the oldest Charter now existing, 
in 1843—the delay in beginning business being due to the reflects the pioncer effort to establish Mutual Life Insur- 


severe financial depression of the latter days of the Jackson 


and the whole of the Van Buren administrations. ance.on this continent. 


Eighty-Four Years of Honorable Dealing with the Public, through an Agency Force of Selected 
and Trained Men, Formed the Character that Explains its Reputation. 


New England Mutual Life Insurance Company 
BOSTON, MASSACHUSETTS 



































Facing Your Future 


Are You Still A Sub-Agent? 
Squarely 


AMBITION, with PUNCH necessary to put 
things over in a BIG WAY. will secure for 
you a business of your own which you can 


























In response to many re- 
quests from agency exec- 
| utives it has been our 
| pleasure to send them 
copies of this booklet and 
we shall be glad to place 
a copy of it in the hands 
of anyone who is inter- 
.] ested. 

















Home Life Insurance Company 


ETHELBERT IDE LOW, President 
JAMES A. FULTON, Superintendent of Agents 


256 PROADWAY 
NEW YORK CITY 

















cause no opportunity is given for promotion. 
sum. 


TERRITORY — the States of Arkansas, 
Louisiana, Oklahoma and Texas. 


eonend>+- 


Your communication will be treated with con- 
fidence. 


IRA F. ARCHER 


Superintendent of Agencies 


= NDER this title this <= = menage and develop. eee 
U Company has issued eae 

—— a booklet tel.ing the story WHY NOT BECOME A GENERAL 

Lo of the opportunities of- AGENT? 

, fo Lh ie | fered to the ambitious 

your future man in the business of — 
Squarely Life Insurance. Many successful agents outgrow their present 
a duties, and continue’ as sub-agents only be- 


LOUISIANA STATE LIFE 





Insurance Company 


HOME OFFICE 
SHREVEPORT, LA. 
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SSSHSH4 \ “SHOWING”: TALKING” 
LIFE INSURANCE 
2 67 Eee — 
THERE Don’ t Try Building 
Without the Tools 
In the life insurance business nearly 
IS a 7 every company is sound, has good life i 
, e in- 
WITH THESE TOOLS IN surance contracts and pays its obligations 
YOUR KIT TOU CAN MORE promptly. But just as a house cannot be 
EFFECTIVELY SELL LIFE : ndiprgt 
MONEY INSURANCE built from good material if the proper tools 
4n up to date CANVASSING are lacking, so along with these good ma- 
/. PORTFOLIO —— oo terials of the life insurance business must go 
room pA cory pe aspect. can the proper selling tools. 
IN at as ae wae It is in the aids to selling that the Bank 
crawmge. Savings Life excels.—For instance the First 
ee ee Tool in the Bank Savings Life agents’ sell- . 
= : os . ‘ : ' : 
A pre-approach plan that ac- ing kit is a canvassing portfolio which pic- : 
ACCIDENT 3. a tures the advantages of life insurance.— : 
l 4. A complete line of policy con- Men get 78 percent of the impressions : 
AND staan through the eye. The Bank Savings Life 
HEALTH en ee se oe man takes advantage of this with his can- ; 
pou ae vassing portfolio. | 
Lowest rates consistent with 
6. sound actuarial practices. Read over the contents of the Tool Kit. 
7: 4 arn plan of agency coopera- . —Then write George L. Grogan, Manager 
f Agencies, for complete information on . 
Constant development of new 0 4 ’ Pp 
a 8. sates plans. ? why the Bank Savings Life is the Company 
YOU Nes P for men who are looking for a real future. . 
l 
— The BANK SAVINGS LIF NY] | 
i e E INSURANCE COMPA . 
YOUR T 
opeka, Kansas 
—_ i Admitted Assets $3,519,222.00 Insurance in Force $29,336,040.00 
oe ee aku» —_ eS oe ee 
TREAD TI THESE 


fl The THE BERKSHIRE LIFE 
ees: | Mocident| jealth ' INSURANCE COMPANY 


. 
Makes Selling 100% Easier 

It is my opinion that any 
agency, that intends to*produce 
ny volume of personal acci- 
lent business, can make its 
work 100% easier by really 


studying the Mevlew each 1362 Insurance Exchange 
W. N. Hoffman, Supt., CHICAGO, ILLINOIS 


Accident & Health — 
Aetna Life Insurance Co 
Louisville, Kentucky. 


oo Net Be Without it 


founded in 1851, completed its Seventy-fifth Anni- 
versary with a substantial increase in new business 
over 1925. All previous records have been shat- 
tered. This great expansion is due in marked de 
gree to the splendid spirit of cooperation between 
the Home Office and the Field Force. 


Put me down for a subscription to The Ac- 


t a a eade : . 
| tr many » ae uaa “would not cident and Health Review at the rate of $2.00 
ir ‘ etting a mont go : ; Pa 
ior oblast canines ae tae per year, with the understanding that it may . a8 ee . £t. 2 ance 
ite, B Galloway. secs. be discontinued at any time on a pro rata Men contemplating entering the life insurance 
| -* neceragy sth basis with refund of amount unearned. business would do well to communicate with this 
The LAST Word on Acei- fine old Massachusetts Company. 
dent and Health Insurance Name ...... ae : a ia ba ala , 
ae 0 ea agents hold the 
F. L. Hildebrand Address .... sinks pinhictaiiabitaes te ease ie 
supt. of ‘Aperien emt . BERKSHIRE LIFE INSURANCE COMPANY 
A President Endorses it City ..... ° State Incorporated 1851 


Jp eries Serra tars You Can't Lose Pittsfield, Massachusetts 
wee ee ee Start Now—Stop Any Time—You Take 


North American Life & Absolutely No Risk FREDERICK H. RHODES J. S. WININGS 
Cas. Co President Supt. af Agencies 
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THE 


NATIONAL UNDERWRITER LIFE INSURANCE EDITION 





3rd Day 














—PRES. WALTER DILL SCOTT 
Northwestern University 


There its always something MORE to learn 
about the Life Insurance Business—These books 
are recommended by Life Insurance Leaders 


THE LIFE UNDERWRITERS’ GUIDE 


Life Insurance Salesman- 


ship General 


PLANS FOR 
INSURANCE 


FORTY UNUSUAL 
SELLING LIFE 
— Edwards 
An assembly of unique, 
ing plans 


HOW TO SOLICIT—Duryea.. 
A man-to-man talk. 


LETTERS THAT SPEAK FOR ME 
—Roberts 


practical sell- 


One of the ‘big “hits” of the last 
meeting of the National Association 
was Roy Ray Roberts’ talk on the 


use of letters. This loose leaf port- 
folio includes 29 of his best letters 


LIFE INSURANCE AND HOW TO 


WRITE IT—Langstaff . , 
One of the old reliables. Published 
by The Spectator Co 

LIFE INSURANCE AS A LIFE 


WORK—Hart 

A “time saver” in selling prospective 

agents the life insurance business. 
LIFE INSURANCE SALESMAN- 

SHIP—Rockwell 


$2.50 


1.50 


2.50 


2.00 


A reflection of the author's long and 


varied experience covering the entire 
field of business building 
LIFE UNDERWRITING AS A 
CAREER—- Woods 
Tells of the opportunities of the pro 
fession. 
MEETING OBJECTIONS —Steven- 
son 
Tried and proved methods of meet- 
ing the common objections 


MENTAL ATTITUDE—Oakes... 


1.50 


The author develops the possibilities : 


that abound for the salesman who 
gets into the right frame of mind. 


OBJECTIONS AND ANSWERS— 
Edwards 
A useful book. Published 
Spectator Company 

100 WAYS OF CANVASSING FOR 
LIFE INSURANCE—Alexander 
Designed to assist the salesman to 
construct plans of his own Pub 
lished by The Spectator Company. 


by The 


PUBLICITY METHODS FOR 
LIFE UNDERWRITERS —Red- 
dall 
The most complete study of adver- 


tising methods for life 
written. Fully illustrated 
PRACTICAL LIFE INSURANCE 
SALESMANSHIP—Rockwell : 


agents yet 


Boils down Prof. Rockwell's teach- 
ings in “Carnegie Tech.” A Mine- 
ograph outline 

PSYCHOLOGY OF SELLING 


LIFE INSURANCE—Strong 

A marvelous book on the technical 
processes in buying appeals and re- 
actions of the prospect Too tech- 
nical for the average solicitor 


CHECK SHOULD 


4.00 


ACCOMPANY 


SELLING LIFE INSURANCE— 
Stevenson.... $3.50 
A comprchensive » discussion of many 
phases of selling with outlined can- 
vasses 


SELLING POINTS CLASSIFIED 


—Anderson 1.00 
Concise replies to the common objec- 
tions 

24 LESSONS IN LIFE INSUR.- 
ANCE—Schneider ..... ‘ .50 
A course of 24 lesons with quiz. In- 
tended primarily for the industrial 
salesman 

WHAT TO SAY IN _ SELLING 
LIFE INSURANCE—Duryea, 1.50 


One of the most helpful books issued 
in recent years 

WHEN TO STOP TALKING AND 
OTHER ESSAYS ON LIFE IN- 
SURANCE SALESMANSHIB~ 
Duryea 2.00 
Each chapter is a gold mine of help- 
ful suggestions. 


Life Insurance Salesman- 
ship— Specialized 


BUSINESS INSURANCE 


BUSINESS INSURANCE—Sanborn 
... Probable price, $3.00 
A new book on ‘this very important 


subject 
SELLING a Sf LIFE IN- 
SU RANCE—Rockwell / 


Shows how life insurance can be em- 
ployed by business enterprises of 
all kinds. 


INCOME 
ANALYZING LIFE 


INSURANCE 
SITUATIONS 


FOR INSURANCE NEEDS— 
eat das eon cemnearat $2.25 
The Case Methoc 

BEST INCOME iNVESTMENT— 
Lawrence 1.50 


Comparing income insurance with 
other forms of investment 
THE HOUSE OF PROTECTION— 
Lovelace 
H«¢ w to make insurance insure 
INCOME INSURANCE—Alexander. 
Valuable material backed up by logi- 
cal reasoning and good selling points 
gg by The Spectator Com- 


LIFE. INCOME INSURANCE AND 
HOW TO WRITE IT—McNamer. 
A complete practical guide to the sale 
of income insurance. 
SELLING PROGRAM INSUR- 
ANCE—-Bragg ‘ , , F 
A “why and how” discussion of the 
important phases of programming 


SALARY BUDGET INSURANCE 

SELLING THE SALARY INSUR 
ANCE PLAN—Place $2.00 
The experience of those who have 
blazed the way Showing the pos- 
sibilities in this productive field 


THE ORDER, BUT BOOKS WILL BE SENT ON TEN DAYS' 
POSTAGE, IF 


ALL BOOKS LISTED MAY BE ORDERED FROM THE INSURANCE BOOK HOUSE 


TO GOOD LIFE INSURANCE BOOKS 


ESTATES, WILLS AND TRUSTS 


DEVNEY'‘'S OCCUPATIONAL 
LEAFLETS AND ECONOMIC 
TABLE—-Complete Set : 
The financial life history of the aver- 
age man, charred to show vividly his 
gradual increase in earning power, 
his point of greatest productivity, 
and the gradual decline. Complete 
set, including Economic Table and 
thirteen leaflets, together with in- 
structions and specimen letters for 
mail campaign among special classes 
of prospects. 


INHERITANCE TAXATION— 


EMOM canncceccccccccecsess cose 
Most compuiete treatment in book 
form—outside the regular services, 


such as Diamond Life Bulletins. 
INHERITANCE TAX—Ganse .... 
In preparation. 


LIFE INSURANCE’ AND _IN- 
HERITANCE TAXATION—Thorp 


& Hilleary , 
Concise treatment, including tables 
of the states and Federal Govern- 
ment 
LIVING TRUSTS. INCLUDING 
LIFE INSURANCE TRUSTS— 
Stephenson 
Every life underwriter who claims 


to be well posted must have a work- 
ing knowledge of living trusts Mr 
Stephenson's books will give him the 


practical working information he 
should have 
WILLS. ESTATES AND TRUSTS 


—Convyngton 
A very valuable and complete treat- 
ment of the subject. 


COMMON SENSE HEALTH—Geir- 
inger 
A valuable gift book for pre ospects 
Written from the life insurance view- 
point. 


Books on the History, 
Principles and Uses of 
Life Insurance 


AMERICA’S HUMAN WEALTH— 
loods 
A most 
values with an 
the perscnal business of 
living 

CREATING AND CONSERVING 
ESTATES—Robinson & Woods 
Cooperation between Life Insurance 
and Trust Companies 

CYCLOPEDIC DICTIONARY OF 
LIFE INSURANCE—Jackson é< 
Text book on life insurance by means 
of definitions of life insurance terms 


readable exposition of life 
intimate bearing on 
making a 


APPROVAL 
NOT WANTED 


CARE THE NATIONAL UNDERWRITER COMPANY 


New York 


Chicago 


Cincinnati 


$1.00 


5.00 


6.00 


2.00 


$2.00 


2.50 


WITH RETURN OF 


EASY LESSONS IN LIIFE 
SU RANCE— Jackson 


Fundamentals of life insurance with 


some salesmanship material-quiz 
book attached 
FUNCTIONS OF LIFE INSUR- 
ANCE—Rockwell .. 


This with Lovelace’s Functions out- 
lines the most detailed and com- 
plete treatment of the service and 
uses of life insurance 


INDUSTRIAL INSURANCE— 
Ackerman 
A thorough study of its subject 
lished by The Spectator Company 
LIFE INSURANCE—Huebner 
Background of life insurance treated 
from the standpoint of a college 
text-book 
LIFE INSURANCE—Maclean 
A treatment of the principles and 
functions of life insurance by an 
actuary thoroughly imbued with the 
field man's viewpoint 
LIFE INSURANCE FUNDAMENT 
ALS— Lovelace 
Elaborate treatment of the principles 
of life insurance as a system 
OUTLINE OF FUNCTIONS OF 
LIFE INSURANCE—Lovelace 
Lists practically all of the uses of 
modern life insurance (see also Rock- 
well). 
WHAT LIFE INSURANCE IS AND 
DOES— Alexander 
A primer for laymen and students 
Published by The Spectator Co 
WHAT TO KNOW ABOUT LIFE 
INSURANCE—Durvea 
A practical, clear statement by a field 
man or what the average salesman 
needs to know about the fundament- 
als. 


ia. 


Leavers ARE Learners 


Pub- . 


1.30 


1,50 


Books for General Agents 


and Managers 


THE MANAGER'S MANUAL—3 
VOLUMES— 
(Life Insurance Sales Research Bu- 


reau. ) 
YOUR FUTURE AGENT—Vol- 
1 eer 


ume $3.00 
Deals with the procuring and selec- 

tion of agents together with cer- 
tain fundamental problems of or- 
ganization 

YOUR NEW MAN—Volume 2 . 2.00 
Treats of the training and supervision 

of the new agent 

YOUR AGENT AT WORK— 
WD Doscdnsawnnsanesies 2.50 


Deals with problems of organization, 
stimulation and production 

wae ry tt AND TRAINING - 
SALESM 
A a oe Not two men expert in a 
research of personnel, based upon sur- 
veys of field conditions in different 
branches of selling 


REMITTANCE LESS 
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WELCOME TO 
TENNESSEE! 


“Stay ts a charming word in a friend’s 
vocabulary.” 


It is our privilege and pleasure to 
join all other Tennessee Companies in 
a most hearty welcome to members of 
the Underwriters’ Association. May 
your stay in Memphis be not only pleas- 
ant, but profitable, and may each of 
you return home with a friendly feeling 
for the city of Memphis and the State 
of Tennessee. 


THE NATIONAL 


LIFE AND ACCIDENT 
INSURANCE COMPANY 


(Incorporated 


National Building Nashville, Tennessee 





Tr & 


Tune In {Eyal} FR! on WSM 


LIFE AND 














ACCIDENT 
INSUPANCC 


























WANTED 


General Agents 
and 
Managers 


Commission 
or 
Commission & Expense 
Allowance Contracts 


Address 
S. W. Goss, Vice-President 
134 N. La Salle St., 
CHICAGO 


Dependable—in every sense of the word—in its relations with 
agents and policyholders—in its financial structure—in its 
methods of doing business. 

It is such a reputation that makes a representation worth- 
while. 


| SECURITY LIFEINSURANCECO. 


OF AMERICA. 


O.W. JOHNSON -Pres. 
-CHICAGO- 











